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All  about  extranet 
contracts 


Ready  for  auctions 
and  e-marketplaces? 

■  E-comm  execs 
speak  out 


Quantum’s®  Snap  Server  "  is  the  ideal  solution  for  upgrading  your  network  storage.  It  offers  the  perfect 
combination  of  quick  and  easy  installation  at  prices  far  below  what  you  would  pay  for  a  traditional  NT 
server.  It’s  pre-configured  to  work  in  all  major  network  environments,  which  means  you  really  just  plug 
it  in  and  turn  it  on  -  with  no  network  downtime.  In  fact,  the  Snap  Server  is  so  hassle-free,  it  installs  in 
less  than  15  minutes!  Simply  call  1-888-343-SNAP  or  visit  our  website  for  more  information. 
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If  it’s  important  to  you,  save  it  with  us. 
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©2000  Quantum  Corporation.  All  rights  reserved.  Quantum  and  the  Quantum  logo  ane  trademarks  of  Quantum 
Corporation,  registered  in  the  U.S.A.  and  other  countries.  Snap  Server  is  a  trademark  of  Quantum  Corporation.  All 
other  product  names  are  trademarks  of  their  respective  companies. 


Snap! 


server 


Performance  Pentium-class  processor  with 

•  Quantum  Ultra  ATA  hard  disk  drives 

•  RAID  0,1  (striping,  mirroring) 

•  Unlimited  license,  easily  supports  100  clients 


Compatibility  Simultaneous  support  for  Windows  95/98, 
2000,  NT,  NetWare,  UNIX  and  Macintosh  networks  and 
clients  across  TCP/IP,  IPX,  NetBEUI  and  AppleTalk 


Price 

10GB -$499 
20GB  -  $999 
40GB  -  $1799 


Network  Security  Integrates 
with  NT  Domain  Controller  and 
NetWare  Bindery  servers  or  local 
user  list 


Guarantee  Unconditional 
30-day  money-back  guarantee 
on  all  Snap  Servers,  plus  3-year 
parts  &  labor 


www.snapserver.com 
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Join  our  IP  VPN  INFORUM  virtual  seminar  on  3/14  and  3/16.  For  information  visit  www.info.uu.net/uuvpn 


These  days,  much  of  the  talk  surrounding  Internet  VPNs  isn't  much  more  than 
smoke.  That's  why  hundreds  of  leading  businesses  are  turning  to  UUNET® 
when  they  need  reliable  global  VPN  services  that  are  a  reality  today.  After  all, 
UUsecureSM  VPN  is  a  managed  end-to-end  VPN  that's  unmatched  in  the  industry. 
As  part  of  the  MCI  WorldComSM  global  fiber  network,  we  can  carry  your  critical 
data  from  local-to-global-to-local  seamlessly.  With  UUNET,  you  don't  just 
get  access  to  the  world's  most  rigorously  engineered  Internet  network.  You 
also  get  security  features  of  a  private  network,  at  a  fraction  of  the  cost. 
So  if  you're  tired  of  high-flyers  with  empty  promises,  call  1  877  783  2602  or 
visit  www.info.uu.net/vpn.  You'll  quickly  discover  that  only  UUNET  dares  to 
guarantee  network  availability,  performance  and  latency.  And  that's  no  stunt. 


WORLD'S  INTERNET  COMMUNICATIONS  C  O  M  P  A  N 


UUNET 

An  MCI  WorldCom  Company 
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+703  206  5600  Canada:  1  888  242  0653  ©2000  UUNET  Technologies,  Inc.,  a  subsidiary  of  MCI  WorldCom,  Inc.  All  rights  reserved.  The  UUNET  logo  is  a  trademaik 
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Fig  2.  Ditto 


Nature  is  proof  that  small  doesn’t  mean  defenseless.  Whether  you’re  a  service  provider  or  an  enterprise  network  manager, 
Net  Screen- 5  assures  broadband  telecommuters  and  up  to  25  remote-office  users  safe,  speedy,  always-on  connections.  #  NetScreen-5 
seamlessly  integrates  custom  ASICs,  a  high-peformance  processor  and  leading  edge  software  into  a  single-box  solution.  So  it  delivers  not 
only  the  high-peformance  firewall  you  need  to  survive,  but  also  outstanding  VPN  and  traffic  shaping  features.  # 

means  NetScreen-5  is  also  faster,  easier  and  cheaper  to  implement  than  software-only  solutions.  Big  difference. 

*  Call  1-877-NETSCREEN  or  visit  http://miw.netscreen.com/NS5  and  discover  just  how  smart  a  totally 
integrated  security  solution  can  be.  (We  think  you’ll  get  the  point!)  Broadband  Internet  Security  Solutions 
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www.nwiusion.com 


RESEARCH 

Spider  Bytes:  The  Web's  best  tools  and  tips 

It's  voice-over-IP  week  here  at  Fusion: 

•  We  tell  you  about  a  great  portal  on  computer  telephony  that  has 
everything  from  backgrounders  on  standards  to  lists  of  user  groups. 

•  Dig  through  VoIP  market  and  technology  research.  DocFinder:  7022 

•  See  what  sort  of  DSL  service  is  available  in  your  area  with  our  DSL  lookup 
service  (offered  in  cooperation  with  Telco  Express).  DocFinder:  6933 


INTERVIEWS 


Exclusively  online  at  DocFinder:  7040 
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James  Richardson  is  the  new  general  man¬ 
ager  of  Cisco's  Enterprise  line  of  business. 
Last  week  he  talked  to  Network  World  Senior 
Editor  Jim  Duffy  about: 


•  Cisco's  10G  bit/sec  Ethernet  plans. 

•  How  competitors'  plans  affect  Cisco. 

•  Cisco's  network  priorities. 

•  Why  IP  telephony  is  important  to  the  company. 


COONEY'S  CORNER 

The  best  of  NetFlash  daily  news 

New  hacking  tools  released  to  attack  Web  sites 

Can't  these  people  find  a  new  hobby?  Hackers  have 
released  new  tools  that  could  make  attacks  like  those  that 
temporarily  shut  down  Web  sites  such  as  eBay  and  Amazon, 
com  even  easier.  The  new  tools  could  misuse  systems  based 
on  Windows  NT,  95, 98  and  2000  to  launch  massive  amounts 
of  data  that  could  overwhelm  a  Web  site.  DocFinder:  7041 

Manual  workaround  for  Bell  Atlantic/CLEC  problem 

Long-distance  service  isn't  as  easy  as  you  thought  it  was 
going  to  be,  eh,  Bell  Atlantic?  Trying  to  salve  some  service 
wounds,  Bell  Atlantic  says  it  is  now  processing  orders  from 
competitive  local  exchange  carriers  on  time,  following  recent 
allegations  that  it  missed  installation  dates  on  tens  of  thou¬ 
sands  of  CLEC  orders  in  New  York  state.  But  Bell  Atlantic  also 
admits  it's  doing  a  lot  of  the  work  manually  and  hasn't  found  a 
permanent  fix  for  an  ongoing  logjam  of  orders  in  its  electron¬ 
ic  CLEC  ordering  system.  And  in  a  report  to  state  regulators 
filed  last  Tuesday,  Bell  Atlantic  also  revealed  that  it  may  scut¬ 
tle  the  electronic  system  if  it  can't  find  out  soon  why  it  has 
been  holding  up  orders.  DocFinder:  7042 

Hewlett-Packard  builds  storage  options 

Storage  administrators  for  large  corporate  nets  will  be 
able  to  more  easily  and  safely  manage  stored  data  with  soft¬ 
ware  HP  announced  last  week.  The  company  also  expanded 
its  program  that  lets  quickly  growing  companies  lease  pro¬ 
cessing  power  and  storage  capacity  on  an  as-needed  basis. 
HP  will  make  storage  capacity  on  the  XP256  disk  array  sub¬ 
system  available  to  rapidly  growing  customers  who  find  it  dif¬ 
ficult  to  project  their  storage  needs.  DocFinder:  7043 

—  Michael  Cooney,  associate  editor,  News 

Sign  up  for  this  e-mail  newsletter  online.  DocFinder:3850 


FORUMS 

"No  matter  how  I  sliced  it  I  never  got  the  Token  Ring 
costs  down  to  less  than  two  times  the  Ethernet  costs." 

—  from  the  “Upgrade  Token  Ring  or  move  to  Ethernet?”  forum,  DocFinder:  7021 

Other  Forum  topics: 

Get  your  e-commerce  questions  answered. 

Theo  Forbath,  director  of  Northeast  Consulting  Resources  in  Boston,  is 
online  this  week  to  talk  about  successful  strategies.  DocFinder:  7027 

Seminars  &  events 

The  high-performance  Web:  Building  a  world-class 
e-business  infrastructure 

Get  up  to  speed  quickly  on  all  the  challenges  involved  in  building  a 
successful  Web  computing  environment.  Sign  up  for  our  High- 
Performance  Web  seminar  coming  to  a  city  near  you.  DocFinder:  5526 


COLUMNISTS 

Help  Desk 

All  the  time 

Problem:  A  reader  is  setting  up  a  Network  Time  Protocol  server 
and  wants  to  know  how  to  get  workstations  in  his  domain  syn¬ 
chronized  with  that  machine. 

Solution:  It  depends  on  the  clients.  Windows  NT  clients  can 
use  the  timeserve  service  that  comes  with  the  NT  Resource 
Kit.  Windows  9x  clients  can  be  fitted  with  any  of  several  third- 
party  options.  DocFinder:  7024 

Water  Cooler:  Get  better,  Pat 

Network  World  Fusion  Editor  Adam  Gaffin 
remembers  the  old  days  on  Usenet,  when 
newsgroups  actually  carried  useful  infor¬ 
mation  instead  of  endless  spam  for  X-rated 
Web  sites.  One  grizzled  veteran  from  the  early 
days  is  Patrick  Townson,  moderator  of  the  Telecom  Digest 
(a.k.a.  comp.dcom.telecom).  Townson  recently  posted  why  the 
digest  has  been  silent  since  Thanksgiving. 

DocFinder:  7023 


What  is  DocRnder? 


We've  made  it  easy  to  access  articles  and  resources  online.  Simply  enter  the  four-digit  DocFinder 
number  in  the  search  box  on  the  home  page,  and  you  will  jump  directly  to  the  requested  info. 
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performance  isn’t  outside  your  firewall 


■  ■  ■ 
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3Com’s  new  EtherLink '10/100  PCI 
Network  Interface  Card  with  3XP 
processor  and  encryption  delivers 
protection  and  performance. 

A  recent  survey*  shows  that  41%  of 
security  breaches  are  internal— where 
the  firewall  has  no  effect.  Of  course, 
protecting  your  LAN  from  the  inside  has 
typically  resulted  in  slowing  it  down.  But 
now  you  no  longer  have  to  make  the 
choice  between  system  performance  and 
network  protection. 

Our  newest  generation  of  e-Network 
NICs  includes  a  high-speed  co-processor 
and  on-board  encryption  chip— leaving 
the  host  CPU  free  to  process  user  applica¬ 
tions.  These  features  result  in  radically 
improved  system  performance  and 
simpler,  more  effective  data  security. 
Designed  to  encrypt  all  local  traffic  all 
the  time,  they  deliver  transparent  protec¬ 
tion  against  internal  threats.  Developed 
in  collaboration  with  Microsoft?  our  new 
NICs  also  reduce  CPU  utilization  by  up  to 
33%  when  running  Windows®2000. 

Empower  your  business  with  this 
e-Networks  solution.  Order  your  EtherLink 
evaluation  unit  now  for  just  $59  or,  to 
get  more  facts,  visit  us  on  the  web  at 
www.3com.com/securenic/nw. 


It’s  inside  your  company. 


Another  [^Networks  solution  from 
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News 

Novell,  Tivoli  aim  to  bolster  network  security 


Novell’s  SecureMe  appliance  designed  to  safeguard  e-comm,  intranet  sites.  Tivoli  coordinates  efforts  of  security  devices/tools. 


The  SecureMe  appliance 


Novell's  SecureMe  appliance  is  an  in-flow  security  device  that 
sits  between  the  Internet  and  a  Web  caching  server.  The  device 
takes  HTTP  requests,  decrypts  them  and  passes  them  to  the  Web 
server  for  processing.  It  re-encrypts  them  on  the  way  back  to  the 
user 

Encrypted  incoming  and  outgoing  Web  traffic 


Internet 


SecureMe  appliance  ^Se^e"19 


Web 

server 


BY  DENI  CONNOR 

PROVO,  UTAH  —  Novell 
next  month  will  unveil  an 
Internet  appliance  designed 
to  speed  secure  access  to 
e-commerce  sites  and  corpo¬ 
rate  intranets. 

The  company  is  expected  to 
demonstrate  this  security  appli¬ 
ance,  code-named  SecureMe,  at 
its  BrainShare  customer  confer¬ 
ence  in  Salt  Lake  City  from 
March  26  to  March  31. 
SecureMe  provides  access, 
authentication  and  secure  com¬ 
munications  over  the  Internet, 
while  regaining  the  speed  lost 
by  servers  in  processing  secure 
transactions. 

New  service  information 

Also  at  BrainShare,  Novell 
will  release  information  on  an 
upcoming  service  that  lets 
users  and  companies  store 
information  on  the  Internet  as 
if  the  data  were  stored  on 
another  network  drive.  The 
company  is  also  expected  to 
give  more  details  of  plans  to 
integrate  applications  with 
DirXML,  its  directory-enabled 


XML  technology,  as  well  as 
its  new  Novell  Directory 
Services  (NDS)  Filtered  Rep¬ 
lication,  which  lets  companies 
take  subsets  of  their  directo¬ 
ries  and  share  them  with  cus¬ 
tomers,  partners  and  users. 

The  SecureMe  appliance 
uses  encryption-decryption 
algorithms  to  pass  secure  traf¬ 
fic.  The  device  decrypts 
scrambled  traffic  on  the  way 
into  the  network  before  pass¬ 
ing  it  to  a  Web  server,  Web¬ 
caching  device  or  load-bal¬ 
ancing  device.  By  doing  that, 
the  servers  don’t  have  to 
spend  processing  time  on 


decryption.  The  box  then 
encrypts  the  traffic  on  the 
way  back  out  to  the  Internet. 

The  SecureMe  appliance 
also  uses  public-key  infrastruc¬ 
ture  (PKI)  to  provide  directory- 
enabled  public-key  cryptogra¬ 
phy  and  digital  certificates.  It 
can  use  digital  certificates  from 
third-party  vendors  or  those 
from  its  Certificate  Server. 
SecureMe  is  also  NDS  and 
Lightweight  Directory  Ap¬ 
plication  Protocol-enabled. 

“SecureMe  will  take  the 
burden  off  the  Web  server,” 
says  James  Cimino,  president 
See  Novell,  page  126 


BY  MARC  SONG INI 

AUSTIN,  TEXAS  —  Worried 
about  a  hacker  crashing  your 
Web  site,  despite  the  arsenal 
of  security  tools  you  have  in 
place?  Tivoli  this  week  will 
attempt  to  address  such  con¬ 
cerns  with  software  it  claims 
can  unite  disparate  security 
products  to  fight  off  denial-of- 
service  attacks  and  other 
types  of  net  assaults. 

Called  SecureWay  Risk 
Manager,  the  product  can  field 
alerts  from  separate  security 
products,  such  as  firewalls  and 
virus  detection  programs.  It  can 
then  present  information  based 
on  the  alerts  in  a  single  man¬ 
agement  console  that  gives  a 
more  complete  picnire  of  a 
company’s  network  security 
status. 

Tivoli’s  new  software,  based 
on  technology  created  in  IBM 
research  labs,  can  also  be  used 


Den  ial-of -service 
attach,  code  does 
Windows.  Page  12 


to  test  networks  for  potential 
security  weak  spots  and  to  dis¬ 
tribute  security  patches. 

Tivoli  is  targeting  organiza¬ 
tions  with  high-profile  Web 
sites  as  well  as  universities  and 
other  sites  whose  computers 
might  be  used  without  the 
knowledge  of  their  owners  to 
launch  attacks  like  those  that 
stymied  Web  sites  such  as 
Yahoo  and  eBay  earlier  this 
month. 

Risk  Manager,  which  initially 
will  run  on  Windows  NT, 
includes  a  translation  engine 
that  can  accept  data  from 
assorted  security  products  via 
SNMP  or  other  means.  The 
engine  translates  the  data  into 
a  common  format  that  can  be 
understood  by  Risk  Manager's 
correlation  engine.  This  tech¬ 
nology  has  been  in  develop¬ 
ment  for  the  past  year  at  the 
IBM  Zurich  research  lab. 

The  correlation  engine  can 
be  programmed  with  rules 
from  the  IT  staff  and  acts  as  the 
communications  and  com¬ 
mand  center  for  all  of  a  net¬ 
work’s  security  needs.  So  for 
See  Tivoli,  page  1 26 


One  year  later:  iPlanet  still  looking  to  get  into  e-commerce  groove 


Bell  Atlantic  mess  won’t  help  Sun-Netscape  venture’s  cause,  though  new  application  server  could  help  bolster  offerings. 


BY  JOHN  cox 

The  Sun-Netscape  Alliance 
is  about  to  celebrate  its  first 
birthday  by  cleaning  up  an 
embarrassing  public  failure 
with  a  major  customer  —  Bell 
Atlantic. 

The  Alliance,  now  called 
iPlanet  E-Commerce  Solutions, 
has  been  targeting  its  server 
software  and  electronic  com¬ 
merce  applications  at  large 
Web  sites  and  e-businesses, 
emphasizing  the  software’s 
ability  to  handle  lots  of  traffic 
and  transactions. 

But  for  weeks,  iPlanet’s 
ECXpert  software,  which  Bell 
Atlantic  is  using  for  the 


exchange  of  documents  and 
messages  among  trading  part¬ 
ners  and  competitors,  report¬ 
edly  has  been  drop¬ 
ping  orders  submit¬ 
ted  to  Bell  Atlantic 
by  local  competi¬ 
tors  who  have  lured 
away  the  telephone 
company’s  residen¬ 
tial  customers  (see 
sidebar,  page  128). 

While  ECXpert 
wasn’t  entirely  to 
blame  for  the  carri¬ 
er’s  problems,  Bell 
Atlantic  specified 
that  the  software 
failed  to  generate  notices  of 
orders  received  and  suffered 


performance  problems  as 
activity  increased.  A  Bell 
Atlantic  official  even  hinted 
last  week  that  the 
telco’s  IT  depart¬ 
ment  was  close  to 
scrapping  the 
iPlanet  software,  at 
least  temporarily. 

IPlanet  execu¬ 
tives  declined  to 
comment  on  the 
Bell  Atlantic  situa¬ 
tion,  but  the  soft¬ 
ware  maker’s  expe¬ 
rience  with  the  car¬ 
rier  underscores 
the  opportunities 
and  obstacles  facing  iPlanet  in 
the  fast-growing  market  for 


e-commerce  products. 

The  company,  which  formed 
shortly  after  America  Online 
bought  Netscape  early  last  year 
as  part  of  a  complex  three-way 
deal  involving  Sun  Micro¬ 
systems,  is  considered  by  many 
to  be  a  solid  contender  in  the 
e-commerce  software  market. 
At  the  same  time,  the  company 
is  still  struggling  to  carve  out 
an  identity. 

Despite  a  deceptively  sim¬ 
ple  product  roadmap  laid  out 
last  spring,  iPlanet  has  con¬ 
fused  some  customers.  The 
plan  called  for  maintaining 
interim  releases  of  existing 
Sun  and  Netscape  products; 
making  fast  decisions  about 


which  products  to  keep  and 
dump;  getting  their  respective 
products  to  work  smoothly 
with  each  other;  and,  finally, 
releasing  new  versions  under 
the  iPlanet  brand. 

For  the  most  part,  iPlanet 
has  shipped  its  software  on 
time.  But  one  customer  men¬ 
tioned  major  problems  with 
the  Web  server  released  last 
fall.  That  product  trails  in  the 
market  far  behind  Microsoft’s 
Web  server  and  the  free 
Apache  Web  serv  er. 

Other  customers  were 
spooked  at  the  uncertain 
future  of  iPlanet  and  held  off 
buying  the  well-regarded 
See  iPlanet,  page  128 


IPIanet’s  Mark  Tolliver 
acknowledges  the  firm 
stumbled  early  on. 
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lETF’s  dilemma  down  under 

Lower-than-expected  interest  in  the  next 
Internet  Engineering  Task  Force  meeting  in 
Adelaide,  Australia  has  prompted  a  debate 
about  the  global  nature  of  the  organization. 
The  IETF  hosts  three  face-to-face  meetings  a 
year,  two  of  which  are  usually  in  the  U.S.The 
next  meeting,  March  26  to  March  31,  is  the 
first  in  Australia.  Because  of  the  expense  and 
time  associated  with  traveling  to  Australia, 


some  U.S.  participants  are  having  a  difficult 
time  justifying  the  trip  to  their  employers. 
Griping  has  prompted  IETF  leaders  to  reaf¬ 
firm  their  commitment  to  being  a  global 
organization.  IETF  leaders  have  clamped 
down  on  working  groups  that  wanted  to 
forego  meeting  in  Adelaide  and  instead  hold 
so-called  “interim  meetings”  in  the  U.S.  The 
hubbub  should  die  down,  however,  as  the 
group’s  summer  meeting  is  in  the  heartland: 
Pittsburgh. 

Art  Technology  settles  patent  suit 

Boston-based  software  vendor  Art 
Technology  Group  last  week  agreed  to  pay 
e-commerce  software  vendor  BroadVision 
$15  million  to  settle  a  patent  infringement 
suit  filed  by  BroadVision  in  December  1998. 
BroadVision  asserted  that  Art’s  Dynamo  prod¬ 
uct  infringed  on  the  patented  personalization 
technology  used  in  BroadVision's  One-to- 
One  e-commerce  product.  BroadVision  also 
accused  Art  of  plagiarizing  BroadVision’s 
marketing  literature. Without  admitting  guilt, 
Art  agreed  to  settle  out  of  court  by  paying 
$15  million  in  order  to  continue  marketing 
Dynamo  without  facing  further  court  battles. 

Cabletron  gets  $200M  infusion 

Cabletron  last  week  announced  that  tech¬ 
nology  investment  firm  Silver  Dike  Partners 
will  invest  up  to  $200  million  in  the  firm  and 
its  four  newly  launched  subsidiary  compa¬ 
nies.  As  part  of  the  investment,  Silver  Lake 
will  purchase  a  3%  stake  in  each  of  the  new 
companies.  The  investments  are  intended  to 
fuel  the  expansion  of  these  new  companies. 
David  Roux,  a  principal  of  Silver  Dike,  will 
join  Cabletron’s  board  of  directors. 

Novell  targets  Windows  2000 

Novell  is  set  to  release  new  software  for 
managing  Microsoft’s  Windows  2000  Active 
Directory  this  week.  Called  eDirectory  for 
Windows  2000,  the  software  lets  users  man¬ 


age  Active  Directory  domains  front  within 
Novell  Directory  Services  (NDS).  The  soft¬ 
ware,  which  natively  supports  the 
Lightweight  Directory'  Access  Protocol,  no 
longer  requires  a  NetWare  serv  er.  It  will  also 
run  on  mixed  Windows  NT,  2000  and 
NetWare  networks.  Network  managers  with 
previously  purchased  NDS  eDirectory,  NDS 
Corporate  Edition  or  NetWare  5.x  can  down¬ 
load  eDirectory  for  Windows  2000  for  free 
from  www.novell.com/download.  Any  user 
who  purchases  Windows  2000  by  May  17 
can  obtain  a  100-user  version  for  free. 

Gates  as  Rockefeller? 

Microsoft  last  week  reaffirmed  its  position 
that  it  did  not  break  antitrust  laws,  while  the 
government  said  it  was  “impossible  to  imag¬ 
ine”  that  Microsoft  was  without  blame.  The 
statements  were  part  of  closing  arguments  in 
the  government’s  antitrust  case  against  the 
software  developer. 

No  timetable  has 
been  set  for  a  deci¬ 
sion  from  Judge 
Thomas  Penfield 
Jackson,  who,  during 
closing  arguments, 
compared  Micro¬ 
soft’s  power  over 
operating  systems 
with  the  power  John 
D.  Rockefeller  once 
had  over  oil.  In  1911, 

Standard  Oil  was  bro¬ 
ken  up  into  separate 
companies,  a  remedy  the  government  is 
reportedly  considering  for  Microsoft. 

GM,  Ford  rethink  B2B  exchange 

General  Motors  and  Ford  last  week  aban¬ 
doned  their  efforts  to  create  competing 
online  business-to-business  trade  exchanges 
for  their  suppliers.  Instead,  GM  and  Ford 
announced  an  as-yet-unnamed  joint  venture 
to  develop  a  shared  online  exchange  for  the 
car  industry.  DaimlerChrysler  will  also  join 
the  exchange.  GM  and  Ford  admitted  they 
made  the  strategy  shift  because  suppliers  had 
been  dissatisfied  with  the  idea  of  having  to 
join  multiple  online  trading  exchanges. 

ASP  Agillion  off  and  running 

Application  service  provider  (ASP)  start¬ 
up  Agillion  officially  launched  the  company’s 
first  services  last  week.  Former  Tivoli  execu¬ 
tive  Frank  Moss  and  BSG  Systems  founder 
Steve  Papermaster  lead  the  ASP  Agillion  is 
offering  small  and  midsize  businesses  a  soft¬ 
ware  rental  service  accessed  through 
Agillion  s  e-Business  Dashboard  Web  site. 
Users  only  need  a  standard  Web  browser  as 
opposed  to  specific  client  software  or  a  ter¬ 
minal  server  client.  Agillion  services  are  free 
until  the  end  of  June,  after  which  the  fee  is 
$30  per  month  per  user. 


Judge  Jackson  likens 
Microsoft's  clout  to 
Rockefeller. 


Ford  steps  on  global 
Web  marketing  gas 


GM,  Nissan  and  others  making  e-comm  moves. 


BY  ELLEN  MESSMER 

DEARBORN,  MICH.  — 
Ford  Motor  Co.  last  week 
aired  plans  to  get  its  5,000  car 
dealers  on  the  same  e-com¬ 
merce  page. 

The  broad  cooperative  Web 
marketing  effort  will  include 
designing  Web  sites  for  indi- 


merce  division.  While  Ford’s 
Web  site  BuyerConnection. 
com  directs  potential  buyers 
to  local  dealers,  the  site 
doesn’t  support  the  same 
type  of  e-mail  negotiation 
available  at  rival  General 
Motors’  GMBuyPower.com 
site. That  site  is  where  80%  of 
GM’s  7,700  dealers  now  list 


s 

— 
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[Left  to  right]  Joe  Liemandt,  president  of  Trilogy  Software;  Brian  Kelley, 
president  of  Ford  s  ConsumerConnect  e-commerce  division;  and  Trilogy 
Software  founder  and  CEO  Chris  Porch  get  together  on  an  as-yet- 
unnamed  joint  venture  to  develop  Web  sites  for  individual  dealers. 


vidual  dealers  that  have  a 
common  look  and  feel,  and 
enabling  the  dealers  to  offer  a 
similar  set  of  online  services, 
from  insurance  policies  to  car 
sales. To  do  this.  Ford  is  taking 
the  unusual  step  of  setting  up 
an  as-yet-unnamed  joint  ven¬ 
ture  with  Trilogy  Software, 
which  helped  design  the  cur¬ 
rent  Ford.com  site. 

With  Trilogy’s  founder  and 
CEO  Chris  Porch  in  charge, 
this  new  Austin,  Texas-based 
venture  is  expected  next 
month  to  begin  providing 
Web  design  services  to  Ford, 
its  dealers  and  perhaps  other 
clientele.  Ford  isn’t  disclosing 
its  investment  in  the  joint 
venture,  but  not  surprisingly, 
the  company  hinted  the 
undertaking  could  go  public 
in  the  future. 

“We  want  to  make  sure  our 
dealers  have  the  tools  to  get 
leads  and  make  sales  on 
the  Internet,”  said  Brian 
Kelley,  president  of  Ford’s 
ConsumerConnect  e-com- 


their  inventories,  get  cus¬ 
tomer  e-mail  and  check  visi¬ 
tor  Web  statistics  on  what 
cars  get  the  most  page  views. 

The  larger  issue  is  how  far 
the  big  car  manufacturers  will 
go  to  get  dealers  to  support  a 
corporate  Web  brand.  Today, 
GM  dealers  have  free  reign  in 
building  Web  sites.  However, 
not  unlike  Ford,  GM  and  its  e- 
Dealers  Advisory  Council  are 
considering  whether  to  adopt 
a  common  look  and  feel  for 
local  dealers,  a  GM  spokes¬ 
woman  says. 

Another  competitor,  Daimler¬ 
Chrysler,  has  a  Web  site  to 
generate  leads  to  about  40% 
of  Chrysler’s  4,000  dealers  on 
Chrysler  car  models,  but  so 
far  the  company  lacks  a  uni¬ 
fied  global  Web  strategy  to 
reflect  its  merger  with 
Daimler-Benz. 

Ford’s  upcoming  Web 
makeover  might  also  lead  to 
new  pricing  mechanisms.  “We 
are  looking  at  invoice  pricing 
See  Ford,  page  126 
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Ideas  take  wing  with  Novell  and  IBM. 


Flight  ready.  That's  the  kind  of  solution  you  need  to  power  your  e-business  strategy.  It's  simple: 

you  need  compatibility  with  your  current  infrastructure.  You  need  reliable 
solutions  that  install  and  integrate  smoothly.  And  you  need  to  know  where 
to  get  a  plug-and-play  solution. 

For  starters,  look  for  solutions  that  are  Novell  Directory-Enabled  and 
ServerProven™.  It's  the  mark  of  a  tested  and  proven  solution  for  Novell®  NDS» 
eDirectory™  and  IBM®  Netfinity®  servers.  It's  the  simplest  way  to  enable 
yourself.  Find  proven  and  enabled  solutions  at:  http://developer.novell.com/enabled. 


Novell 


Q  2000  Novell,  Inc.  Novell  and  NDS  are  registered  trademarks,  and  eDirectory  is  a  trademark  of  Novell  in  the  U.S.  and  other  countries.  IBM  and  Netfinity  are  registered  trademarks,  and  ServerProven 
is  a  trademark  of  IBM  in  the  U.S.  and  other  countries. 
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F o  adds  oomph  to  Web  caching  family 


Company  boosts  performance  of  flagship  box,  adds  new  CMP  saving  device  and  mother  board. 


BY  APRIL  JACOBS 

F5  Networks  stirred  up  the 
caching  arena  last  week  with 
a  new  device  and  hardware 
aimed  at  helping  users  more 
efficiently  manage  Internet 
traffic. 

F5,  known  for  its  cache 
devices  used  to  manage 
Internet  traffic,  announced 
Version  3-0  of  its  BIG/ip 
Controller  cache  device,  as 
well  as  plans  for  a  stand-alone 
device  that  off-loads  processor¬ 
intensive  encryption  and  iden¬ 
tification  functions  from  Web 
servers. 

A  third  product  in  the 
works  is  motherboard-based 
technology  that  performs 
cache  functions  on  a  board 
that  can  slide  into  a  server  or 
switch. 

Such  integrated  products 
can  ultimately  mean  fewer 


devices  for  network  man¬ 
agers  to  troubleshoot  and 
maintain,  and  better  response 
time  to  end-user  requests, 
observers  say. 

BIG/ip  3.0  has  several  new 
features,  including  one 
dubbed  Active-Active  mode 
that  lets  two  BIG/ip  caches 
work  together  to  handle  larger 
volumes  of  traffic  and  back 
each  other  up  in  the  event 
that  one  fails. 

The  devices  can  also  route 
requests  based  on  HTTP 
header  information,  allowing 
network  managers  to  dedi¬ 
cate  servers  for  specific 
requests.  For  example,  in  an 
e-commerce  setting,  HTTP- 
based  routing  can  allow  pre¬ 
mium  users  to  get  the  best 
response  time  possible. 

F5  also  promised  to  release 
a  new  motherboard  this  year 
that  can  be  resold  by  server 


and  switch  vendors  such 
as  Hewlett-Packard,  3Com 
and  Cabletron.  That  mother¬ 


board  would  support  the 
same  features  as  the  BIG/ip 
cache  device. 

Esmerelda  Silva, 
an  analyst  with 
International  Data 
Corp.,  a  market 
research  firm  in 
Framingham,  Mass., 
says  putting  cache 
features  onto  a 
motherboard 
reduces  network 
complexity  by 
incorporating  what 
used  to  be  a  stand¬ 
alone  device  into  a 
server  or  switch. 
Competitors  have 
already  adopted 
similar  technology. 

Cisco,  for  exam¬ 
ple,  has  plans  to 
incorporate  its 
LocalDirector  traf¬ 
fic  management 


software  into  its  line  of 
Catalyst  switches  in  March. 
The  integrated  switch  will 
allow  network  managers  to 
deal  with  a  single  device 
instead  of  separate  hardware 
and  software. 

In  June,  F5  will  also  be 
rolling  out  add-on  cards  with 
processors  designed  to  off-load 
CPU-intensive  functions  such 
as  security  and  cookies  from 
the  Web  server.  The  cards  can 
be  put  into  a  PCI  slot. 

In  April,  F5  will  make 
available  a  stand-alone  ver¬ 
sion  of  that  device,  now 
dubbed  the  e-commerce  gate¬ 
way,  that  is  positioned 
between  the  router  and  the 
Web  server.  Intel  announced 
a  similar  product  two  weeks 
ago  within  its  NetStructure 
family,  called  the  e-Commerce 
Accelerator  7110. 

F5:  www.f5.com 


BIG/ip  -  the  next  generation 

Performance  upgrades  for  F5's  flagship 
cache  device  will  include: 

•  New  network  processor-based 
architecture  integrated  into  existing  BIG/ip 
appliances. 

A  new  design  that  offloads  repetitive 
packet  processing  from  the  CPU,  freeing 
the  CPU  to  concentrate  on  availability 
testing  and  decision  making. 

A  feature  that  allows  cryptographic 
and  traffic-management  functions  to  be 
offloaded  from  the  server. 


F5's  BIG/ip  Controller 


Denial-of-service  attack  code  infects  Windows 


James  Madison  University  and  others  find  Trojan  horse  infection  on  Windows  PCs. 


BY  JAMES 
NICCOLAI  AND 
ELLEN  MESSMER 

The  code  used  in 
the  recent  denial-of-service 
attacks  on  Yahoo,  eBay  and 
other  victims  was  Unix- 
based,  but  new  Windows- 
based  variants  of  denial-of- 
service  attack  tools  are  now 
being  identified. 

James  Madison  University 
discovered  last  week  that  16 
Windows  PCs  on  its  student 
network  were  infected  with 
what  looked  like  a  Windows 
variant  of  the  original 
Unix-based  “TrinOO,”  a  Trojan 
horse  that  hackers  secretly 
install  on  machines  to 
remotely  launch  denial-of- 
service  attacks. 

James  Madison’s  network 
administrator  Gary  Flynn 
reported  the  discovery  to  the 
public  service  Computer 
Emergency  Response  Team 
(CERT).  The  new  TrinOO  vari¬ 
ant  is  dubbed  WintrinOO. 


Flynn  acknowledged  that  the 
university’s  16  machines  were 
being  remotely  manipulated 

■  "On  the 
Windows 
side,  this 
has  the 
potential 
to  be 

much  more 
disastrous." 

Randy  Marchany, 

CERT  team  member, 
Virginia  Tech  University 


by  an  unknown  attacker  to 
send  out  a  User  Datagram 
Protocol  (UDP)  flood  against 
unspecified  victims  on  the 
Internet. 

Meanwhile,  a  university  in 
Florida  and  a  large  corpora¬ 


tion  in  Washington,  D.C.,  this 
week  also  discovered  Win¬ 
dows  PCs  that  had  been 
infected  by  a  TrinOO  variant, 
Stephen  Northcutt,  director 
of  the  Global  Incident 
Analysis  Center  at  the  System 
Administration,  Networking 
and  Security  (SANS)  Institute, 
said  in  a  phone  interview. 

Windows-based  denial-of- 
service  attack  code  appear  to 
be  far  less  deadly  in  terms  of 
fire-power  compared  to  the 
earlier  Unix  versions,  say 
experts  at  Internet  Security 
Systems  after  an  initial  review 
of  the  Windows-based  attack 
code  last  week. 

However,  because  there 
are  so  many  Windows 
machines  in  use,  many  are 
concerned  the  potential  for 
launching  attacks  with  them 
is  great. 

“On  the  Windows  side,  this 
has  the  potential  to  be  much 
more  disastrous,”  says  Randy 
Marchany,  a  member  of  CERT 
at  Virginia  Tech  University. 


Aside  from  the  sheer  number 
of  Windows  PCs  connected  to 
the  Internet,  many  Windows 
PCs  are  operated  by  novice 
users,  and  are  not  protected 
by  firewalls  and  other  heavy- 
duty  security  software. 

Detection  difficult 

Making  the  problem  harder 
to  solve  is  the  fact  that  most 
users  wouldn’t  even  be  aware 
that  their  PC  has  been 
affected.  Trojan  horses  such 
asTrinOO  don’t  typically  cause 
problems  on  the  computers 
they  infect;  rather,  they  allow 
the  computer  to  be  used  in  a 
coordinated  attack  against  the 
powerful  servers  that  run 
Web  sites  or  corporate 
intranets. 

The  best  way  for  individual 
users  to  protect  their  PCs  is 
to  keep  their  antivirus  soft¬ 
ware  up-to-date  and  avoid 
opening  attachments  that 
come  from  unfamiliar 
sources.  Ideally,  users  should 
always  scan  attachments  for 


viruses  before  opening  them, 
experts  say. 

“Those  innocent  screen 
savers,  pictures  and  games  that 
we  once  downloaded  with 
abandon  have  much  more  abil¬ 
ity  to  play  havoc  today,”  James 
Madison  University  said  on  its 
Web  site. 

For  businesses  and  organiza- 
See  Attack  code,  page  124 


Net  Know-It-All 
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more  net  trivia,  visit  Network  World 


Fusion  and  enter  2349  jer  dox 


This  week's  question: 


Computer  Corp.  of 
America  introduced 
the  first  commercial 
e-mail  product  in  1976 
What  was  it  called? 


www.nwfus 
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e-business 


It  takes  powerful 

software 

to  turn  Web  orders 

into  warehouse 

shipments. 

That’s  the  software 

IBM  makes 


- 


==■=  ■  =«  I  WebSphere'"  Commerce  Suite  is  designed  for  the  life  of  your  e-business 
From  startup  in  as  fast  as  60  days  to  seamless  integration  with  inventory 
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ERP  and  ever-changing  supplier  systems.  For  case  histories  and  a  free  e-commerce  Roadmap 
visit  www.ibm.com/software/soul/roadmap 
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IBM,  WebSphere,  the  e-business  logo  and  Software  is  the  soul  of  e-business,  are  trademarks  of  International  Business  Machines  Corporation  in  the  United  States  and/or  other  countries.  ©2000  IBM  Corp.  All  rights  reserved 
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Bells  are  bulking  up  on  e-commerce  services 


SBC  pays  $3-9  billion  for  Sterling  Commerce;  online  marketplace  competition  heats  up. 


RBQCs  have  their  eyes  on  e-commerce  services 

RBOCs  are  wheeling  out  more  than  just  the  network  connections 
needed  to  do  business  on  the  Internet. 

Company:  E-commerce  plans 

SBC  Communications:  Bought  Sterling  Commerce  for  $3.9  billion  and  expects 
to  use  Sterling's  software  to  offer  integrated  e-business  software  and  network 
services. 

US  West's  Dex  division:  Allies  with  Intershop  and  Nextron  to  provide  Web 
site  creation  and  hosted  e-commerce  sites. 

Bell  Atlantic:  Plans  to  work  with  Biztro,  Inc.  to  set  up  a  business-to-business 
marketplace  where  customers  can  trade. 

BellSouth:  Teams  with  Commerce  One  to  run  Internet-based  marketplaces 
where  customers  can  auction  and  bid  on  products. 


BY  TIM  G  II  E  E  N  E 

When  it  comes  to  e-busi- 
ness,  local  phone  companies 
are  rushing  to  set  up  online 
marketplaces  for  corporate 
customers  who  don’t  have  the 
time,  resources  or  inclination 
to  learn  the  technology  and 
set  them  up  for  themselves. 

And  none  seems  more  com¬ 
mitted  to  that  e-commerce 
concept  than  SBC  Communi¬ 
cations,  which  offered  $3-9  bil¬ 
lion  last  week  to  buy  e-busi- 
ness  software  maker  Sterling 
Commerce.  The  deal  will  go  a 
long  way  toward  letting  SBC 
tap  the  estimated  $200  billion 
business-to-business  e-com¬ 
merce  market. 

SBC  sees  the  Sterling  pur¬ 
chase  as  a  way  to  get  a  jump 
on  competitors  by  acquiring 
products,  services  and  the  per¬ 
sonnel  to  deliver  new  services 
all  at  once.The  deal  also  brings 
in  a  customer  base  that 
Sterling  says  includes  487 
Fortune  500  companies. 

“'This  plants  a  stake  in  the 
ground.  It  will  definitely  raise 


the  level  of  competition  and 
marks  a  maturation  of  the 
e-commerce  market,”  says  Jilani 
Zeribi,  an  analyst  with  Current 
Analysis,  a  network  market 
consultancy  in  Sterling,  Va. 

Other  regional  Bell  operat¬ 
ing  companies  are  interested 
in  providing  similar  services, 
at  perhaps  a  lower  level.  Bell 
Atlantic,  BellSouth  and  US 
West  have  made  partnerships 


to  cobble  together  e-com- 
merce  services,  but  they  have 
done  nothing  as  bold  as  the 
SBC-Sterling  venture  (see 
graphic). 

For  example,  BellSouth 
and  Commerce  One  last  fall 
announced  they  would 
develop  an  electronic  mar¬ 
ketplace  where  businesses 
could  band  together  to  buy 
equipment.  For  example,  sev¬ 


eral  businesses  could  come 
together  to  seek  bids  on 
desktop  PCs  expecting  to  get 
a  better  price  because  they 
are  buying  larger  volumes. 

That  service  is  scheduled  to 
be  up  and  running  the  spring, 
and  by  year-end,  BellSouth  will 
let  customers  sell  their  own 
goods  and  services,  the  com¬ 
pany  says. 

The  Commerce  One  al¬ 
liance  lets  BellSouth  expand 
the  services  it  offers  without  a 
huge  investment  and  without 
losing  focus  on  its  main  busi¬ 
ness  —  selling  communica¬ 
tions  lines.  “Unlike  what  SBC 
did,  we  will  stick  with  what 
our  core  competencies  are,” 
says  Pat  Shannon,  president  of 
BellSouth  Exchange  Services. 

Company  focus  may  be  an 
issue  with  the  SBC/Sterling 
deal  because  when  pressed  at 
a  teleconference  announcing 
the  deal,  SBC  officials  could 
not  say  exactly  how  they 
would  integrate  the  two  com¬ 
panies’  offerings. 

Zeribi  says  that  process 
could  take  a  while  to  sort  out 


Net  monitoring  service  on  tap  from  SilverBack 


PROFILE:  SILVERBACK 
TECHNOLOGIES 


Headquarters:  North  Billerica,  Mass. 

Founded:  June  1999 

Product:  Network  monitoring  service 

Employees:  45 

Funding:  Privately  financed  with  $6.8  million  in  capital. 

Fun  fact:  Company  is  named  after  the  silverback,  the  informal  name 

given  to  the  oldest,  wisest  and  most  loyal  gorilla  in  a  group. 


BY  MARC  SONGINI 

ANAHEIM,  CALIF.  — 
SilverBack  Technologies  wants 
to  take  on  much  of  the 
headache  of  monitoring  your 
company’s  network  resources. 

The  North  Billerica,  Mass., 
start-up  plans  to  roll  out  a  mon¬ 
itoring  and  reporting  service 
called  InfoCare,  which  features 
a  customer-site  appliance 
dubbed  InfoNest  650.  The  ser¬ 
vice  is  designed  for  networks 
of  less  than  1,000  seats.  The 
offering  will  let  IT  staff  get  an 
instant  picture  of  their  network 
devices,  servers,  applications 
and  security,  the  company  says. 

SilverBack  is  one  of  a  hand¬ 
ful  of  players  in  the  fledgling 
management  service  provider 
(MSP)  market,  joining  the  likes 
of  @Manage,  InteQ  and 
NetSolve.The  MSPs  claim  their 
customers  can  save  on  soft¬ 
ware  deployment  costs,  per¬ 


sonnel  and  training. 

SilverBack  claims  to  have  the 
broadest  set  of  MSP  services, 
covering  the  e-business,  secur¬ 
ity  and  applications  portions  of 
the  network.  Moreover,  this  a 
service  with  a  new  wrinkle:  It  is 
offered  on  the  customer  site, 
removing  fear  of  any  failure  in 
the  pipeline  between  it  and  the 
MSP  host.  There  are,  however, 
live  comiections  between  the 
user  and  the  SilverBack  data 
center  for  periodic  application 
upgrades  and  maintenance. 

SilverBack  is  expected  to 
offer  details  of  its  new  InfoCare 
service  this  week  at  the  ASP 
Forum  in  Anaheim. The  offering 
handles  a  variety  of  functions 
—  performance  monitoring, 
asset  inventory,  discovery  of 
downed  devices,  problem 
analysis  and  security  scanning. 
The  service  is  delivered 
through  a  special  appliance, 
called  the  InfoNest  650.  This 


box  contains  a  version  of  the 
Linux  operating  system  run¬ 
ning  on  an  Intel  chip,  and  it 
hosts  the  independent  soft¬ 
ware  vendor  applications  that 
monitor  and  present  the  net¬ 
work  statistics.  For  instance, 
Network  Associates  provides 
the  security  piece  of  InfoCare 
with  its  Cybercop  security 
product. 


One  beta  user  gives  the  ser¬ 
vice  a  thumb’s  up. 

“InfoCare  has  performed 
exceptionally  well  so  far,” 
says  Cyndi  Fernandez  of 
Chelmsford  On-Line,  an  ISP  in 
North  Chelmsford,  Mass. 
While  the  company  already 
has  another  monitoring  sys¬ 
tem  in  place,  Fernandez  says 
InfoCare  seems  to  discover 


because  Sterling’s  blue-chip 
customers  will  expect  the 
quality  of  the  service  they  buy 
to  stay  high.  SBC  will  have  to 
be  careful  not  to  overload 
Sterling's  staff  with  too  many 
new  customers  at  first. 

Even  so,  Sterling  will  bring 
in  $561  million  this  year  if  it 
equals  last  year's  sales.  “SBC 
can  afford  to  hold  that  market 
share  until  they  figure  out 
what  to  do  with  it,”  Zeribi  says. 

Beyond  selling  e-commerce 
services,  RBOCs  will  have  the 
chance  to  use  those  services 
to  their  own  advantage  under 
a  program  being  pushed  by 
BellSouth. 

Last  week  BellSouth  and 
Commerce  One  proposed  set¬ 
ting  up  an  electronic  market¬ 
place  where  other  major  carri¬ 
ers  and  their  equipment  suppli¬ 
ers  could  buy,  sell,  bid  and  auc¬ 
tion  equipment.  As  of  press 
time,  no  one  else  had  signed  on. 

BellSouth  apparently  believes 
that  such  a  marketplace  can 
save  money:  It  has  budgeted 
$  1  billion  in  savings  from  such 
a  venture.  E 


problems  more  quickly.  She 
especially  likes  InfoCare’s  his¬ 
torical  trend  reports  that  can 
pinpoint  network  bottlenecks 
and  other  problems. 

InfoNest  attaches  to  any  part 
of  the  network  via  a  100M 
bit/sec  Ethernet  port.  Once  in 
operation,  it  begins  to  poll  the 
network  via  SNMP  commands 
and  starts  generating  status 
reports. 

InfoNest  checks  a  network 
device,  such  as  a  printer,  hub, 
switch  or  router,  and  learns 
tilings  such  as  its  IP  address 
and  port  availability. This  data  is 
presented  to  the  IT  manager 
via  the  SilverBack  Web-based 
customizable  InfoPortal,  which 
resides  in  the  InfoNest  device. 
The  InfoPortal  can  be  accessed 
via  any  browser.  The  InfoPortal 
can  also  alert  IT  managers 
about  outages  in  the  network 
via  a  page  or  an  e-mail. 

InfoCare  will  be  available 
this  spring  for  $2,000  to  $4,000 
a  month,  depending  on  net¬ 
work  size. 

Silverback:  www.silverback 
tech.com. 
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One  person  at  a  time 


Working  for  yourself  sound  like  more  fun?  FreeAgent.com  lets  you  choose  from  thousands  of  great 
projects  at  leading  companies.  We  even  offer  things  like  health  insurance  and  tax  filing.  It’s  like 
being  part  of  a  team.  Without  the  potato  salad. 

FreeAgefrtxom 

for  a  brave  new  workforce  s 
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Active  Directory  ‘forests'  may  cause  pain 


Network  manager's  advised  to  plan  their  new  directory  infrastructures  with  care. 


Directory  setup 

Administrators  upgrading  to  Windows  2000/Active  Directory  will 
see  this  dialog  box  if  they  choose  to  make  the  server  to  which  they 
are  upgrading  a  separate  tree  in  their 
directory  infrastructure.  Choosing  the 
option  to  create  a  new  forest  will  send 
enterprises  down  a  difficult  administrative 
road  that  can  be  hard  to  back  out  from. 


Active  Directory  Installation  Wwaid 


Ci e-ale  01  Join  Foiect 

Spealy  Ihe  location  ol  the  m 


Do  you  want  to  a  sale  a  new  t  crest  at  ion  an  e*etng  fo»e*P 


Issues  created  by 
multiple  forests: 

•No  transitive  trust 
between  forests. 


C*  £reate  a  new  (arestal  dcman  trMai 

Select  fruj  oolion  it  the  it  the  fist  domain  in  your  argancatov  at  you  wart  th 
new  demon  Iree  you  are  creating  lo  be  completely  rxfcpendert  ol  you  current 
lorett 

C  pace  tbi»  new  domam  dee  n  an  ewtiig  (orwt 

Select  Sc  option  i  you  wari  the  user*  in  the  new  daman  tree  to  have  access  to 
retoucet  n  anting  doman  beet,  and  nee  versa 


•Loss  of  centralized 
administration:  each 
forest  must  be  managed 
individually. 

•Multiple  IDs  for  users 
in  multiple  forests. 

•  Must  hard  wire  one 
way  trusts  to  eliminate 
multiple  IDs. 


BY  JOHN  FONTANA 

REDMOND,  WASH.  —  Net¬ 
work  executives  who  don’t 
build  their  Active  Directory 
infrastructures  as  a  single  “for¬ 
est”  may  face  the  onerous 
chore  of  manually  configuring 
management  and  security 
controls  much  like  they  must 
do  today  to  link  Windows  NT 
domains. 

Corporations  that  rush 
into  Active  Directory,  the 
key  management  technology 
in  Windows  2000,  could  find 
themselves  with  multiple 
directory  forests  —  something 
Microsoft  advises  against. 
Forests  are  directory  struc¬ 
tures  that  include  “trees,” 
which  in  turn  consist  of 
domains  containing  users, 


groups  and  resources  such  as 
printers. .  . 

The  forest  concept  is 
intended  to  simplify  both 
end-user  access  to  the  direc¬ 
tory  and  management  of  mul¬ 
tiple  domains.  Under  this 
structure,  all  domains  and 
trees  in  a  forest  inherently 
trust  one  another  for  the  pur¬ 
pose  of  authentication,  which 
is  based  on  Kerberos  security. 
Such  trust  is  not  extended 
between  forests,  which  means 
directory  administrators  must 
use  NT  LAN  Manager  (NTLM) 
to  manually  configure  one¬ 
way  trusts  between  forests. 
NTLM  is  the  much  maligned 
security  model  in  NT  4.0. 

“If  you  want  to  live  in  hell 
right  away,  go  to  multiple 
forests,”  says  Dave  Gasiewicz, 


lead  architect  of  Micro¬ 
soft’s  internal  IT  department. 
“Administratively,  it  opens  up 


boondoggles.  The  security 
model  is  very  complex.” 

See  Forests,  page  124 


Newbridge  sells  out  after  years  of  missed  chances 


BY  TIM  GREENE 

PARIS  —  After  14  years  of 
failing  to  break  into  the  big 
three  of  U.S.  networking  ven¬ 
dors,  Newbridge  Networks 
threw  in  the  towel  last  week 
and  agreed  to  a  $7.1  billion 
buyout  by  European  network 
giant  Alcatel. 

Alcatel  says  the  deal  puts  it 
in  position  to  displace  Cisco, 
Nortel  Networks  or  Lucent  as 
one  of  the  top  three  network 
equipment  vendors  in  the  U.S., 
although  that’s  a  claim  analysts 
dispute. 

Newbridge’s  most  recent 
new  product,  the  450G  bit/sec 
Newbridge  670  Routing 
Switch,  does  give  Alcatel  a  des¬ 
perately  needed,  high-speed 


Correction 

■ 

In  a  news  story  (NW, 
Feb.  21,  page  14),  the  com¬ 
pany  introducing  new  data 
warehouse  software  was 
misidentified.  The  company 
is  SAP. 


core  carrier  offering  that 
Alcatel  had  failed  to  produce 
by  itself. 

Another  plus  for  Alcatel  is 
Newbridge’s  European  cus¬ 
tomers,  which  are  complemen¬ 
tary  to  Alcatel’s,  says  Steve 
Byars,  principal  analyst  with 
Current  Analysis,  a  network 
consultancy  in  Sterling,  Va. 

However,  that  is  not  enough 
to  make  Alcatel  a  threat  to 
Cisco,  Nortel  or  Lucent,  Byars 
says.  “This  acquisition  alone 
will  not  get  them  there,”  he 
says. 

But  the  sale  definitely 
brings  to  a  close  Newbridge’s 
long  tenure  nibbling  at  the 
edges  of  the  U.S.  carrier  net¬ 
work  market.  Once  a  strong 
contender  for  dominance, 
selling  T-l  multiplexers  and 
intelligent  channel  banks  to 
the  regional  Bell  operating 
companies,  Newbridge  lost  its 
edge  with  the  advent  of  frame 
relay  and  ATM. 

While  Newbridge  remains  a 
significant  name,  it  missed 
opportunities  to  crack  the 
upper  echelon  in  the  U.S.  The 
company  started  in  1986  with 
a  wealth  of  promise,  making 
T-l  muxes  and  intelligent  chan- 


Going,  going,  gone 

Newbridge  Networks, 
once  a  major  provider  of 
enterprise  network  gear, 
saw  its  toehold  in  the  LAN 
switching  market  evaporate 
over  the  past  few  years. 


6.6% 


Newbridge's 
worldwide  ATM 
LAN  switch  port 
revenue  market 
share: 
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SOURCE:  IDC,  FRAMINGHAM,  MASS. 


nel  banks.  By  1989,  it  rose  to  be 
a  distant  No.  3  in  the  end-user 
T-l  mux  market,  with  7%  of 
sales  worldwide,  according  to 
Vertical  Systems  Group,  a  tech¬ 
nology  market  research  firm  in 
Dedham,  Mass. 

Newbridge  got  a  foothold  in 
RBOC  networks  selling  muxes 
and  intelligent  T-l  channel 
banks,  but  the  company  failed 
to  hold  on  to  RBOCs  as  cus¬ 
tomers  for  its  frame  relay 
switches. 


Newbridge  won  contracts 
to  sell  the  Newbridge  36120 
frame  relay  switch  to  RBOCs. 
But  because  of  initial  troubles 
with  the  product,  consumers 
quickly  turned  to  Cascade 
Communications  gear  that 
had  a  lower  price  per  port. 

“Newbridge  really  shipped 
the  36120  before  they  should 
have,”  recalls  Rosemary 
Cochran,  an  analyst  with 
Vertical. 

With  the  coming  of  ATM, 
Newbridge  launched  a  carrier 
ATM  switch,  the  36170,  as 
well  as  an  entire  line  of  LAN 
ATM  switches  called  Vivid. 
After  years  of  pumping 
money  into  Vivid,  the  line 
never  took  off,  much  like  ATM 
in  the  LAN  itself.  You  can’t 
even  find  a  mention  of  Vivid 
on  Newbridge’s  Web  site 
today. 

Newbridge  did  well  over¬ 
seas,  however,  selling  36170s  to 
PTTs  and  other  foreign  service 
providers.  Vertical  ranked 
Newbridge  No.  1  in  ATM  sales 
to  carriers  worldwide  in  1996. 
Recently,  RBOC  SBC  Commu¬ 
nications  chose  the  36170  as 
part  of  a  $6  billion  network 
upgrade.  S 
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Everything  hangs  on  this  moment. 

That  glorious  and  scary  second  your  e-gallery  goes  live. 
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With  this  kind  of  power  at  your  fingertips,  now’s  the  time  to  ask — 
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This  could  he  vour  finest  hour. 


optical  networks 

Deep  Fiber  bn 

aadband  access 

internet  switching  and  routing 

voice,  video,  data  integration 

service  solutions 

www.marconi.com 
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AVOID  THE  MAJOR  PITFALLS 
INVOLVED  IN  BUILDING  A 
SUCCESSFUL  WEB-COMPUTING 
ENVIRONMENT.  ATTEND  THIS 
ONE-DAY  SEMINAR  AND  THE 
EXPERTS  WILL  TEACH  YOU  HOW. 


The  High-Performance  Web:  Building 
a  World-Class  E-Business  Infrastructure 

Presented  by:  Mark  Hoover  ofAcuitive,  Inc, 


Boston,  MA  . . April  5 

New  York,  NY . April  6 

San  Francisco,  CA . April  17 

Irvine,  CA . April  18 

Washington,  D.C . May  17 

Atlanta,  GA . May  18 

Dallas,  TX . May  23 

Chicago,  IL . May  24 


VISIT  US  ONLINE  OR  CALL  NOW  FOR  COMPLETE 
SEMINAR  INFORMATION  AND  TO  REGISTER. 

www.nwfusion.com/techupdate/weii 

(800)  643-4668 
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Seating  at  this  seminar  is  limited!  Register  today  to  reserve  your  seat.  Registration  fee:  $+9£L  $149 
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Subscription  Application! 


I  want  to  receive/continue  to  receive 
my  FREE  subscription  to  Network  World. 


No,  thank  you.  □ 


Signature  (required) 


Date 


To  qualify:  You  must  supply  your  company  name  and  address.  If  military,  please  specify  branch/base. 
If  government,  please  specify  division. 


Name 


Title 


Company 

Division/Mail  Stop/Military  Branch  or  Base 

Street  Address 

CHy  State  Zip 

Business  phone  ( _ ) _ FAX  ( _ ) _ 

Internet  E-mail  address  _ _  _  _ _ 

We  would  like  to  send  you  periodic  information  via  e-mail  on  3rd  part}'  networking  products/services. 

□  Check  here  if  you  DO  NOT  wish  to  receive  this  information. 

If  there  Is  a  parent  company,  please  provide  name: _ _ _ _ 

□  My  home  address  is  also  my  business  address. 

Optional  delivery  address:  Enter  your  home  address  below  if  your  company  will  not  accept  delivery  at  your  business  address: 


Please  indicate  the  Internet/lntranet/LAN/WAN  products/services  that  you  are  currently 
involved  in  purchasing  or  plan  to  purchase  check  ail  that  apply) 

A.  Currently  involved  in  purchasing  B.  Plan  to  purchase 


INTERNET/INTRANET 

A  B  A  B 

□  01.  □  VPN  Equipment  □  07.  □  Voice/Video  Over  IP 

□  02.  □  VPN  Services  (IP  Multicast  Routing) 

□  03.  □  Firewalls/Security/Enciyption  □  08.  □  Internet  Services 

O  04.  □  Electronic  Commerce  □  09.  □  Web  Hosting 

□  05.  □  Web  Servers/Software  □  10.  □  Host  Access 

□  06.  □  Web  Enabled  Cal!  Center  Tools  □  11.  □  Web  Development  Tools 

LOCAL-AREA  NETWORKS/INTERNETWORKING  _ 


B 

□  17.  □  Local-Area  Networks 

□  18.  □  Network  Operating  System 

Software  (NOS) 

□  19.  □  Intel  Based  Servers 

□  20.  □  Intel  Based  Multiprocessor  Servers 

□  21.  □  RISC  Based  Servers 

□  22.  □  flustered  Servers 

□  23.  □  Print  Servers 

□  24.  0  Routers 

WAN  EQUIPMENT  «  SERVICES _ 

A  B 

□  40.  □  Modems 

□  41.  □  Cable  Modems 

□  42.  □  Asynchronous  Transfer  Mode  (ATM) 

□  43.  □  Frame  Relay  Equipment 

Including  FRADS 

□  44.  □  Frame  Relay  Services 

□  45.  □  Remote  Access  Products 


A  B 

□  25.  □  layer  2  Switches 

□  26.  □  Layer  3  Switches 

□  27.  □  Layer  4  Switches 

□  28.  □  ATM  Switches 

□  29.  □  Token-Ring  Switches 

□  30.  Q  Network  Storage  (NAS,  SANs) 

□  31.  □  Storage/Backup  (Optical,  Disk, 

Tape,  RAID) 

□  32.  □  Network  Test/Diagnostic  Tools 


A  B 

□  46.  □  Remote  Access  Services 

□  47.  □  Wireless  Data  Equipment/Services 

□  48.  □  ISDN  Equipment/Services 

□  49.  □  FT-l/r  i/T-3  Services 

□  50.  □  xDSL  Services/Products 

□  51.  □  Diagnostic/Test  Equipment 

□  52.  □  DSU/CSU 


A  B 

□  12.  □  ManagementMonitoring  Software 

□  13.  □  Web  Based  Management  Tools 

□  14.  □  Web  Based  Collaboration/ 

Groupware 

□  15.  □  Cachingload  Balancing  Products 
O  16.  □  Other  Internet/Intranet 


A  B 

□  33.  □  UPS 

□  34.  □  Network  Interface  Cards 

PCs,  PCMCIA) 

□  35.  □  Hubs/Intelligent  Hubs/ 

Stackable  Hubs 

□  36.  □  Cables.Connectors,  Baiuns 
O  37.  □  SNMP  Platform 

□  38.  □  Management  Frameworks 

□  39.  □  Other  lAN/Intemetworking 


A  B 

□  53.  □  PBXs 

□  54.  □  Videoconferencing 

□  55.  □  Managed  lAN/Router  Services 

□  56.  □  Fax  Servers/Services 

□  57.  □  Other  WAN  Equipmenl/Services 

A  B 

None  of  the  above  (1-57)  □  58.  □ 


Street  Address 


City  State  Zip 

Publisher  reserves  the  right  to  serve  only  those  individuals  who  meet  publication  qualifications.  ALL  questions  must  be  answered. 
Incomplete  forms  will  not  be  processed.  Free  subscriptions  available  to  qualified  US  applicants.  International  rates  available  upon  request 
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What  is  the  principal  business  activity  at  your  location? 

(check  ORE  only) 


01.  □  Manufacturing  (other) 

02.  □  Finance/Banking 

03.  □  Insurance/Real  Estate/Legal 

04.  □  Health  Care  Services 

05.  □  HospitalityEntertainment/Recreation 

06.  □  Medi&TVACable/RadicVPrint 

07.  □  RetaiVWholesale  TradeBusiness  Services 

08. 0  Transportation 

09.  □  Utilities/Process  Industries 

(Mining/Construction/Petroleum 

Refining/Agriculture/Forestry) 


10.  □  Education 

11.  □  Government 

12.  □  Military 

13.  □  Aerospace 

14.  □  Consulting  (Independent) ' 

15.  □  Carriers/Service  Providers 

16.  □  Internet  Service  Provider  (ISP) 

17.  □  Manufacturing  (Computer/ 

Communications/OEM) 

18.  □  Resellers  ol  Computer/Network 

Products  (VARs.VADs)* 


19.  □  Systems/Network  Integrators* 

20.  □  Distributors  (Computer/ 

Communications)* 

21.  □  Other  (please  specify) 

•Attn  Consultants,  Integrators, 
Distributors,  Resellers:  Please  complete 
entire  form  based  on  ALL  clients  and 
your  own  business  needs 


P:  What  is  your  primary  job  function?  (check  one  only) 

S:  What  is  your  secondary  job  function?  (check  all  that  apply) 


p  s 

□  1.  O  Network  Management 

□  2.  □  LAN  Management 

□  3.  □  Datacom/Telecom  Management 

□  4.  □  lS/rr/MlS«OtCTO/Systenis 

Management 


P  S 

□  5.  □  Intemet/lntranet/E-Commerce 

Mgmt,  Webmaster 

□  6.  □  Engineering  Management 


P  S 

□  7.  □  Corporate  Management  (CEO, 

COO,  CFO,  Pres.,  VP,  Dir.,  Mgr.) 

□  8.  □  Consultant  (Independent) 

□  9.  □  Other  (please  specify) 


What  is  the  estimated  value  of  Network  equipment  and  services  that  you  specify, 

recommend  or  approve  the  purchase  of?  (Please  print  the  appropriate  number  code  on  the  line  next  to  each 

product  category.  Please  complete  ALL  categories  A-N.) 


1.  $100  Million  or  more  ^ 

2.  $50  Million  to  $99.9  Million 

3.  $25  Million  to  $49.9  Million  g 

4  $10  Million  to  $24.9  Million 

5  $1  Million  to  $9.9  Million 

6.  $100,000  to  $999,999 

7.  $50,000  to  $99,999 

8.  Under  $50,000 

9.  None  of  the  above 


_  Large  Systems 
( Mainframes/Minis) 

_  Desktops  (MicrosiLaplops/ 
Workslalions/PDAs) 

_  Servers 
.LANs 

.  WAN  Equipment 
_  Carrier  Services 


G 

H 

1 

J 

K 

L 

M 

N 


_  Internetworking 
_ Internet 
.  Intranet 

_  Extranet/E-Commerce 
_  Remote  Access 
_  Peripherals  (including  storage) 
_  Software 
_  Service/Support 


□ 

What  is  the  total  number  of  sites  for  which  you  have  purchase  influence? 

(check  0KE  only) 

1.  C1100+  2.050-99  3.0  20-49  4.0  10-19  5.0  2-9  6.0  1  7.  O  None 

5. 

What  is  the  total  number  of  Servers/Clients/LANs  installed/planned  at  your  location/ 
in  your  entire  organization?  (check  one  box  in  each  column) 

SERVERS 

At  Location  Entire  Org. 

A  B 

□  1.  50,000+  □ 

□  2.  10,000  to  49,999  □ 

□  3.  1,000  to  9,999  □ 


□  4.  100  to  999 

□  S.  50  to  99 

□  6.  10  to  49 

□  7.  1  to  9 

□  8.  none 


□ 

□ 

□ 

□ 

□ 


At  Location 
C 

□  1. 

□  2. 

□  3. 

□  4. 

□  5. 

□  6. 

□  7. 


CLIENTS 

Entire  Org. 
D 

50,000+  □ 

10,000  to  49,999  □ 
1,000  to  9,999  □ 

100  to  999 


50  to  99 
10  to  49 
1  to  9 


□  8.  none 


□ 

□ 

□ 

□ 

□ 


LANS 

At  Location  Entire  Org. 

E  F 

□  1.  50,000+  □ 

□  2.  10,000  to  49,999  □ 

□  3.  1,000  to  9,999  □ 

□  4.  100  to  999  □ 

□  5.  50  to  99  □ 

□  6.  10  to  49  □ 

□  7.  1  to  9  □ 

□  8.  none  D 


6. 

What  is  your  scope  and  involvement  in  purchasing  decisions  for  network  products  and 
services  for  your  enterprise? 

A.  Scope  (check  ONE  only) 

CORPORATE: 

1.0  Entire  Enterprise/Multiple  Enterprises 

2. 0  Division/Multiple  Divisions 

3.0  Department 

4.0  None 

B.  Involvement  (check  ALL  that  apply) 

1.  □  Create  Network/IT  Strategy  4.  □  Evaluate  Products/Services 

2. D  Recommend/Specify  Brand  5.D  Determine  the  Need 

3.  □  Approve  Purchase  6.  □  None 

E 

What  is  the  estimated  number  of  employees  at  your  location/in  entire  organization? 

(check  ONE  in  each  section) 

A.  At  your  location: 

1.  □  Over  20,000  6.  □  500  -  999 

2.  □  10,000-19,999  7.  □  250-499 

3.  □  5,000  -  9,999  8.  □  100  -  249 

4.  □  2^00  -  4,999  9.  □  99orless 

5.  □  1,000  -  2,499 

B.  Entire  organization: 

1.  □  Over  20,000  5.  □  1,000-2,499 

2.  □  10,000-  19,999  6.  □  500  -  999 

3.  □  5,000  -  9,999  7.  □  499  or  less 

4.  □  2500  -  4,999 

Please  indicate  the  Network  hardware/software/services  that  you  are  currently  involved  in 
purchasing  or  plan  to  purchase:  (check  all  that  apply) 

A.  Currently  involved  in  purchasing  B.  Plan  to  purchase 


COMPUTERS/PERIPHERALS 
A  8  A  B 

□  01.  □  Laptops/Notebooks/PDAs  □  05.  □  Storage/Backup 

□  02.  □  PCs  (Optical, Diskjape, RAID) 

□  03.  □  Windows  Terminals/Thin  Clients  □  06.  □  Printers 

□  04.  □  Workstations  □  07.  □  Printei/Fax/Copier  Hybrids 

(Multifunction  Printers) 

SOFTWARE/APPLICATIONS _ _ 


A  B 

□  13.  □  Network  Management 

□  14.  □  Systems  Management 

□  15.  □  Security 

□  16.  □  Directory  Services 

□  17.  □  Operating  Systems 

□  18.  □  Applications  Development  Tools 

□  19.  □  Database  Management/RDBMS 

□  20.  □  Groupware 
SERVICES 


A  B 

□  21.  □  E-Mail 

□  22.  □  Enterprise  Resource  Planning 

(ERP) 

□  23.  □  EDI 

□  24.  □  Desktop  Videoconferencing 

□  25.  □  Imaging 

□  26.  □  Middleware/Serverware 

□  27.  □  Document  Management 


A  B 

□  08.  □  Minis 

□  09.  □  Mainframes 

□  10.  0  Pax/Modem  Boards 

□  II.  □  Memory/ChipsBoards/Cards 

□  12.  □  Other  Computers/Peripherals 

A  B 

□  28.  □  Site  Metering  Tools 

□  29.  □  Data  Warehousing 

□  30.  □  Anti  Virus  Software 

□  31.  □  Multimedia 

□  32.  □  Y2K  Conversion  Software 

□  33.  □  Helpdesk 

□  34.  □  Other  Software/Applications 


A  B  A  B  A  B 

□  35.  □  BPO  (Business  Process  □  36.  □  Applications  Outsourcing  □  39.  □  Education/Training  Services 

Outsourcing  incl.  Financial  □  37.  □  Call  Center  Outsourcing  □  40.  □  Other  Services 

Services,  HR,  Logistics,  etc.)  □  38.  □  Systems  Integration/Consulting  A  B 

None  of  the  above  (1-40)  □  41.  □ 


If)  Please  indicate  the  platforms  that  are  currently  installed/planned:  check  all  that  apply) 

J -X/l  A.  Currently  installed  B,  Planned  lor  purchase 

NETWORK  PROTOCOLS 

A  B 

□  01.  □  TCP/IP 

□  02.  □  IPv6 

;  □  03.  □  SNA 

LAN/WAN  ENVIRONMENT 

A  B 

□  04.  □  Novell  IPX/5PX 

□  05.  □  APPC/APPN/LU  6.2 

□  06.  □  NETBIOS/NETBUEI 

A  B 

□  07.  □  NFS 

□  08.  □  SNMP 

□  09.  □  Other  Network  Protocols 

A  B 

□  10.  □  Gigabit  Ethernet 

□  11.  □  Switched  Ethernet 

□  12.  □  Fast  Ethernet 

□  13.  □  Ethernet 

□  14.  □  ATM 

□  15.  □  Token  Ring/Token  Ring  Switching 
NETWORK  OPERATING  SYSTEM 

A  B 

□  16.  □  IP  Switching 

□  17.  □  layer  3,4  Switching 

□  18.  □  FDD1 

□  19.  □  100Base-T 

□  20.  □  lOBase-T 

□  21.  □  Fibre  Channel 

A  B 

□  22.  □  Wireless 

□  23.  □  DSL 

□  24.  □  ISDN 

□  25.  □  Frame  Relay 

□  26.  □  Private  Line  Tl,  T3,  FT  1,  SONET 

□  27.  □  Other  LAN/WAN  Environment 

A  B 

□  28.  □  Windows  NT/Windows  2000 

□  29.  □  Novell  (NetWare  5JQ 

□  30.  □  Novell  (NetWare  4X) 

□  31.  □  Novell  (NetWare  2JL3J0 

COMPUTER  OPERATING  SYSTEM 

A  B 

□  32.  □  LINUX 

□  33.  □  Microsoft  (LAN  Manager) 

□  34.  □  Banyan  (Vines) 

A  B 

□  35.  □  IBM  (LAN  Server) 

□  36.  □  OOier  Network  Operating  System 

A  B 

□  37.  □  NT  Workstation 

□  38.  □  Windows  2000 

□  39.  □  Windows  9&TO.1 

□  40.  □  Intel  based  UNIX 

□  41.  □  RISC  based  UNIX  (ind.  SOLARIS) 

A  B 

□  42.  □  LINUX 

□  43.  □  DOS 

D  44.  □  OS/2, 052  WARP 

□  45.  □  OS/400 

□  46.  □  IBM  MVS/VM/VSE/ESA 

A  B 

□  47.  □  Digital  VMS 

□  48.  □  Macintosh 

□  49.  □  Other  Computer  Operating  System 

A  B 

None  of  the  above  (1-  49)  □  50.  □ 

I  Which  of  the  following  hardware  platforms  are  installed/planned  in  your  company? 

t  L)-  L.c£  (check  ALL  that  apply) 

A  -  Mainframes 

B  -  Minis  (Midrange) 

C  -  Workstations 

(Large  Scale) 

1.  □  IBM  RS/6000 

1.  □  Sun  Microsystems 

1.  □  IBM 

2.  □  IBM  AS/400 

2.  □  H  P 

2.  □  Other 

3.  □  Digital/Tandem/Compaq 

3.  □  Digital/Compaq 

4.  □  Unisys 

4.  □  IBM 

5.  □  H-P 

5.  □  Silicon  Graphics 

6.  □  Other 

6.  □  Other 

12. 


1.  o 

2.  □ 

3.  □ 

4.  □ 


What  is  the  estimated  gross  revenue  of  your  entire  company/institution? 

(check  ORE  only) 

$20  Billion  or  More  5.  □  $100  Million  to  $499.9  Million  9.  □  $4.9  Million  or  less 

$10  Billion  to  $19.9  Billion  6.  □  $50  Million  to  $99.9  Million  10.  □  None  of  the  above 

$1  Billion  to  $9.9  BiUion  7.  □  $10  Million  to  $49.9  Million 

$500  Million  to  $999.9  Million  8.  □  $5  MiUion  to  $9.9  Million 


For  which  areas  outside  of  the  US  do  you  have  purchase  influence? 

(check  ALL  that  apply) 


3.  □  South  America 

4.  □  Australia 


□  Middle  East 

□  Africa 


7.  □  Canada 

8.  □  None 


FORM:  9902 


Key  DSL  flavor  faces 
big  compatibility  test 


Start-ups  aim  to  change  hp  lays  out 
how  hardware  is  built 

•voomwiimi  unification  plan 
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and  more! 


Y  1.  FOLD  HERE  &  MAIL  TODAY  y 
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for  a  FREE  subscription! 
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Please  list  below  names  and  job  functions  of  other  individuals  at  your  location  who  might  also  benefit 

from  a  FREE  subscription  to  ||gtW0l1(W0l1ll 

IOB  FUNCTION  E-MAIL  ADDRESS 
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Briefs 


Nokia  last  week  announced  a 
new  Unix  version  of  its  wireless 
application  protocol  (WAP) 
server  software,  which  will  let 
thousands,  rather  than  hun¬ 
dreds,  of  users  simultaneously 
access  corporate  data  via  wire¬ 
less  devices. 

Aimed  at  major  corporations 
and  ISPs  offering  mobile  ser¬ 
vices,  Nokia's  Unix-based  WAP 
Server  Version  1.1  will  feature 
improved  performance  and 
scalability,  allowing  for  a  larger 
number  of  users  to  access 
e-mail  or  other  applications 
residing  on  corporate  networks 
via  mobile  devices. 

The  new  version  includes  a 
feature  for  automating  access 
to  corporate  data  and  enhanced 
security  with  an  integrated 
security  pack. 

The  pack  adds  Secure 
Sockets  Layer  for  accessing 
servers  over  the  Internet  on  top 
of  the  software's  original  wire¬ 
less  transport  layer  security 
feature. 

Pricing  for  WAP  Server  1.1, 
which  is  expected  to  ship  in 
the  second  quarter,  was  not 
available. 

Nokia:  www.nokia.com 

Xerox  last  week  said  it 
would  soon  launch  software 
that  will  let  mobile  users  send 
documents  via  fax  or  e-mail 
from  cellular  phones,  handheld 
computers  or  pagers. 

The  software,  called  Mobile- 
Doc,  will  initially  support 
Motorola's  PageWriter  2000X 
and  TimePort  P930  inter¬ 
active  devices,  and  Nokia 
wireless  phones.  The  product 
is  expected  to  be  available  in 
March. 

A  server  license,  which 
includes  25  clients,  will  cost 
$25,000.  Additional  client 
licenses  may  be  added  for  $100 
to  $200  per  seat. 

Xerox:  www.xerox.com 
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Red  Hat  program  targets  corporate  customers 


Red  Hat  Software: 

Linux's  ambassador 
to  the  enterprise 

While  Linux  was  second  in 
server  operating  system 
shipments  last  year.  Red  Hat  is 
looking  to  further  promote  the 
operating  system  by  forming 
partnerships  with  leading 
enterprise  application  vendors. 


1999  new  network  operating 
system  license  shipments: 


Windows  NT 

38.1% 


Combined 
Unix  15.3% 


Other 

2.6% 


Total 
shipments 
5,475 


BY  APRIL  JACOBS 

Red  Hat  has  upped  the  ante  in  a 
bid  to  win  the  confidence  of 
corporate  IT  departments 
with  a  multivendor  partnership  pro¬ 
gram  that  combines  key  business  appli¬ 
cations  optimized  for  Linux  and  com¬ 
prehensive  support  services. 

The  company  last  week  announced 
the  Enterprise  Edition  Program  and 
the  first  three  members  of  the  partner¬ 
ship:  Oracle,  Computer  Associates 
and  RealNetworks.  As  part  of  the  offer¬ 
ing,  Red  Hat  is  also  committing  to  sup¬ 
port  selected  applications  from  those 
companies. 

Applications  supported  will  include 
the  Oracle8i  database  server,  Computer 
Associates’  Unicenter  TNG  family  and 


RealNetworks’  RealSystem  G2  software 
family. 

For  customers,  the  Enterprise 


Edition  Program  means  they  can  call 
Red  Hat  if  problems  arise  running  the 
See  Red  Hat,  page  26 


NetWolves  device  keeps  hackers  at  bay 


BY  TIM  GREENE 

MELVILLE,  NY.  —  NetWolves  last 
week  announced  a  network  firewall 
appliance  that  has  more  features  than  a 
Swiss  Army  knife. 

For  about  the  same  price  as  a  software 
firewall,  NetWolves’  FoxBox  also  includes  a 
Web  server,  file  server,  caching  server  and 
Dynamic  Host  Configur¬ 
ation  Protocol  server, 
among  other  things. 

“This  would  be  great 
for  smaller  companies 
and  sites  that  want  to 
limit  the  amount  of  gear 
they  have  in  their  net¬ 
work,”  says  Alan  Stewart, 
president  of  Network 
Interface,  a  consultancy  in  Crystal  Lake,  Ill. 

At  the  same  time,  the  device  can  be  a 
problem  because  if  it  crashes,  the  enter¬ 
prise  loses  multiple  communications 
capabilities,  he  says. 

FoxBox  sits  on  the  LAN  side  of  a  WAN 
router  to  act  as  a  firewall  for  devices  on 
the  LAN  but  also  comes  with  WAN  inter¬ 
faces  so  it  can  connect  directly  to  the  ’Net 
and  protect  a  customer’s  entire  network. 

FoxBox  ranges  in  price  from  $3,100  to 
$7,100,  making  it  less  expensive  than 
some  stand-alone  firewalls,  users  say. 
Other  multiple-function  appliances,  such 
as  those  made  by  NetScreen  and  Rapid- 
Stream,  focus  on  speeding  the  packet  pro¬ 
cessing  needed  to  establish  secure  virtual 
private  networks  (VPN). 


NetWolves  seems  to  be  going  more  for 
breadth  of  functions,  and  FoxBox  is  inex¬ 
pensive  enough  that  customers  could  buy 
it  and  use  just  one  of  its  features. 

For  example,  the  Wall  Township,  N.J., 
schools  replaced  a  CyberGuard  software 
firewall  with  FoxBox  to  protect  their  net¬ 
work,  says  Jeff  Janover,  director  of  tech¬ 
nology  for  the  school  district.  The 
CyberGuard  firewall  was 
running  on  an  NT  server 
that  crashed  every  six  to 
eight  weeks  for  a  year 
and  a  half,  he  says. 

Replacing  it  with 
FoxBox  cost  about 
$3,500,  which  is  less 
than  the  $5,000  to 
$8,000  it  would  cost  to 
buy  other  vendors’  firewall  software  and  a 
server,  Janover  says. 

At  that  price, Tanagraphics,  a  New  York 
printing  company,  was  able  to  buy  two 
FoxBoxes  to  protect  its  network.  One  is 
active  and  the  other  is  on  standby  in  case 
of  a  failure,  says  Doug  Bressler, 
Tanagraphics’  network  director. 

FoxBox  connects  LANs  to  the  ’Net  over 
dial-up  connections  or  56K  bit/sec  orT-1 
dedicated  lines.  It  also  supports  external 
digital  subscriber  line  and  cable  modems. 

The  gear  can  also  create  Internet  VPNs 
with  other  FoxBoxes.  So  a  company  with 
multiple  sites  could  install  FoxBox  at  each 
location  to  set  up  a  VPN.  The  equipment 
supports  IP  Security  tunneling  that 
secures  data  across  the  Internet.  FoxBox 


uses  Data  Encryption  Standard  to  protect 
the  data,  but  not  Triple-DES,  a  much  more 
secure  encryption  algorithm. 

Bressler  says  Tanagraphics  uses  the 
FoxBox  firewall  as  well  as  its  Domain 
Name  System  server  to  direct  traffic  sent 
to  an  external  IP  address  to  the  correct 
internal  IP  address.  That  capability  let 
Tanagraphics  return  its  Class  C  IP  address¬ 
es  to  its  ISfi  Bressler  says. 

Tanagraphics  initially  considered 
installing  its  own  firewall  after  trying  a 
managed  firewall  service,  but  rejected  it. 
Whenever  the  company  wanted  to  give 
another  employee  access  rights  to  the 
Internet,  it  took  too  long  to  get  the  ISP  to 
open  a  new  hole  in  the  firewall,  he  says. 

Tanagraphics  also  uses  FoxBox  as  its 
mail  relay  host,  but  not  as  its  mail  server. 
But  knowing  FoxBox  has  e-mail  capabili¬ 
ties  gives  the  firm  a  backup  option  if  its 
primary  e-mail  server  fails,  Bressler  says. 

The  box  is  based  on  PC  hardware, 
which  Bressler  sees  as  a  drawback.  “That 
means  it’s  hardware  with  moving  parts, 
and  moving  parts  wear  out,”  he  says.  But 
he  says  he  is  not  worried  because  he  has 
a  preconfigured  spare  on  hand. 

NetWolves  says  its  equipment  is 
meant  for  offices  with  up  to  500  LAN 
users  who  want  to  connect  to  the 
Internet.  FoxBox  comes  in  five  models, 
with  the  major  difference  being  the 
WAN  interface.  WAN  options  include 
56K  bit/sec  modem,  ISDN,  56K  bit/sec 
dedicated  and  T-l.  Dedicated  lines 
require  an  external  DSU/CSU.  One 
model  comes  with  dual  Ethernet  ports, 
one  to  connect  to  the  LAN  and  the 
other  to  connect  with  an  external  cable- 
modem  or  DSL  modem. 

NetWolves:  www.netwolves.com 


The  NetWolves  FoxBox  includes 
Web,  file  and  caching  server 
features. 
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Users  give  Cabletron  split  a  cautious  thumbs  up 


BY  JIM  DUFFY 

ROCHESTER ,  N.H.  — 
Cabletron  customers  are  gen¬ 
erally  upbeat  about  the  com¬ 
pany’s  plans  to  split  up,  noting 
that  new  products  and  tech¬ 
nologies  may  now  come  to 
market  sooner. 

A  few  weeks  ago,  Cabletron 
announced  that  it  will  divide 
into  four  smaller  companies 
that  will  be  able  to  more 
effectively  compete  in  a 
rapidly  changing  market  and 
reignite  investor  interest  in 
the  firm. The  plan  was  the  cul¬ 
mination  of  an  8-month-long 
restructuring  following  the 
resignation  of  CEO  and 
founder  Craig  Benson  (.NW, 
Feb.  14,  page  1). 

The  new  companies  will  be 
called  Riverstone,  Enterasys, 
Global  Network  Technology 
Services  and  Aprisma. 
Riverstone  will  focus  on  the 


service  provider  market. 
Enterasys  will  target  large 
enterprises  installing  e-com- 
merce  networks.  Global 
Network  Services  will  address 
professional  services.  And 
Aprisma  will  provide  network 
management  software  for  ser¬ 
vice  providers  and  enterprises. 

Cabletron  will  function  as  a 
holding  company  for  the  four 
companies  until  they  are  taken 
public  or  sold.  Cabletron  will 
strive  to  maintain  the 
Cabletron  name  and  brand,  but 
company  officials  say  the 
name  may  also  be  retired. 

“I  think  it  will  be  good  for 
them,”  says  Brandon  Ross, 
director  of  network  engineer¬ 
ing  for  MindSpring  Enterprises 
in  Atlanta.  "They’ll  be  able  to 
focus  on  the  individual  areas 
of  the  market  that  each  of  the 
four  separate  companies  target 
with  little  distractions.” 

"[The  breakup]  will  cut  out 


some  of  the  bureaucracy  and 
make  it  so  that  the  companies 
can  be  more  aggressive  in 
their  market,  be  quicker  to 
develop  new  products  and 
get  them  out  the  door,”  says 
Ken  Sorenson,  director  of  net¬ 
works  and  systems  at  Butler 
University  in  Indianapolis.  “It 
kind  of  gets  them  into  posi¬ 
tion  to  be  able  to  react  as  the 
markets  change,  which  they 
haven’t  done  in  the  past.” 

Sorenson  uses  Cabletron’s 
SmartSwitches  and  Smart¬ 
Switch  Routers.  It’s  unclear 
which  company  will  assume 
development  of  these  prod¬ 
ucts  —  Enterasys,  Riverstone 
or  both  —  but  Sorenson  is 
confident  that  cross-licensing 
agreements  between  the  new 
companies  will  keep  the  tech¬ 
nology  relevant  for  his  use. 

Even  so,  there  is  still  cau¬ 
tion  and  concern  among  cer¬ 
tain  Cabletron  users.  Some 


tipfr 


Cabletron's  SmartSwitch  family 
remains  the  company's  network 
workhorse. 


fear  being  lost  in  the  shuffle; 
others  wonder  whether  the 
divided  Cabletron  will  be  as 
strong  as  the  whole. 

Mixed  feelings 

"Always  with  these  tilings 
you  get  mixed  feelings,”  says 
Steve  Dougherty,  director  of 
Internet  operations  at  Earth- 
Link  in  Pasadena,  Calif.  "There’s 
the  issue  of  critical  mass  and 
making  sure  the  right  players 
get  into  the  right  organizations. 


IronBridge  hammers  out  high-speed  network  gear 


Start-up  box  forges  link  between  optical  switching  and  terabit  routing. 


BY  JIM  DUFFY 

LEXINGTON,  MASS.  —  As 
if  enterprise  customers 
haven’t  heard  enough  about 
terabit  router  start-ups  and 
how  their  equipment  will  fos¬ 
ter  a  new  generation  of  data 
services  .  .  .  well,  get  ready  to 
listen  again. 

IronBridge  Networks,  the 
quiet  start-up,  is  getting  ready 
to  roar  with  a  box  designed  to 
bring  virtual  private  networks 
(VPN)  and  converged  voice, 
data  and  video  services  to 
enterprise  networks  by  tightly 
integrating  terabit  routing 
with  optical  switching. 

IronBridge  has  been 
around  for  more  than  two 
years.  But  instead  of  talking 
about  products  a  year  ahead 
of  field  trials  or  showing 
unpowered  sheet  metal  in 
trade  show  booths,  Iron- 
Bridge  is  shedding  its  skin 
now  because  the  company 
not  only  has  something  to  say, 
it  also  has  something  to  show. 

“Everything  important  hap¬ 
pens  between  now  and  the 


end  of  the  year,”  says  company 
president  and  CEO  Paul  Lazay, 
referring  to  a  terabit  router 
that’s  three  weeks  ahead  of 
schedule  and  six  months  from 
reaping  revenue  for  Iron- 
Bridge.  Lazay  was  like  a  kid  on 
Christmas  morning  because 
IronBridge  had  just  received 
ASICs  from  LSI  Logic  that 
enable  the  router  to  maintain 
sessions  with  Cisco’s  venera¬ 
ble  7500  router. 

The  IronBridge  router  — 
the  name  of  which  the  compa¬ 
ny  did  not  disclose  in  an  exclu¬ 
sive  briefing  with  Network 
World  two  weeks  ago  —  will 


The  IronBridge  way 

Features  of  IronBridge's 
router  will  include: 

•  Tightly  integrated  optical 
switching  with  terabit  routing. 

•  Central  switch  architecture. 

•  Software  for  analyzing  and 
engineering  traffic. 


end  alpha  testing  in  April,  enter 
beta  testing  in  late  June  or 
early  July,  and  will  ship  by  the 
end  of  September,  Lazay  says. 

The  box  features  16  60G 
bit/sec  shelves  for  an  aggre¬ 
gate  switching  capacity  of 
960G  bit/sec. The  routers  also 
features  a  44G  bit/sec  fiber 
optic  bus  called  POCO  — 
Packets  Over  Cheap  Optics  — 
for  interconnecting  multiple 
switch  fabrics  into  a  multiter¬ 
abit  system  and  for  connect¬ 
ing  the  router  to  dense  wave 
division  multiplexing  optical 
cross-connects  in  the  core  of 
the  Internet. 

Typically,  terabit-class  routers 
use  SONET  ports  to  connect 
to  optical  cross-connects, 
which  deprives  service 
providers  of  revenue  from 
using  those  ports  to  deliver 
service,  Lazay  says. The  POCO 
bus  unlocks  those  revenue¬ 
generating  ports  while  pro¬ 
viding  a  migration  path  to 
optical  switching,  he  says. 

Indeed,  IronBridge  plans  to 
replace  the  electrical  central 
switch  fabric  in  its  routers  to 


an  optical  central  switch  in 
three  years,  Lazay  says. 

“In  the  next  three  years, 
we’ll  go  from  a  terabit  router 
with  optical  ports  to  an  opti¬ 
cal  switch  with  terabit-routing 
ports,”  he  says. 

Such  integrated  optical 
networking  will  facilitate  eas¬ 
ier  service  provisioning  and 

—  with  the  help  of  Iron- 
Bridge  management  software 

—  intelligent  traffic  engineer¬ 
ing  by  selecting  optimal 
paths  and  balancing  loads  by 
setting  up  virtual  trunk 
groups,  Lazay  says. 

This  will  make  it  easier  for 
service  providers  to  quickly 
turn  up  new  IP  services,  such 
as  Multi-protocol  Label 
Switching-based  VPNs  and 
service-level  agreements  for 
converged  multimedia  traffic, 
Lazay  claims. 

The  IronBridge  router  is 
likely  to  sport  OC-48  and  OC- 
192  interfaces  when  it  ships 
this  fall,  sources  say,  but 
IronBridge  marketing  man¬ 
agers  were  mum  on  these 
details.  3 


There’s  always  the  minor  issues 
of  disruptions  while  reorgani¬ 
zations  occur.  Everyone  is  well- 
intentioned,  but  obviously 
everything  is  up  in  the  air.” 

Still,  Dougherty  says  he 
believes  the  plan  should  make 
Cabletron  more  efficient  and 
less  bureaucratic. 

Craig  Timmons,  director  of 
university  computing  at  the 
University  of  Charleston  in 
West  Virginia,  agrees  that  the 
split  could  make  Cabletron 
“light-footed.”  But  he  also 
hopes  the  Cabletron  compa¬ 
nies  can  maintain  the  same 
level  of  support. 

“I’ve  always  gotten  good 
service  from  them  and  good 
response  from  them,  and  if 
that  continues,  I  don’t  see  it  as 
a  bad  thing,”  Timmons  says. 
“There’s  always  the  uncertain¬ 
ty  of  how  that’s  going  to  pan 
out,  but  I  think  it’s  definitely  a 
thing  to  take  a  look  at  and  see 
how  it  comes  out.” 

Analysts  are  adopting  a 
wait-and-see  attitude  toward 
the  divestiture.  Current  Analy¬ 
sis,  for  example,  says  the  split 
is  a  necessary  initial  step  for 
Cabletron  to  compete  in 
next-generation  markets,  but 
the  company  has  to  say  and 
do  more. 

“Unless  this  is  the  first  of  a 
series  of  new  competitive 
strategies  and  decisive  actions, 
we  do  not  think  the  divestiture 
will  be  successful  and  may  in 
fact  do  more  harm  than  good,” 
wrote  analysts  Fred 
McClimans  and  Tere  Bracco  in 
a  report  released  two  weeks 
ago.  “More  than  a  repackaging, 
Cabletron  needs  a  new  direc¬ 
tion.  Cabletron  should  have 
announced  a  move  into  a  truly 
burgeoning  market,  perhaps 
with  an  acquisition  of  an  opti¬ 
cal  company  or  a  major  initia¬ 
tive  in  converged  services 
product  development.  We 
question  their  motives  for 
choosing  a  reorganization 
rather  than  a  rebirth.” 

Such  skepticism  cannot 
dampen  the  spirits  of  users 
though,  who  tend  to  like 
things  the  way  they  are. 

“As  far  as  I  can  tell,  I  don’t 
see  anything  that’s  going  to 
change,”  says  Butler’s  Sor¬ 
enson.  “I  don’t  foresee  any 
major  problems.  I  guess  from 
my  standpoint  it’s  a  plus.”  B 
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ezenia  beefs  up  videoconferencing  family 


BY  JASON  MESERVE 

BURLINGTON,  MASS.  —  Ezenia,  Inc., 
formerly  VideoServ  er,  is  looking  to  make 
it  easier  for  users  to  run  and  manage 
videoconferences  via  a  Web  browser 
with  its  new  Encounter  3000  family. 

The  Encounter  family,  introduced  last 
week,  includes  beefed-up  multipoint 
control  units  (MCU),  gateways  and  tools 
for  managing  bandwidth  usage  when 
using  IP-based  video  endpoints.  MCUs 
connect  multiple  videoconferencing 
endpoints  into  a  single  conference. 

Ezenia’s  Encounter  eCMS  is  software 
that  lets  users  schedule  calls  via  a  stan¬ 
dard  Web  browser,  while  network  pro¬ 
fessionals  can  control  users  and  groups 
of  users  through  a  similar  interface. 
Without  eCMS,  users  have  to  go  through 
the  individual  endpoint’s  sometimes 
clunky  interface  to  connecting  to  users. 

"We  really  want  to  drive  the  com¬ 
plexity7  out  of  setting  up  a  conference,” 
says  Arthur  Souza,  vice  president  of 


The  Encounter  NetServer  multipoint  con¬ 
ference  unit  combines  software  with  dig¬ 
ital  signal  processing  chips. 

marketing  at  Ezenia. 

The  eCMS  software  runs  on  Microsoft 
Windows  NT  Internet  Information 
Server  and  can  use  a  SQL  Server  data¬ 
base  for  storing  user  and  conferencing 
information.  eCMS  also  includes  a  fea¬ 
ture  called  Conference  Now!  that  allows 
ad  hoc  group  conferences  to  be  set  up 
via  a  browser.  Users  select  who  they 
want  in  the  conference  from  a  directory, 
and  the  software  directs  an  MCU  to 
make  outbound  connections  to  all  users 


participating  in  the  conference,  so  end 
users  do  not  have  to  dial  directly,  Souza 
says. 

Also  included  in  the  Encounter  3000 
line: 

•  Encounter  NetServer  MCU,  which 
combines  hardware  and  software  to  con¬ 
nect  up  to  64  H.323  (IP)  videoconfer¬ 
encing  endpoints  simultaneously,  in  one 
or  more  than  one  conference.  Two 
NetServers  can  be  linked  to  double 
capacity  to  1 28  users  in  a  process  known 
as  cascading.  The  hardware  consists  of  a 
PC-based  chassis  with  digital  signal 
processor  chips  running  Windows  NT. 

•  Encounter  NetGate,  which  is  built 
on  a  chassis  similar  to  NetServer’s  and  is 
used  for  connecting  between  H.323  and 
H.320  (ISDN)  endpoints. 

•  Encounter  GateKeeper,  which  mon¬ 
itors  bandwidth  consumption  and  man¬ 
ages  user  access. 

In  addition  to  adding  Web-based  man¬ 
agement,  Ezenia  is  adding  continuous 
presence,  giving  users  the  ability  to  see 


Red  Hat, 

continued  from  page  1 9 

Oracle8i  product  for  Linux. 
Previously,  separate  and  time-consum¬ 
ing  calls  to  both  vendors  were  neces¬ 
sary  to  sort  out  a  problem.  Red  Hat 
says  the  partnership  will  be  followed 
by  others  later  this  year,  including 
those  for  directory  services,  messag¬ 
ing  and  enterprise  resource  planning 
applications. 

The  support  services  front  Red  Hat 
will  be  available  365  days  per  year  and 
24  hours  per  day  —  fairly  standard  for 
enterprise-class  offerings.  Pricing  will 
vary  depending  on  an  end  user’s  con¬ 
figuration,  according  to  Paul 
McNamara,  general  manager  of  enter¬ 
prise  systems  at  Red  Hat. 

“Business  customers  are  looking  for 
the  assurance  that  we  can  solve  a 
problem  if  they  have  one,  and  this  pro¬ 
gram  will  allow  us  to  provide  them 
with  that,”  McNamara  says.  Red  Hat’s 
program  might  not  be  as  significant  if 
Linux  were  as  well-established  as 
Microsoft’s  Windows  NT,  but  as  a  new¬ 
bie  in  the  enterprise  world,  service 
and  support  agreements  with  the 
backing  of  companies  such  as  Oracle 
mean  a  lot,  observers  say. 

Support  services  and  the  ability  to 
tightly  integrate  Red  Hat  Linux  with 
critical  business  applications  are  two 
key  steps  to  overcoming  corporate 
skittishness  about  Linux,  says  Dan 
Kusnetzky,  an  analyst  with 
International  Data  Corp.  (IDC)  in 
Framingham,  Mass. 

He  notes  that  while  many  IT  man¬ 
agers  are  open  to  Linux,  few  are  bet- 


up  to  four  users  simultaneously  on  their 
PC  monitor. 

Though  the  new  family  has  a  number 
of  new  features,  it  is  expensive  —  prices 
start  at  $16,000  for  an  Encounter 
NetGate  that  supports  up  to  four  users 
and  comes  with  the  eCMS  software. “It’s 
not  clear  how  their  price  structure  will 
fly  in  the  IP  market,  where  people  are 
not  used  to  paying  that  much,"  says 
Andrew  Davis,  managing  partner  at 
Wainhouse  Consulting  Group  in 
Brookline,  Mass.  “It’s  great  stuff,  but  not 
everyone  wants  a  Mercedes  Benz.” 

In  the  IP-based  MCU  market,  Ezenia’s 
chief  competition  includes  PictureTel 
and  White  Pine,  which  both  offer  less 
expensive,  software-only  packages.  For 
instance,  White  Pine’s  MeetingPoint 
MCU  runs  on  Linux,  Solaris  and 
Windows  NT  and  starts  at  $8,995.  Davis 
says  that  Ezenia’s  combination  of  hard¬ 
ware  and  software  tends  to  provide  a 
more  consistent  conference  quality  from 
the  first  user  to  the  last. 

Souza  says  all  four  products  in  the 
Encounter  3000  family  will  be  available 
sometime  in  March. 

Ezenia:  www.ezenia.com 


ting  their  mission-critical  applications 
on  it  so  far,  instead  relegating  it  to 
lesser  areas.  IDC  research  states  that 
Linux  paid  shipments  grew  faster 
than  any  other  server  operating  sys¬ 
tem  over  the  past  two  years.  IDC  pre¬ 
liminary  figures  for  1999  show  that 
Linux  shipments  comprise  24.6%  of 
the  server  operating  system  market, 
up  from  15  8%  in  1998. 

The  company’s  agreement  with 
RealNetworks  will  provide  users  with 
an  optimized  version  of  the 
RealSystem  G2  streaming  software 
family.  Additionally,  RealNetworks’ 
RealServer  7.0,  part  of  the  G2  family, 
will  be  physically  bundled  with  Red 
Hat  Linux,  with  service  and  support 
provided  by  both  companies. 
RealServer  7.0  allows  companies  to 
stream  media  over  the  Internet. 

The  Enterprise  Edition  Program  for 
Oracle  and  Computer  Associates  is 
already  available.  The  RealNetworks 
component  will  be  available  in  March. 

Red  Hat:  www.redhat.com 


www.n  wf  usion.com 


ENTERPRISE 

LINUX: 

More  details:  See  how  Red  Hat  Software 
and  other  Linux  vendors  are  targeting 
corporate  customers. 


Search:  Use  our  exclusive  NOS  search  engine. 


100  MBPS.  10  MILES.  0  WIRES. 


No  More  Monthly  Lease  Payments 


100  Mbps  IP  wireless  connectivity,  100X  faster  than 
T1, 3X  faster  than  T3. 


No  More  Waiting  for  Telco  Service 


Forget  waiting  weeks  and  months  for  fiber  or  copper 


Build  Your  100  Mbps  Wireless  INTRANETS  Today 


WIN-100  wireless  Fast  Ethernet  systems  -  Wire-speed 
throughput  without  the  financial  penalty. 


Win 


Net ■- 


www.winnetmcs.com 


SHHi 


635  Vaqueros  Avenue 
Sunnyvale.  CA  94086 
T:  1408)  522-8700  F:  (408)  522-8706 
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Do;  you  have  time  to  burn? 


...Probably  not. 


That’s  why  you  should  consider  Advanced 
Intelligent  Tape™(AIT),  from  Sony. 

The  high-performance  characteristics  of  Sony’s  AIT  allow  you 
to  significantly  cut  your  total  backup  time,  with  a  transfer  rate 
of  12  Mbytes/sec* — by  far  one  of  the  best  in  its  class. 

Also,  Sony  has  revolutionized  tape  storage  and  retrieval  with  a 
built-in  memory  chip  on  each  cartridge  that  holds  the  search  map 
and  media  parameters — greatly  accelerating  the  speed  with  which 
data  can  be  found  and  read  off  the  tape. 

Need  more  reasons  to  move  to  AIT? 

Here  are  three: 

Cost  Effectiveness:  AIT  drives  easily  outperform  competitive 
products,  and  typically  are  less  expensive.  AIT’s  low  drive  price 
and  the  high  longevity  of  its  media  also  reduces  the  cost  of 
ownership  in  the  AIT  solution. 


Reliability:  AIT  offers  impressive  statistics  on  issues  like  error 
rate  (1  in  1017)  and  in  longevity  of  the  recording  head  (50,000 
continuous-contact  hours).  AIT’s  Advanced  Metal  Evaporated  tape 
itself  is  also  extremely  durable,  state-of-the-art  material,  rated  to 
20,000  complete  uses  of  the  entire  tape  cartridge. 

Put  AIT  to  the  stopwatch  test. 


Call  today,  and  we’ll  send  you — absolutely  free — an  AIT  solution 
to  test  on  your  Windows™ NT-based  server  on  a  30-day  trial  basis.1 
Use  the  equipment  under  no  obligation — and  directly  compare  the 
speed,  capacity,  features  and  benefits  of  AIT  to  your  existing  tape 


technology. 


1  Limited  quantities  and  restrictions  may  apply,  depending  on  customer  configuration 
requirements  and  response  timing  /volume.  Offer  available  through  March  31.  2000. 


Call  Today  1-800-475-4379 


Or,  visit  us  at  www.sony.com/AITtechnology 


High  Capacity:  AIT  offers  one  of  the  most  advanced  head 
and  media  technologies  that  currently  allow  Sony  to  provide  a 
capacity  of  100  Gbytes* — and  a  doubling  of  capacity  and  transfer 
rates  every  two  years. 


Advanced 

Intelligent 

Tape 


•Specifications  reflect  2:1  data  compression. 


©  1999  Sony  Electronics,  Inc.  All  rights  reserved.  Reproduction  in  whole  or  in  part  without  written  permission 
is  prohibited.  Sony,  Advanced  Intelligent  Tape  and  the  AIT2  logo  are  trademarks  of  Sony. 
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We’re  glad  to  chip  in 


from  Motorola 


OF  SMART 


our  kind  of  designer.  And  we’re  happy  to  connect  you  with  all  kinds  of  smart  solutions 


switches,  servers,  modems,  desktops  and  more.  You’ll  find  DigitalDNA  in  leading-edge  technology 
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networking  solution,  you  know  the  name  to  turn  to 
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Wired  Windows  .  Dave  Kearns 
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Win  2000  Expo:  I’d  rather  have  been  fishing 


Since  breaking  into  the  network 
business  15  years  ago,  I’ve 
attended  many  a  trade  show.  NetWorld, 
Interop,  NetWorld+Interop,  Comdex, 


BrainShare,  TechEd  and  numerous 
smaller  shows  that  come  and  go  as 
times  change  (remember  Network 
Expo?).  Without  a  doubt,  though,  the 


recent  Windows  2000  Expo  was  one  I 
could  easily  have  skipped. 

Whether  it  was  because  of  the  long 
delay  in  shipping  Win  2000  or  the  huge 
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Introducing  the  MultiFlow  5000™- 
the  world's  first  and  only  wire- 
speed  multilayer  switch  with  WAN 
and  OC-48  SONET  connectivity. 

Interconnect  ATM,  V.35,  and 
any  LAN  from  100BASE-FX  to 
Gigabit  Ethernet. 

Make  MAN  SONET 
backbone  connections 
based  on  Anritsu's 


ONE  Technology™  (OC-48 
Network  Extension). 

Run  IP,  IPX,  and  AppleTalk. 
All  at  wire  speed.  And  only 
the  MultiFlow  5000  has  it. 
There's  features  and  relia¬ 
bility  to  match. 
Load  balancing, 
link  aggregation, 
QoS  for  voice, 


Layer  4  switching,  full  hardware 
redundancy.  Full  RIP,  OSPF,  and 
multicast  routing  protocols  -  it's 
all  here. 

That  makes  the  MultiFlow 
5000  ideal  for  network  managers 
who  want  maximum  flexibility 
today  and  tomorrow.  And  for 
CLECs  and  ISPs  offering  metro- 
area  data  services. 


Better  yet,  the  MultiFlow  5000 
comes  in  chassis  and  standalone 
models  to  meet  the  needs  of  almost 
any  enterprise,  large  or  small. 

So  choose  the  multilayer 
switch  that  won't  leave  you 
suspended. 

Call  1-800-ANRITSU  today. 

Or  visit  our  web  site  at 
www.us.anritsu.com. 


/inritsu 

Multilayer  Switching 


1999  Anritsu  Company  MulttRow  and  ONE  Technology  are  trademarks  of  Anrltsu  Company.  All  other  trademarks  are  property  of  thetr  respective  owners.  All  rights  reserved, 
ales  Offices:  Unrted  States  and  Canada.  l«OOANRITSU.  Europe  44(01582)433200.  Japan  81(03)3446-1111.  Asia-Pacific  6S2822400.  South  America  55(21)28&9141 


amount  of  “pre-marketing”  Microsoft  has 
done  over  the  past  year  or  two,  atten¬ 
dees  didn’t  have  that  same  excited  antic¬ 
ipation  I’d  seen  for  other  product 
launches,  such  as  Windows  95  or 
NetWare  5.  The  general  attitude  among 
show-goers  I  spoke  to  was  relief  that  the 
long  wait  was  over,  coupled  with  a  ten¬ 
tative  commitment  to  upgrade. 

No  one  I  spoke  to  was  determined  to 
head  home  to  upgrade  their  NT  4 
servers  (or  their  NetWare  servers)  to 
Windows  2000  Server  or  Advanced 
Server.  Most,  though,  would  gear  up  to 
install  Windows  2000  Professional  as  an 
upgrade  to  Windows  95/98  systems,  but 
even  this  would  slowly  be  implemented 
over  the  next  six  to  12  months. 

The  vendors  appeared  to  have  a  simi¬ 
lar  reaction.  Although  most  showed  Win 

2000  versions  of  their  products,  they 
hedged  their  bets  by  also  promoting  NT 
4  versions  or  upgrades  to  the  older 
Microsoft  operating  system.  Sunbelt 
Software’s  Stu  Sjouwerman.for  example, 
promoted  new  utilities  for  NT  4  and 
promised  a  Win  2000  version  in  the  sec¬ 
ond  quarter  of  this  year.  (See  this  week’s 
Fusion  Focus  on  Windows  Networking 
newsletter  for  more  on  the  product  — 
www. nwfusion.com/focus/). 

In  fact,  it  was  only  the  migration  spe¬ 
cialists  (such  as  Mission  Critical  and  Fast- 
Lane)  that  appeared  to  have  any  hope 
that  people  would  quickly  move  to  Win 
2000.  In  light  of  what  most  industry 
pundits  —  and  even  firm  friends  of  Bill 
—  were  saying,  it  could  be  mid-  to  late 

2001  before  Win  2000  servers  outnum¬ 
bered  NT  4  servers  in  the  enterprise. 

None  of  this  is  good  news  for  Micro¬ 
soft  or  the  industry.  Sales  of  Win  2000 
and  associated  products  over  the  next 
six  months  could  lead  to  the  investment 
community  turning  a  jaundiced  eye  to 
lowered  sales  and  profits  throughout  the 
hardware  and  software  business,  and 
fuel  a  sell-off  in  the  already  teetering 
stock  market. 

Kearns,  a  former  network  adminis¬ 
trator,  is  a  freelance  writer  and  con¬ 
sultant  in  Austin,  Texas.  He  can  be 
reached  at  wired@vquill.com. 


Tip 


of  The 


Week 


The  remarkable  suc¬ 
cess  of  my  "Focus  on 
Windows  Networking" 
and  "Focus  on  Directory  Services" 
newsletters  (thank  you,  readers!)  has  led 
Network  World  Fusion  to  agree  to  add 
another.  Beginning  the  week  of  March  7, 
you  can  also  get  my  "Focus  on  NetWare" 
newsletter  twice  a  week.  Sign  up  now  at 
www.nwfusion.com/focus/  so  you  won’t 
miss  a  single  issue. 
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LOOKING  FOR  A  BETTER 


j  YOUR  MASSIVE  GROWTH  IN  BUSINESS  DATA? 

¥ 


Is  your  business  data  growing  out  of  control?  Looking  for  a  better  way  to  handle  growth  without  breaking  the 
bank  or  breaking  your  back?  Have  no  fear.  The  scalability,  manageability,  high  availability  and  performance  that 
you  need  are  now  within  reach,  thanks  to  SANs  (Storage  Area  Networks).  Gadzoox  Networks  is  a  . 
leader  in  SAN  hubs,  switches,  and  management  products.  To  discover  the  power  of 
area  networking,  come  see  us  at  www.gadzoox.com  today.  No  heavy  lifting  required. 


orage 


gad 


©2000  Gadzoox,  Inc.  All  rights  reserved.  Gadzoox  is  a  registered  trademark  and  the  Gadzoox  logo  is  a  trademark  of  Gadzoox,  Inc. 


Maybe  you  don’t  have  the  huge  budget  to  integrate  all  your  e-commerce  applications 
with  a  proprietary  solution.  Sometimes  a  severe  limitation  opens  up  a  whole  new  way  of  doing  things. 
Today,  more  and  more  forward-thinking  IT  managers  are  solving  the  high  cost  of  integration  with  TurboLinux. 
Our  TurboCluster  Server  in  the  web  farm  can  seamlessly  put  Solaris,  NT,  or  Linux  servers  to  common  purpose. 

The  accomplishments  of  TurboLinux  have  not  gone  unnoticed. 

TurboCluster  Server  won  the  1999  Linux  Journal  Editor’s  Choice  Award  for  Top  Web  Solution. 

Of  course,  TurboCluster  Server  is  only  part  of  the  story. 

The  same  great  engineering  goes  into  our  new  Workstation  and  Server  6.0  products. 

We’re  happy  to  be  able  to  leave  you  with  this  reassuring  thought:  build  on  what  you  have. 

Check  out  our  website  at  www.turbolinux.com  or  call  us  toll-free  at  (877)-4TURB0LINUX. 


TURBDL  NUX 

High  Performance  Linux 


L 


©2000  TurboLinux  and  its  logo  are  trademarks  of  TurboLinux,  Inc.  Linux  is  a  trademark  of  Linus  Torvalds. 


Briefs 


BellSouth  has  chosen  Telco 
Systems'  EdgeLink  300  integrated 
access  device  as  a  new  cus¬ 
tomer  premises  equipment  option 
for  its  MegaLink  Channelized  T-1 
managed  service.  The  BellSouth 
service  concentrates  voice,  data 
and  video  traffic  over  a  single  T-1 
link.  The  EdgeLink  300  also  pro¬ 
vides  the  option  of  a  dual  T-1  for 
up  to  48  separate  64K  bit/sec 
voice  or  data  channels.  Telco,  of 
Norwood,  Mass.,  is  owned  by 
World  Access  in  Atlanta,  but  is  in 
the  process  of  being  sold  to 
BATM  Advanced  Communica¬ 
tions,  an  Israeli  internetworking 
systems  company. 

NaviSite  is  expanding  its 
streaming  media  service  capabili¬ 
ties  through  acquisitions  and 
partnerships.  NaviSite,  a  Web¬ 
hosting  and  application  service 
provider  in  Andover,  Mass., 
announced  last  week  it  is  buying 
ClickHear,  a  streaming  media 
professional  services  company. 
Terms  were  not  disclosed. 
NaviSite  also  announced  agree¬ 
ments  with  Activate.net  an 
Internet  audio  and  video  service 
provider,  and  with  iBeam  Broad¬ 
casting,  a  satellite  streaming 
media  service  provider.  NaviSite 
plans  to  combine  service  offer¬ 
ings  from  Activate.net  and  iBeam 
into  its  high-end  Web-hosting 
services. 

NaviSite:  www.navisite.com 

PSINet  last  week  announced 
the  launch  of  a  new  venture  cap¬ 
ital  program  called  PSINet 
Ventures.  The  company  will  pro¬ 
vide  early  to  midrange  financing 
for  fledgling  application  service 
providers,  content  service  pro¬ 
viders,  e-commerce  companies 
and  the  like.  The  fund  will  be 
worth  a  total  of  about  SI  billion, 
including  the  value  of  Internet 
services  provided  to  portfolio 
companies  and  $100  million  in 
cash. 
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H  The  Internet,  Extranets,  Interexchange 

and  Local  Carriers,  Wireless,  Regulatory  Affairs 

Broadwing  boasting  fast  circuit  installs 

New  data-services  earner  promises  circuits  within  45  days  or  less  —  or  else  you  get  a  credit. 


PROFILE:  BROADWING 


Headquarters: 


Cincinnati  and  Austin,  Texas 


Founded: 


1999,  as  a  result  of  the  merger 
between  IXC  Communications 
and  Cincinnati  Bell 


Business: 


Frame  relay  and  ATM  service 
provider 


Combined  1999  revenue: 
Number  of  employees: 
Fiber  route  miles: 


$1.6  billion 
5,500 
15,000 


ATM/frame  relay  switches:  38 


BY  DAVID  ROHDE 

AUSTIN,  TEXAS  —  A  new  national 
data-services  carrier  is  betting  it  can 
attract  enterprise  users  by  guaranteeing 
to  install  circuits  in  45  days  or  less  —  no 
ifs,  ands  or  buts. 

Well,  maybe  a  few  buts,  but  at  least 
those  are  clearly  disclosed  and  easily 
found  on  the  Internet. 

The  new  carrier  is  Broadwing,  which 
was  formed  in  November  by  the  merger 
of  two  established  carriers  that  each 
lacked  a  key  piece  of  the  national  service¬ 
provisioning  puzzle. 

One  of  the  former  carriers  is  IXC 
Communications,  which  over  the  past 
couple  of  years  has  combined  the  sale  of 
wholesale  high-capacity  circuits  to  other 
carriers  over  its  15,000-mile  domestic 
network  with  cut-rate  data  services  such 
as  frame  relay  for  midsize  businesses. 

The  other  is  Cincinnati  Bell,  which 
despite  its  name  is  not  a  regional  Bell 
operating  company  but  an  indepen¬ 
dent  vestige  of  the  old  Bell  system  with 
an  unusually  high  reputation  for  cus¬ 
tomer  service  —  but  little  national 
name  recognition. 

The  combined  company  is  promising 
to  install  frame  relay,  dedicated  Internet 


access,  ATM  and  private-line 
services  in  45  days  or  less,  or 
issue  a  credit  of  up  to  two 
months’  worth  of  port  and 
circuit  charges.The  credit  will 
be  one  month  if  the  service  is 
installed  up  to  30  days  late  or 
two  months  if  the  service  is 
more  than  30  days  late.  In  an 
unusual  concession  for  a 
long-distance  company,  the 
credit  even  includes  the  local 
access  charges,  though 
Broadwing  won’t  refund  the 
one-time  installation  charge. 

Broadwing  officials  say  IXC 
couldn’t  move  into  the  high-volume 
delivery  of  data  circuits  —  particularly  for 
the  large  enterprises  it  now  hopes  to 
attract  —  until  it  installed  a  mirrored  ver¬ 
sion  of  Cincinnati  Bell’s  order-entry  and 
provisioning  systems  in  IXC’s  Austin  data 
center.  Broadwing  uses  a  mix  of  vendor- 
supplied  and  proprietary  software  to 
manage  logical  circuits  —  in  a  package  it 
calls  Circuit  Vision  —  to  identify  choke 
points  in  broadband  carrier  networks. 

“Bandwidth  and  fiber  are  just  the  phys¬ 
ical  infrastructure,”  says  Ian  Dix, 
Broadwing’s  vice  president  of  marketing. 
“You  have  to  be  able  to  view  the  avail¬ 


ability  of  any  given  circuit  and  know 
what  circuit  goes  where.That’s  the  tricky 
part  of  provisioning.” 

Recently  other  carriers  have  had  to 
concede  that  they  have  been  missing  cus¬ 
tomer  service  intervals.  Carriers  say  that 
although  dark  fiber  is  available  on  their 
networks,  installation  of  certain  electron¬ 
ic  or  optical  equipment  has  been  running 
behind  orders  being  promised  to  users. 

Broadwing’s  national  network  does 
not  reach  into  many  of  the  less-populated 
areas  of  the  country,  and  in  many  cases 
Broadwing  will  have  to  lease  pieces  of  a 
See  Broadwing,  page  34 


Epoch  Internet  debuts  Web-hosting  service 


BY  DENISE  PAPPALARDO 

COSTA  MESA,  CALIF.  —  Epoch 
Internet  this  week  is  rolling  out  new 
Web-hosting  services  that  promise  users 
robust  content  storage  and  delivery. 

Epoch  is  introducing  its  first  dedicat¬ 
ed  Web-hosting  offerings,  called 
EpochHost  Dedicated  and  Collocation 
services.  Epoch’s  services  offer  small  to 
midsize  businesses  high-end  features 
such  as  storage  management,  load  bal¬ 
ancing  and  bandwidth  management. 

What  sets  Epoch  apart  from  many 
competitors  is  a  distributed  architecture 
setup,  says  Courtney  Munroe,  program 
director  at  International  Data  Corp. 
(IDC),  a  market  research  firm  in 
Framingham,  Mass.  Epoch  calls  this  its 
“pod”  architecture. 

Instead  of  setting  up  one  storage 


server  to  one  Web  server  for 
each  customer,  Epoch  has 
set  up  large  fault-tolerant  stor¬ 
age  servers  from  Network 
Appliance  that  connect  to  up  to 
six  Web  servers.  Epoch  has  also 
deployed  Foundry  Networks 
load-balancing  switches  that 
intelligently  send  traffic  to  any 
of  the  six  Web  servers  that  are 
not  congested. 

The  Web  servers  are  used  to 
process  end-user  requests  for 
Web  content.  A  Web  server 
extracts  that  content  from  a 
storage  server  and  offers  it  up 
to  an  end  user.  Regardless  of 
which  of  the  six  Web  servers  is 
accessed,  all  transactions  are  recorded  in 
real  time  because  all  Web  servers  are 
accessing  the  same  storage  cluster,  says 


Paul  Hoffman,  vice  president  of 
hosting  services  at  Epoch. 

If  separate  storage  servers 
were  used  and  not  updated 
immediately,  an  end  user  may 
not  be  able  to  view  a  purchase 
or  a  request  just  a  few  minutes 
after  making  a  transaction, 
Hoffman  says.  Lag  time  some¬ 
times  occurs  because  content 
storage  systems  are  not  all 
updated  immediately  —  maybe 
every  15  minutes  or  so.  Using 
one  storage  area  eliminates 
that  problem,  he  says. 

EpochHost  Dedicated  ser¬ 
vice  offers  users  set  amounts  of 
storage  space  on  the  Network  Appliance 
servers  starting  at  5G  bytes.  Hoffman 
says  each  storage  array  on  the  Network 
See  Epoch,  page  34 


Epochs  Hoffman 
says  the  company's 
"pod"  storage 
server/Web  server 
setup  means  no  lag 
time  for  online 
transactions. 
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continued  from  page  33 

customer’s  circuit  from  other  carriers. 
But  officials  say  they’re  not  going  to  use 
that  as  an  excuse  for  failing  to  honor 
their  guarantee,  especially  because  IXC’s 
wholesale  background  gives  it  good  rela¬ 
tionships  with  other  long-distance  and 
local  carriers.  “Provisioning  something 
on-net  and  off-net  is  something  that 
comes  veryr  naturally  to  us,”  Dix  says. 

There  are  other  ty  pes  of  exceptions 
to  the  guarantee,  however.  It  only 
applies  to  contracts  of  two  years 
or  more,  and  the  guarantee  doesn’t 
count  if  a  customer  fails  to  maintain 
a  specified  schedule  of  presenting 
WAN  design  information  and  holding 
vendor  meetings.  The  guarantee  is  post¬ 
ed  publicly  at  www.broadwing.com/ 
guarantee/terms.htm. 

Broadwing’s  original  enterprise  data 
offering,  when  it  was  EXC,  was  a  service 
called  Eclipse  SmartWAN,  essentially  a 
plain-vanilla,  single  class-of-service  frame 
relay  offering  with  lower  prices  than  the 
top  carriers:  AT&T,  MCI  WorldCom,  Sprint 
and  Qwest  Communications. 

Though  the  Eclipse  brand  name  is 


gone,  Broadwing  is  maintaining  the  same 
pricing  position,  Dix  says. 

One  big  help:  Broadwing  has  none  of 
the  regulatory  restrictions  that  are 
legion  in  telecom  mergers.  Because 
Cincinnati  Bell  is  not  an  RBOC,  it  did  not 
bring  any  restrictions  on  long-distance 
transport  to  the  merger.  That  issue  is 
bedeviling  the  proposed  Bell  Atlantic/ 
GTE  and  Qwest/US  West  mergers 
because  both  combine  one  company 
that  for  the  most  part  cannot  carry  long¬ 
distance  (Bell  Atlantic  and  US  West)  with 
one  that  can  (GTE  and  Qwest).  □ 


www.nwfusion.com 
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More  details:  Read  up  on  the  former 
IXC's  frame  relay  pricing. 

Tips:  See  how  to  negotiate  contracts 
with  your  carrier. 
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Epoch, 

continued  from  page  33 

Appliance  server  is  physically  separate, 
which  is  why  the  service  is  called  a 
dedicated-hosting  service.  Epoch  has 
been  offering  customers  a  shared  Web¬ 
hosting  service  for  a  couple  of  years,  in 
which  users  share  storage  and  Web 
server  facilities. 

Epoch  has  also  deployed  Lucent’s 
Xedia  Access  Point  bandwidth  manage¬ 
ment  devices  to  ensure  that  bandwidth 
to  each  pod  is  distributed  evenly 
among  servers  and  customers. 

While  Epoch’s  data  center  architec¬ 
ture  differentiates  the  offering,  the 
company  is  facing  a  lot  of  competition, 
IDC’s  Munroe  says:  “Verio,  Concentric 
Network  and  PSINet  have  all  been 
offering  small  to  midsize  businesses 
Web-hosting  [services]  for  a  couple  of 
years  now.” 

One  Epoch  customer  is  impressed 
with  the  ISP’s  plans. 

“Admittedly  I  was  skeptical  at  first 
because  many  Web-hosting  service 
providers  offer  the  same  type  of  ser¬ 
vices,”  says  Matthew  Olivia,  chief  tech¬ 
nical  officer  at  Infinite  Axis,  an  applica¬ 


tion  service  provider  and  systems  inte¬ 
grator.  “But  I  was  impressed  with  the 
quality  of  hardware,  building  security, 
and  the  24-7  technical  support  and 
staff  after  I  visited  their  facility.” 

After  evaluating  collocation  service 
providers  Exodus  Communications, 
Alchemy  Internet,  Qwest  Com¬ 
munications  and  Epoch  Internet  for  six 
months,  Infinite  Axis  chose  Epoch. 

According  to  IDC,  small  to  midsize 
businesses  spent  approximately  $832 
million  on  Web-hosting  services  last 
year.  By  2003,  the  same  group  is  expect¬ 
ed  to  spend  $28  billion. 

EpochHost  Dedicated  service  is 
available  starting  at  $650  per  month  for 
5G  bytes  of  storage  space.  Users  can 
choose  from  IBM  or  Sun  servers  run¬ 
ning  Windows  NT  4.0/2000,  Red  Hat 
Linux  or  Sun  Solaris.  Users  can  also 
choose  from  Microsoft’s  DB2,  SQL 
Server  or  Oracle’s  database  servers. 

Epoch’s  Collocation  service  is  avail¬ 
able  starting  at  $325  per  month. 
Collocation  customers  supply  their 
own  server  hardware  and  software. 
Epoch  supplies  Internet  access,  storage 
space  and  optional  back-up  services. 

Epoch:  www.epoch.net 
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There’s  a  quiet  revolution  underway. 
Business-to-business  ecommerce  is 
creating  a  globally  networked  economy 
where  technology  is  driving  down  prices, 
improving  turnaround  times  and  fueling 
profits.  It’s  huge— and  it’s  getting  bigger. 
The  companies  creating  this  revolution  are 
already  Wall  Street  darlings— now  they’re 
ready  to  share  their  knowledge  with  you. 

Is  your  company  ready?  Find  out.  Join 
The  Industry  Standard  and  a  select  group  of 
visionaries  and  entrepreneurs  at  iB2B  as 
we  build  the  market  places  of  tomorrow. 
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Get  discounts 
up  to  46% 

trading  up  to  a  new  APC 
UPS  using  the  Reliability 
Upgrade  Program. 
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APC  Smart-UPS®:  Legendary  power  protection  for  critical  remote  servers 


With  users  and  customers  demanding  that  critical  servers  be 
up  99.999%  of  the  time,  power  problems  are  the  last  thing  you 
should  have  to  worry  about.  Short  blackouts,  sudden  sags  or 
simple  power  surges  can  mean  the  instant  destruction  of 
cards,  disks  and  processors.  This  means  lost  data  and 
unplanned  downtime. 

Be  ready  for  the  unexpected.  No  other  product  offers  more 
advanced  protection  for  networks  and  servers  than  the  APC 
Smart-UPS  family.  APC's  new  2U  rack-mount  units,  with  longer 
runtimes  and  improved  voltage  regulation,  allow  room  to  rack- 
mount  other  critical  equipment. 

Consider  how  Smart-UPS  can  safeguard  your  critical  servers: 

•  Pre-failure  diagnostics  -  It  allows  network  administrators  to 
solve  problems  before  users  know  they  exist. 

•  Availability  -  Instantaneous  battery  backup  power  keeps  appli¬ 
cations  and  operating  systems  up  and  running  and  safe  from 
power-related  crashes. 


APC's  NetSheltef®  offers  manageable  enclosure  space  for  all 
your  networking  equipment  including  Compaq,  Dell,  HP,  Cisco, 
Nortel  Networks,  3Com  and  IBM. 


•  Intelligent  Battery  Management  -  With  FastCharge™,  battery 
recharge  time  is  cut  by  75%. 

•  Web  SNMP  -  With  a  Web/SNMP  card, 

Smart-UPS  can  be  monitored  and  managed 
remotely  with  a  Web  browser  or  SNMP 
NMS. 


•  Remote  -  E-mails  or  pages  network  administrators  via 
FlexEvents™  before  users  know  of  problems. 


•  Manageability  -  Provides  warnings,  envi¬ 
ronmental  monitoring  and  safe  shutdown 
using  PowerChute®  plus  software. 


Find  out  why  APC  is  the  brand  of  choice  for  critical  server  protec¬ 


tion.  Our  technology  grows  with  your  business  and  can  help 


power  protect  your  new  applications  as  you  roll  them  out.  Contact 
APC  today  and  let  APC's  Legendary  Reliability™  work  for  you. 


"APC  NetShelters  and  Smart-UPS  have  become  the  standard 
install  for  all  our  offices  at  Nextel . . .  knowing  we  can  count 
on  APC  saves  us  time  and  provides  us  with  peace  of  mind." 

-  James  Whitaker,  Novell  Architecture  and  Design  Engineer, 
Tom  Schmidt,  Novell  Host  Server  Architect, 

Troy  Sims,  Novell  Host  Server  Architect 
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FREE  Power  Availability  KiL  Or  save  46%  on  a  new  UPS  with  our  Reliability  Upgrade  Program 

Go  to  the  web  and  learn  how  to  increase  uptime  in  your  enterprise.  Also  trade  your  old  UPS  for  a  new  one  with  APC's  Reliability  Upgrade  Program 
To  order:  Visit  http://promo.apcc.com  Key  Code  r87lz  •  Call  888-289-APCC  x7798  •  Fax  401 -788-2797 
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Wan  Monitor  .  Daniel  Briere  and  Christine  Heckart 

BEAT  THOSE  ‘STUCK  IN  THE  BOONIES  BLUES’ 


Living  in  a  rural  locale  definitely 
has  advantages  —  more  trees, 
fewer  cars,  fresh  air.  However,  it  also 
has  disadvantages.  Finding  The  New 
York  Times  on  Sunday  can  be  hard,  and 
sushi  bars  are  few  and  far  between. 
Most  difficult  —  for  those  with  home 
offices  —  is  that  broadband  connec¬ 
tions  are  just  about  nonexistent. 

Take  Danny,  for  example.  He’s  been 
waiting  patiently  for  someone,  anyone, 
to  offer  digital  subscriber  line  (DSL)  or 
cable  modem  access  for  his  home 
office.  Unfortunately,  he’s  just  far 
enough  away  from  his  telco  central 
office,  ISP  point  of  presence  and  cable 
head  end  to  make  that  wait  require  the 
patience  of  Job.  On  the  wireless  front, 
the  major  Multichannel  Multipoint 
Distribution  Service  and  local  multi¬ 
point  distribution  services  providers 
aren’t  exactly  beating  down  his  door. 


There  is,  however,  a  rapidly  matur¬ 
ing  wireless  option  that  may  save  the 
day  A  LAN  technology  getting  atten¬ 
tion  in  the  home  network  and  small 
office/home  office  markets,  802.11 
Wireless  Ethernet,  can  be  extended  to 
the  WAN  connection.  You’re  probably 
already  familiar  with  some  of  the 
802. 1 1  LAN  products  on  the  market  — 
the  PC  cards  and  wireless  access 
points  that  allow  your  executives  to 
roam  the  office,  laptop  in  tow,  and  stay 
connected  to  the  LAN.  Inexpensive 
802.1 1  gear  is  also  making  a  splash  in 
the  residential  market,  with  companies 
like  Apple  bundling  wireless  network¬ 
ing  into  laptops  and  desktops. 

Using  the  same  standard  (up  to  1 1M 
bit/sec)  and  the  same  2.4-GHz  unli¬ 
censed  spectrum,  several  manufactur¬ 
ers  are  beginning  to  offer  outdoor 
wireless  bridges  that  can  stretch  your 


LAN  connection  into  a  WAN  connec¬ 
tion,  with  ranges  now  extending  up  to 
15  miles.  Much  of  this  gear  is  being 
used  for  corporate  campus  applica¬ 
tions  or  for  connecting  nearby  branch 
offices  to  headquarters.  Another  hot 
application  for  this  gear  is  providing 
temporary  point-to-point  connectivity 
for  special  events  such  as  conferences. 

Additionally,  a  number  of  ISPs  are 
beginning  to  look  into  this  technology 
because  the  wireless  bridges  have 
point-to-multipoint  capabilities  that 
can  make  it  easy  to  turn  up  multiple 
broadband  wireless  connections  with¬ 
out  having  to  spend  a  lot  more  on 
radio  frequency  hardware.  On  the 
client  end,  an  external  antenna  and 
another  wireless  bridge  connect  to 
your  home  PC  by  Ethernet  or  wire¬ 
lessly  using  802.11  PC  and  ISA  cards. 

The  biggest  problem  you’ll  proba¬ 


bly  face  with  implementing  this  kind 
of  solution  for  your  remote  workers 
who  are  truly  remote  is  finding  an  ISP 
that  has  deployed  this  gear.  It  may 
take  a  heart-to-heart  talk  with  your 
local  ISP  to  convince  it  to  do  the 
install.  The  hardware  costs  aren’t  too 
high,  but  the  potential  throughput  of 
the  system  may  overwhelm  a  local  ISP 
that  relies  on  a  single  T-l  connection 
to  serve  its  usual  V90  customer  base. 

Until  DSL  and  cable  move  out  to 
that  last  10%  of  the  market  or  G-3 
broadband  personal  communications 
services  become  a  reality,  this  may  be 
your  best  bet  the  boonies. 

Briere  is  presiden  t  and  Heckart  is 
vice  president  ofTeleChoice,  a  consul¬ 
tancy  in  Boston.  They  can  be  reached 
at  dbriere@telechoice.com  and 
checkart@  telechoice.com. 


End-to-End  Content  Management... 


...With  a  Click  of  the  Mouse. 


With  the  ability  to  create,  manage,  and  deliv¬ 
er  content  for  a  variety  of  different  outputs, 
OpenPages  provides  a  complete  system  to 
control  the  people  and  processes  involved  in 
efficient  content  management. 

OpenPages  provides  superior  support  for 
the  back  office  processes  necessary  for  suc¬ 
cessful  content  mangement.  Our  solution  is 
cross-platform.  We  can  support  both  NT  and 
UNIX  houses  and  give  you  the  ability  to  work 
with  today’s  most  powerful  databases. 
In  addition,  OpenPages  interfaces  with  exist¬ 
ing  legacy  systems  so  you  can  eliminate  the 
need  for  multiple  point-solutions. 

Check  out  our  Web  site  and  see  why  we’re 
the  only  end-to-end  content  management 
solution  on  the  market  today. 

www.openpages.com 


OpenPages 


Visit  us  online  and  see  how  these  organizations  use  OpenPages 
to  manage  content,  people,  and  the  delivery  of  digital  assets. 
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APC  Symmetra®  Power  Array™: 

N+1  redundancy  for  100%  uptime 

Data  access  is  critical  to  both  your  internal  and  external 
customers.  Now  that  applications  like  messaging,  Web 
integration  and  E-commerce  are  deemed  mission-critical, 
losing  power  to  your  storage  and  processors  is  not  an  option. 

You  need  to  be  ready  for  the  unexpected.  APC's  Symmetra 
Power  Array  is  the  single  most  highly  available  UPS  in  the 
marketplace.  Since  power  problems  are  the  leading  cause  of 
downtime,  make  sure  you're  prepared. 

Consider  how  Symmetra  protects  your  business: 

•  N+1  redundancy  design  assures  continuous  availability  - 

If  a  module  fails,  the  others  instantly  begin  supporting  the 
full  load. 

•  Scalable  power  -  Additional  4  kVA  modules  can  be  added  to 
expand  to  16  kVA  of  power  capacity  (4  unit  frame  is  expand¬ 
able  to  8  kVA) 

•  Serviceable  while  load  is  up  and  running  -  Additional  battery 
modules  increase  runtime  and  all  the  modules  are  hot  swap¬ 
pable,  meaning  no  downtime. 


"Not  having  a  Symmetra  in  place  would  have  resulted  in  lost  data, 
corrupted  hard  drives  and  lost  time  to  recover.  The  Symmetra  system 
has  more  than  paid  for  itself  during  this  one  outage." 

-  Bob  Lesher  and  Charlie  Bise,  Information  Technology,  Exel  Logistics 


Installing  or 
reconfiguring 
your  modular 
Power  Array 
couldn't  be 
any  simpler. 


Your  enterprise  is  only 
as  available  as  its  power 


Now  you  can  easily  manage  power  to  your  systems. 
APC  MasterSwitch"  in  your  communications  and 
computer  racks  can  save  you  time  and  money  by 
helping  your  staff  to  manage  power  proactively. 


PowerView™  is  a  hand-held  control  panel  for  network 
administrators  that  configures  and  controls  UPSs  in 
rack,  computer  room,  and  datacenter  environments. 


APC  is  a  leader  in  the  field  of  power  availability.  Our  technology 
grows  with  your  business  and  can  help  power  protect  your 
new  applications  as  you  roll  them  out.  Contact  APC  today  and 
let  APC's  Legendary  Reliability™  work  for  you. 


APC  Symmetra®  Power  Array”  was 
recently  granted  US  Patent  No.  5,982,652. 


Legendary  Reliability  " 


FREE  Power  Availability  Kit  -  Get  Legendary  Reliability  for  your  network. 

To  order:  Visit  http://promo.apcc.com  Key  Code  r872z  •  Call  888-289-APCC  xl  341  •  Fax  401-788-2797 


©2000  American  Power  Conversion.  All  Trademarks  are  the  property  of  their  owners.  SY4A9EF-USc  •  PowerFax:  (800)  347-FAXX  •  E-mail:  apcinfo@apcc.com  •  132  Fairgrounds  Road,  West  Kingston,  Rl  02892  USA 


Looking  for  an  affordable 
way  to  monitor  your 
Frame  Relay  performance? 


Look  no  further. 


Think  the  insights  of  Frame  Relay  monitoring  are 
too  expensive  for  your  budget?  Think  again.  The 
new  ServicePoint  Lite  1020  Service  Delivery  Unit 
makes  it  surprisingly  inexpensive  to  monitor  the 
end-to-end  performance  of  your  Frame  Relay  network. 


ServicePoint™  Lite  1020  56/64k  SDU 


$645  With  the  affordable  ServicePoint  Lite  56/64k  SDU,  you  can  focus  in 
on  performance  problems  and  gather  critical  data  from  anywhere 
your  WAN  reaches— even  those  remote  branch  offices. 


ServicePoint  Lite  is  also  a  great  general-purpose  managed  DSU  for 
Internet  or  leased-line  WAN  services. 


Look  into  the  capabilities  of  the  ServicePoint  Lite  1020  SDU.  Visit 
www.adc.com/access/splns  or  call  1-800-232-5879  for  your  free 
How-to  Guide. 


There  is  so  much  more  your  network  can  do.™ 


Enterprise 


Briefs 


Mortice  Kern  Systems  in 

Waterloo,  Ont.,  is  readying  a 
product  called  Change  Integrity 
that's  designed  to  manage  the 
workflow  for  teams  maintaining 
information  such  as  Web  con¬ 
tent  and  e-business  applica¬ 
tions.  The  product,  currently  in 
beta  tests,  includes  a  Java 
application  server  based  on 
BEA  Systems'  WebLogic  tech¬ 
nology  as  well  as  Web  and  pro¬ 
prietary  client  software.  Once 
one  member  of  a  project  team 
has  completed  a  task,  the 
Change  Integrity  software  auto¬ 
matically  notifies  others  on  the 
team  to  proceed  with  their 
tasks.  Mortice  Kern  Systems  is 
targeting  midsize  organizations 
with  the  software,  which  the 
company  says  works  best  in 
environments  where  not  more 
than  a  few  hundred  end  users 
are  accessing  a  server.  How¬ 
ever,  servers  can  be  linked  to 
support  bigger  project  teams. 
The  software  is  slated  for  avail¬ 
ability  in  early  March.  Pre¬ 
liminary  pricing  is  $3,200  per 
server  with  Secure  Sockets 
Layer  and  $200  less  without  it, 
and  $600  per  client. 

Mortice  Kern  Systems: 
www.mks.com 


Sterling  Commerce  has  sold  its 
Managed  Systems  Division  (for¬ 
merly  XcelleNet)  to  Francisco 
Partners,  a  private  equity  firm,  for 
about  $50  million.  The  Managed 
Systems  Division  will  operate  as 
a  privately  held,  independent 
company  based  in  Atlanta  and 
will  regain  its  XcelleNet  name. 
XcelleNet  will  continue  to  offer 
products  for  managing  remote 
systems.  These  offerings  include 
Connect:  Manage,  which  can  be 
used  to  manage  devices  across 
intranets  and  extranets.  Sterling 
Commerce  bought  XcelleNet  in 
mid-1998,  but  XcelleNet  proved  to 
be  a  bad  fit  for  Sterling. 

XcelleNet:  www.xcellenet.com 


IN  -SITE:  Lessons  from  Leading  Users 


Fla.  school  district  gives  data-mining  high  marks 

BY  ELLEN  MESSMER 

A  lot  of  companies  use  data-mining 
to  comb  through  databases  to  fig¬ 
ure  out  which  of  their  products 
sells  best  and  where.  Now  a  pub¬ 
lic  school  district  is  using  equally 
sophisticated  technology  to  ana¬ 
lyze  student  performance. 

Florida’s  Broward  County  School 
District  is  outfitting  each  of  its  207 
schools  with  an  IBM  AS/400  running 
IBM’s  DB2  so  school  administrators 
can  record  student  test  scores  and 
absenteeism,  and  analyze  trends  using 
IBM’s  desktop  data-mining  tools. 

The  goal  is  to  give  administrators 
an  easy  way  to  get  a  historical  view  of 
each  child’s  academic  performance, 
says  Nancy  Terrell,  director  of  strate¬ 
gic  planning  and  accounting  for  the 
district. 

In  addition,  officials  who  want  to 
see  how  their  school  performance 
compares  with  other  county  schools 
can  get  remote  access  over  a  private¬ 
line  network  connecting  the  schools 
to  the  central  data  repository  main¬ 
tained  by  the  county’s  Education 

See  Data  mining,  page  44 


This  data  mining  is  kids  stuff 


Florida's  Broward  County  uses  IBM  database  and  data-mining  technology  to 
collect  and  analyze  student  records. 


Present 


Leased  lines 


©  AS/400  systems  in  Broward  County's  207  schools 
are  connected  via  leased  lines  to  a  central  database, 
where  test  scores  and  grade  data  are  compiled. 


207  schools 


AS/400  with 

DB2  database 


COUNTYWIDE 
TEST  SCORES 

Math . 87% 

English . 29% 


Broward  County 
Education 
Technology 
Service 


Future 


Parent 


©  IBM  Brio  data-mining  software  lets  teachers 
search  the  county's  master  DB2  database  for 
overall  student  performance  trends. 


©  In  the  future,  the  county  plans  to  install 
a  password-based  extranet  system  for 
parents  to  check  their  children's  grades. 


Times  Ten  speeds  Web  access 


BY  JOHN  COX 

MOUNTAIN  VIEW,  CALIF.  —  A  new 
RAM-based  data-caching  product  is 
designed  to  speed  access  to  critical  data 
on  Web  commerce  sites. 

Times  Ten  Performance  Software’s 
Front-Tier  software  consists  of  the  com¬ 
pany’s  in-memory  database  coupled  with 
new  replication  and  synchronization  tech- 
nologies.The  result  is  a  compact,  blazingly 
fast  data  cache  designed  to  serve  up  infor¬ 
mation  such  as  product  recommendations 
and  personalized  Web  pages.  Front-Tier 
loads  onto  a  Web  site  server,  pulling  data 
from  a  back-end  server. 

It  stores  the  data  in  RAM  and  delivers  it 
in  response  to  browser-based  requests  or 
transactions. 

One  customer  is  Checkout.com,  the 
brainchild  of  Michael  Ovitz  and  others  who 
left  Disney  Online.  The  Web  site,  billing 
itself  as  the  Entertainment  Portal,  Ls  relying 


on  Front-Tier  to  store  profiles  of  each  user 
accessing  the  site.  The  profiles  are  used  to 
build  each  page  dynamically,  in  effect  cre¬ 
ating  a  personal  Web  site  for  each  user. 

“The  data  needed  to  do  all  this,  for  the 
product  catalogs,  shopping  cart  contents 
and  so  on,  can’t  come  out  of  a  disk-based 


database  because  it’s  too  slow,”  says  James 
Groff,  Times  Ten’s  CEO.  He  says  that  in 
tests,  Front-Tier  has  handled  20,000  data¬ 
base  transactions  per  second  for  a  ty  pical 
read-write  application.  For  read-only  data¬ 
base  applications,  the  number  has  soared 
to  60,000. 

For  Front-Tier,  software  engineers  built 
several  key  features  on  top  of  the  basic 
database  product.  One  is  replication,  so 
the  Front-Tier  cache  can  run  on  two  or 
more  servers,  in  case  one  server  fails.  The 
other  main  addition  is  synchronization 
technology  that  enables  Front-Tier  to 
upload  fresh  data  to  Oracle  serv  ers  or  pull 
down  data  from  Oracle  servers. 

The  software  fits  into  5M  bytes  or  less 
of  RAM.  It  can  store  up  to  approximately 
2G  bytes  of  data,  which  is  the  largest 
amount  that  can  be  addressed  by  a  32-bit 
computer,  Groff  says. 

Front-Tier  is  available  in  several  config¬ 
urations.  The  starting  cache  size  is  128M 
bytes,  for  unlimited  users,  with  a  price  of 
$20,000.  A  2G-byte  edition  would  cost 
roughly  $80,000. 

Times  Ten:  www.timesten.com 
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Enterprise  Applications 

Critical  Path  expands  e-mail  outsourcing  options 


Critical  business  moves 

Recent  acquisitions  by  Critical  Path: 

June  1999 

Fabrik  Connect,  the  e-mail  outsourcing 
business  of  Fabrik  Communications. 

July  1999 

dotOne,  a  corporate  e-mail  firm. 

August  1999 

Amplitude  Software,  an  Internet  calendar  and 
resource  scheduling  solutions  provider. 

November  1999 

XETI,  a  developer  of  standards-based  public- 
key  infrastructure  offerings. 

December  1999 

FaxNet,  an  outsource  supplier  of  carrier-class 
enhanced  fax  and  integrated  messaging 
services. 

January  2000 

ISOCOR,  an  Internet  messaging,  directory  and 
metadirectory  developer. 


BY  CAROLYN 
DUFFY  MARSAN 

SAN  FRANCISCO  —  Until 
now,  companies  that  wanted  to 
outsource  their  messaging  sys¬ 
tems  have  faced  an  all-or- 
nothing  proposition.  Critical 
Path  has  introduced  an  alterna¬ 
tive  that  it  calls  Allsourcing:  a 
combination  of  in-house  and 
hosted  offerings  that  range 
from  basic  e-mail  to  calendar¬ 
ing,  scheduling,  fax  and  direc¬ 
tory  services. 

Allsourcing  encompasses 
three  options: 

•  Outsourced  messaging, 
which  is  hosted  services 
bought  on  a  monthly  cost-per- 
seat  basis. 

•  In-house  messaging, 
which  is  packaged  applica¬ 
tions  that  companies  can  run 
themselves. 

•  A  combination  of  out¬ 
sourced  and  in-house  offer¬ 
ings. 

The  Allsourcing  strategy 
applies  to  e-mail,  e-mail  gate¬ 
way  services,  groupware 
hosting,  calendaring  and 
scheduling,  integrated  fax, 


directory  services,  security 
services  and  wireless  access. 
The  company  offers  access  to 
Post  Office  Protocol  and 
Internet  Message  Access 
Protocol  mail  over  the  Web  as 
an  outsourced  service,  as  well 
as  hosted  Exchange  and 


Group  Wise  services. 
Eventually,  Critical 
Path  plans  to  add 
guaranteed  delivery 
and  archiving 

services. 

“E-mail  used  to  be 
enough,  and  the  IT 
department  used  to 
know  how  to  do  it,” 
says  Sharon  Weinbar, 
vice  president  of 
marketing  at  Critical 
Path.  Weinbar  says 
many  companies  want 
to  offload  some  ser¬ 
vices,  such  as  support 
for  remote  offices,  but 
keep  others  in-house, 
such  as  security.  With 
Allsourcing,  compa¬ 
nies  can  mix  and 
match  messaging  pro¬ 
ducts  and  services  but 
get  integrated  provi¬ 
sioning  and  billing,  she  says. 

“This  strategy  will  play 
pretty  well,”  says  Chris 
Selland,  a  vice  president  at 
The  Yankee  Group,  a  market 
research  firm  in  Boston.  “A  lot 
of  companies  are  interested 
in  the  idea  of  outsourcing 


their  e-mail,  but  they’d  like  to 
stick  a  toe  in  the  water.  Until 
now,  they  haven’t  had  that 
option.” 

Critical  Path’s  Allsourcing 
strategy  is  an  outgrowth  of  an 
acquisition  binge  that  began 
last  spring  after  the  company 
went  public.  Critical  Path, 
which  expects  to  generate 
about  $100  million  in  revenue 
this  year,  has  acquired  eight 
messaging  vendors  since  May, 
including  ISOCOR  and  FaxNet 
(see  graphic). 

“Over  the  long  term,  buyers 
will  want  to  see  integrated 
offerings,”  Selland  says.  “It’s  one 
tiling  for  a  company  to  out¬ 
source  its  e-mail,  and  it’s  another 
thing  to  outsource  its  whole 
unified  messaging  system. 
Companies  are  going  to  want  to 
buy  this  piece-by-piece  but 
have  it  all  work  together.” 

The  Allsourcing  strategy  is 
attractive  to  SolutionBank,  a 
Salt  Lake  City  consulting  firm 
that  builds  back-end  systems 
for  e-commerce  Web  sites  for 
companies  such  as  Lands’  End, 
Litton  Industries  and  Alcan 
Aluminum.  In  two  years, 


SolutionBank  has  grown  from 
five  to  320  employees.  By  out¬ 
sourcing  its  e-mail  to  Critical 
Path,  the  start-up  was  able  to 
focus  its  IT  resources  on  such 
mission-critical  applications  as 
financials  and  sales  force 
automation. 

“We  knew  the  e-mail  infra¬ 
structure  was  not  a  capital 
expense  that  we  wanted  to 
invest  in,”  says  Coleman 
Barney,  a  senior  vice  president 
at  SolutionBank.  “The  whole 
experience  has  been  a  little 
better  than  we  would  have 
expected.” 

SolutionBank  uses  Micro¬ 
soft  Outlook  as  its  e-mail 
client,  with  Exchange  as  the 
server  software.  Employees 
have  instructions  for  setting 
themselves  up  on  the  system, 
and  then  Critical  Path  han¬ 
dles  everything  else.  Barney 
says  SolutionBank  is  re-evalu- 
ating  its  messaging  strategy 
and  may  add  some  of  the  new 
services  that  Critical  Path 
offers.  “Faxing  and  directory 
services  are  a  distinct  possi¬ 
bility,”  he  says. 

Critical  Path:  www.cp.net 


Concord  gets  more  proactive 

New  offerings  designed  to  go  beyond  historical  trend  reporting. 


A  network  with  a  View 

AdvantEdge  View  gives  companies  a  browser-based  look  at 
network  status  and  performance. 


Managers  can  access  data 
on  various  network  areas  via 
drop-down  lists. 


Detailed  information  on 
network  events  is  broken 
down  for  easy  viewing. 

\  ; 


BY  MARC  SONGINI 

MARLBOROUGH,  MASS.  — 
Concord  Communications, 
best  known  for  its  tools  that 
report  on  historical  network 
performance  trends,  last  week 
rolled  out  products  that  will 
give  customers  more  immedi¬ 
ate  feedback  on  how  their  net¬ 
works  are  running. 

The  offerings,  including  a 
management  console  and 
agents  for  monitoring  applica¬ 
tions  and  Web  resources,  are  the 
first  new  products  out  of 
Concord’s  Empire  Technologies 
unit,  which  was  formed  when 
Concord  bought  Empire  last 
fall.  Empire  specializes  in  prod¬ 
ucts  that  monitor  servers,  appli¬ 
cations  and  other  parts  of  enter¬ 
prise  networks  in  real  time. 

Concord  says  the  new 
AdvantEdge  tools  will  better 
enable  firms  to  determine  if  ser¬ 
vice-level  agreements  (SLA)  for 


their  networks  are  being  met. 
The  tools  also  give  Concord  a 
boost  in  competing  against  the 
likes  of  BMC  Software. 

The  AdvantEdge  suite  is 
based  on  SystemEdge,  a  set  of 
SNMP  agents  installed  on 
servers  and  desktops  to  moni¬ 
tor  the  performance  of  the 
machines  and  the  applications 
running  on  them.  The  software 
can  track  end-user  response 
times  and  report  back  on  this 
performance  to  a  company’s  IT 
staff.  The  software  can  also  be 
used  to  respond  to  outages, 
such  as  by  restarting  downed 
Web  servers. 

Concord  is  now  introducing 
a  console,  dubbed  AdvantEdge 
View,  which  lets  companies 
control  the  agents  and  look  at 
the  data  they  collect. The  View 
console  can  be  used  to  config¬ 
ure  agents  individually  or  in 
groups,  so  that  groups  of 
agents  can  work  together  to 


accomplish  a  task. 

The  View  console  soft¬ 
ware  actually  resides  on 
a  SPARC-based  workstation, 
but  can  be  accessed  by  client 
machines  outfitted  with 
browser  software.  Previously, 
SystemEdge  users  could 
only  view  data  through  exist¬ 
ing  management  consoles, 
such  as  Hewlett-Packard’s 
OpenView. 

Also  new  is  a  SystemEdge 
module  dubbed  Top  Processes 
that  can  notify  IT  staffers  about 
which  applications  are  eating 
up  the  most  CPU  cycles  on  a 
server.  Using  this  information, 
companies  can  then  redistrib¬ 
ute  workloads  to  make  sure 
performance  levels  don’t  sag. 

Another  new  SystemEdge 
module  is  called  Service 
Response.  It  watches  the  per¬ 
formance  of  WAN  connections, 
Domain  Name  System  and  Web 
programs  running  on  Windows 


NT  or  Unix  servers.  The  soft¬ 
ware  monitors  response  times 
to  help  maintain  SLAs. 

AdvantEdge  View  starts  at 
$10,000.  Service  Response 


starts  at  $5,000  for  a  10-host 
pack,  and  the  Top  Processes 
module  is  free  with  the  pur¬ 
chase  of  SystemEdge  4.0. 

Concord:  www.concord.com 
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Looking  For  A  Network 
Designer  That  Never  Eats, 
Never  Sleeps  And  Has 
The  Best  Prices  In  Town? 


The  Automatic  Choice  For  Network  Equipment  and  Service. 


2000  Netliant  Inc  All  rights  reserved.  All  other  trademarks  are  property  of  their  respective  owners 


NeTLIANT 


Now  for  the  first  time,  finding  the  right  network  design,  the  right 
networking  products -all  at  the  right  price -is  practically  automatic. 
Just  point  your  web  browser  to  www.netliant.com  and  we'll  do  the  rest. 
Netliant's  automated  designers  provide  the  widest  selections  of 
networking  solutions  available  -  including  ones  tailored  to  your  business 
needs.  Just  visit  our  website,  answer  a  few  key  questions  and  our 
robotic  design  team  will  lay  out  and  source  all  the  components  you'll 
need  to  complete  a  large  or  small  networking  project.  We'll  even  show 
you  different  alternatives,  so  you  can  comparison  shop.  Best  of  all.  our 
robots  design  for  free  -  and  they  won't  pester  you  for  a  purchase  order. 
Browse  at  your  leisure,  we're  confident  you'll  find  Netliant  is  the  easiest 
place  to  buy.  And  our  prices?  They  can't  be  beat.  So  visit  our  robots  today. 
If  we  can't  change  the  way  you  buy  networking  systems,  nobody  can. 


Seeing  through 
certain  environments 
takes  special  vision 


FLUfC 


even  drill  down  to  the 
physical  layer  to  isolate  a 
bad  cable  or  a  NIC.  Or  use  it 
as  a  remote  probe  to  feed  data 
back  to  the  Network  Inspector 
console. 

Finally,  illuminate  problems 
through  the  application  layer  with 
our  Protocol  Inspector™.  You'll  have 
the  power  of  full  seven-layer  de¬ 
codes  with  expert  analysis.  Ad¬ 
vanced  filtering  and  triggering  let 
you  find  offending  packets  in  what¬ 
ever  dark  corner  they  may  be  lurk¬ 
ing. 

The  Switch  Vision  Suite  from 
Fluke.  It  gives  you  the  power  to  see 
inside  switched  environments.  And 
in  today's  world  that's  what  being  in 
control  is  all  about  -  better  vision. 


This  is  what  you  need 
to  control  switched 
environments. 


A  few  years  ago,  a  protocol 
analyzer  gave  you  total  network 
visibility.  But  then  switched  net¬ 
works  came  along  and  left  you  in 
the  dark. 

That's  why  we  developed  our  new 
Switch  Vision  Suite.  It's  a  powerful 
package  of  visionary  network  man¬ 
agement  products  that  work  together 
to  monitor,  analyze  and  troubleshoot 
to  give  you  control  of  every  situation 
that  pops  up.  You  get  enterprise¬ 
wide  vision  with  the  power  to  drill 
down  seven  layers  deep.  All  for 
about  the  same  price  as  the  leading 
protocol  analyzer. 

For  starters,  our  Network  Inspector111 
software  monitors  and  trends  all  the 
ports  in  your  switched  network.  Our 
new  Trace  SwitchRoute™  feature 
pinpoints  problems  between  nodes. 


Switch  Vision  Suite 


Need  documentation?  With  a  single 
click,  you  can  generate  spanning 
tree  and  switched  server  connection 
diagrams  with  our  unique  link  to 
Visio®  software.  And  if  a  key  device, 
router,  or  switch  port  is  overloaded, 
you'll  know  about  it  in  a  heartbeat. 

Then,  put  our  LANMeter®  with 
SwitchWizard™  to  work.  It's  the 
fastest  way  to  find  problems  in 
switched  networks.  In  seconds,  it 
can  zero  in  on  the  problem  and  give 
you  detailed  error  information  -  from 
anywhere  in  the  network.  You  can 


Fluke.  Keeping  your  world  up  and  running. 

Now,  you  can  control  switched  environments  and  save 
money  doing  it!  Buy  the  Switch  Vision  Suite  at  a 
reduced  price  and  get  a  FREE  Palm  V™  with  GoFigure!  _jj 
router  configuration  software*  For  the  complete  story,  m. 
visit  www.fluke.com/nettools/switchvision  or 
call  1-888-723-5853  and  we'll  come  out  and  ^ 
show  you  the  power  of  this  suite  on  your  network. 

*Hurry,  this  offer  is  only  available  until  April  30,  2000. 


Network  Inspector  now  works  with  Visio. 
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Enterprise  Applications 


Microsoft,  Novell  take  fight  to  metadirectory  front 

Novell  to  showcase  its  DirXML  offering  at  customer  event;  Microsoft  readying  Microsoft  Metadirectory  Services. 


BY  JOHN  FONTANA 

Novell  and  Microsoft’s  sim¬ 
mering  directory  feud  is  set 
to  heat  up  again  as  both  pre¬ 
pare  to  release  tools  for  build¬ 
ing  metadirectories. 

The  vendors  have  been 
working  for  the  past  seven 
months  to  refine  their  prod¬ 
ucts  for  building  unified  direc¬ 
tories,  and  the  release  of  those 
products  appears  to  be  on  a 
collision  course. 

ITte  metadirectory  is  becom¬ 
ing  an  important  concept  in 
the  enterprise,  where  the  num¬ 
ber  of  directories  averages  in 
the  hundreds,  according  to  The 
Burton  Group,  a  consulting 
firm  in  Midvale,  Utah.  The 
metadirectory  promises  to  join 
those  directories  under  a  single 
structure. 

Novell  will  showcase  its 
DirXML  at  the  company’s  an¬ 
nual  Brainshare  conference  in 
late  March,  and  Microsoft  soon 


after  will  release  its  Microsoft 
Metadirectory  Services. 

Both  tools  will  let  compa¬ 
nies  connect  their  directories 
into  a  logical  whole  that  makes 
it  easier  to  administer  users  and 
resources,  support  network 
applications  and  extranets,  and 
provide  security  services. 

“IT  organizations  are  start¬ 
ing  to  ask, ‘How  do  I  integrate 
internal  and  external  directo¬ 
ries?’  ”  says  Jamie  Lewis,  presi¬ 
dent  of  The  Burton  Group.  “As 
enterprises  move  forward, 
they  will  have  to  decide  how 
they  will  use  metadirectories 
now  that  this  technology  is 
part  of  the  base  directory  for 
Novell  and  Microsoft.” 

Managing  relationships 

Network  professionals  say 
the  directory  is  key  for  manag¬ 
ing  relationships  between  end 
users  and  resources  internally, 
as  well  as  on  the  Web  with  busi¬ 
ness  partners  and  consumers. 


E-mail  software  aims  to 
bolster  customer  service 


Talisma  adds  chat  capabilities  to  software, 
launches  version  for  service  providers. 


BY  ELLEN  MESSMER 

KIRKLAND,  WASH.  — 
Talisma  has  begun  shipping 
the  second  version  of  its  cus¬ 
tomer-relationship  e-mail  man¬ 
agement  software,  a  package 
that  can  help  corporations  con¬ 
duct  and  analyze  e-mail  corre¬ 
spondence  with  online  cus¬ 
tomers  —  a  form  of  correspon¬ 
dence  often  called  “closed  loop 
e-mail.” 

Talisma  Enterprise  Edition 
2.0  extends  beyond  e-mail 
management  to  include  a  chat 
system. The  Windows  NT-based 


offering  also  lets  e-marketers 
blast  out  up  to  25,000  mes¬ 
sages  per  hour. 

The  chat  integration  is  based 
on  technology  from  Interactive 
Intelligence,  says  Michael 
McClure,  vice  president  of 
product  marketing.  “People  are 
moving  beyond  e-mail  for  e- 
commerce,”  he  says.  “With 
Talisma,  you  can  now  talk  to 
someone  in  a  chat  session  in 
real  time.” 

In  addition  to  the  new  ver¬ 
sion  of  its  product,  which  starts 
at  $10,000,  Talisma  this  week 
will  make  its  product  available 
as  a  hosted  application  service. 
Exodus  Communications  will 
be  the  Web-hosting  facility  for 
the  Talisma  service,  expected 
to  cost  about  $4,000  per 
month. 

Talisma:  www.talisma.com 
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“Those  relationships  have  to 
be  managed  and  it  can  only  be 
done  through  translation  of 
data  between  disparate  directo¬ 
ries  and  that  is  the  metadirec¬ 
tory  layer,”  says  Don  Bowen,  the 
directory  architect  for  a  large 
heavy-equipment  manufacturer 
in  the  Midwest. 

Novell  plans  to  answer  the 
challenge  in  July  when  it  ships 
DirXML.  In  the  next  few 
weeks,  the  product  will  enter 
its  fourth  beta  cycle  with 
some  50  testers,  according  to 
Paul  Corriveau,  a  Novell  prod¬ 
uct  manager.  Novell  demon¬ 
strated  DirXML  at  the  recent 
Windows  2000  Conference  & 
Expo  by  creating  users  in 
Novell  Directory  Service 
(NDS)  that  were  automatically 
added  to  Active  Directory  and 
vice  versa  using  a  DirXML 
connector. 

“This  is  the  next  genera¬ 
tion  of  integration,  but  we  see 
Active  Directory  as  just 
another  spoke  in  the  NDS 
wheel,”  Corriveau  says. 

Microsoft  will  counter  with 
Microsoft  Metadirectory  Ser¬ 
vices,  which  integrates  Active 
Directory  and  Zoomit’s  Via 
metadirectory. 

Microsoft  bought  Zoomit 
in  July  of  last  year  for  its  Via 


Data  mining, 

continued  from  page  39 

Technology  Service  (ETS). 

This  data  repository  is  also 
based  on  the  IBM  AS/400  run¬ 
ning  DB2.  It  is  now  getting 
daily  student  updates  based  on 
data  input  by  school  adminis¬ 
trators  during  the  regular 
course  of  their  jobs  at  schools 
that  use  the  new  system. 

With  a  population  of 
250,000  students,  Broward 
County  School  District  is  the 
fifth-largest  in  the  U.S.  By  next 
year,  all  the  Broward  student 
data  is  expected  to  be  search¬ 
able  online  by  authorized 
school  administrators  using 
passwords  and  IBM’s  Brio  data- 
mining  software  for  the  PC  or 
Macintosh.  The  county  is  also 
considering  how  to  make 
select  parts  of  the  repository’s 
information  available  on  the 
Web  to  parents. 


Why  metadirectories? 

The  average  enterprise  has  more  than  100  directories, 
according  to  The  Burton  Group.  Many  enterprises  are  now 
trying  to  reduce  the  number  of  those  directories,  and  one 
concept  that  may  help  solve  that  problem  is  a  metadirectory. 
But  what  are  metadirectories,  and  why  are  they  needed? 

•  Metadirectories  can  merge  information  from  various  directories  into  a 
logical  whole  and  provide  access  through  various  interfaces. 

•  They  can  also  be  built  on  an  existing  director/,  such  as  Active  Directory 
or  Novell's  NDS,  or  as  a  dedicated  stand-alone  directory. 

•  They  help  organizations  better  manage  users,  applications  and  resources, 
and  provide  better  network  security  for  both  internal  users  and  external 
business  partners. 


technology,  which  has  a  rules 
engine  that  uses  scripting  to 
link  directories  around  a  cen¬ 
tral  hub. 

“We  think  the  directory  at 
the  hub  will  be  the  one  with 
the  greatest  amount  of  inter¬ 
operability,”  says  Peter  Hous¬ 
ton,  group  product  manager 
for  Active  Directory.  “DirXML 
is  either  heavyweight  syn¬ 
chronization  or  lightweight 
metadirectory.  What  we  have 
is  simple  synchronization  and 
powerful  metadirectory.” 

Via  has  been  available  from 
Microsoft,  but  only  through 
consultants  due  to  its  com¬ 
plexity.  Microsoft  Metadirec¬ 


tory  Services  won’t  alleviate 
all  that  complexity  immediate¬ 
ly,  but  a  version  due  in  the 
next  12  to  14  months  will, 
Houston  says. 

The  Burton  Group’s  Lewis 
says  Microsoft’s  biggest  chal¬ 
lenge  is  to  reduce  the  amount 
of  support  needed  to  run  Via. 
He  says  the  company  also 
must  add  support  for  XML. 

Regardless,  both  Novell  and 
Microsoft  are  helping  push  the 
directory  to  a  new  level. 

“The  vendors  realize  they 
need  to  provide  metadirectory 
services,  and  we  are  starting  to 
see  the  fruits  of  their  labor,” 
Lewis  says.  3 


“We  need  to  see  how  a 
child  has  done  historically  on 
standardized  tests  over  a  peri¬ 
od  of  time,”  Terrell  says.  “We 
used  to  have  a  great  many  dis¬ 
parate  databases,  and  it  was 
hard  to  get  that  information. 
We  had  to  go  through  a  large, 
forbidding  printout  to  do  a 
comparison  on  how  well  one 
class  did  in  comparison  with 
another.” 

Mindful  of  privacy  con¬ 
cerns,  Broward  County  has 
taken  steps  to  ensure  that  the 
central  data  repository  in  the 
ETS  office  will  only  display 
average  scores  of  schools  — 
not  individual  student  scores 
—  when  accessed  remotely.  “I 
can’t  pull  up  an  individual 
student’s  scores  at  school 
unless  it’s  my  own  school,” 
Terrell  says. 

Phyllis  Chasser,  senior  data 
warehouse  analyst  for  the  dis¬ 
trict,  says  teachers  who  use 


the  Brio  software  are  discov¬ 
ering  more  about  student 
learning  patterns. 

“One  math  teacher  was 
very  upset  because  his  stu¬ 
dents  were  only  doing  aver¬ 
age  on  math  tests,”  Chasser 
says.  “He  went  online  at  our 
data  warehouse  and  found  that 
a  good  portion  of  the  students 
were  scoring  poorly  on  build¬ 
ing  graphics.  He  was  surprised, 
and  changed  his  teaching  to  fo¬ 
cus  more  on  graphics.” 

Broward  County  has  been 
able  to  implement  its  data- 
mining  project  under  a  $2 
million  grant  from  IBM  for 
“reinventing  education”  that 
covers  the  cost  of  services 
but  not  equipment.  Data  min¬ 
ing  is  already  showing  its 
value  in  letting  school  offi¬ 
cials  complete  in  an  after¬ 
noon  the  kind  of  analysis  that 
used  to  take  several  days, 
Terrell  says.  □ 
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the  Cajun  P330  can  do  everything  a 
modular  switch  does. ..and  can  do  it  at 

half  the  price! 

Lucent's  Cajun  P330™  can  do  multi-service 
applications  (right  out  of  the  box).  Resilient 
like  a  modular  switch  (without  the  big  price 
tag),  it  grows  right  along  with  your  business. 
So  the  more  you  need  it  to  do,  the  more  it 
can-do!  What's  more,  it's  easy  to  get  running 
(and  it  keeps  running)  without  a  big  to-do. 
Go  to  www.lucent.com/ins/can-do  (info-central 
for  special  promotions)  to  see  how  the 
Cajun  P330  stacks  up.  It's  the  stackable 
that  can-do!  it  all. 

We  make  the  things  that 
make  communications  work."' 
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'Net  Insider  .  Scott  Bradner 

Planned  stupidity? 


Every  Internet  user  survey  I 
have  seen  says  that  the  thing 
users  worry  about  most  on  the  ’Net 
is  not  losing  their  credit  card  num¬ 
ber,  but  losing  their  privacy.  This 
concern  among  users  is  not  a 
secret.  So  why  do  we  keep  seeing 
announcements  of  yet  another  com¬ 
pany  going  out  of  its  way  to  make 
sure  Internet  users  continue  to 
worry  about  this? 

I  used  to  think  that  traffic  engi¬ 
neers,  at  least  the  ones  who  dealt 
with  traffic  patterns  around  highway 
construction,  were  an  extraordinarily 
stupid  and  callous  lot.  How  else  could 
one  explain  behavior  patterns  that 
seemed  to  defy  all  logic?  Just  how 
much  deep  thought  should  it  take  to 
realize  that  painting  a  median  strip 
guardrail  during  morning  rush  hour 
is  likely  to  make  about  a  bizillion  dri¬ 


vers  late  for  work? 

But  I’ve  recently  changed  my  mind 
and  am  starting  to  develop  a  grudg¬ 
ing  admiration  for  these  people.  I 
have  had  an  epiphany.  These  people 
are  too  good  at  bad  planning  for  it  to 
be  accidental.  They  must  have  had 
training. 

There  must  be  classes  in  traffic  dis¬ 
ruption  in  traffic  engineering  schools. 
I  can  think  of  no  other  explanation 
that  fits  the  empirical  evidence.  I 
will  admit  that  I’ve  run  across  a  few 
cases  where  the  planning  engineer 
must  have  barely  squeaked  through 
traffic  disruption  class.  Traffic 
flowed  too  well  through  the  con¬ 
struction  site.  But  more  often  I’ve 
experienced  situations  in  which  the 
engineer  must  have  taken  an 
advanced  degree  in  the  topic  —  like 
two  years  ago  in  California  where 


there  was  a  two-mile,  two-lane 
blockage  for  a  50-foot-long,  4-foot- 
wide  construction  site. 

There  is  still  a  lot  of  highway  con¬ 
struction  going  on,  but  I  think  that 
some  of  these  highly  trained  engi¬ 
neers  have  started  to  branch  out  and 
take  consulting  jobs  at  companies 
such  as  Doubleclick. 

How  else  can  one  explain  that 
company’s  recent  activities?  First 
Doubleclick  promises  that  it  will 
protect  your  privacy  and  never  link 
surfing  activity  to  individual  identifi¬ 
cation  such  as  e-mail  addresses. 
Then  the  company  turns  around 
and  does  exactly  what  it  said  it 
wouldn’t  do.  This  gets  Doubleclick 
written  up  in  newspapers  around 
the  world  as  the  epitome  of  a  pri¬ 
vacy  invader.  One  would  think  that 
DoubleClick’s  privacy  statement, 
which  is  easy  to  get  to  from  the 
firm’s  Web  page  (www.double 
click.com),  would  mitigate  users’ 


fears.  But  the  statement  is  1,657 
words  long  —  3  5  times  as  long  as 
this  column.  It  takes  a  lot  of  words 
to  be  as  unclear  and  condescending 
as  that  statement. 

According  to  a  press  release, 
Doubleclick  has  now  “launched  a 
major  advertising  campaign  to  fur¬ 
ther  educate  consumers  on  their  pri¬ 
vacy  choices”  and  has  created  a  “new 
executive-level  position  of  chief  pri¬ 
vacy  officer.” 

A  career  opportunity  for  a  traffic 
engineer  with  an  advanced  degree? 

Disclaimer:  I’ve  not  been  able  to 
find  the  above  courses  in  the  Harvard 
catalog,  but  I’m  sure  the  university 
would  do  a  good  job  if  it  offered  such 
courses.  Until  then,  the  above  deduc¬ 
tion  is  my  own. 

Bradner  is  a  consultant  with 
Harvard  University’s  University 
Information  Systems.  He  can  be 
reached  at  sob@sobco.com. 


on  their  reliability.  F5  products  give  you 
the  most  powerful,  easy-to-use  tools  for 
Internet  traffic  and  content  management. 


n  a  world  where  fast,  dependable  sites 


market  share,  success  is  critical.  F5  delivers 


F 5  is  the  leader  in  Internet  Traffic  and  Content  Management. 

Over  1,000  of  the  best-known  Internet  companies  rely  on  F5  for  24/7  site  dependability. 
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Ask 


Dr  Intranet 


By  Steve 
Blass 

We're  using 
Samba  in  our 
intranet  to  serve 
files  kept  on  our 
Unix  servers  to  Win¬ 
dows  95  and  NT 
workstation  clients. 
It  works  very  well  with  the  NT 
clients,  but  the  Windows  95 
clients  seem  to  hang  and  have 
terrible  access-delay  problems. 

To  improve  Windows  95 
client  access  to  Samba,  install 
the  Microsoft  patch  listed  in 
Knowledge  Base  Article 
Q236926,  http://support.micro 
soft.com/support/kb/articles/q2 
36/9/26.asp?LNG=ENG&SA+AL. 
Because  of  a  math  error, 
Windows  95  (including  OEM 
Service  Releases  1,  2,  2.1  and 
2.5),  Windows  98  and  Windows 
98  Second  Edition  suffer  prob¬ 
lems  in  the  TCP/  IP  stack  in  cal¬ 
culating  the  retransmit  timer. 
Microsoft  recommends  the 
patch  for  systems  communicat¬ 
ing  over  high-delay  nets,  such  as 
satellite  links.  It's  reported  that 
installing  the  patch  can  improve 
Windows  95  Samba  perfor¬ 
mance  by  a  factor  of  10  or  so. 
Before  you  patch  your  system, 
you  can  observe  the  TCP 
retransmission  count  by  issuing 
the  command  "netstat-s"  from 
a  DOS  prompt. 

There  is  also  a  patch  for  NT 
4.0  Service  Pack  5  and  below 
(the  fix  was  rolled  into  NT  4.0 
Service  Pack  6).  Knowledge 
Base  Article  Q232512  refers  to 
the  NT  fix  (there  is  a  link  to  this 
from  the  Web  page  above).  A 
list  of  Samba  home  page  mir¬ 
rors  is  available  at  http://samba. 
anu.edu.au/samba.  The  Samba 
Meta-FAQ  is  at  http://uwsg.ucs. 
indiana.edu/  software/source- 
docs/faq/  Samba-meta-FAQ. 
html. 

Blass  is  a  network  archi¬ 
tect  at  Sprint  Paranet  in 
Houston.  He  can  be  reached 
at  dr.intranet@paranet.com. 
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Keeping  e-mail  secure:  No 
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E-mail  security  options 

Enterprise  e-mail 
managers  have  several 
options  to  choose  from 
when  deciding  howto 
deploy  secure  e-mail 
encryption.  Each  method 
has  unique  benefits  and 
drawbacks: 


Q  E-mail  security  gateway: 

A  Allows  for  signature  and  encryption  for  external  traffic. 
▼  Cannot  provide  user-based  security. 
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©  Client-based  e-mail  security: 

A  Provides  higher-level,  individual-based  security. 

▼  Expensive  to  deploy,  requiring  software  configuration  and  digital 
certificates  to  be  deployed  to  every  desktop. 
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©  Web-based  secure  mail  service: 

A  Provides  users  with  a  common,  secure  server  where 
messages  are  sent  and  retrieved. 

▼  Does  not  work  with  enterprise  e-mail  systems. 

Internet 


Secure  e-mail  host  server 
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BY  MIKE  ROTHMAN 

Considering  the  sensitivity  of 
information  sent  via  e-mail, 
securing  that  correspondence 
is  naturally  a  high-level  concern. 

Let’s  say  you’re  an  e-mail  administrator, 
and  you  show  up  at  work  and  get  the  fate¬ 
ful  call.Your  CEO  had  a  nightmare  about  e- 
mail  being  used  in  an  antitrust  case,  or 
documents  being  hijacked  by  a  competi¬ 
tor.  As  a  result,  the  firm’s  head  of  IT  man¬ 
dates  that  you  secure  all  internal  and 
external  e-mail. 

Unencrypted  messages  can  be  hijacked 
in  transit  and  read  or  altered.  If  the  mail  is 
not  digitally  signed,  you  can’t  be  sure 
where  it  came  from. 

There  are  many  options  for  securing 
e-mail,  all  with  a  few  strengths  and  prob¬ 
ably  more  weaknesses. 

Let’s  take  care  of  the  easy  decisions. 
Secure/Multipurpose  Internet  Mail 
Extensions  (S/MIME)  should  be  the  mes¬ 
sage  encryption  and  digital  signature  for¬ 
mat  because  it’s  the  accepted  standard 
and  is  built  into  leading  e-mail  clients  such 
as  Microsoft  Outlook  98/2000  and  Lotus 
Notes  R5.Yet  a  standard  such  as  S/MIME 
only  takes  you  so  far.  Each  vendor  has 
implemented  its  own  interpretation  of 
S/MIME,  which  makes  interoperability 
problematic.  This  drawback  is  exacerbat¬ 
ed  by  the  emergence  of  S/MIME  Version  3 
in  the  newest  e-mail  clients,  which  again 
could  create  interoperability  issues. 

The  path  of  least  resistance  is  to  get  an 
e-mail  security  gateway,  which  is  analo¬ 
gous  to  a  firewall  for  e-mail.  Every  message 
going  in  or  out  passes  through  the  gate¬ 
way,  allowing  security  policies  to  be 
enforced  (where  and  when  messages  can 
be  sent),  virus  checking  to  be  performed, 
and  messages  to  be  signed  and  encrypted. 
One  drawback  of  the  gateway  approach  is 
that  it  doesn’t  provide  user-based  security. 
For  example,  the  gateway  encrypts  out¬ 
bound  messages  so  recipients  can  verify 
they  came  from  your  company,  but  recipi¬ 
ents  can’t  prove  from  whom  they  came. 

Client-based  methods  use  your  private 
key  to  sign  messages  (proving  it  came 
from  you),  which  is  a  more  granular  level 
of  security,  but  they  have  weaknesses  as 
well.  First,  they  need  to  be  configured  on 
each  desktop,  which  includes  issuing  a 
digital  certificate  to  each  user  (for 
encryption  and  digital  signature),  and 
ensuring  that  a  proper  security  profile  is 
configured  within  the  e-mail  client.  This 
requires  a  fair  amount  of  user  training  and 


help  desk  assistance.  Of  course,  if  the  pro¬ 
file  is  wrong  —  for  example,  specifying 
the  wrong  certificate  or  turning  off 
encryption  —  the  messages  are  not 
secure.  And  there  is  no  way  for  an  admin¬ 
istrator  to  centrally  control  the  profiles. 

There  are  also  a  number  of  Web-based 
secure  mail  services  that  keep  all  messages 
within  their  environment  at  all  times  to 
ensure  security.  You  use  a  secure  site  on 
the  Internet  to  compose  a  message.  Once 
you  hit  “Send,”  the  site  encrypts  and  stores 
the  message  on  its  site,  and  sends  the 
recipient  an  e-mail  notification  that  a 
secure  message  is  waiting.  The  recipient 
links  to  the  site,  provides  a  shared  secret 
for  authentication,  and  accesses  the  mes¬ 
sage  via  Secure  Sockets  Layer.  Unfortu¬ 
nately,  this  method  does  not  work  with 
existing  enterprise  e-mail  systems. 

The  stickiest  issue  is  building  a  direc¬ 
tory  of  digital  certificates.  This  directory’ 
holds  the  certificates  needed  to  encrypt 
messages  to  a  recipient.  Internally,  build¬ 


ing  the  directory  may  not  be  a  big  deal 
because  all  certificates  for  a  company 
can  be  published  in  a  central  Lightweight 
Directory  Access  Protocol  server,  but 
externally  this  causes  many  problems. 
You  will  need  to  establish  an  agreement 
with  a  recipient’s  organization  to  ensure 
access  to  the  right  digital  certificates. 
This  process,  however,  creates  more  user 
training  issues  and  adds  complexity  to 
e-mail  communications. 

Although  there  is  technology  available 
for  secure  e-mail,  widespread  deployment 
is  still  problematic.  However,  as  more 
companies  and  regular  e-mail  users  see 
the  need  to  secure  their  messages,  the 
use  of  digital  certificates  will  one  day 
become  a  transparent  part  of  your  every  ¬ 
day  activities. 

Rothman  is  executive  vice  presi¬ 
dent  of  SHYM  Technology,  a  security 
company.  He  can  be  reached  at 
mrothman@shym.com. 
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Technology  Update 


Gearhead  —  inside  the  network  machine  .  Mark  Gibbs 


Reading  and  speaking 


In  December,  Gearhead  enthused 
about  the  Rocket  eBook  from 
Franklin  Electronic  Publishers  ( NW , 
Dec.  6,  1999,  page  52).  Since  then,  the 


product  has  performed  reliably  and 
been  put  to  far  more  uses  than 
Gearhead  thought  possible.  For  exam¬ 
ple,  the  eBook  is  a  great  way  of  keeping 


reports,  notes  and  articles  on  hand  dur¬ 
ing  meetings. 

While  the  eBook  has  always  had  the 
facility  to  store  bookmarks  and  allowed 
you  to  underline  text,  a  recent  release 
of  its  operating  system,  RocketEngine 
Version  1.3  74,  introduced  the  ability 


to  add  handwritten  notes. 

Late  last  year,  Franklin’s  Nuvomedia 
division  (the  group  created  from  the 
original  company  that  developed  the 
Rocket  eBook)  licensed  the  Allegro 
handwriting  recognition  system  from 
Fonix  Corp.  (www.fonix.com). 

This  is  a  great  tool  that  appears  to  be 
at  least  as  easy  to  use  as  handwriting 
recognition  systems  on  Palm  andWinCE 
devices,  and  it  makes  the  eBook  much 
more  useful.  Once  the  folks  at  Franklin 
get  it  into  their  heads  that  being  able  to 
export  annotations  is  more  than  a  nice 
idea,  they  may  see  sales  go  through  the 
roof.  That  said,  the  addition  of  Allegro  is 
hugely  valuable. 

Fonix  also  offers  interesting  prod¬ 
ucts  in  speech  synthesis.  Unfortunately, 
Fonix  doesn’t  provide  try-before-buy 
schemes,  so  we  have  no  idea  how  good 
these  tools  might  be. 

But  Gearhead  has  found  a  couple  of 
really  neat  speech  synthesis  systems 
that  are  available  for  evaluation.  This 
week  we’ll  take  a  look  at  Talking 
Stocks,  from  4Developers  (www. 
4developers.com).  This  product 
shows  you  what  Microsoft’s  animated 
character  helpers,  or  Office  Assistants, 
could  be,  rather  than  the  somewhat 
irritating  distractions  they  are  today 
(such  as  Clippit). 

Microsoft  Assistants,  first  introduced 
in  Office  97,  are  described  in  www. 
microsoft.com/officedev/articIes/Opg/ 
009/009.htm.  See  Microsoft’s  Web  site 
for  more  on  how  to  drive  this  feature. 
Gearhead  has  had  many  heated 
arguments  over  the  value  of  this  tech¬ 
nology  but  still  believes  that  it  has 
a  useful  role  for  new  users  despite 
its  cloying  cuteness. 

Like  the  Microsoft  Assistants, 
Talking  Stocks  (only  $19  95)  does 
have  its  quota  of  “Kute,”  in  the  form  of 
a  little  man  who  poses  and  gestures 
excessively.  All  the  same,  his  purpose 
defuses  the  saccharine  —  he’s  there 
to  announce  the  time  and  report 
stock  prices. 

Unfortunately,  the  only  character 
Talking  Stocks  offers  is  the  little  man. 
Gearhead  definitely  wants  a  robot  to 
make  announcements  on  the  fate  of 
our  filthy  lucre.  We  specifically  want 
one  that  looks  like  Nova  (www. 
novasark.com/preview/slideshow  — 
your  kids  will  love  it). 

You  can  control  the  speed  and 
pitch  of  the  synthesized  voice.  You 
can  also  set  the  frequency  of 
announcements  and  configure  alerts 
and  how  they  should  be  reported. 
Thus  you  can  have  the  little  man 
appear  and  announce  “Bad  news,  eBay 
has  fallen  100  points”  or  simply  tell 
you  the  current  prices  of  your  shares 
every  20  minutes.  Fun,  useful,  and  a 
good  conversation  piece. 

Next  week:  More  talking.  Real 
speech  to  gh@gibbs.com. 


RACAL'S  DATACRYPTOR” 2000 

There  are  many  good  reasons  to  migrate 
from  leased  lines  to  Frame  Relay,  but 
protecting  your  data  is  not  one  of  them. 
With  the  incidence  of  hacking,  data  theft, 
and  industrial  espionage  on  the  rise,  now 
more  than  ever,  your  business  needs  the 
DATACRYPTOR  2000. 

Racal's  DATACRYPTOR  2000  family  of  link 
and  frame  relay  encryptors  are  designed  to 
protect  your  valued  data  by  authenticating 
your  connections  and  encrypting  data  that 
flows  across  your  network. 

The  versatile  DATACRYPTOR  2000  protects 
your  business  using  X.509  certificates  to 
authenticate  each  connection  and  triple-DES 
to  encrypt  data.  Automatic  key  exchanges 
take  place  using  Diffie-Hellman  Public  Key 
negotiation  as  frequently  as  you  wish.  The 
DATACRYPTOR  2000  offers  soft-loadable, 
digitally  signed  algorithms  to  protect 
your  investment  today  and  for  the  future. 
From  a  single,  central  point  of  control, 
the  DATACRYPTOR  2000  can  be  installed, 
configured  and  managed  using  SNMP  and 
Racal's  secure  graphical  Element  Manager. 

When  it  comes  to  providing  your  valuable 
information  safe  and  secure  passage,  look 
to  Racal  to  be  your  safety  net. 
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They  say  don’t  just  push  the  envelope.  Blow  it  away. 

That’s  how  the  world’s  most  competitive  companies  describe  the  awesome  power  of  Citrix® 
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Editorial 

Struggling  net  shows 
need  to  be  tuned  up 

A  snowstorm  ate  the  recent  ComNet 
show,  but  what’s  eating  the  other 
big  trade  events? 

Although  the  stalwart  network 
shows  still  seem  to  do  OK  in  terms  of  booth 
s;iles,  empirical  evidence  suggests  that  atten¬ 
dance  is  waning.  Crowds  seem 
to  have  thinned  out  over  the 
past  two  years,  vendors  seem 
a  bit  more  cranky  about  traffic 
volume,  and  a  few  manufac¬ 
turers  simply  don’t  bother  to 
show  up  anymore. 

Some  would  chalk  up 
what  I  see  as  a  general  show 
malaise  to  the  arrival  of  the 
Web,  and  that  may  be  part  of 
the  problem.  The  Web  makes 
it  possible  to  efficiently  col¬ 
lect  reams  of  information  from  loads  of 
sources,  whereas  a  few  years  ago  you  could 
only  do  that  at  shows. 

But  conferences  still  offer  a  handful  of 
things  the  Web  can’t.  For  example: 

•  Vendors  make  claims  in  brochures  they 
won’t  make  in  person.  Face  time  has  to  be 
the  single-largest  show  benefit. 

•  While  the  smaU  vendors  are  probably  on 
the  Web,  many  can’t  afford  to  make  any  noise. 

;  At  shows  you  can  cruise  the  backwaters,  the 
start-up  alleys,  the  minibooths,  and  get  a 
glimpse  at  what  is  to  come.  If  you  were  doing 
this  a  few  years  ago  you  would  have  seen 
Gigabit  Ethernet  before  many  others. 

I  •  Unfortunately,  keynotes  have  morphed 
ji  into  advertisements  (thank  you  Mr.  Gates), 

|  but  conferences  still  offer  a  way  to  pack  lots 
?  of  learning  into  a  short  amount  of  time. 

|  But  none  of  these  things  will  do  the  big 
J  shows  any  good  if  they  lose  sight  of  the 
?  basics.They  need  to: 

•  Pick  a  focus.  Many  shows  are  amor¬ 
phous,  apparently  confused  about  their  mis¬ 
sion  —  or  worse  —  simply  trying  to  cash  in 
::  on  the  latest  craze. 

•  Tone  down  the  circus  atmosphere.  How 
can  you  conduct  business  if  there  is  a  three- 
ring  act  in  the  next  booth? 

’  •  Figure  out  how  to  deliver  more  mean¬ 

ingful  debate. Tutorials  are  great,  but  what  we 
need  is  help  comparing  product  architec¬ 
tures  and  feature  sets. 

•  And  finally,  is  it  too  much  to  ask  for  show 
guides  that  make  sense?  Half  of  them  are 
worse  than  software  documentation. 

What  do  you  think  about  shows?  Do  you 
go  anymore?  If  no,  why  not?  Drop  me  a  line. 

—  John  Dix 
Editor  in  Chief 
jdix@nww.  com 


l 


| Message  Queue 


NOS  DEBATE  RAGES  ON 

Your  editorial  “The  raging  NOS  debate” 

(Ian.  31,  page  44)  shows  that  you  still  are  not 
seeing  the  forest  for  the  trees.  You  almost,  but 
not  quite,  come  out  and  insult  all  the  readers 
who  disagree  with  the  test  results. 

What  your  readers  are  telling  you  is  that 
real-world  experience  and  your  article  are  at 
complete  opposite  ends  of  the  reality  scale. 

But  it  appears  that  no  one  at  Network  World  is  lis¬ 
tening  or  cares  that  the  common  theme  of  the 
messages  is  not  “We  love  Novell  and  hate  Micro¬ 
soft,”  but  that  the  tests  and  conclusions  are  highly 
suspect. 

No  one  would  honestly  state  that  any  version 
of  Windows  scales  better  than  NetWare.  By  the 
same  token,  no  one  would  say  that  NetWare  is  a 
better  application  server  than  Windows.  But  as  a 
total  network  operating  system,  NetWare  is  the 
winner. 

Please  do  your  readers  a  favor  and  rerun  the 
tests. This  time,  have  one  set  of  people  design  the 
test  parameters,  a  second  group  of  NOS-experi- 
enced  people  review  the  test  parameters  and  a 
third  group  perform  the  actual  tests. 

Maybe  this  way  Network  World  will  regain 
some  credibility  about  the  tests  and  reports  you 
publish. 

Warner  Orr 
Network  administrator 
U.S.  Bankruptcy  Court 
Phoenix 

Regarding  Mark  Gibbs’ “Backspin”  column  “Tech¬ 
nology  with  emotion”  (Feb.  7,  page  94),  about  the 
abuse  he  received  from  readers  for  his  opinion  of 
the  recent  NOS  review: 

I  think  I  understand  the  outpouring  of  emotion 
over  the  review,  and  I’ve  been  part  of  it.  We’re 
very  tired  of  defending  Novell  and  Unix  in  the 
face  of  overwhelming  support  for  Microsoft 
products.  Most  of  us  have  used  Windows  NT  and 
found  it  generally  lacking,  and  yet  many  of  the 
companies  we  work  for  want  us  to  install  it 
anyway. 


Nothing  we  say  seems  to  make  any  differ¬ 
ence.  I  think  all  of  the  passion  comes  from 
being  ignored  for  so  long. 

Your  readers  don’t  want  to  see  compar¬ 
isons  without  winners;  we  want  to  see  prod¬ 
ucts  made  by  companies  other  than  Micro¬ 
soft  win  for  a  change. They  deserve  it. They’re 
better. 

R.J  Wenzel 
Lancaster,  Calif. 

I  find  it  interesting  that  choosing  a  Microsoft 
product  as  the  winner  of  a  comparison  is 
causing  so  much  of  a  fuss.  Not  too  long  ago, 
such  a  win  would  have  been  accepted  as  yet 
another  feather  in  the  cap  of  a  strong  and  success¬ 
ful  software  maker.  My,  how  the  worm  has  turned. 

I  have  always  found  the  conclusions  of  trade 
publications  to  be  dubious  at  best.  Your  testers 
are  always  (and  admittedly)  unable  to  replicate 
anything  even  resembling  a  real-world  environ¬ 
ment.  You  test  these  products  in  a  little  black  box 
and  emerge  from  the  smoke  declaring  a  winner 
for  all  to  see. 

When  it  comes  to  determining  something  as 
vague  as  what  is  the  “best”  NOS,  the  good-hearted 
people  at  Network  World  are  missing  one  key  fac¬ 
tor:  There  is  a  different  “best”  for  every  use.  Maybe 
you  should  break  your  NOS  reviews  into  cate¬ 
gories  —  best  file  and  print  server,  best  applica¬ 
tion  host,  best  Web  server  and  so  on  —  pick  a 
best  for  each  one  and  leave  out  the  overall  “best” 
rating. 

Each  NOS  has  something  at  which  it  is  best. 
Let’s  make  sure  each  product  is  given  its  due 
credit. 

And  while  you  are  at  it,  you  should  spend  less 
time  worrying  about  which  is  the  best  NOS  and 
start  taking  a  longer  and  closer  look  at  which 
tools  are  best  for  allowing  all  of  these  NOSes  to 
interoperate.  That  will  be  the  key  technology  for 
the  future  of  networking  and  will  allow  us,  the 
network  administrators  and  managers,  to  pick  the 
best  NOS  for  each  need. 

Chris  Miller 
Network  engineer 
United  Catalysts 
Louisville,  Ky. 


Send  letters  to  nwnews@nww.com  or  John 
Dix,  editor  in  chief,  Network  World,  118 
Turnpike  Road,  Southborough,  MA  01772. 
Please  include  phone  number  and  address 
for  verification. 
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JOSHUA  DALSIMER 


Business 
applications 
are  only  as 
good  as  the 
care  and 


THE  BUSINESS 
VALUE  OF 
ERTI FI  ED 
APPLICATIONS 


PUT  TO  THE  TEST 


Matthew  Parsons,  of  Pfizer 
Inc.,  helped  develop  the 
challenging  new  specification 
for  the  Windows55  2000 
certification  program. 


quality 
that  g 


ADVERTISING  SUPPLEMENT 


Not  scheduled  for  a  tropical  vacation  this  year?  If  TCO  for  your  corporate 
technologies  went  south  instead,  some  of  your  IT  headaches  could  disappear 
anyway.  |  By  Bill  Laberis 


CERTIFIED 
APPLICATIONS: 
TAKING  CARE 

OF  BUSINESS 


ora  tech  no  logy  to  have  maximum  value,  it  must  deliver  core  bene¬ 
fits  to  IT  and  to  the  organization.  Simply  put,  these  core  benefits  must 


lowering  the  technology’s 


total  cost  of  ownership  (TCO)  for  the  company. 

You  can  probably  count  on  one  hand,  without  affecting  your  typing 
speed,  the  number  of  times  a  major  product  or  technology  has  delivered 
on  both  promises.  Thus,  if  something  new  comes  along  claiming  such 
double-barreled  value,  your  skepticism  meter  ticks  up  a  notch  or  two.  That 
was  to  be  expected.  Before  now. 


Available  for  users  today,  with  more 


waiting  in  the  wings,  is  an  elite  corps 
of  applications  which  have  been  certi¬ 
fied  to  make  maximum  use  of  the 
wealth  of  features  in  Microsoft’s® 
certified  fo. ~|  Windows®  2000  operat- 
r  -aft  ing  system.  These  Win¬ 


dows  2000-certified  ap¬ 
plications  provide  users 


with  the  richest  possible  Windows 


2000  experience  and  have  passed  a  Off 
tightly  controlled,  independently  veri- 
fled  testing  process  unlike  any  before. 

In  addition  to  the  Windows  2000- 
certified  applications,  there  are  cur-  |p®j|  m 
rently  more  than  7,000  non-certified 
applications  that  also  run  on  Win- 
dows  2000.  But  the  certification  jypH®?K 

process  and  the  applications  that 


2  CERTIFIED  APPLICATIONS 


ADVERTISING  SUPPLEMENT 


stand  up  to  its  test  have  been  de¬ 
signed  from  the  ground  up  to  im¬ 
prove  the  overall  quality  of  IT  life, 
while  making  your  organization  more 
productive. 

CETTINC  WHAT  YOU  NEED 

What  would  make  your  life  easier  and 
your  job  better?  If  you  have  many  PCs, 
workstations  and  notebooks  in  your 
management  purview,  then  greater 
application  reliability  and  manage¬ 
ment  probably  top  your  list  of  criteria 
for  an  improved  worklife.  And  if  you 
can  improve  reliability  and  manage¬ 
ment,  preserve  your  company’s  in¬ 
vestment  in  these  technologies,  and 
simultaneously  deploy  applications 
more  quickly,  then  TCO  will  head 
south,  where  you  want  it  to  go. 

For  IT  and  the  company  to  realize 
such  benefits,  several  things  must  oc¬ 
cur  at  the  application-deployment  and 
upgrade  levels. 

►Applications  must  install  in  a  stan¬ 
dard,  unified  way.  This  avoids  costly 
rescripting  of  new  software,  while 
minimizing  the  “DLL  hell"  of  con¬ 
flicts  among  shared  components. 

►  New  applications  software  must  in¬ 
tegrate  cleanly  with  all  the  existing 
software  already  up  and  running. 
►The  system  must  meet  the  demands 
of  mobile  professionals  who  in¬ 
creasingly  insist  upon  going  any¬ 
where  on  the  network  and  using  any 
available  machine  there.  These  folks 
also  want  to  see  their  individual  user 
preferences  on  any  machine  they 
happen  to  use. 

►Applications  must  run  reliably  in  to¬ 
day's  highly  controlled  and  secure 
network  environments,  enabling  ad¬ 
ministrators  to  control  desktops 
even  in  a  lockdown  situation. 

MAKING  IT  HAPPEN 

For  more  than  two  years,  a  team  of  10 
major  user  organizations,  several  in¬ 
dependent  software  vendors,  and  Mi- 
»  crosoft  have  labored  to  produce  the 
|  Application  Specification  for  Windows 
;  2000.  The  purpose  of  this  detailed 
i  specification  is  to  ensure  that  the  ap¬ 


plications  certified  under  its  rigorous 
standards  fulfill  the  promise  of  the 
points  above.  The  specification  is  a 
roadmap  for  building  highly  reliable 
applications  on  Windows  2000,  and 
certification  is  a  guarantee  to  the  user 
that  the  application  will  fully  exploit  the 
benefits  and  new  features  of  Windows 
2000. 

How  tough  are  the  specification 
and  the  certification  process  them¬ 
selves?  Greg  Dowling,  Managing  Di¬ 
rector  at  Credit  Suisse  First  Boston, 
acknowledges  that  application  ven¬ 
dors  adhering  to  the  specification 
may  find  the  process  difficult  and  de¬ 
manding. 

“But  the  benefits  to  those  of  us  in 
the  user  community  are  substantial,” 
notes  Dowling,  who  helped  draft  the 
specification.  "We  are  certainly  going 
to  use  the  specification  as  the  basis 
for  a  standard  for  our  internal  devel¬ 
opers.  One  of  the  things  we  certainly 
plan  to  do  is  include  adherence  to  this 
specification  as  part  of  our  software 
purchase  criteria.” 

Another  IT  manager  who  helped 
Microsoft  draft  the  specification  is 
Matthew  Parsons,  of  Pfizer  Inc.  Par¬ 
sons,  whose  group  deploys  and  sup¬ 
ports  both  desktop  and  mobile  net¬ 
work  applications,  says  the 
specification  accurately  reflects,  “on 
all  the  big  items,”  the  feedback  devel¬ 
opers  gave  Microsoft  at  the  outset  to 
maximize  the  business  value  of  appli¬ 
cations  written  to  the  specification. 

“We  see  the  Windows  2000  Ap¬ 
plication  Specification  as  a  valu¬ 
able  tool  that  we  can  use  to 
evaluate  software  purchases. 
Applications  that  meet  these 
specifications  increase  manage¬ 
ability  and  reduce  our  cost  of 
ownership.  We  plan  to  incorpo¬ 
rate  compliance  with  this  speci¬ 
fication  into  our  purchase  crite¬ 
ria  for  new  applications.” 

— Tracy  Futhey,  Executive  Direc¬ 
tor  at  Carnegie  Mellon  University 
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AN  ELITE  CLUB 

The  rigor  of  certifying  applications  in 
compliance  with  the  application  spec¬ 
ification  is  not  lost  on  software  devel¬ 
opers  either.  The  high  certification  bar 
notwithstanding,  Microsoft  has  seen 
significant  momentum  for  certifica¬ 
tion  in  its  early  stages.  That  momen¬ 
tum  is  related  to  the  ultimate  user 
benefits  of  certification,  which  place 
the  emphasis  squarely  on  quality  of 
the  applications  certified,  not  quanti¬ 
ty.  This  is  also  what  gives  the  Certified 
for  Windows  2000  logo  exceptional 
meaning,  because  it  is  proof  that  the 
application  will  exploit  the  rich  fea¬ 
tures  of  Windows  2000  to  the  great¬ 
est  possible  extent. 

“The  certification  process  certain¬ 
ly  is  harder,"  reports  Rajiv  Agrawal, 
director/research  &  development, 

PTC,  Waltham,  Mass.,  a  developer  of 
design  and  engineering  software.  “It 
is  a  very  rigorous  process,”  confirms 
Andy  Staffer,  director/research,  Exec¬ 
utive  Software  International  Inc., 
Glendale,  Calif.,  the  developer  of 
Diskeeper,  a  disk  defragmentation 
tool.  While  both  developers  agree 
that  the  Windows  2000  certification 
process  is  significantly  more  detailed 
and  involved  than  previous  certifica¬ 
tion  programs,  they  also  concur  that 
this  extra  effort  is  just  what  is  needed 
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Major  IT  Benefits  Of  Windows" 
Certified  Applications 

Here’s  how  Windows®  2000-certified  applications  give  users  the  most  reliable  and  pro¬ 
ductive  experience  on  the  Windows  2000  platform: 

►  Certified  applications  provide  a  uniform,  standard  and  robust  installation  that  is  self-re- 
pairing  and  which  minimizes  conflicts  among  shared  system  components  —  the  so- 
called  “DLL  hell.”  Certified  applications  use  side-by-side  DLLs  and  protect  Windows 
2000  system  files.  For  example,  if  important  application  files  and  DLLs  are  accidentally 
deleted,  desktop  applications  that  are  certified  can  repair  themselves  “on  the  fly." 

►  Certified  applications  use  IntelliMirror™  technology  to  offer  mobile  or  roaming  users 
correctly  maintained  user  preferences  and  computer  settings.  IntelliMirror  technology 
also  supports  multiple  users  per  machine  and  helps  regenerate  application  settings 
when  machines  must  be  replaced.  Administrators  can  install  applications  remotely, 
even  on  locked-down  desktops. 

►  Network  administrators  can  secure  and  control  corporate  desktops  while  running  Win¬ 
dows  2000-certified  applications  in  a  controlled  network  environment  or  in  a  lockdown 
setting.  Since  they  are  assured  that  certified  applications  will  run  in  a  lockdown  setting, 
administrators  can  reduce  TCO  by  locking-down  desktops  to  reduce  the  chance  of  er¬ 
rors  created  by  users. 

►  For  applications  that  are  backward-certified  on  earlier  platforms,  Windows  2000-certi- 
fied  applications  provide  a  seamless,  controlled  transition  of  the  application  for  users 
who  upgrade  from  previous  versions  of  Windows  to  Windows  2000  Professional.  Certi¬ 
fication  ensures  compatibility  among  applications,  the  key  to  preserving  the  current  IT 
investment. 

►  Support  for  OnNow  power  management  in  certified  applications  gives  a  PC  the  same 
instant  availability  that  people  expect  from  TVs  and  other  common  appliances,  while  re¬ 
ducing  overall  power  consumption. 

►  Windows  2000-certified  applications  lower  their  overall  cost  of  ownership  through  a 
consistent  user  interface  which  reduces  training,  support  and  testing  costs.  These  appli¬ 
cations  can  also  assist  users  with  specific  needs,  such  as  creating  custom  dictionaries. 

►  Certified  applications  promote  greater  accessibility  standards  in  that  persons  with  dis¬ 
abilities  can  use  compliant  software  more  easily. 

IT  managers  can  find  further  information  on  these  and  other  features  and  benefits  of 

Windows  2000-certified  applications  at  http://www.micr0s0ft.e0m/wind0ws2000/up- 

grade/compat/certified.asp 


to  give  users  applications  that  are  op¬ 
timized  to  the  fullest  for  Windows 
2000.  For  example,  developers  appre¬ 
ciate  that  the  certification  process  en¬ 
sures  that  a  product  behaves  correctly 
in  the  Windows  2000  environment, 
such  as  by  minimizing  conflicts 
among  shared  components. 

Both  PTC  and  Executive  Software 
are  among  the  first  vendors  to  earn 
the  Certified  for  Windows  2000  logo 
for  their  packages  (see  related  stories, 
pages  5-12). 


IMPROVING  IT’s  WORLD  - 
ONE  APPLICATION  AT  A  TIME 

“The  specification  is  excellent,"  says 
Len  Lamphar,  systems  programmer  at 
Carnegie  Mellon  University,  long  rec¬ 
ognized  as  a  test  cell  and  seedbed  for 
major  new  information  technologies. 
"We  can  take  a  package  off  the  shelf, 
see  that  it  has  this  [Certified  for  Win¬ 
dows  2000]  logo  on  there,  and  know 
immediately  it  will  perform  correctly 
in  an  environment  such  as  ours." 

Noting  that  “DLL  hell  is  a  reality... 


that  could  make  every  software  instal¬ 
lation  something  of  a  magical  event,” 
Pfizer’s  Parsons  applauds  the  Win¬ 
dows  Installer  feature  for  its 
“significant”  time-,  and  therefore 
money-saving,  attributes,  as  well  as 
for  its  overall  ability  to  allow  him  to 
deploy  applications  with  far  greater 
consistency  and  without  costly 
rescripting. 

Parsons,  who  supports  a  far-flung 
user  organization  that  includes  many 
mobile  professionals,  also  appreci¬ 
ates  the  built-in  IntelliMirror™  man¬ 
agement  technologies  that  mirror  sys¬ 
tems,  data  and  applications  on  a 
server.  "Without  IntelliMirror,  we  did 
a  lot  of  custom  coding  to  do  what  In¬ 
telliMirror  does  right  out  of  the  box,” 
Parsons  notes.  “Now,  for  mobile 
users,  we  have  custom  roaming  capa¬ 
bilities  built  right  into  the  OS  and  the 
application.” 

GartnerGroup,  renowned  for  its 
own  tough  brand  of  technology  evalu¬ 
ations,  noted  that  organizations  using 
Windows  2000-certified  applications 
will  potentially  increase  the  stability  of 
their  systems  while  lowering  TCO 
through  decreasing  overall  support, 
systems  research,  planning  and  prod¬ 
uct  management,  and  user  downtime. 
In  its  1999  Research  Note  “The  Win¬ 
dows  2000  Logo:  More  Teeth  Added,” 
GartnerGroup’s  Michael  Silver  deter¬ 
mined  that  users  could  reduce  desk¬ 
top  TCO  by  27  percent  by  using  certi¬ 
fied  applications,  primarily  because 
certified  applications  can  leverage  the 
Zero  Administration  Windows  fea¬ 
tures  of  Windows  2000  for  user  profile 
management  and  software  distribu¬ 
tion. 

The  bottom  line,  as  seen  by  Gart¬ 
nerGroup,  is  that  “Managers  who 
want  to  take  advantage  of  Windows 
2000  features  should  encourage  their 
developers  to  follow  Microsoft’s  appli- 
continued  on  page  8 
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Each  of  the  following  seven 

companies  markets  desktop 
applications  that  have  earned 
the  Certified  for  Windows  2000 
logo.  Certification  testing 
for  server  applications  began 
i  n  February , 2000 


Radd 


CAERE  CORP.  |  As  the  first  application  certified  for  Windows®  2000 
Professional,  OmniPage  Pro  lO®  delivers  a  host  of  new  benefits  to  the  OCR  market. 


LEAVING  THE  PAPER  BEHIND 


Windows®  2000  certification  is  very  impor¬ 
tant  to  us,  a  necessity  in  fact,  to  ensure  our 
users  that  they  will  have  no  problems  with  our 
product,"  declares  Natalie  Miller,  OmniPage 
Pro  to®  product  manager,  Caere®  Corp.,  Los  Catos,  Calif. 
The  company  released  OmniPage  Pro  io  in  October,  1999, 
and  took  it  immediately  for  certification  testing  by  VeriTest, 
the  independent  testing  lab  designated  by  Microsoft®.  By 
mid-  October,  OmniPage  Pro  10  became  the  first  applica¬ 
tion  certified  for  Windows  2000  Professional. 

"OmniPage  Pro  10  has  proven  its  ability  to  be  a  premier 
Windows  2000-based  application  by  passing  the  Certified 
for  Windows  2000  requirement,”  declared  jim  Allchin,  se¬ 
nior  vice  president  of  Platforms,  Microsoft  Corp.  “Rigorous 
testing  has  verified  that  OmniPage  Pro®  will  be  easy  to  de¬ 
ploy  and  manage  in  a  Windows  2000  enterprise  environ¬ 
ment,  providing  features  like  self-repairing  application,  in- 
stall-on-demand,  and  mobile  features  for  power 
management  and  roaming  users.” 


IMPROVED  QUALITY 

The  extensive  testing  required  for  Windows  2000  certifica¬ 
tion  has  greatly  improved  the  quality  of  Windows  2000- 
certified  applications  such  as  OmniPage  Pro.  For  example, 
streamlined  installation  processes  and  system  policies 
help  corporations  control  deployment  more  effectively. 
Also,  there  is  less  chance  for  certified  applications  to  con¬ 
flict  with  each  other,  thereby  increasing  the  reliability  of  the 
system,  Miller  reports. 

The  certification  process  also  benefits  mobile  users. 
"The  certification  requires  the  applications  to  store  user 


data  under  special  folders  [My  Documents],  The  folders 
can  easily  roam  with  the  user.  As  a  result,  users  are  no 
longer  tied  to  a  single  system,  and  they  no  longer  have  to 
customize  each  system  separately  as  they  desire,"  Miller 
continues.  Also,  key  application  data,  such  as  user  prefer¬ 
ences,  application  state  information,  and  temp  files  can  be 
classified  in  various  ways  to  support  roaming  and  non¬ 
roaming  users. 

BEYOND  THE  PRINTED  PAGE 

Caere  describes  OmniPage  Pro  as  the  world’s  leading  opti¬ 
cal  character  recognition  (OCR)  application.  It  enables 
users  to  convert  static,  scanned  images  into  dynamic, 
computer-editable  text  for  use  in  word  processing  and  oth¬ 
er  text-based  applications.  With  a  scanner  and  an  OCR  ap¬ 
plication,  users  can  essentially  eliminate  retyping  printed 
paper  documents.  OmniPage  Pro  includes  a  new  OCR  en¬ 
gine  that  produces  the  highest  level  of  accuracy  among 
significant  desktop  OCR  applications.  The  latest  version  in¬ 
cludes  new  and  enhanced  features  for  improved  format  re¬ 
tention,  ease-of-use  and  robustness,  including  voice  read- 
back  of  OCR  results.  Also  included  with  the  product  is 
OmniPage  Web  Personal  Edition®,  Caere’s  pioneering  pa- 
per-to-Web  solution. 

At  this  early  stage,  having  the  Windows  2000  certifica¬ 
tion  gives  Caere  bragging  rights  and  conveys  a  certain 
“cool  factor”  notes  Miller.  The  real  value  over  the  long 
term  will  come  as  customers,  particularly  large  organiza¬ 
tions,  recognize  that  OmniPage  Pro  10  will  be  easy  to  de¬ 
ploy  on  Windows  2000.  "Customers  see  it  as  a  Windows 
stamp  of  approval.  ”* 


Caere  and  OmniPage  Pro  are  registered  trademarks  of  Caere  Corporation. 
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ALIBEE  INC.  |  New  features  built  in  to  Alibre  Design"’  take  full  advantage  of 
the  Windows*  2000  environment  to  help  designers  collaborate  over  the  Web. 


THROUGH 

AND 


m  m  hy  is  a  web-based  application  service  provider 
>  irk  §  (ASP)  sporting  the  Certified  for  Windows®  2000 
I  Jr  logo?  ASPs  typically  use  thin  clients,  bulked-up 
If  W  temporarily  by  Java  applets  if  necessary.  But 
Alibre™  isn’t  a  typical  ASP.  “We’re  a  Web-based  application, 
but  we’re  not  pure  Java  or  a  thin  client.  We  use  smart 
clients  and  benefit  from  a  workstation-class  computer  on 
the  desk,”  explains  Paul  Grayson,  president/CEO,  Alibre 
Inc.,  Richardson,  Texas.  The  smart  software  Alibre  requires 
on  the  Windows  2000  desktop  is  Windows  2000  certified. 

BUILT  TO  SUIT 

Alibre  provides  an  architecture  that  benefits  from  the  dis¬ 
tributed  nature  of  the  Internet.  Strategically  aligned  with 
Microsoft®,  Alibre  takes  advantage  of  new  technologies 
within  Windows  2000,  such  as  COM+  and  the  Active  Di¬ 
rectory™  Service.  Alibre  is  also  working  closely  with  Mi¬ 
crosoft  to  support  Windows  DNA  (Distributed  InterNet 
Applications  Architecture)  to  foster  design-team  communi¬ 
cation  and  data-sharing  among  engineers. 

“Windows  2000  Server  is  more  reliable  and  secure,  and 
the  Active  Directory  provides  a  secure  framework  to  man¬ 
age  authentication  of  subscribers  for  our  mechanical  de¬ 
sign  service,”  Grayson  continues.  The  result:  Windows 
2000  can  scale  to  support  any  enterprise  environment  be¬ 
cause  it  has  the  ability  to  upgrade  servers  and  add  proces¬ 
sors  to  match  the  computational  requirements  of  a  given 
design  project. 

Alibre  Design™,  the  company’s  Windows  2000  design 
solution,  provides  3D  solid  modeling,  which  allows  design¬ 
ers  to  create  prototypes  of  products  intended  for  manufac¬ 
ture.  The  company  is  aiming  Alibre  Design  at  small  design 
and  manufacturing  shops.  Users  will  run  Alibre  Design  on 
a  Windows  2000  Professional-based  workstation  and  con¬ 
nect  with  the  Alibre  ASP  site  on  the  Web  for  additional  ser¬ 
vices  and  for  real-time  collaboration.  “Engineers  can  actu¬ 
ally  edit  a  CAD  model  in  real  time,  not  just  view  it  or 
comment  on  it,”  Grayson  notes.  In  addition,  they  can 
share  data  over  the  Web  and  manage  dispersed  teams. 


ENGINEERING  FROM  THE  GROUND  UP 

Although  Windows  2000  certification  is  more  demanding 
than  previous  certification  efforts,  the  certification  process 
has  not  hindered  Alibre’s  development.  "We  have  been 
working  on  this  product  for  two  years  and  took  certification 
into  consideration  from  early  on.  You  don’t  want  to  wait 
until  the  end,”  says  Grayson.  The  Windows  2000  certifica¬ 
tion  requirements,  he  adds,  “are  like  a  roadmap  to  guide 
you  in  safe  Windows[-based]  development.” 

Specifically,  the  certification  process  significantly  aug¬ 
ments  Alibre's  internal  quality  assurance  processes,  due  to 
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the  extensive  range  of  tests  comprising  the  certification 
suite.  Certification  also  ensures  that  Alibre  Design  will  be¬ 
have  in  the  same  way  as  any  other  certified  application  that 
a  customer  may  be  using,  with  no  unwanted  surprises. 
"The  people  who  manage  IT  and  users  themselves  will 
know  what  to  expect  when  they  use  Alibre  Design,  and  we 
are  better  able  to  support  them  since  our  application  has 
been  extensively  tested,"  he  explains. 

IT  organizations  will  also  benefit  from  the  new  Win¬ 
dows  2000  install  process.  “Windows  2000  certification 
guarantees  that  the  install  and  uninstall  of  Alibre  Design 
conforms  to  the  standards  with  no  unexpected  file  replace¬ 
ment  or  deletion,”  explains  Grayson.  Windows  2000  Serv¬ 
er  also  provides  for  centralized  management  and  distribu¬ 
tion  of  applications. 


“Windows  2000  certification 
guarantees  that  the  install 
and  uninstall  of  Alibre 
Design  conforms  to  the  stan¬ 
dards  with  no  unexpected 
file  replacement  or  deletion.” 

—Paul  Grayson,  president/CEO,  Alibre  Inc. 

The  Windows  2000  certification  they  have  earned  rep¬ 
resents  an  important  part  of  Alibre’s  strategy.  “Our  cus¬ 
tomers  expect  us  to  be  Windows  2000  certified.  It  makes 
them  feel  comfortable,”  notes  Grayson.  IT  and  end  users 
alike  take  comfort  from  the  Windows  and  Microsoft  Inter¬ 
net  Explorer  user  interface  conventions  that  are  part  of  the 
certification  specification,  ensuring  that  Alibre  Design  is 
easy  to  use  and  intuitive.  Similarly,  certification  guarantees 
that  Alibre  Design’s  functions  in  areas  such  as  menus, 
number  of  mouse  clicks,  opening  and  closing  the  applica¬ 
tion,  and  other  look-and-feel  issues  will  be  familiar  to  end 
users  and  to  IT  support.  Finally,  by  conforming  to  the  Win¬ 
dows  2000  standards  for  user  accessibility,  Alibre  also 
made  their  product  more  accessible  to  customers  with 
special  needs.* 


Wnfloot  2000  PwtaUonal 


All  applications  seeking  to  earn  the  Certified  for  Win¬ 
dows®  2000  logo  must  pass  the  strict  certification  test 
administered  by  VeriTest,  the  leading  independent  soft¬ 
ware  testing  company  with  offices  in  Los  Angeles,  Paris 
and  Tokyo.  VeriTest  makes  all  test  results  pub¬ 
licly  available,  including  exceptions  granted  in 
the  testing  process  and  the  reasons  for  those 
exceptions.  You  can  view  the  past  results,  as 


.  ^ 


well  as  an  updated  list  of  certified  applications  or  appli¬ 
cations  well  on  the  road  to  certification,  by  going  to 
http://www.microsoft.com/windows2000/upgrade 
/compat/certified.asp. 


EXECUTIVE  SOFTWARE 
INTERNATIONAL  INC.  | 

Diskeeper  5.0  sets  a  new  standard 
for  disk  defragmentation  utilities. 


RAISING 
THE  BAR 

• 

|  t  took  several  days  to  complete  Windows® 

|  2000  certification  testing  for  Diskeeper  5.0,  the 
I  disk  defragmentation  utility  from  Executive  Soft- 
1  ware  International  Inc.,  Glendale,  Calif.  By  com¬ 
parison,  less  rigorous  logo  compliance  for  its  previous 
Windows  releases  took  about  a  day,  recalls  Andy 
Staffer,  director  of  research.  “The  Windows  2000  certi¬ 
fication  process  has  hundreds  of  pages  of  test  proce¬ 
dures  and  is  much  more  rigorous,”  he  concludes. 


“We  take  Windows 
2000  certification 
very  seriously.” 

—Andy  Staffer,  director 
of  research,  Executive 
Software  International  Inc. 


A  HELPING  HAND 

But  the  extra  effort  is  worth  it.  By  following  the  certifica¬ 
tion  specification,  Executive  Software  ensured  that 
Diskeeper  5.0  works  for  disabled  users,  which  helps  or¬ 
ganizations  comply  with  various  government  mandates 
to  accommodate  employees  with  disabilities.  Previous 
releases  of  Diskeeper 
had  built-in  support 
for  disabled  users,  but 
it  wasn’t  consistent. 

“Because  of  the  certifi¬ 
cation  process,  we 
had  to  look  at  every  di¬ 
alog  box  and  make 
sure  it  worked  for  disabled  users,”  Staffer  explains. 

Executive  Software  found  the  certification  concept 
of  Advertisement  another  big  advantage.  Advertise¬ 
ment  posts  notification  of  an  application's  availability, 
even  if  the  application’s  files  have  not  been  installed  on 
the  system.  The  advertised  application  can  then  be  de¬ 
ployed,  using  software  management  tools.  This  is  an 
important  consideration  for  IT  organizations  faced  with 
deploying  an  application  like  Diskeeper  across  hun¬ 
dreds,  or  thousands,  of  desktops.  “Advertisement  can 
save  systems  administrators  a  lot  of  work,"  notes 
Staffer. 

Complying  with  the  certification  process  also  helped 
Executive  Software  produce  a  better  product  for  mobile 
users,  for  whom  power  management  is  a  critical  con¬ 
cern.  “We  totally  tapped  into  the  Windows  2000  power 
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management  capabilities,”  Staffer  reports.  Diskeeper  re¬ 
quires  considerable  power  to  complete  a  full  defragmenta¬ 
tion.  Working  with  Windows  2000,  Diskeeper  5.0  recog¬ 
nizes  when  there  isn’t  sufficient  battery  power  to  complete 
a  task  and  shuts  itself  down,  preventing  potential  problems. 


CERTI  FI  ABLY  CONFIDENT 

Achieving  Windows  2000  certification  is  important  to  the 
company.  “It  gives  our  customers  a  feeling  of  confidence 
in  the  product.  It  is  a  sign  that  the  product  meets  very 
stringent  quality  standards,”  says  Staffer. 

Microsoft®  agrees.  “We  are  delighted  to  recognize 
Diskeeper  5.0  as  the  first  utility  to  pass  our  Certified  for 
Windows  2000  program,”  said  Deborah  Willingham,  vice 
president,  Business  Enterprise  Division,  Microsoft  Corp., 
in  a  company  announcement.  “By  ensuring  that  their  solu¬ 
tion  is  as  reliable  and  manageable  as  possible,  this  certifi¬ 
cation  validates  Executive  Software’s  reputation  as  a 
provider  of  premier  utilities  for  the  enterprise  market.” 

Diskeeper  5.0  for  Windows  2000  is  backward-compati¬ 
ble  with  earlier  versions  of  Diskeeper  and  features  three 
major  technological  breakthroughs:  Frag  Guard,  a  frag¬ 
mentation-prevention  technology;  automatic  scheduling 
and  network  controls  for  mixed  Windows  95/98  and  Win¬ 
dows  NT/Windows  2000  environments;  and  online  direc¬ 
tory  consolidation. 

Overall,  Executive  Software  feels  that  Windows  2000 
certification  has  raised  the  bar  of  software  quality,  which  is 
a  clear  win  for  both  IT  and  end  users.  Quality  is  so  impor¬ 
tant,  in  fact,  that  the  company  incorporated  certification  re¬ 
quirements  into  the  earliest  designs  for  Diskeeper  5.0.  “We 
take  Windows  2000  certification  very  seriously,”  Staffer  as¬ 
serts.  Next  on  the  company’s  agenda  is  to  certify  its  un¬ 
delete  product  for  Windows  2000.* 


continued  from  page  4 

cation  specifications  when  developing 

new  applications." 


more  software  modifications  in  a  sin¬ 
gle  week  to  support  the  very  dynamic 
nature  of  the  investment  bank’s  core 
businesses.  IT  had  to  find  a  way  to 


special  modifications  of  each  upgrade 
to  ensure  stability. 


operating  system  stable,  and  without 
breaking  the  bank  with  numerous 


WHAT  A  WONDERFUL  WORLD 
IT  WOULD  BE 


manage  this  chore  while  keeping  the 


How  well  does  Dowling  anticipate 
the  Windows  Installer  will  work  for 


Encouraging  the  use  of  certified  appli¬ 
cations  is  exactly  what  Greg  Dowling 
of  Credit  Suisse  First  Boston  is  plan¬ 
ning  to  do  for  his  organization  and  its 
installed  base  of  some  15,000  PCs 


“[With  a  certified  application] 


>w  we  can  install  it  and 
it  in  our  NT  environ- 


where  all  the  problems  we  typically 


where  all  applications  are  installed  us¬ 
ing  the  Windows  Installer  service, 


him?  “We  look  forward  to  a  world 


him,  one  of  the  most  appealing  is  the 
Windows  Installer  service,  which  en¬ 
sures  the  quickest  and  easiest  deploy¬ 
ment  of  corporate  applications. 


worldwide.  Of  the  many  aspects  of 
certified  applications  that  appeal  to 


At  Credit  Suisse  First  Boston,  it  is 
not  unusual  for  IT  to  release  30  or 


ment  without  trampling  on  the 
rest  of  the  environment.  So  we 
feel  quite  strongly  that  we  don’t 
want  to  buy  software  that 
doesn’t  obey  these  standards.” 
— Creg  Dowling,  Managing 
Director,  Credit  Suisse  First 
Boston 


Bill  Laberis  is  president  of  Bill  Laberis 
Associates  and  former  Editor  in  Chief  of 
Computerworld. 


have  today  where  applications  are  in¬ 
terfering  with  each  other,  and  prevent¬ 
ing  each  other  from  working  properly, 
will  go  away,”  he  says.  “That’s  where 
we  want  to  be.”  * 
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GEMPLUS  S.C.A.  |  Lowering  training  and  support  costs  for  users  were  top 
priorities  for  Gemplus  as  they  pursued  their  goal  of  Windows®  2000  certification. 


SMART  OLUTIONS 


"■  S  THERE  A  SMART  Card 
I  in  your  future?  If  you 
;  use  a  cellular  phone, 
d  you  probably  have  a 
smart  card  tucked  into  your 
phone  now,  or  will  in  fu¬ 
ture.  In  1999,  Gemplus® 
made  500  million  smart 
cards,  which  were  used  pri¬ 
marily  in  mobile  tele¬ 
phones.  And  the  numbers 
are  only  going  up.  The 
company  is  an  independent 
hardware  vendor,  which 
builds  Windows®  2000-cer- 
tified  software  into  its 
smart  card  products. 

Gemplus®  S.C.A.,  Red¬ 
wood  Shores,  Calif.,  is  the 
world’s  leading  provider  of 
plastic  and  smart  card- 
based  solutions,  according 
to  Dataquest.  Founded  in 
1988,  Gemplus  has  suc¬ 
cessfully  implemented 
portable  and  secure  smart 
card-based  solutions  to 
simplify  a  wide  range  of  ap¬ 
plications  ranging  from 
public  and  wireless  com¬ 
munications  to  electronic 
business. 

A  SECURE  FUTURE 

For  Windows  2000  users, 
smart  cards  will  play  a  key 
role  in  network  security.  As 
network-based  activities 
such  as  electronic  business 
expand,  the  demand  for  a 
secure  environment  in¬ 
creases.  In  order  to  address 
these  security  demands, 
various  network  security 
systems  have  been  devel¬ 


oped  based  on  a  Public  Key 
Infrastructure  (PKI),  which 
is  considered  the  standard 
for  secure  distributed  appli¬ 
cations. 

GemSAFE’"  Enterprise, 
the  company’s  Windows 
2000  Professional-certified 
solution,  addresses  PKI  se¬ 
curity  concerns  by  enhanc¬ 
ing  a  corporate  PKI  imple¬ 
mentation.  GemSAFE 
Enterprise  is  a  desktop  so¬ 
lution  that  adds  portability 
and  ease-of-use  to  network 
security  by  tapping  the  in¬ 
herent  benefits  of  smart 
cards  to  provide  more  reli¬ 
able  authentication  of  the 
user.  In  addition,  GemSAFE 
Enterprise  sets  the  stage 
for  future  smart  card  ap¬ 
plications  beyond  net¬ 
work  security,  explains 
Scott  Smith, 
director/product  man¬ 
agement  and  marketing 
at  Gemplus. 

As  a  Windows  2000 
product,  GemSAFE  Enter¬ 
prise  had  to  meet  the  de¬ 
manding  certification  speci¬ 
fication.  “It  required  some 
extra  work  to  meet  all  the 
requirements  for  install, 
uninstall,  [and]  power  man¬ 
agement,  but  it  paid  off,” 
concludes  Smith.  For  in¬ 
stance,  the  new  remote  in¬ 
stallation  and  management 
capabilities  built  into  Gem¬ 
SAFE  Enterprise  benefit 
system  administrators. 
Similarly,  self-repairing  in¬ 
stallations  make  the  install 


process  more  reliable.  Pre¬ 
viously,  Smith  notes,  prob¬ 
lems  resulted  from  incor¬ 
rect  and  incomplete 
installs.  “When  users  are 
using  products  with  incom¬ 
plete  installations,  who 
knows  what  will  happen? 
Through  certification,  we 
eliminate  this  problem,”  he 
explains. 

TCO:  HOW  LOW 
CAN  YOU  GO? 

Certification  has  particular¬ 
ly  improved  the  remote  in¬ 
stall  process.  “For  adminis¬ 
trators  to  install  our 
components  remotely  is  an 
important  feature  for  us 


and  helps  us  remove  objec¬ 
tions  during  the  sales 
process,”  explains  Smith. 
Certification  addresses  re¬ 
mote  installs  through  the 
required  MSI  file,  which  de¬ 
scribes  how  the  product 
will  be  installed  remotely. 
“This  is  important  because 
GemSAFE  "  Enterprise 
Workstation  is  supposed  to 
run  on  the  client,  which  of¬ 
ten  requires  remote  instal¬ 
lation,”  he  continues.  Be¬ 
cause  of  the  remote 
installation  capabilities  of 
Windows  2000,  a  user  can 


install  Gemplus  smart-card 
reader  hardware  while  the 
software  is  installed  and 
supported  remotely  by  an 
administrator.  This  capabil¬ 
ity,  he  expects,  will  be  very 
important  to  users  and  can 
save  administration  and  IT 
time  when  adding  new  de¬ 
vices. 

Windows  2000  Profes¬ 
sional’s  power  manage¬ 
ment  is  another  benefit  for 
Gemplus  customers.  Gem¬ 
SAFE  Enterprise  is  a  securi¬ 
ty  application.  IT  managers 
need  the  reassurance  that 
security  will  not  be  compro¬ 
mised  when  a  machine 
goes  into  power-manage¬ 


ment  mode.  "The  certifica¬ 
tion  process  ensures  we 
support  power  manage¬ 
ment  features  and  operate 
correctly,”  Smith  reports. 

Customers  will  benefit 
immediately  from  the  con¬ 
sistency  of  behavior  found 
in  certified  applications. 
“Certification  means  the 
software  will  be  well-be¬ 
haved,  particularly  in  terms 
of  correct  and  complete  in¬ 
stallation.  It  is  not,  howev¬ 
er,  a  quality  test.  Quality  is 
our  responsibility,”  Smith 
insists.  But  the  certification 


“Certification  means  the  soft¬ 
ware  will  be  well-behaved,  par¬ 
ticularly  in  terms  of  correct 
and  complete  installation.” 

—Scott  Smith,  director/product  management  and 
marketing,  Gemplus  S.C.A. 
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DAMGAARD  A/S  |  In  the  highly  competitive  world 
of  ERP  applications,  Damgaard  aims  to  be  the  top  choice. 


specification,  he  adds, 
helps  the  internal  quality 
assurance  effort  by  provid¬ 
ing  another  checklist  and 
third-party  testing. 

Ultimately,  both  IT  and 
users  will  benefit  from 
GemSAFE  Windows  2000 
certification.  Smith  con¬ 
cludes:  "By  focusing  on  the 
certification  process,  we 
have  added  features  to  our 
product  that  help  organiza¬ 
tions  lower  cost  of  owner¬ 
ship  through  remote  instal¬ 
lation  and  a  consistent  look 
and  feel,  which  reduces 
training  and  support 
costs.”  * 


Certification 

Momentum 


The  following  companies  have  applica¬ 
tions  that  are  well  along  the  path  to 
Windows  2000  certification: 

►Agresso  Group  ASA 
►Argent  Software  Inc. 

►  BMC  Software  Inc. 

►  Citrix  Systems  Inc. 

►  Damgaard  A/S 

►  FastLane  Technologies  Inc. 

►  FileNET  Corporation  USA 
►Gemplus  S.C.A. 

►  Lane  System  Solutions 

►  Logility  Inc. 

►  Mission  Critical  Software  Inc. 

►  Motiva  Software  Corporation 

►  Navision  Software  A/S 

►  NetlQ  Corporation 

►  Pivotal  Corporation 

►  pragma  Systems  Corporation 
►Scala  Business  Solutions 
►TIDAL  Software 
►Trend  Micro  Inc. 

►VERITAS  Software 


FUTURE 

"  amgaard  a/s,  Copenhagen, 
Denmark,  needs  the  best  prod- 
J|  uct  it  can  deliver  if  it  is  to 
thrive  in  its  chosen  market  seg¬ 
ment:  the  hotly  contested  enterprise  re¬ 
source  planning  (ERP)  segment.  By  meet¬ 
ing  the  Windows®  2000  certification 
requirements,  the  company  has  been  able 
to  bolster  AXAPTA®,  its  ERP  solution  for 
midsize  companies,  in  several  critical 
ways. 

Damgaard’s  AXAPTA  is  designed  for 
multinational  companies  that  need  a  flex¬ 
ible  way  to  standardize  their  worldwide 
operations.  AXAPTA  is  an  integrated  en¬ 
terprise  solution  covering  finance,  supply- 
chain  management,  customer  relation¬ 
ships,  logistics,  project  management  and 
manufacturing  —  all  of  which  can  be  ac¬ 
cessed  via  the  Internet,  third-party  prod¬ 
ucts,  or  custom-built  applications. 

EYES  ON  THE  PRIZE 

Windows  2000  certification  assures  IT 
managers  that  AXAPTA  will  continue  to 
support  the  industry’s  new  directions  in 
the  future.  Damgaard,  which  prides  itself 
on  staying  on  the  cutting  edge  of  technol¬ 
ogy,  has  closely  followed  Microsoft's 
lead  in  technology.  “We  see  Microsoft  as 
headed  in  the  right  direction  for  the  fu¬ 
ture,"  explains  Daniel  Bevort,  strategic  al¬ 
liance  coordinator.  Being  the  first  ERP 
product  to  achieve  Windows  2000  certifi¬ 
cation  confirms  the  company’s  commit¬ 
ment  to  advanced  technology  and  its  con¬ 
fidence  in  the  Microsoft  strategy. 

Among  the  other  benefits  of  AXAPTA’s 
Windows  2000  certification  is  that  “the 
IT  organization  will  gain  from  the  stan¬ 
dardized  deployment  provided  through 
Windows  2000,”  notes  Bevort.  Although 
ERP  solutions  can  be  notoriously  difficult 
to  install,  IT  will  experience  a  simplified, 
consistent  AXAPTA  installation  that  fol- 


PROOF 


lows  the  stringent  Windows  2000  install 
requirements.  “The  entire  installation 
procedure  is  more  consistent,  stable,  and 
controllable.  Files,  for  example,  can  only 
be  written  to  certain  places,”  he  adds.  Be¬ 
cause  of  its  built-in  support  for  Windows 
Active  Directory™,  IT  will  also  gain  from 
centralized  management  of  the  applica¬ 
tion. 

Another  benefit  from  Windows  2000 
certification  that  will  prove  popular  with 
IT  and  end  users  alike,  Bevort  continues, 
is  the  new  standby  mode.  “This  provides 
a  very  fast  way  to  effectively  shut  down, 
and  then  bring  back,  the  application,”  he 
explains.  Previously,  IT  has  absorbed  the 
brunt  of  user  complaints  about  slow 
shut-down  and  start-up. 

Windows  2000  certification  also 
means  that  IT  will  see  results  from  cor¬ 
rect  maintenance  of  user  preferences  and 
computer  settings  for  people  who  use 
several  computers.  It  will  also  be  easier 
for  IT  to  support  multiple  users  per  com¬ 
puter.  Windows  2000  certification  stan¬ 
dards  allow  AXAPTA  to  run  in  a  tightly 
controlled  network  environment,  which 
lets  network  administrators  secure  and 
manage  corporate  desktops.  Finally,  the 
consistent  user  interface  and  accessibility 
standards  required  by  the  certification 
standards  reduce  IT’s  support  burden 
and  lower  training  costs. 

As  a  result  of  all  these  changes, 
Damgaard  expects  Windows  2000  certifi¬ 
cation  to  reduce  the  total  cost  of  owner¬ 
ship  for  a  product  like  AXAPTA.  “The  im¬ 
proved  manageability  and  installation 
means  that  it  will  be  much  easier  for  IT  to 
roll  out  the  application  to  hundreds  of 
users,"  Bevort  says.  Easier  installation 
and  manageability  mean  fewer  IT  re¬ 
sources  are  required,  which  translates  di¬ 
rectly  into  a  lower  cost  of  ownership  of 
the  product.* 


Certified  For 


Windows  2000  Profnslonil 
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WRQ  INC.  |  When  your  job  is  to  show  your  customers  what  their  computers 
have  inside,  you  had  better  provide  a  clear  picture. 


M 


IRROR, 

MIRR 


Windows®  2000 
certification  was 
high  on  the  WRQ 
agenda.  The  Seat¬ 
tle,  Wash.-based  company 
provides  Windows®-based 
terminal  emulation  soft¬ 
ware,  WRQ  Reflection®, 
which  allows  Windows- 
based  desktops  to  connect 
to  mainframes.  The  soft¬ 
ware  runs  on  Windows  95, 
Windows  98,  Windows 
NT®,  and  now  on  Windows 
2000.  “We  offer  connectivi¬ 
ty  software,  and  our  cus¬ 
tomers  expect  that  it  will 
work  right,”  says  Sue  Lind¬ 
sey,  WRQ  Reflection  mar¬ 
keting  manager.  Certifica¬ 
tion  helps  ensure  that  it 
will. 

WRQ  Inc.  customers 
use  WRQ  Reflection  to  pro¬ 
vide  connectivity  between 
PC  desktops  and  host  sys¬ 
tems  such  as  IBM  main¬ 
frames  and  AS/400S,  HP 
3000,  UNIX,  OpenVMS, 
and  Xsystems.  Windows 
2000  certification  reas¬ 
sures  IT  managers  that  the 
WRQ  product  will  behave 
properly  in  the  Windows 
2000  environment  as  it  de¬ 
livers  reliable  terminal  emu¬ 
lation  and  connectivity  be¬ 
tween  the  PC  desktops  and 
their  host  systems. 

RELIABILITY  AND 
MANAGEABILITY 

By  meeting  the  Windows 


2000  certification  specifi¬ 
cation,  WRQ  was  able  to 
add  features  that  both  Win¬ 
dows  users  and  IT  recog¬ 
nize  and  appreciate.  For  ex¬ 
ample,  by  using  the 
Microsoft®  Windows  In¬ 
staller  within  WRQ  Reflec¬ 
tion,  the  company  was  able 
to  create  an  installation 
program  that  is  easily  rec¬ 
ognizable  to  many  Win¬ 
dows  users.  The  benefits  of 
consistency  go  beyond  fa¬ 
miliarity:  they  allow  WRQ 
to  deliver  a  product  that 
does  not  require  additional 
training  for  users,  resulting 
in  a  lower  total  cost  of  own¬ 
ership  of  the  product. 

Microsoft  also  recog¬ 
nizes  the  importance  of 
WRQ’s  host  connectivity. 
“Organizations  want  to 
know  that  their  Windows 
2000  environment  will  be 
interoperable  with  their  cur¬ 
rent  host  systems,"  says 
Deborah  Willingham,  vice 
president,  Business  Enter¬ 
prise  Division,  Microsoft 
Corp.,  commenting  on 
WRQ's  Windows  2000  cer¬ 


tified  for  Windows  2000 
Specification,  and  our  joint 
customers  can  be  assured 
of  a  reliable,  manageable 
solution." 

WRQ  Reflection  for  HP 
8.0  host  access  software, 
which  will  ship  in  February, 


eludes  the  Active  Directo¬ 
ry™  Service,  Windows  In¬ 
staller,  fully  integrated  Visu¬ 
al  Basic®  for  Applications 
(VBA)  6.0,  and  centralized 
management  tools.  WRQ 
Reflection  8.0  will  also  sup¬ 
port  previous  versions  of 


“We  offer  connectivity  software,  and  our 
customers  expect  that  it  will  work  right.” 

—Sue  Lindsey,  WRQ  Reflection  marketing  manager 


tiflcation.  “WRQ  has  acted 
quickly  to  take  advantage  of 
the  great  technologies  in 
Windows  2000.  WRQ  Re¬ 
flection  has  passed  the  Cer- 


2000,  is  the  first  product  in 
the  WRQ  Reflection®  8.0 
suite  to  receive  the  Win¬ 
dows  2000  certification. 
WRQ  Reflection  8.0  in- 


Windows  including  Win¬ 
dows  NT  4.0,  Windows  98 
and  Windows  95-This 
means  users  can  access 
mission-critical  information 
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stored  on  host  systems 
from  all  Windows  operating 
systems,  according  to  WRQ. 

MORE  THAN  A 
PRETTY  FACE 

Terminal-emulation,  or 
host-access,  software  may 
not  be  the  most  glamorous 
application,  but  it  is  vitally 
important,  Lindsey  ex¬ 
plains.  Using  a  Windows 
2000-certified  product  such 
as  WRQ  Reflection  means 
that  IT  can  be  confident 
that  the  terminal  emulation 
product  on  the  PC  desktop 
will  behave  properly,  allow¬ 
ing  IT  to  concentrate  on 
back-end  systems. 

In  the  fast-moving  con¬ 
nectivity  market,  being  first- 
to-market  with  a  new  fea¬ 
ture,  especially  one  as 
significant  as  Windows 
2000  certification,  is  an  ad¬ 
vantage.  Customers  and  IT 
will  appreciate  the  extra  at¬ 
tention  to  detail,  such  as 
easy  install  and  remote 
management,  which  certifi¬ 
cation  represents.  They  will 
also  benefit  from  the  third- 
party  testing  and  indepen¬ 
dent  assessment  that  aug¬ 
ments  the  normal 
quality-assurance  work  rou¬ 
tinely  performed  by  WRQ. 
“The  certification,”  Lindsey 
concludes,  "gives  IT  and 
end  users  a  clear  sign  that 
WRQ  has  done  the  work 
necessary  to  ensure  our 
products  will  work  as  ex¬ 
pected.”* 
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PTC  |  Enhanced  mobility  and  simplified  management 
are  key  components  in  PTC’s  Pro/DESKTOP  2000. 

TAKING  IT 
ITH  YOU 


aced  with  a  clear  shift  to  Mi¬ 
crosoft®  Windows®  among  its  cus¬ 
tomer  base,  PTC,  based  in 
Waltham,  Mass.,  regards 
Windows®  2000  certification  as  a  must- 
have  requirement.  “It  is  viewed  as  a  sign 
that  the  product  has  a  certain  level  of 
quality,”  explains  Dan  Starr,  PTC  director 
of  strategic  marketing.  Certification  gives 
both  IT  and  end  users  a  greater  level  of 
comfort.  They  are  reassured  through  the 
certification  program's  independent  test¬ 
ing  that  the  product  has  met  stringent  re¬ 
quirements. 

ENHANCED  DESIGN 

PTC’s  first  Windows  2000-certified  prod¬ 
uct  is  Pro/DESKTOP’“  2000,  a  tool  that 
enables  conceptual  engineers  to  capture 
ideas  rapidly  and  to  explore  design  possi¬ 
bilities.  With  Pro/DESKTOP,  engineers 
can  start  work  in  2D  and  the  correspond¬ 
ing  3D  design  transparently  evolves, 
while  automatically  leveraging  100  per¬ 
cent  of  the  design  intent.  Conceptual  de¬ 
signs  created  with  Pro/DESKTOP  are 
then  passed  to  Pro/ENGINEER®.  Pro/ 
ENGINEER  is  the  de  facto  standard  for 
mechanical  design  automation  and  is 
based  on  PTC's  parametric,  feature- 
based,  fully  associative  architecture. 

By  meeting  the  Windows  2000  certifi¬ 
cation  standard,  PTC  has  enhanced 
Pro/DESKTOP  in  a  number  of  ways  that 
directly  benefit  both  the  IT  organization 
and  end  users.  For  example,  the  Win¬ 
dows  2000  Installer  provides  a  robust 
self-repairing  installation  process,  "en¬ 
abling  Pro/DESKTOP  applications  to  be 
more  reliably  installed  on  workstations, 
PCs,  and  notebooks  that  already  have 
many  other  previously  installed  applica¬ 
tions,"  notes  Starr.  This  ensures  that  IT 
will  be  able  to  deploy  the  application  eas¬ 
ily  and  efficiently  on  dozens,  even  hun¬ 


dreds,  of  desktops,  allowing  the  organi¬ 
zation  to  collect  direct  input  from  more 
people  during  product  development. 

BOOSTING  PRODUCTIVITY 

Specifically,  the  new  Windows  2000  in¬ 
stallation  requirements  specify  how  ap¬ 
plications  must  treat  shared  software 
components,  such  as  Dynamic  Link  Li¬ 
braries  (DLL).  Since  Pro/DESKTOP 
meets  the  new  installation  requirements, 
IT  managers  are  assured  that  installing 
Pro/DESKTOP  will  not  create  problems 
with  previously  installed  software,  Starr 
adds. 

Similarly,  the  Multiple  Monitor  sup¬ 
port  in  Windows  2000  also  provides 
needed  support  for  new  hardware,  en¬ 
abling  engineers  to  more  easily  visualize 
large  complex  designs  in  Pro/DESKTOP. 
This  will  increase  designer  productivity, 
ultimately  boosting  the  organization’s  re¬ 
turn  on  its  investment  in  Pro/DESKTOP. 

Finally,  Windows  2000  improvements 
to  power  management  and  plug-n-play 
“promise  to  make  mobile  platforms 
more  practical  for  both  Pro/DESKTOP 
and  Pro/ENGINEER,"  Starr  continues. 
Engineers  and  designers  will  no  longer 
be  restricted  to  working  at  their  desktops, 
but  will  be  able  to  run  their  design  tools 
on  a  laptop  anywhere,  making  them 
more  productive. 

The  easy  installation  and  enhanced 
mobility  achieved  through  Windows 
2000  certification  create  that  many  more 
opportunities  to  extend  the  design 
process  to  more  people  in  more  places. 
For  Pro/DESKTOP  2000  users,  Windows 
2000  certification  means  easier  deploy¬ 
ment,  greater  manageability,  and  higher 
productivity.  * 

Alan  Radding  is  a  technology  writer  based 
in  Newton,  Mass. 


12  CERTIFIED  APPLICATIONS 


Enterprise  systems  .Thomas  Davenport 

ERP:  STILL  ALIVE  IN  THE  INTERNET  AGE 


Over  the  past  decade,  two  major  innovations 
have  transformed  the  way  companies  build 
and  operate  information  systems:  the  Internet 
and  its  associated  e-commerce  technologies, 
and  enterprise  resource  planning  (ERP)  sys¬ 
tems.  With  all  the  attention  being  paid  to 
e-commerce,  some  may  feel  that  ERP  is  RIP  However, 
ERP  is  as  necessary  as  it  ever  was  and  simply  needs  to 
evolve  to  thrive  in  the  Internet  age. 

The  basic  functionality  of  ERP  and  the  Net  are  dif¬ 
ferent.  ERP  is  an  integrated  transaction-processing 
system  that  handles  businesses’  internal  information. 
The  ’Net  is  fundamentally  a  distribution  medium 
and  doesn’t  involve  a  lot  of  processing.  Of  course, 
the  information  flowing  through  the  Net  is  becom¬ 
ing  more  amenable  to  processing  all  the  time,  with 
advances  like  Java  and  XML.  But  it’s  still  processed  by 
applications,  and  the  best  business  applications  are 
still  enterprise  packages  from  major  vendors. 

The  great  benefit  of  ERP  is  integration.  If  you  add  a 
new  sales  order  to  the  system,  everything  related  to 
the  order  also  changes,  including  sales  commissions, 


inventory  requirements,  manufacturing  schedules 
and  the  balance  sheet.  With  ERP-enabled  integration, 
all  employees  can  use  the  same  information  and  busi¬ 
ness  processes  and  get  the  same  results  when  the 
system  is  queried. 

Of  course,  there  are  exciting  point-specific  appli¬ 
cations  with  a  strong  Internet  orientation.  In  pro¬ 
curement,  for  example,  you  could  argue  that  ’Net¬ 
centric  applications  from  firms  such  as  Ariba  are  as 
good  as,  or  better  than,  those  from  mainstream  enter¬ 
prise  system  vendors.  But  all  is  not  lost  for  ERP  even 
here.  E-procurement  vendors  have  alliances  with  ERP 
vendors  and  are  happy  to  let  customers  interface 
their  systems  with  the  broader  applications  suites 
that  pull  together  different  kinds  of  information. 

More  importantly,  point-specific  e-commerce  appli¬ 
cations  will  not  be  able  to  achieve  information  inte¬ 
gration  within  companies  in  the  foreseeable  future. 
Even  if  there  were  equivalents  to  e-procurement  sys¬ 
tems  in  finance,  manufacturing  and  other  areas,  how 
would  they  all  fit  together?  ’Net-based  applications 
tend  to  come  from  start-ups,  which  have  little  incen¬ 


tive  to  integrate  their  information  with  e-applications 
from  other  firms. 

Integration  with  ERP  has  never  been  easy  to 
achieve,  but  it’s  generally  worth  the  trouble. The  inte¬ 
gration  allows  firms  to  offer  services  such  as  avail- 
able-to-promise  inventory,  which  means  that  cus¬ 
tomers  don’t  order  something  that  can’t  be  delivered 
in  time.  If  procurement  systems  aren’t  integrated 
with  sales,  manufacturing  and  logistical  systems, 
available-to-promise  is  just  a  tantalizing  mirage.  A  lot 
of  e-commerce  firms,  despite  their  highly  Web- 
enabled  applications,  just  can’t  do  it. 

In  the  end,  e-business  is  business,  e-commerce  is 
commerce. The  virtues  of  ERP  will  prevail  for  a  long 
time  to  come. 

Davenport  is  director  of  Andersen  Consulting 
Institute  for  Strategic  Change  and  a  professor  at 
Boston  University  and  Babson  College.  He  is  the 
author  of  Mission  Critical:  Realizing  the  Promise  of 
Enterprise  Systems,  to  be  published  in  March.  He  can 
be  reached  at  thomas.h.davenport@ac.com. 


Speaking  the  LANguage  .  Linda  Musthaler 

New  breed  of  legacY'Free  PCs  is  easy  to  love 


A  lifetime  ago  in  the  mid  ’80s,  I  helped  set 
the  desktop  computing  standards  at 
Johnson  Space  Center.  One  top  require¬ 
ment  was  that  all  PCs  be  IBM-compatible. 
What  this  really  meant  is  that  the  PCs  had 
to  adhere  to  all  internal  architectural  stan¬ 
dards  that  IBM  had  defined  with  its  original  PC. 
Now,  two  decades  after  the  start  of  a  phenomenal 

personal  computing  revolu¬ 
tion,  the  venerable  ISA  bus 
standard  and  its  compan¬ 
ions  known  as  serial  and 
parallel  ports  may  be 
pushed  into  well-deserved 
retirement. 

We’re  entering  a  new  era 
of  desktop  computers, 
which  leaves  behind  the 
limitations  of  technology  developed  20  years  ago. 
Spooked  by  the  threat  of  easy-to-use  Internet 
appliances,  Intel,  Microsoft  and  their  industry  part¬ 
ners  are  fighting  to  preserve  the  life  of  the  de 
facto  corporate  standard,  the  Wintel  PC. The  plan 
is  to  ditch  the  old  internal  buses  and  I/O  ports  in 
favor  of  newer,  faster,  easier-to-use  buses  and  ports 
based  on  the  standards  of  Universal  Serial  Bus 
(USB)  and  IEEE  1394,  also  called  FireWire. 

PCs  that  use  the  USB  standard  for  connecting 
peripherals  became  available  a  few  years  ago. 
Coming  to  market  now  are  new  commercial  desk¬ 
tops  with  USB  as  the  internal  bus. This  is  a  mile¬ 
stone  in  the  PC  industry,  as  it  leaves  behind  all  the 
legacy  devices  from  the  original  IBM-compatible 
era.  Intel  calls  this  legacy-free  machine  the  Easy 
PC,  and  it’s  time  we  business  users  embrace  this 


new  direction. 

The  object  of  the  legacy-free  PC  is  to  create  a 
more  stable,  less  costly  computing  device  by 
removing  the  ancient  hardware  components  — 
network  adapters,  modems,  general-purpose  I/O 
cards  and  so  forth  —  that  share  slow,  complicated 
interfaces.  Most  of  these  devices  have  been 
redesigned  to  take  full  advantage  of  the  faster 
speed  and  capabilities  of  USB  or  FireWire. 

New  types  of  devices  are  being  built  around  the 
Easy  PC  specifications.  For  instance,  Compaq  is 
shipping  its  iPAQ  legacy-free  and  legacy-light  PCs. 
For  users  looking  to  make  a  clean  break  from  the 
past,  the  legacy-free  PC  doesn’t  sport  a  parallel  or 
serial  port,  or  ISA  or  PCI  expansion  slots.  The 
legacy-light  PC  has  a  serial  and  a  parallel  port,  for 
those  who  want  to  continue  to  use  existing 
peripherals. 

But  this  isn’t  about  peripherals  and  whether  or 
not  we  can  use  old  ones  that  are  still  lying  around. 
It’s  about  making  the  device  less  expensive,  easier 
to  use,  and  more  stable  and  manageable.  Without 
all  those  complicated  internal  ports  and  devices 
fighting  for  resource  allocations,  the  PC  becomes, 
well,  easy. 

The  Easy  PC  also  is  about  focusing  on  the 
Internet  as  the  PC’s  major  use.  Keeping  in  mind 
that  content  is  king,  these  new  devices  focus  on 
easier  ways  to  get  to  your  desired  content.  For 
example,  there  are  special  buttons  that  take  you 
directly  to  your  company  intranet  or  to  specific 
tasks  such  as  e-mail. 

But  unlike  an  Internet  appliance  —  which  is 
strictly  for  accessing  the  ’Net  —  an  Easy  PC  runs 
at  least  one  version  of  Windows,  so  you  can  run  all 


your  normal  office  applications,  such  as  word  pro¬ 
cessing  and  presentation  graphics.  Users  won’t  be 
sacrificing  anything  except  slow,  obsolete  inter¬ 
faces  to  old  peripherals. 

Do  you  need  a  selling  point  for  your  manage¬ 
ment  to  take  an  interest  in  an  Easy  PC?  What  about 
price?  An  iPAQ  retails  for  as  little  as  $499,  and 
other  manufacturers  will  enter  the  fray  soon. 
Companies  also  should  see  substantial  savings  in 
support  costs  because  the  devices  are  simpler 
inside  and  out,  and  thus  more  stable.  Manageability 
is  built  right  in,  with  asset  tracking  and  security, 
fault  notification  and  recovery,  software  deploy¬ 
ment  tools  and  other  management  features. 

You  can  find  out  more  about  Intel’s  Ease  of 
Use  Initiative  at  www.intercast.de/technology/ 
easeofuse/over.htm.  Just  for  grins,  take  a  look  at 
the  Concept  PC  Gallery,  to  see  the  form  factors 
some  of  these  devices  could  take.  (Imagine  a  PC 
that  looks  like  a  bonsai  tree  sitting  on  your  desk.) 

Microsoft,  too,  has  information  from  an  operat¬ 
ing  system  standpoint  on  its  Web  site.  As  you  for¬ 
mulate  your  plans  to  deploy  Windows  2000,  be 
sure  to  factor  in  how  you  might  transition  to  an 
array  of  these  next-generation  PCs. 

If  it  lives  up  to  its  name,  the  Easy  PC  should 
be  the  greatest  thing  to  happen  for  corporate 
computing  since  the  first  generation  of  PCs. 

Simple.  Cheap.  Powerful.  It  just  doesn’t  get  any 
better  than  this. 

Musthaler  is  vice  president  of  Houston- 
based  Currid  &  Company,  a  technology  assessment 
and  consulting  firm.  She  can  be  reached  at 
linda  @currid.  com. 
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State  of  the  WAN:" 

Capitalizing  on 
New  Technologies 
and  Services 

It’s  not  easy  managing  all  of  these  issues. 

But  you  can  do  it  —  and  on  budget 

NetWOlttMd  Register  for  Slate  of  theWAIh 
*TOWEG  Capitalizing  on  New  Technologies  and 


MEETING  Services  and  get  the  hard  data  you 
■wwimi  need  to  allocate  your  budget  wisely 
and  make  informed  purchasing  decisions.  This  free 
“town  meeting”  style  event  brings  together  the 
wide-area  networking  experts  you  want  to  meet 
in  a  highly  interactive  forum. 

Dr.  Jim  Metzler  of  Ashton,  Metzler  and  Assoc,  and 
John  Gallant,  Editorial  Director  of  Network  World , 

will  deliver  keynote  addresses  and  moderate 
vendor  strategy  presentations  and  roundtable 
discussions  on  today’s  critical  areas  of  WAN 
management  including: 

•  The  Evolving  Services  Portfolio  —  Frame  Relay, 
ATM,  VPN,  DSL  or  IP.  What  works  for  you? 

•  Managed  Services  and  Equipment —  What  are 
they  and  why  should  you  be  interested  in  them? 

•  Access  Services  and  Equipment  —  How  can 
you  maximize  your  access  dollars? 

•  Customer  Care  —  Are  you  getting  and 
giving  enough? 

Hear  the  answers  to  these  and  your  own 
questions  about  the  rapidly  changing  WAN 
landscape  so  you  can  start  making  better, 
informed  decisions  about  your  enterprise 
immediately.  This  free  seminar  is  one  of  the 
best  investments  you  can  make  for  the  future 
of  your  WAN  —  and  your  peace  of  mind. 


Seminar  Tour 

Boston,  MA,  February  1 5 
New  York,  NY,  February  1 6 
Seattle,  WA,  February  29 

Santa  Clara,  CA,  March  1 


Atlanta,  GA,  March  1 4 
Chicago,  IL,  March  15 
Denver,  CO,  March  28 
Dallas,  TX,  March  29 
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Register  today  for  this  FREE  event! 

Call  800-643-4668  or  go  to 
www.nwfusion.com/townmeeting/wan 
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How  to  create  a  killer  job  ad 


BY  BONNY  GEORGIA 

by  aren’t  your  job  listings  attracting  the  top-notch  IT  talent  your 
business  so  desperately  needs?  Perhaps  your  ads  are  so  boring  they 
get  lost  in  the  shuffle.  Maybe  they’re  not  informative  enough  to 
encourage  a  reply.  Even  worse  —  they  could  be  both.  Here  are  some  exam¬ 
ples  of  what  to  do  and  what  not  to  do  in  a  job  ad. 


DO: 

When  you're  competing 
against  dozens  of  similar  .. 
job  listings,  it's  not  enough 
to  list  your  company  name 
and  the  position  you're  try 
ing  to  fill.  A  snappy  and 
relevant  headline  will  pique 
people's  interest  and 
encourage  job  seekers  to 
read  more  about  what  you 
have  to  offer. 


Go 

SO  DO  « 


DO: 

Graphics,  boldface  and  specialty  fonts  help  grab  a  reader's  attention, 
but  use  too  many  and  your  ad  will  look  cluttered.  Color  graphics  and 
photos  are  great  if  you  can  afford  them,  but  simple  black  and  white 
images  also  work  to  draw  the  eye  and  dress  up 
your  message. 
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DO: 

Corporate  culture  is  the  largest 
intangible  benefit  your  employees 
receive,  so  flaunt  your  finer  points 
whenever  possible.  Painting  a  clear 
picture  of  your  culture  will  also  help 
screen  out  individuals  that  won't  fit 
in  at  your  firm. 
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DO: 

The  more  response  mechanisms  you  put 
in  your  ad,  the  more  likely  you'll  get  a 
timely  response  from  interested  parties. 
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DON'T: 

These  sections  neglect  to  men 
tion  the  day  to  day  responsibili 
ties  for  either  position  being 
offered.  Strive  for  balance 
between  highlighting  your 
needs  and  telling  potential  new 
hires  what  they'll  get  in  return 
for  their  efforts.  The  more  you 
can  tell  them  what's  in  it  for 
them,  the  better. 


DON'T: 

This  ad  lacks  specific  salary 
information,  and  the  fringe 
benefits  listed  are  unre 
markable.  If  your  company 
offers  unique  perks,  such 
as  a  health  club,  child  care, 
tuition  reimbursement, 
casual  dress  or  summer 
hours  —  now's  the  time 
to  say  so. 
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DO: 

Use  your  Web  site  to  share  company  back 
ground  information  and  details  about  the 
job  that  you  can't  afford  to  put  into  your 
print  or  online  advertisement.  It's  also  a 
good  idea  to  offer  a  Web  based  reply  form 
so  applicants  can  quickly  submit  their 
resumb  for  review. 
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ourWeb  site, 
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visit 
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Contributors 


Georgia  is  a  freelance  writer  based  in  Hudson.  Mass. 
She  can  be  reached  at  bonny@wordsativork.net. 


Tips  from  Kelly  Caldwell,  HR  consultant  in  Chicago;  Melanie  Griffin,  director  of  customer  support  for  Dice 
com  in  Des  Moines,  Iowa;  Joyce  Poggi  Hager,  vice  president  of  HR  at  NetScout  in  Westford,  Mass.;  and 
Darcy  Hall,  Beth  Furman  and  Jim  Darroch  with  HR  communication  agency  ASRI.com  in  Waltham,  Mass 
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ServerlronXL  BigServerlron 


High  Availability.  High  Performance. 
High  Session  &  Server  Density. 


(as  long  as  you’ve  got  good  balance) 

For  more  than  1500  customers  including  AOL®,  MindSpring®  and  Cable  &  Wireless®,  Foundry  Networks' 
ServerlronXL  and  BigServerlron  have  what  the  Internet  needs  to  keep  e-commerce  rolling.  We  deliver 
industry-leading  performance,  features,  port  density  and  session  capacities.  We  provide  advanced 
Internet  Traffic  Management  features  like  stateful  firewall  load  balancing,  application  re-direction  and 
local  and  global  server  load  balancing  with  technologies  such  as  URL,  Cookie  and  SSL  Session  switching. 
With  flexibility,  reliability,  balance,  price  leadership  and  IronClad  Network  Performance,  Foundry  keeps 
your  customers  coming  back  time  after  time.  Visit  us  online  at  www.foundrynetworks.com/nwl, 
email  info@foundrynet.com  or  call  1-888-TURBO-LAN  (887-2652). 
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The  Electronic  Commerce  Issue 


SOUND  THE 
E-BUGLE 


"Dot-com”  has  become  the 
reveillefor  our  new  millennium,  and 
you,  the  network  executive,  must  lead 
the  battle  charge.This  is  a  natural  fit. 
All  important  business  data,  from 
signatures  to  bids,  have  become 
packets.  Who  better  to  oversee  their 
delivery,  usage  and  security  than  the 
people  who  most  understand  this 
technology? 

The  prize  is  clear.  In  the  next  few 
years,  we  will  see  the  supply  chain 
become  entirely  digital  — Webified, 
to  use  the  jargon.  Business  cus¬ 
tomers  will  place  orders  over  the 
Web.  In  turn,  those  orders  will  trigger 
bids,  delivered  via  the  Web,  from  raw 
materials  suppliers.Then  consumers 
will  buy  finished  goods  via  the  Web. 

Yet  the  path  to  get  your  company 
from  here  to  there  lies  largely  in  the 
fog.  As  usual,  the  technology  avail¬ 
able  today  often  can’t  help  you 
create  truly  integrated,  end-to-end 
e-commerce  systems.  New  technolo¬ 
gies  must  also  mature  to  fill  the  gaps 
currently  occupied  by  paper. 

In  the  next  few  years,  you  will 
build  Web  systems  that  verify  the 
delivery  of  signatures  over  the  Web; 
enable  groups  of  businesses  to  buy, 
sell  and  auction  among  themselves; 
and  you  will  stitch  these  new  sys¬ 
tems  together  with  legacy  data.  In 
short,  you  will  build  and  occupy  an 
entirely  networked  territory. 

In  this,  our  second  annual 
Electronic  Commerce  Issue,  we  give 
you  analysis  of  the  products,  training 
and  management  skills  you’ll  need  to 
succeed.  We  also  showcase  the 
e-commerce  battle  plans  of  other 
enterprises.  One  in  particular,  this 
year's  E-comm  Innovator  Award 
winner,  shows  how  a  large  tradi¬ 
tional  company  can  take  on  the 
young,  lithe  dot-com  companies 
by  building  end-to-end  systems. 
When  taps  sounds,  it  will  signify 
the  death  of  the  paper-trail  era. 


Julie  Bort 

Senior  Editor,  Signature  Series 
jbort@nww.com 


56  E-comm  intelligence  report  A  survey 
of  Network  World  readers  reveals  a  propensity  for 
going  it  alone  on  e-commerce  initiatives. 


59  E-comm  end  to  end  Chemical  company 
Sigma-Aldrich  wins  our  second-annual  E-comm 
Innovator  Award. 


67  Ready  for  e-comm?  Not  just  any  network 
department  can  handle  e-comm  requirements. 


71  Inside  information  From  new  technolo¬ 
gies  to  outsourcing,  veteran  e-comm  executives 
share  their  insights. 


77  Legal  finesse  What  every  extranet  contract 
should  cover. 


81  Comparing  catalogs  IBM's  WebSphere 
Commerce  Suite  tops  our  list  for  business-to- 
business  e-commerce. 


87  Digital  emporiums  E-marketplaces  ease 
procurement  headaches. 


91  Auction  action  Auctions  are  hot,  but  are 
they  right  for  your  company? 


95  Safe  passage  Digital  receipts  ensure  that  a 
transaction  completed  is  a  transaction  confirmed. 


98  Picks  &  pans  Our  annual  look  at  what's  right, 
and  wrong,  with  e-commerce. 


E-COMM  ONLINE 


Visit  our  special  Network  World  Fusion  minisite  (www.nwfusion.com/ecomm2000)  for  more  on 
conducting  business-to-business  e-commerce.  You'll  find: 


Expert  advice:  E-commerce  sageTheo  Forbath,  a  director  at  Northeast  Consulting,  will  answer  your  tough 
e-commerce  questions  in  a  hosted  forum  running  until  March  3.  DocFinder:  7035 


THE  SIGNATURE  SERIES 


The  Electronic  Commerce  Issue  is 
one  of  six  bimonthly  supplements 
providing  insights,  opinions  and  infor¬ 
mation  on  the  biggest  trends  shaping 
the  networked  world.  Look  for  our 
annual  analysis  of  network  vendors  in 
the  next  installment, The  Network 
World  200  Issue,  coming  April  24. 


An  interactive  Buyer’s  Guide.  Compare  dozens  of  e-commerce  catalog  servers  with  the  click  of  a  mouse. 

DocFinder:  7036 

Tales  from  the  e-crypt:  We  tell  our  e-commerce  horror  stories  and  invite  you  to  share  yours.  DocFinder:  7033 

A  face-off:  Broadvision  and  Open  Market  face  off  over  personalization  technologies.  Jump  in  with  your 
questions.  DocFinder:  7037 

Audio  snippets:The  American  Express,  Ernst  & Young  and  Staples.com  executives  who  participated  in  our 
e-commerce  roundtable  speak  on  e-marketplaces,  security  and  other  e-commerce  essentials.  DocFinder:  7031 

Statistics:  See  what  reader  survey  data  we've  culled  on  e-commerce  transaction  processing,  application 
availability  and  other  metrics.  DocFinder:  7032 
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It’s  outsourcing  for  e-commerce 
today,  but  tomorrow  it  will  be 
brought  in-house,  says  Marc 
Kilgore,  vice  president  of  IS, 
City  County  Credit  Union. 


A  survey  of  Network  World  readers 
reveals  a  propensity  for  going  it 
alone  on  e-commerce  initiatives. 

E -  COMM 

ELLIGENCE 

REPORT 


BY  DOUG  BARNEY 


lap 


When  it  comes  to  e-commerce,  you’re  take- 
charge  folks,  and  banking  your  companies’ 
futures  on  it  —  even  if  it  means  plunking 
down  hundreds  of  thousands  of  dollars. 

Nearly  25%  of  respondents  to  our 
e-commerce  survey  expect  to  spend  no  less 
than  $  1  million  on  e-commerce  initiatives. 
Another  28%  will  spend  between  $100,000 
and  $500,000.  Clearly  e-commerce  is  becom¬ 
ing  a  bet-your-business  strategy,  as  we’ve  dis¬ 
covered  from  100  Network  World  readers  who 
participated  in  the  survey,  conducted  by  Enter¬ 
prise  Management  Associates,  in  Boulder,  Colo. 

But  the  burgeoning  Web  hosting  commu¬ 
nity  clamoring  to  get  your  e-commerce  dol¬ 


lars  shouldn’t  get  too  excited.  It  seems 
many  network  managers  plan  on  keeping 
e-commerce  to  themselves.  Nearly  75%  of 
respondents  said  they  develop  their  own 
e-commerce  applications  using  home¬ 
grown  tools.  Another  40%  use  off-the-shelf 
application  development  tools. 

And  what’s  developed  in-house  stays  there. 
The  majority  of  respondents  —  79%  —  host 
e-commerce  applications  in-house. 

Those  who  rely  on  a  Web  hosting  service 
prefer  using  servers  provided  by  the  out¬ 
sourcing  firm  rather  than  deploying  their 
own  equipment  at  the  external  site.  Either 
way,  e-commerce  managers  who  have  opted 


to  host  Web  applications  externally  said 
they’ve  done  so  because  they  can  make  their 
applications  more  secure,  get  better  perfor¬ 
mance  and  spend  less  money  than  if  they 
implemented  them  in-house. 

How  much  are  these  firms  spending  on 
hosting?  Less  than  $5,000  per  month  gets 
nearly  67%  of  respondents  a  hosted 
e-commerce  application. 

Now,  but  not  forever 

While  our  survey  shows  that  readers  favor 
in-house  e-commerce  development  and  sup¬ 
port  these  days,  that  may  not  be  the  case  in 
the  future. That’s  how  Chris  Calabrese,  a  net- 


E-COMMERCE  ENGAGEMENTS 

The  majority  of  the  100  Network  World  readers  who 
Here’s  a  look  at  how  they're  using  it: 

Top  business  functions  supported?* 


62% 

Product  marketing 

46% 

Product  sales  to  other  businesses 

45% 

Product  purchases  from  other  businesses 

44% 

Sales  of  services  to  other  businesses 

40% 

Sales  of  services  to  consumers 

36% 

Product  sales  to  consumers 

29%  Purchase  of  services  from 
other  businesses 


*  Multiple  responses  allowed 

Source:  Network  lYor/d/Enterprise  Management 

Associates 


participated  in  our  recent  e-commerce  survey  consider  IP-based  e-commerce  business-critical. 


Does  your  e-commerce  application  inte¬ 
grate  with  the  corporate  shipment/ 
fulfillment  system? 

25%  Currently  integrates 

35%  Within  12  months 

33%  Will  not  integrate 

7%  Not  applicable 

. .  .  supplier  fulfillment  systems? 


■ 


19% 

Currently  integrates 

39% 

Within  12  months 

33% 

Will  not  integrate 

9%  Not  applicable 


. . .  the  corporate  accounting  system? 


22% 

Currently  integrates 

29% 

Within  12  months 

42% 

wmwm 

Will  not  integrate 

7%  Not  applicable 


Find  it  online:  www.nwfusion.com 


More  statistics:  See  additional 

1  DocFinder 

survey  data  on  e-commerce  trans¬ 
action  processing,  application 
availability  and  other  metrics. 

|7032 

§ 

z 

I 


56  The  Electronic  Commerce  Issue  I  Network  World  I  February  28,  2000  I  www.nwfusion.com/ecomm2000 


E-COMM  SPENDING 

Here's  a  look  at  how  the  100  Network  World 
readers  recently  surveyed  on  e-commerce 
activities  have  budgeted  for  those  projects. 

E-commerce  budget  for  2000: 


24% 

$1  million  or  more 

11% 

$500,000  to  $1  million 

10% 

$200,000  to  $500,000 

7% 

$100,000  to  $200,000 

8% 

$50,000  to  $100,000 

6% 

$25,000  to  $50,000 

10% 

Less  than  $25,000 

24% 

Other 

Source:  Network  Wor/d/Enterprise  Management 
Associates 


THE  WHY  OF  E-COMMERCE 
HOSTING 

Top  reasons  for  outsourcing  e-commerce 
applications  to  Web  hosting  firms.* 


58% 

Speed  of  implementation 

54% 

Lower  cost 

54% 

Better  security 

46% 

Better  performance 

42% 

Lack  of  in-house  skills 

*  Multiple  responses  allowed 

Source:  Network  World/ Enterprise  Management 

Associates 

work  security  analyst  for  a  managed  health 
care  firm,  sees  it.  He  says  his  company  built  its 
business  and  consumer  e-commerce  applica¬ 
tions,  but  is  now  looking  at  outsourcing. 

Likewise,  some  folks  who  have  outsourced 
don't  plan  to  do  so  forever. The  Orange  County 
Transportation  Authority,  for  instance,  is  look¬ 
ing  to  move  some  e-commerce  operations  in- 
house.Through  its  e-commerce  site,  this 
California  agency  posts  requests  for  proposal 
and  accepts  bids.An  outside  firm,ThirdWave, 
developed  the  application  using  Microsoft 
Active  Server  Pages  running  on  Microsoft’s 
Internet  Information  Server. 

“ThirdWave  is  under  contract  for  a  year  to 
provide  support.  In  that  time,  our  staff  will  get 
to  know  how  it  was  written  and  get  familiar 
with  it  so  we  can  carry  on  after  the  warranty 
expires,”  says  Joe  Tieman,  IS  planning  analyst 
with  the  agency. 

Ditto  for  City  County  Credit  Union  in  St. 
Paul,  Minn.  “We  have  a  dedicated  connection 
to  [outsourcer Virtual  Financial]. We  wanted  to 
get  our  feet  wet  without  the  support  head¬ 
aches,”  says  Marc  Kilgore,  vice  president  of  IS 
for  the  credit  union. “I  certainly  see  the  day 
when  we  will  bring  it  in-house.” 

Eyeing  e-comm  performance 

In-house  or  outsourced,  e-commerce  appli¬ 


cations  are  closely'  watched.  E-commerce  man¬ 
agers  who  outsource  demand  accountability 
from  Web  hosts.  Nearly  80%  of  respondents 
who  are  outsourcing  have  signed  service-level 
agreements,  and  75%  said  they  are  able  to  mon¬ 
itor  the  performance  and  availability  of  their  e- 
commerce  applications  at  the  Web  host.  More 
than  three-quarters  of  those  respondents 
receive  daily,  weekly  or  monthly  historic 
reports,  while  17%  receive  real-time  statistics. 

Managers  who  keep  e-commerce  operations 
in-house  said  server  and  application  availability 
are  at  the  top  of  their  lists.  Key  metrics  are 
usage  of  database,  memory7  and  other  re¬ 
sources;  transaction  processing  time  and  rate; 
service  failure;  and  user  response  time.  On  the 
latter,  40%  of  respondents  considered  user 
response  time  a  primary  indicator  of  how  suc¬ 
cessful  their  sites  will  be. 

Most  aren’t  leaving  anything  to  chance. 
Two-thirds  of  respondents  have  taken  special 
measures  to  ensure  high  availability  and  per- 
formance.Those  moves  include  deployment 
of  load-balancing  products  for  71%  of  respon¬ 
dents,  redundant  servers  with  failover  capabil¬ 
ity  for  49%,  caching  for  36%  and  use  of  multi¬ 
ple  sites  for  17%. 

Given  these  efforts,  it  should  come  as  no  sur¬ 
prise  that  two-thirds  of  respondents  rated  e- 
commerce  applications  as  strategic  to  their 
companies  today. While  28%  ranked  those  ini¬ 
tiatives  as  “important,”  17%  said  they  ’re  “criti¬ 
cal"  and  19%  called  them  “absolute.” 

The  fact  is,  46%  of  readers  surveyed  have 
already  implemented  business-to-business 
e-commerce  systems,  and  19%  are  conducting 
business-to-consumer  e-commerce.  One-third  of 
respondents  said  they’re  managing  both  types 
of  e-commerce  activities.  For  nearly  three-quar¬ 
ters  of  respondents,  those  activities  have  been 
going  on  for  at  least  a  year,  if  not  two. 

Still,  a  surprising  29%  of  respondents  in¬ 
dicated  that  e-commerce  applications  are 
only  moderately  important  today. 

Maybe  that’s  because  some  haven’t  quite 
decided  how  to  handle  e-commerce.  Such  is 
the  case  for  David  Samonds,  IT  manager  for 
Solideal  North  America,  which  sells  industrial 
tires.  Until  Samonds  hears  what  e-commerce 
software  the  home  office  in  Belgium  standard¬ 
izes  on,  he  is  limited  to  running  a  Web  site 
offering  product  descriptions  and  a  form  for 
submitting  questions. ‘At  first  for  us,  e-comm 
will  be  for  allowing  existing  customers  a  quick 
entry  point  for  orders,”  Samonds  says. 

Another  survey  respondent,  David  Chi- 
vatero,  IT  specialist  at  Consolidated  Electrical 
Distributors,  a  marine  electronics  distributor 
in  Westlake  Village,  Calif.,  is  basically  in  the 
same  boat. The  company’s  products  are  so  spe¬ 
cialized  that  it  only  recently  felt  the  need  to 
post  information  about  them  on  the  Web. 
Chivatero  figures  an  honest-to-goodness  e- 
commerce  initiative  is  at  least  two  years  away. 

Even  respondents  in  the  earliest  stages  of  e- 
commerce  have  laid  the  foundation  for  more. 
While  two-thirds  of  respondents  use  their  sites 
to  market  information,  almost  half  also  use  e- 
commerce  to  buy  wares  from  and  sell  prod¬ 
ucts  to  other  businesses.  It  all  goes  to  prove  — 
we’re  building  electric  companies.  I 


Windows  NT: 
The  big  fish 

No  matter  how  far  along  you  are  in 
developing  e-commerce  plans,  chances 
are  you’ve  got  one  thing  in  common  with 
your  peers  —  Microsoft. 

Our  recent  survey  shows  that  more 
than  three-quarters  of  respondents  use 
Windows  NT  to  support  e-commerce  ser¬ 
vices.  Second  place  isn’t  even  close,  with 
runners-up  including  HP-UX,  IBM’s  AIX, 
Red  Hat  Linux  and  Sun  Solaris  (see 
below). 

NT  appears  to  rule  the  e-commerce 
roost  for  a  couple  of  reasons.  For  one, 
the  operating  system  includes  a  Web 
server  (Internet  Information  Server)  and 
an  authoring  tool  (FrontPage). These 
applications  are  integrated  and,  of 
course,  free. 

Perhaps  more  importantly,  most  sur¬ 
veyed  already  run  Microsoft  shops. 
Adding  Microsoft  software  for  e-com¬ 
merce  is  cheaper,  less  trouble  to  manage 
and  easier  to  integrate  than  another 
package  would  be,  respondents  said. 
Besides,  in-house  programmers  already 
are  trained  on  Microsoft  systems.  In  fact, 
50%  of  respondents  said  they  use  Micro¬ 
soft’s  e-commerce  server  software. 

Additionally,  one-third  of  the  re¬ 
sponses  were  divided  among  IBM, 
Apache  Group  and  Netscape  e-com¬ 
merce  server  software. 

—  Doug  Barney 

E-COMMERCE 
OPERATING  SYSTEMS 

Operating  systems  used  for 

e-commerce  deployments.* 

Operating  system: 

77%  WindowsNT 

51%  Unix 

17%  HP-UX 

17%  Sun  Solaris 

13%  IBM  AIX 

■■■■■■■■■■■■■■■■■■■■■■■■■■■■■ 

4%  Other  Unix 


10%  Linux 

■■ 

7%  Red  Hat 


3%  Other  Linux 

■KHB0B 

19%  Other 

*  Multiple  responses  allowed 
Source:  Network  H/or/d/Enterprise 
Management  Associates 
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More  connected’ 


to  learn  more  about  why  it  pays  to 
be  connected. 

[^Networks 

Another  e-Network  solution  from  3Com. 


Welcome  to  the  e-business  economy. 
As  an  IT  manager  you  have  to  implement 
all  the  new  applications  while  keeping 
the  LAN  open  and  flexible  to  change. 
Tall  order?  Not  if  you  have  3Com’s®  LAN 
solutions.  They  support  the  highest 
level  of  mission  critical  availability 
with  end-to-end  policy  management 
to  simplify  network  administration. 
And  since  they’re  built  ready  for 
convergence,  you’ll  be  open  to  anything. 
Visit  www.3com.com/lan_solutions 
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Larry  Blazevich,  Sigma-Aldrich 
vice  president  and  CIO,  is  sitting- 
pretty  knowing  his  company  is 
one  of  the  few  that  has  fully  inte¬ 
grated  Web  sales  into  a  back-end 
order-processing  system. 
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Chemical  company 
Sigma-Aldrich  wins  our 
second  annual  E-co 
Innovator  Award. 


E -  COMM 


END 


BY  BETH  SCHULTZ 


AWARD 

PRESENTATION 


Network  World  will 
honor  Sigma- 
Aldrich  at  an  award 
presentation  March 
30  at  IDG  Expo’s 
ICE  conference  in 
Boston. 

DocFinder:  7038 


ld-line  chemical  firm  Sigma-Aldrich  Corp.  is  heading  into  new-world  e-commerce  with  its 
beakers  blazing. And  it’s  hoping  it  has  all  the  right  elements  to  best  its  young,  but  well- 
funded,  dot-com  competitors  at  their  own  Web  experiments. 

Last  fall,  the  $1.2  billion  company  wrapped  up  a  massive  two-year  project  that  brought 
five  brands  into  a  unified,  back-end  order-processing  system  in  the  U.S.  On  the  heels  of 
the  final  site  rollout,  Sigma-Aldrich  joined  an  elite  group  of  companies  that  have  managed 
to  integrate  Web  sales  functions  into  the  process. 

Nonetheless,  its  battle  against  the  dot-coms  won’t  be  easy.  Sigma-Aldrich  may  own  a 
huge  database  of  research  chemists  as  customers  and  may  have  amassed  years  of  experi¬ 
ence  working  the  1.3  million  names  on  that  list,  but  online  aggregators  such  as  Chemdex 
have  the  glory  and  glamour  of  dot-com.  That  means  lots  of  press  attention  and  gobs  of  ven¬ 
ture  capital  flowing  their  way  —  not  to  mention  the  perception  that  they’re  hip,  highly  val¬ 
ued  members  of  the  new  Internet  economy. 

Sigma-Aldrich  is  lumped  in  with  other  corporate  old-timers.  Right  or  wrong,  it’s  easy  to 
cast  such  companies  as  dinosaurs,  mired  in  traditional  business  practices.  This  chemical 
concern  is  determined  to  break  out  of  that  quicksand  —  it’s  Internet-based  e-commerce 
or  extinction,  says  Larry  Blazevich,  vice  president  and  chief  information  officer  at  Sigma- 
Aldrich  in  St.  Louis. 

He’s  not  talking  about  a  Web  site  front  end  with  snazzy  product  shots,  a  helpful  search 
engine  and  an  electronic  order  form  that  turns  into  paper  once  the  customer  hits  “Submit.” 
Anybody  can  do  that,  and  most  do.  For  Sigma-Aldrich,  only  the  real,  integrated  e-thing  will 
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The  E-comm 

Innovator 

Award 

Through  our  annual  E-comm 
Innovator  Award,  Network  World 
honors  companies  with  extra¬ 
ordinary  business-to-business 
e-commerce  initiatives. These 
innovators  have  carefully  con¬ 
sidered  business  plans,  intimate 
knowledge  of  the  target  cus¬ 
tomer  base  and,  of  course, 
strong  technology  underpin¬ 
nings. This  year,  we  honor  chemi¬ 
cal  industry  old-timer  Sigma- 
Aldrich  Corp. 

Sigma-Aldrich  wins  the  award 
for  its  PipeLine  e-commerce  site, 
which  currently  handles  $2  million 
in  orders  monthly  with  aplomb. 
Atypical  of  most  e-commerce 
sites,  PipeLine  is  intertwined  with 
corporate  back-end  order-pro¬ 
cessing  systems.  Sigma-Aldrich 
customers  —  research  chemists 
in  academic,  government  and  cor¬ 
porate  labs  —  can  shop,  obtain 
up-to-the-minute  pricing  and 
product  availability  information, 
confirm  orders,  and  check  status 
and  shipping  information  all  in 
real  time. 

Loaded  with  tons  of  product 
data,  safety  information  and  inno¬ 
vative  features  such  as  a  special¬ 
ized  molecular  search  engine, 
Pipeline  is  a  winning  e-commerce 
experiment. 
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do:  end-to-end  e-commerce.  For  that,  it’s  earned 
our  second  annual  E-comm  Innovator  Award.  It’s 
one-upped  the  build-from-scratch  dot-com  com¬ 
petitors  with  a  system  that  stays  “e”  from  order  to 
fulfillment.  And  it  did  so  while  retrofitting  its 
existing  infrastructure,  all  the  while  not  interrupt¬ 
ing  the  flow  of  its  billion-dollar  business. 

Testing  the  waters 

Sigma-Aldrich ’s  Web  efforts  date  back  five 
years.  In  July  1995,  the  marketing  department 
launched  www.sigma-aldrich.com,  state-of-the- 
art  at  the  time  but  really  nothing  more  than  a 
venue  for  electronic  product  brochures,  says 
Brad  Johnson,  director  of  electronic  marketing 
at  the  company. 


For  the  next  two  and  a  half  years,  the  site  lan¬ 
guished  in  cyberspace.  But  in  March  1998,  the 
company  pulled  together  an  18-member  team  of 
senior  marketing,  operations  and  technology  peo¬ 
ple  to  devise  a  Web  strategy.  Led  by  Johnson, 
team  members  surveyed  customers  about  Web 
usage  and  business  needs;  analyzed  Web  activities 
of  competitors,  industry  players  and  companies 
in  other  lines  of  business;  commissioned  an  out¬ 
side  evaluation;  and  investigated  technology  and 
application  development  requirements. 

It  became  abundantly  clear  to  the  team  that 
Sigma-Aldrich  wasn’t  capitalizing  on  the  chemi¬ 
cal  data  it  had  gathered  over  the  years  and  the 
knowledge  of  the  more  than  1 ,900  employees 
with  Ph.D.s  in  chemistry.  “We  realized  that  infor¬ 
mation  is  our  cornerstone.  We  are  chemists.  We 
make  and  test  the  products  —  we  know  them. 
That’s  what  separates  us  from  the  people  who 
buy  and  resell  products, ’’Johnson  says. 

Sigma-Aldrich  needed  to  unlock  access  to  its 
information  stockpiles.  It  needed  to  show  off  its 
chemical  expertise  with  more  detailed  product 


data.  It  also  needed  to  present  its  five  brands  — 
company  names  from  previous  acquisitions  — 
in  one  site,  with  customized  views. 

Through  merger  and  acquisition  in  the  previ¬ 
ous  few  years,  Sigma-Aldrich  had  rapidly  turned 
into  a  multinational  company  selling  more  than 
1 30,000  research  chemicals  under  the  Sigma, 
Aldrich,  Fluka,  Supelco  and  Riedel-de  Haen  brand 
names.  Prior  to  having  an  integrated  back-end 
system,  chemists  had  to  call  St.  Louis  to  order 
Sigma-branded  chemicals  and  Milwaukee  to 
order  the  exact  chemicals  bearing  Aldrich 
labels,  for  example.  If  the  Sigma  versions  were 
not  in  stock,  call-center  operators  in  St.  Louis 
had  no  way  of  fulfilling  the  orders  using  Aldrich 
products.  Each  of  the  five  brands  had  been  run¬ 
ning  on  its  own  back-end  system, 
and  no  interplay  among  those  sys¬ 
tems  was  possible. 

Blazevich’s  mission-critical  chal¬ 
lenge  had  been  to  present  a  single, 
integrated  front  to  customers: 
research  chemists  working  around 
the  world  in  academic,  corporate  and 
government  labs.  Drawing  in  the  dis¬ 
parate  businesses  had  discombobu- 
lated  Sigma-Aldrich ’s  IS  infrastruc¬ 
ture.  “Everybody  had  run  their  own 
order-processing  systems  on  AS/400s, 
VAXes,  Cobol  —  you  name  it. We  had 
one  Cobol  system  that  was  probably 
30  years  old,”  says  Blazevich,  who  is 
the  company’s  first  CIO. 

With  or  without  the  ’Net’s  arrival, 
Sigma-Aldrich  s  order-processing  and 
information  systems  needed  fixing. 
Yet  the  inevitability  of  e-commerce 
weighed  heavily  in  Blazevich’s  mind. 
He  decided  to  bring  in  SAP  AG’s  SAP 
R/3  enterprise  resource  planning 
(ERP)  software  and  —  atypical  of 
most  IS  executives  —  opted  to  attack 
the  tricky  back-end  order-processing 
systems  first,  starting  with  the  SAP 
Sales  and  Distribution  (SD)  module. 

“It  was  a  hard  decision,  but  we 
couldn’t  operate  effectively  without  a 
solid  back-end  system,”  Blazevich  says. 
“We  were  a  clunker  of  automation 
trying  to  move  into  the  21st  century.” 

Despite  Blazevich’s  conviction  about  e-com¬ 
merce,  customers  were  cool  on  the  idea  in  1998. 
As  many  as  96%  of  Sigma-Aldrich  customers  used 
the  Web  as  an  information  resource,  but  most 
said  they  weren’t  interested  in  using  it  to  buy 
products.  Through  focus  groups,  the  Web  team 
learned  that  the  research  chemists  did  not  think 
they'd  be  able  to  get  the  go-ahead  to  buy  online. 
Most  of  the  buyers  were  dealing  with  their  own 
legacy  order-processing  systems  and  figured  pro¬ 
curement  officials  wouldn’t  be  open  to  the  Web¬ 
ordering  concept.  “Customers  told  us, ‘You  guys 
can  go  ahead  and  do  e-commerce,  but  we  can’t 
use  it  yet,’  ’’Johnson  says. 

But  why  not  test  the  waters?  Online  ordering 
would  nicely  complement  the  enhanced  multi- 
brand  content,  developing  the  order  form  would 
be  easy,  and  inputting  the  orders  into  its  dis¬ 
parate  legacy  systems  would  be  fairly  routine.  If 
customers  used  the  online  ordering,  great.  If 
they  didn’t,  no  big  deal. 

Continued  on  page  62 


Adding’  struc¬ 
ture  to  online 
chemical  sales 

Given  that  Sigma-Aldrich  Corp.  sells 
more  than  130,000  chemicals,  its  customers 
—  mainly  research  chemists  —  sometimes 
need  a  little  help  figuring  out  exactly  what 
product  they  need  to  order. 

The  company  lends  them  a  hand  through 
a  nifty  option  that  lets  the  chemists  draw  a 
chemical  structure,  then  search  for  the 
Sigma-Aldrich  compounds  either  match¬ 
ing  or  containing  that  structure.  For  exam¬ 
ple,  upon  drawing  and  searching  on  a 
structure  that  has  a  benzene  ring  contain¬ 
ing  both  a  chlorine  and  bromine  group,  a 
chemist  would  learn  that  Sigma-Aldrich 
offers  several  products  that  match  or  con¬ 
tain  that  structure,  says  John  Custer,  elec¬ 
tronic  marketing  product  manager  at  the 
St.  Louis  company. 

Using  other  site  resources,  the  chemist 
could  then  research  how  to  handle  the  com¬ 
pounds  safely,  study  the  exact  composition 
of  the  product  lots  and,  of  course,  buy  the 
chemical  —  provided  it  isn't  part  of  Sigma- 
Aldrich’s  Library  of  Rare  Chemicals. 

If  that’s  the  case,  the  research  chemist 
would  have  to  request  custom  packaging. 
“We  sell  rare  chemicals  only  on  a  case-by¬ 
case  basis,”  Custer  says. 

“In  fact,  chemical  ordering  is  compli¬ 
cated.  In  addition  to  special  handling  situa¬ 
tions,  we  are  governed  by  regulatory  bodies 
and  legal  constraints.  One  challenge  was 
to  ensure  that  our  Web  systems  followed  all 
the  business  rules  we  employ  in  the  manual 
process,"  adds  Brad  Johnson,  director  of 
electronic  marketing  at  Sigma-Aldrich. 

If  the  research  chemist  has  never 
ordered  from  Sigma-Aldrich  before,  he 
must  first  register  and  await  verification. 
This  process  can  take  24  to  48  hours, 
Johnson  says.  “We  need  to  be  sure  we 
meet  all  compliance,  regulatory  and  ethical 
issues  surrounding  chemical  sales,”  he 
adds,  noting  the  process  is  no  different  for 
Web  sales  than  it  is  for  phone  orders. 

Once  a  research  chemist  is  verified  and 
set  up  in  Sigma-Aldrich’s  SAP  AG  enter¬ 
prise  resource  planning  system  database, 
the  verification  process  is  streamlined  and 
orders  are  processed  in  real  time,  says 
Larry  Blazevich,  vice  president  and  chief 
information  officer  at  the  company. 

The  search  and  drawing  tool  are  cus¬ 
tomized  versions  of  products  made  by  a 
company  called  Oxford  Molecular  Group. 

—  Beth  Schultz 
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Admittedly,  having  to  print  out  orders  and 
enter  them  into  legacy  systems  did  give  the  team 
pause.  Although  the  move  to  SAP  R/3  was 
already  under  way,  it  wouldn’t  be  completed  in 
the  U.S.  until  late  1 999.  Nevertheless,  Sigma- 
Aldrich  added  a  first-generation  e-commerce 
facility  to  the  company’s  revamped  Well  site  in 
September  1998.  “We  figured,  we  ll  do  full 
e-commerce  later,  but  if  we  can  emulate  it  now, 
why  not?”  says  John  Custer,  electronic  marketing 
product  manager  at  Sigma-Aldrich. 

The  company  was  not  prepared  for  the  reac¬ 
tion  this  initial  e-commerce  site  would  trigger. 

Chemical  explosion 

The  problem  was,  despite  what  customers 
said  in  surveys  and  focus  groups,  they  did  use  the 
online  ordering  facility,  and  plenty.  That  first 
month,  Sigma-Aldrich  rang  up  $300,000  in  chem¬ 
ical  sales  from  its  Web  site.  By  January  1999,  it 
wits  doing  $700,000  per  month  in  Web  business. 
It  reached  the  $  1  million  per  month  mark  in  less 
than  six  months,  and  the  company  now  does 
nearly  $2  million  in  monthly  online  orders. 

The  volume  was  staggering.  A  typical  order, 
for  two  chemicals,  only  costs  $200.  That  means 
by  April  1999,  approximately  5,000  orders  per 
month  were  coining  in  via  the  Web  from 
100,000  registered  users.  And  it  wasn’t  a  simple 
matter  of  plugging  the  order  in  to  the  legacy 
back  ends;  the  orders  invariably  required  some¬ 
one  in  customer  service  to  call  the  chemist  who 
had  placed  the  order.  Selected  products  might 
not  be  in  stock,  for  example.  Sigma-Aldrich  soon 
discovered  that  processing  a  Web  order  was 
one-and-a-half  times  more  resource-intensive 
than  handling  a  phone  sale. 

Sigma-Aldrich  is  also  challenged  by  the  need 
to  process  orders  at  lightning  speed.  Research 
chemists  order  chemicals  on  an  experiment-by¬ 
experiment  basis,  rather  than  in  bulk.  Some  cus¬ 
tomers  literally  place  as  many  as  1 ,400  separate 
orders  each  month,  Blazevich  says.  Providing 
quick  delivery  is  paramount  —  95%  of  the  three 
million  orders  placed  yearly  are  shipped  the 
same  day  as  received.  That  speaks  to  the  ab- 


EDI  lives  on 

Sigma-Aldrich  Corp.  has  embraced 
Internet-based  e-commerce,  but  good  old 
electronic  data  interchange  still  has  its 
place. 

EDI  is  a  widely  used  commerce  technol¬ 
ogy  for  conducting  business  with  the  big 
pharmaceutical  companies,  says  Larry 
Blazevich,  vice  president  and  chief  infor¬ 
mation  officer  at  the  St.  Louis  chemical 
company.  While  a  chemist  in  a  university 
lab  might  order  one  or  two  chemicals  at  a 
time,  a  corporate  R&D  facility  that  employs 
500  chemists  might  order  50  items  at  once, 
he  notes. 

Last  year,  EDI-based  orders  accounted 
for  $40  million,  or  roughly  10%  to  12%  of 
business,  Blazevich  says.  Phone  sales,  now 
supported  by  a  new,  state-of-the  art  virtual 
call  center,  account  for  the  bulk  today. 

Bear  in  mind,  of  course,  that  Sigma- 
Aldrich's  Internet-based  e-commerce 
experiment  is  really  just  beginning. 

—  Beth  Schultz 


solute  necessity  of  an  integrated  back-end  order- 
processing  system,  he  explains:  “At  our  volumes 
and  requirement  for  getting  orders  out  quickly, 
we  can’t  afford  to  take  an  order,  print  it  out  and 
input  it  in  one  of  our  legacy  systems.” 

Good  tiling  the  SAP  deployment  was  now 
well  under  way. 

SAP  strategy 

Actually,  Sigma-Aldrich  began  the  SAP  deploy¬ 
ment  in  November  1997,  prior  to  the  work  of 
the  Web  strategy  team  and  after  a  major  net¬ 
work  overhaul.  Before  any  new  ERP  software 
could  be  deployed,  Blazevich  had  to  migrate  the 
company  from  its  terminal-based  environment. 
So  he  rebuilt  the  corporate  WAN  using  frame 
relay  and  deployed  client/server  LANs.  With  that 
done,  he  could  begin  rolling  out  the  SAP  soft¬ 
ware  in  the  U.S.  and  Europe. 


TRACKING  A  CHEMICAL  ORDER 

A  research  chemist  for  a  pharmaceutical  company  needs  to  find  a  reagent  for  an  experiment  he  plans  on  conducting 
later  in  the  week.The  chemist  heads  to  the  Sigma-Aldrich  e-commerce  site,  where  he  is  a  registered  user. 


While  SAP  rollouts  continue  on  the  other 
side  of  the  Atlantic,  by  October  1999,  Sigma- 
Aldrich  had  all  U.S.  chemical  sites  in  produc¬ 
tion.  This  opened  the  opportunity  for  full-scale 
integration  with  Web  ordering. 

Sigma-Aldrich  wasted  no  time. When  mem¬ 
bers  of  the  company’s  e-commerce  team  sat 
down  for  their  Thanksgiving  dinners,  they  did 
so  comfortable  that  the  Web  integration  was 
complete.  Thanks  to  the  Web/SAP  integration, 
accomplished  using  middleware  from  Haht 
Software,  based  in  Raleigh,  N.C.,  research 
chemists  coming  to  www.sigma-aldrich.com 
now  get  multibrand  product  information,  cus¬ 
tomized  pricing  and  product  availability  infor¬ 
mation.  Of  course,  they  can  also  place  and  con¬ 
firm  orders  and  verify  shipping  data,  all  in  real 
time.  The  former  is  accomplished  via  the  Haht 
Shop  software  and  the  latter  with  Haht  Track; 
both  are  part  of  the  vendor’s  Commerce 
e-Scenarios  applications  suite. 

The  Haht  software  runs  on  two  mirrored 
Windows  NT  servers.  That’s  not  the  case  for  all 
Sigma-Aldrich ’s  e-commerce-related  software: 

■  The  SAP  application  runs  on  an  AIX  server 
and  smaller  NT  servers. 

■  Much  of  the  content  is  served  via  Notes 
Domino  Web  server  software  running  on  three 
IBM  AIX  machines. 

■  Other  content,  specifically  some  90,000 
Material  Safety  Data  Sheets  (MSDS)  and  two 
million  certificates  of  analysis,  is  delivered  via 
Netscape  Application  Server  software  running 
on  another  two  mirrored  Windows  NT  servers. 
The  MSDS  and  certificates  of  analysis,  which 
provide  lot-specific  breakdowns  of  each  chem¬ 
ical,  are  stored  in  an  Oracle8  database. 

The  product  data  search  engine,  from  Verity, 
runs  on  three  Sun  Solaris  servers.  Sigma-Aldrich 
isn’t  banking  on  this  architecture,  though.  Brian 
Lawrence,  applications  development  manager, 
says  he’d  prefer  Unix  alone.  “It’s  more  stable 
than  NT,”  he  explains. 

However,  Lawrence  is  tied  to  the  dual  operat¬ 
ing  system  architecture  for  now  because  the 
Haht  software  currently  uses  Microsoft  Com¬ 
mon  Object  Model  objects  to  communicate 
with  the  SAP  application.  Upcoming  Haht  ver¬ 
sions  will  support  Sun’s  Java  2  Platform  and  use 
Enterprise  Java  Beans  instead,  so  they  won’t 
have  to  run  on  NT. 


Passing  through  the  firewall  requires 
registration  and  authentication. 


Research 
chemist  using 
browser 


Basic  content  served  via 
Lotus  Domino  Web  server 
software  running  on  three 
IBM  AIX  servers. 


Material  Safety  Data  Sheet  and 
Certificate  of  Analysis  data  served 
via  Netscape  Application  Server 
software  running  on  two  mirrored 
Windows  NT  servers. 


The  Haht  software  communicates  with  the 
back-end  SAP  R/3  Sales  and  Distribution 
Module  via  Microsoft  COM  objects. 


•  Information  about  multibrand  products,  customized  pricing  and 
product  availability  is  delivered  via  Haht  Software's  Haht  Shop 
software. 

•  Order  placement,  confirmation  and  shipment  verification  is  done 
via  HahtTrack. 

•  The  Haht  applications  suite  runs  on  two  mirrored  Windows  NT 
servers. 


High-stakes  experimentation 

Sigma-Aldrich ’s  e-commerce  experimentation 
seems  to  be  paying  off.  In  late  1999,  the  industry' 
publication  Chemical  &  Engineering  News 
named  Sigma-Aldrich  s  PipeLine  as  the  preferred 
solution  for  buying  chemicals  over  the  Internet. 
It  came  to  that  conclusion  based  on  a  random 
sampling  of  1 ,000  subscribers,  who  evaluated 
five  online  chemical  providers  on  quality,  on- 
time  delivery,  follow-up  service  and  technology 
leadership.  Other  sites  in  the  survey  were 
Chemdex,  Fisher  Scientific,  SciQuest  and  VWR. 

Despite  its  busy  and  apparently  fruitful  1999, 
Sigma-Aldrich  isn’t  resting  on  its  laurels.  In  early 
January,  the  company  established  a  multifaceted 
partnership  with  Ariba.  It  will  make  its  products 
and  information  available  through  Ariba’s  e-mar¬ 
ketplace  (see  “Auction  Action,”  page  91),  collabo¬ 
rate  on  continued  development  of  the  Com- 

Continued  on  page  66 


62  The  Electronic  Commerce  Issue  I  Network  World  I  February  28,  2000  I  www.n wf us ion.com/ecom m2000 
- - - - - 


Broadwing 


Your  survival,  not  ours. 


You're  in  IT.  A  world  with  no  rules.  And  ever-changing 
demands  on  your  systems.  But  there  are  some  things  you 
will  always  need.  Speed.  Vision.  And  accountability.  Here 
we  are.  With  the  fiber  optic  miles  to  handle  all  the  voice, 
video  and  data  you  can  generate.  24/7/365  monitoring 
on  every  inch  of  it.  And  a  hunger  for  this  business  that  sets 
us  apart.  Introducing  Broadwing.  We're  a  new  kind  of  data 
and  internet  company.  We're  on  your  side.  Broadwing.com 


The  Electronic  Commerce  Issue 


Innovator  of  the  Year 


Continued  from  page  62 
merce  XML  specification  and  establish 
an  end-to-end  research  supply  chain 
with  Ariba  and  EMAX  Solutions  Partners. 
This  latter  company  hosts  inventory 
databases  for  research  chemists. 

Lawrence  describes  how  this  relation¬ 
ship  comes  into  play  in  a  chemical  hunt. 


Say  a  research  scientist  is  conducting  an 
experiment  and  realizes  he  needs  a  par¬ 
ticular  compound.  The  first  tiling  he’d 
do  is  call  up  his  Ariba  desktop  (that  pre¬ 
sumes  the  corporate  procurement  office 
has  standardized  on  Ariba).  From  there, 
he’d  punch  out  to  his  company’s  inven¬ 
tory  database  managed  by  EMAX.  Dis¬ 


covering  the  chemical  isn't  available  in- 
house,  he’d  then  punch  out  to  Sigma- 
Aldrich  s  site  and  place  the  order.  Order 
processing  would  flow  seamlessly 
through  Sigma-Aldrich’s  and  his  firm’s 
back-end  procurement  systems. 

Sigma-Aldrich  also  intends  to  work 
with  mySAPcom  and  other  e-market- 


place  vendors.  It  has  further  partnered 
with  Haht  for  additional  site  develop¬ 
ment,  including  personalization,  local¬ 
ization,  management  of  e-mail  cam¬ 
paigns  and  the  ability  to  cross-sell  and 
up-sell  based  on  past  orders  placed, 
type  of  customer,  geography  and  even 
site  traffic  patterns. 

In  fourth-quarter  1999,  Sigma-Aldrich 
captured  more  than  5%  of  its  U.S.  chem¬ 
ical  sales  from  the  Web  site  and  expects 
that  figure  to  grow  to  50%  by  year-end 
2003,  Custer  says.  That  would  mean 
more  than  $200  million  in  revenue. 

Not  bad,  given  that  the  company 
estimates  it  has  spent  $5  million  on 
e-commerce  to  date. That  cost  includes 
hardware,  software,  internal  people 
resources  and  consulting,  Custer  says. 

However,  that  doesn’t  include  the 
cost  of  the  critical  SAP  piece.  All  said 
and  done,  Blazevich  says  he  expects  to 
spend  between  $30  million  and  $50 
million  on  the  worldwide  SAP  rollout 
alone.  (Sigma-Aldrich  is  one  of  largest 
users  of  SAP’s  SD  module.)  He  breaks 
down  the  overall  budget:  10%  for  train¬ 
ing,  20%  for  software,  30%  for  hardware 
and  40%  for  consulting. 

“People  have  been 
valuing  ’Net  com¬ 
panies  more  than 
traditional  compa¬ 
nies,  and  now  we 
want  them  to  know 
that  we  know  what 
we’re  doing  on  the 
Internet.” 

LARRY  BLAZEVICH  VICE  PRESI¬ 
DENT  AND  CIO,  SIGMA-ALDRICH 

Fortunately,  Blazevich  says,  Sigma- 
Aldrich  is  a  financially  sound  and 
profitable  company  capable  of  pro¬ 
viding  all  the  resources  needed  to  do 
this  undertaking  right.  Proof  of  the 
company’s  financial  health  is  its  pres¬ 
ence  on  the  1 999  Forbes  Platinum 
400,  a  list  of  the  best-performing,  big 
U.S.  companies  in  terms  of  growth 
and  profitability,  he  adds. 

And  now  that  the  Web  is  integrated 
with  back-end  order  processing,  Sigma- 
Aldrich  is  ready  to  give  the  dot-com 
chemical  companies  a  run  for  their 
money.  “We’re  going  to  start  playing 
the  game  a  little  more,  try  to  tell  people 
more  about  what  we’re  doing,”  Blaze¬ 
vich  says.  “People  have  been  valuing 
Net  companies  more  than  traditional 
companies,  and  now  we  want  them  to 
know  that  we  know  what  we’re  doing 
on  the  Internet.”  I 


Do  the 


ossible... 


7o  £X): 

expa+id.  &  sAri/tjr  Volumes 

parjifiohS  Oh  the  ffy 
*  Merge  A/e+oUare  Vofume  Segment?, 

Deploy  Server  in  5  minutes, 
•/rnaoe  Server  'for  ctfsa  ?ter 

recovery. 

fee  home  6*  5:06  / 


With  ServerMagic  3. 0 ,  the  fastest  way  to  manage 

your  server  is  also  the  fastest  way  out  of  the  office. 


The  load  placed  on  today’s  IT  professionals  is  staggering. 
Maintaining  a  network,  as  well  as  a  personal  life,  demands 
the  impossible.  Fortunately,  that’s  exactly  what  ServerMagic  3.0 
delivers.  As  the  only  network  management 
tool  with  the  power  to  safely  and  painlessly 
upgrade  your  hard  drive  and  modify  your 
server’s  partitions  on  the  fly,  ServerMagic 
lets  you  quickly  copy  and  expand  entire 
NetWaref  NT  Server  and  DOS  partitions 
directly  from  one  hard  drive  to  another. 


All  without  losing  a  single  trustee  right,  directory  setting  or  byte 
of  data.  And  ServerMagic  works  with  hardware  RAID  systems 
for  greater  compatibility.  ServerMagic  3.0  can  help  even  the 
most  experienced  IS  professionals  save  hours  transferring  the 
data  from  their  old  hard  drives  to  their  new  ones.  Which  means 
more  free  time  out  of  the  office  and  less  stress 
in  it.  To  experience  the  difference 
ServerMagic  will  make  for  you,  visit  our  web¬ 
site  at  www.powerquest.com/ad  or  call  us  at 
1-888-497-9998. 


P  0  W  E  R 

PQ 

QUEST 


To  get  your  evaluation  copy,  call  PowerQuest  at  1-888-497-9998. 


WWW 


powerquest. 


com 


*  19W  p°*e*Oueal  Corporation  AH  nghts  nworvod  U.S.  Patent*  5.675,706  and  5.706,472.  Other  patents  pending  in  the  U.S.A.  and  elsewhere  PowerQuest  is  a  registered  trademark,  and  ServerMagic  and  Server  Image 
are  trademarks  of  PowerOuesf  Corporation  in  the  U.S.A  and  elsewhere  All  other  brand  and  product  names  are  trademarks  or  registered  trademarks  of  their  respective  owners 


6  The  Electronic  Commerce  Issue  I  Network  World  I  February  28,  2000  I  www.nwfusion.com/ecomm2000 


4.  Service-level  management 

Your  networking  group  is  probably  expert  in  measuring  speeds 
and  feeds  from  traditional  SNMP  monitoring  tools.  Now  you  need  to 
ratchet  up  those  responsibilities.  Your  network  staff  has  to  manage 
applications  from  the  business  customer  perspective  using  systems 
that  measure  service  levels  from  the  top  down.  Networking  engineers 
must  implement  monitoring  and  reporting  tools  that  use  active  and 
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Ask  our  sage:  Theo  Forbath,  a  director  at  Northeast 
Consulting  Resources,  will  field  your  tough  e-commerce 
questions  online.  Post  a  question  on  this  hosted  forum 
from  Feb.  28  to  March  3. 

7035 

Re 

FO 


A 

R 


D 


Y 

E 


_ 


Not 


just 


any 


network 


department 


can  handle 


2.  Advanced  security 

If  you’re  venturing  into  e-commerce,  you  can  no  longer  define  the 
corporate  security  strategy  by  firewalls  that  are  intended  to  keep 
out  the  rabble  and  only  allow  in  trusted,  known  users.You  need  to 
implement  much  more  granular  access  control  mechanisms  based 
on  specific  information  and  application-usage  requirements.  A  well- 
rounded  network  staff  should  be  trained  in  public-key  infrastructure 
and  network-  and  data-storage-layer  encryption  technologies,  as  well 
as  how  to  administer  certificates  of  authority. 

3.  Testing  and  modeling 

Network  engineers  must  be  able  to  demonstrate  to  application 
and  systems  colleagues  how  network-unaware  or  poorly  designed 
applications  negatively  impact  network  performance.They  must 
know  how  to  test  and  certify  e-commerce  applications  before  those 
applications  go  live,  and  how  to  use  related  tools.  Familiarity  with 
tools  from  companies  such  as  Optimal  Networks  and  Ganymede 
Software  is  a  must. 


passive  application  testing  approaches.  It’s  worth  establishing  exper¬ 
tise  in  ResponseCenter  from  Response  Networks, VitalSuite  from 
Lucent’s  NetCare  unit  or  NextPoint  from  NextPoint  Networks. 


5.  Outsourcing 

Of  course,  as  your  network  department  takes  on  more  customer 
support,  it  must  identify  the  operations  that  can  be  outsourced.  Part 
and  parcel  of  choosing  an  outsourcing  firm  is  knowing  how  to  put 
in  place  a  well-defined  service-level  agreement  (SIA).You  should 
know  how  to  get  external  services  with  strict  SLAs  that  specify' 
exact  performance  levels,  times  of  availability,  escalation  procedures, 
change  processes  and  financial  penalties  for  not  following  any  of 
these  established  service  levels. 


Forbath  is  a  director  at  Northeast  Consulting  Resources  in 
Boston.You  can  reach  him  at  (617)  654-0641  orforbath@nai.com. 


1.  Network  design 

Network  engineers  absolutely  must  know  how  to  design  a 
meshed  frame-relay  or  ATM  WAN  core  using  a  series  of  permanent 
virtual  circuits.  Furthermore,  because  of  the  number  of  router  peer¬ 
ing  sessions  such  a  design  would  entail,  they  must  be  well-versed  in 
Internet  Engineering  Task  Force  plans  for  Multi  protocol  Label 
Switching.  MPLS  addresses  the  scaling  limitations  of  large  meshed 
IP  networks. 

What’s  more,  network  engineers  must  build  redundancy  into  criti¬ 
cal  backbone  and  Internet  access  points.This  seems  an  obvious 
point,  yet  network  departments  have  not  invested  in  this  area  to  the 
same  degree  as  their  system  counterparts.  Be  sure  your  network 
engineers  can  guarantee  users  and  customers  will  be  able  to  access 
the  box  even  if  a  switch  fails. 


si 


e-comm  requirements. 


BY  THEO  FORBATH 

orget  about  high  reliability,  availability  and  scalability.  Continuous  is 
the  word  you’re  looking  for  when  it  comes  to  e-commerce.  Estab¬ 
lishing  expertise  in  five  key  areas  will  keep  your  network  depart¬ 
ment  prepared  for  the  rigors  of  e-business. 


PIERRE- YVES  GOAVEC 


Introducing  Qwest®Q  Port!M  Because  there  should  be  no  limits.  You  need  bandwidth.  But  you  want  the  freedom  to  choose  the 
scalable  bandwidth  that  suits  you.  With  Qwest  QPort  you  can  do  this,  and  you  can  do  it  on  your  terms.  Because  unlike  dealing  with  the  "Big  3" 
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(or  is  it  2?),  only  Q  Port  gives  you  both  IP  and  Frame  Relay  for  one  simple,  flat  monthly  fee.  And  only  Q  Port  gives  it  to  you  now.  To  find  out 
more  about  Qwest  QPort,  visit  www.qwest.com  or  call  1  -800-RIDE-QWEST  (1-800-743-3793).  Because  from  today,  there  are  no  limits. 


won  ride  the  light 


Qwest 


Midsize  businesses  can  now  get  the  total  control 
of  dedicated  Web  hosting  without  going  totally  broke. 

For  about  one-tenth  the  price  of  dedicated,*  a  VServers™ 
virtual  server  gives  you  complete  control  over  how 
your  server  functions  without  the  headache  of  server 
costs  or  hardware  maintenance. 

Be  assured,  VServers  is  not  an  old-fashioned  virtual  hosting 
company,  which  essentially  makes  you  a  tenant  with  a  landlord  (or 
service  administrator)  controlling  everything  you  do.  Instead,  VServers 
employs  a  unique  multiplexing  technology  that  allows  a  number  of 


virtual  server  environments  to  function  independently, 
but  still  physically  reside  on  a  shared  server.  So  you  get 
total  control  of  server  functions,  FTP  services,  POP  mail, 
SMTP  mail,  auto-replies  and  online  databases. 

Managing  your  server  is  easy.  To  find  out  how  easy, 
take  a  virtual  tour  at  www.vservers.com/admin/suite/demo. 

And  if  you  sign  up  now,  you’ll  get  your  first  30  days  free.  Which, 
on  top  of  90%  off,  makes  for  a  pretty  amazing  deal  (if  we  do  say  so 
ourselves).  VServers  Web  hosting.  Think  of  us  as  dedicated  Web  hosting 
dedicated  to  saving  you  some  serious  money. 


■ 

Introducing  VServers 
Wed  hosting  for  $55/ho. 

Unlimited  e-mail  accounts 

Ability  to  host  multiple  domain  names 

. 

Robust  database  functionality r 
Access  to  saver  configuration  files 


VServers 


1-877-358-6778  •  WWW.VSERVERS.COM/HOST  .  HOST@VSERVERS.COM 


‘Compared  to  the  VServer  Dedicated.  ©2000  Micron  Electronics,  Inc.  All  rights  reserved.  VServers  is  a  trademark  of  Micron  Electronics,  Inc. 
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From  new  technologies  to  outsourcing, 
veteran  e-comm  executives  share  their  insights. 
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What  is  the  biggest  technology-related 
problem  you’ve  had  to  date  in  implement 
ing  e-commerce? 

Grim:  Our  challenges  were  making  sure  we 
kept  in  line  with  the  very  simple  to  very'  com¬ 
plex  requirements  we  would  need  to  meet  for 
our  customers  —  which  span  from  companies 
with  100  employees  to  the  largest  global  multi¬ 
nationals  in  the  world  —  and  projecting  into 
the  future  the  emerging  technology  platforms 
and  solution  sets  they  would  require. 

Ragunas:  In  our  case,  the  real  chal¬ 
lenge  was  picking  the  right  partners. 

We  subscribe  to  what  we  call  a 

market  forces  theory,  which  is 

to  look  at  who  seems  to 

have  momentum  in  the  v 

marketplace  and  yU’V 
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ast  and  furious.  That’s  how  Nancy  Grim,  vice  president  and  general 
manager  with  American  Express  Corporate  Services  Interactive, 
describes  the  e-commerce  scene.  Her  peers  at  Ernst  &  Young  and 
Staples.com  are  quick  to  agree. 

The  three  are  intimately  involved  with  the  e-commerce  initiatives  at 
their  respective  companies.  At  American  Express,  Grim  helps  cus¬ 
tomers  save  time  and  money  on  travel,  expense  and  purchasing  func¬ 
tions.  John  Quinn,  a  principal  with  Ernst  &  Young’s  National  Health 
Consulting  Practice,  is  in  charge  of  the  company’s  center  for  health¬ 
care  emerging  technologies.  He  is  also  technical  chair  of  Health  Level 
7,  a  13-year-old  standards  organization  for  health-care  messaging.  Mike 
Ragunas  is  vice  president  of  IS  for  Staples.com,  an  online  office  supply 
and  business  services  company. 

We  pulled  them  together  for  a 
conversation  on  topics  ranging 
from  how  e-commerce  is 
changing  businesses  to  how 
users  deal  with  problems 
such  as  integration  with 
existing  infrastructure  and 
emerging  technologies 
such  as  XML. 


How  has  e-commerce  changed  your  company? 

Grim:  It  has  changed  our  culture.  We  are  much  more  fast-acting 
and  decision-oriented;  a  very  different  company  has  emerged  from 
three  years  ago. 

Ragunas:  E-commerce  has  changed  our  company7  structurally,  to 
the  point  that  we’ve  now  created  a  separate  operating  unit  that 
focuses  on  our  e-commerce  businesses  and  has  its  own  tracking 
stock.  So  we  recognize  this  as  a  shift  in  the  marketplace  and  that  it’s 
going  to  change  the  face  of  retailing. 

Quinn:  We’ve  basically  turned  the  organization  on  its  head.  The 
entire  plan  for  the  organization  going  forward,  starting  in  1998,  is 
based  on  e-commerce  strategies.  Just  about  everything  we  do  at  this 
point  is  expected  to  examine  and  address,  and  in  many  cases  be  led 
by,  the  e-commerce  requirements  of  our  clients. 


Mike  Raaunas,  vice  president 
of  IS  atAtaples.com  (left); 
Nancy  •rim,  vice  president 
and  geferal  manager  with 
American  Express  Corporate 
Services  Interactive;  and 
John  Quinn,  principal  with 
Ernst  &  Young's  National 
Health  Consulting  Practice, 
talk  about  their  e-commerce 
expectations. 
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who  does  the  best  job  at  subscribing  to  emerg¬ 
ing  standards  that  we  ll  be  carrying  forward.  We 
also  rely  on  internal  folks  who  go  out  and  re¬ 
view  products  in  advance  of  our  needs  so  we’re 
well-positioned  to  make  decisions  quickly  when 
the  time  comes.  And  we  rely  on  IT  advisory' 
firms  because  they  have  a  broad  view  into  who 
the  right  players  are. 

Grim:  T  he  other  tiling  is,  as  you  go  through 
the  evaluation  of  partners,  you  need  to  stay  nim¬ 
ble  and  flexible  and  ready  to  change  on  a  dime 
because  there  may  be  an  announcement  from  a 
secondary  partner  that  will  make  you  change 
your  thinking. 

Quinn:  In  the  health-care  industry,  the 
biggest  technical  barrier  is  lack  of  standards  that 
cover  not  just  the  ability  to  move  information, 
but  also  the  meaning  of  the  information.  The 
clinical  vocabulary'  is  massive,  htmdreds  of  thou¬ 
sands  of  terms,  and  there  is  no  good  set  of  stan¬ 
dards  defining  what  those  terms  mean  and  how 
they’re  to  be  enunciated. 

What’s  your  biggest  concern  over  how 
e-commerce  affects  your  company’s 
existing  network  infrastructure? 

Ragunas:  Growth  and  scaling  of  the  environ¬ 
ment  are  probably  our  primary  concerns.  We 
have  already  grown  our  business  tremendously 
over  the  last  year,  and  we’re  looking  to  continue 
to  grow  exponentially  over  the  next  several 
years.  We’ve  got  people  out  there  looking  at  our 
plans  and  making  sure  we  have  infrastructure  in 
place  well  ahead  of  the  time  that  we  need  it. 

We  call  it  ‘laying  the  track  in  front  of  the  train.’ 

Grim:  Tactically  speaking,  the  biggest  con¬ 
cern  is  hooking  up  to  legacy  systems.  We  have 
to  make  sure  we’re  not  hooking  up  to  a  system 
or  a  process  that  shouldn’t  be  around  two  years 
from  now. 

Quinn:  Our  biggest  concern  is  growth  — 
and  on  a  massive  scale.  The  Internet  economy 
and  e-commerce  are  pushing  people  in  health 
care  into  ideas  they  didn’t  dare  consider  two  or 
three  years  ago.  When  you  talk  about  10, 20  or 
30  million  records  or  users  online,  where  a 
robust  system  might  have  had  10,000  users 
online  before,  it’s  clearly  a  challenge  that’s  caus¬ 
ing  everybody  to  rethink  how  they  address 
their  databases  and  networks. 

How  do  you  see  XML  factoring  into  your 
e-commerce  plans? 

Quinn:  The  most  exciting  thing  that’s  hap¬ 
pened  on  the  data  standards,  messaging  side  of 
health  care  in  the  last  several  years  is  the  con¬ 
cept  of  using  XML  as  a  mechanism  for  transport, 
definition  of  data  and,  with  the  addition  of  [Ex¬ 
tensible  Stylesheet  Language] ,  the  ability  to 
maintain  the  integrity'  of  presentation  format 


across  the  network.  These  combined  have  made 
XML  basically  the  keystone  of  serious  work  now 
being  done  on  how  we  move  entire  patient 
records  between  institutions. 

Ragunas:  XML  provides  a  great  way  for  us  to 
integrate  relatively  quickly,  and  in  a  standardized 
way,  with  third-party'  partners  that  are  providing 
services  to  our  customers.  We  can  use  it  to  inte¬ 
grate  shopping  cart  information,  for  example.  If 
somebody’s  ordering  something  on  a  third-party 
site,  we  could  bring  that  transaction  back  into  our 
Staples.com  shopping  cart,  so  we  re  creating  an 
integrated  shopping  experience  for  the  customer. 

Grim:  We  just  launched  the  American  Ex¬ 
press  B2B  Commerce  Network.  As  part  of  it, 
we’re  offering  to  deliver  purchase  orders  to  sup¬ 
pliers  via  basic  fax,  XML,  e-fax  and  e-mail.  But 
most  suppliers  are  not  enabled  to  accept  XML 
yet.  So  we’ve  got  to  make  sure  that  we  create 
the  supporting  infrastructure  for  people. 

What  e-commerce-related  product  or 
technology  category  would  you  say  needs 
the  most  improvement  at  this  point? 

Ragunas:  We’ve  been  focusing  on  managing 
a  product  catalog  for  e-commerce.  It’s  an  area 
where  I  think  most  people  have  been  growing 
their  own.  Things  are  starting  to  come  out  now, 
but  they’re  still  fairly  immature. 
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Get  the  audio  of  this  discussion, 
IIIHhuHH  and  hear  our  roundtable 
participants  speak  on  other  e-commerce 
topics. 

Grim:  Content  management  and  delivery,  as 
well  as  enabling  sellers  to  be  able  to  digest  the 
fact  that  buyers  are  moving  at  a  very  rapid 
rate.  The  sellers’  suppliers  are  probably  strug¬ 
gling  to  keep  up.  The  nationals  have  figured  it 
out,  but  there’s  a  whole  bunch  of  suppliers 
that  haven’t  yet. 

Quinn:  From  the  health-care  side,  having  the 
data  available  in  a  legacy  environment  that  we 
can  use  to  put  into  XML  documents  is  the  most 
needed  product  category  at  this  point.  Many 
large  organizations  right  now  are  suddenly 
putting  huge  new  emphasis  on  the  creation  of 
computer-based  patient  record  systems  because 
they  recognize  they  need  them  as  an  enabler  to 
further  e-commerce  strategies. 

What  was  the  biggest  nontechnical  prob¬ 
lem  you  had  in  implementing  e-commerce? 

Ragunas:  Once  you  make  a  decision  to  do 
something,  it  becomes  an  all-out  scramble  to  get 
things  in  place  because  of  the  competitiveness 


“Tactically  speaking,  the  biggest  concern  is  hooking  up  to 
legacy  systems.  We  have  to  make  sure  we’re  not  hooking  up 
to  a  system  or  a  process  that  shouldn’t  be  around  two  years 

from  now.”  nancy  grim,  vice  president  and  general  manager,  American 

EXPRESS  CORPORATE  SERVICES  INTERACTIVE 


“E-commerce  should  enable 
us  to  start  treating  health 
information  pretty  much  the 
same  way  we  treat  the  rest 
of  business  information  — 
quickly,  accurately  and  ubiq¬ 
uitously  available.” 

JOHN  QUINN,  PRINCIPAL  WITH  ERNST  & 
YOUNG'S  NATIONAL  HEALTH  CONSULTING 
PRACTICE 


in  the  marketplace  and  the  desire  to  take  advan¬ 
tage  of  new  business  plans.  Probably  our  biggest 
challenge  was  getting  things  done  extremely 
quickly,  but  at  the  same  time  being  comprehen¬ 
sive  in  the  delivery'. 

Grim:  Ours  was  the  adoption  rate  of  our  cus¬ 
tomers.  Before  you  have  the  full  solution  set  out 
there,  you  need  to  begin  to  build  awareness  and 
educate  your  customers  as  well  as  any  supplier 
that  ’s  going  to  work  within  the  network.  So  by 
the  time  the  solution  set  hits  the  marketplace, 
you  have  an  educated  group  of  potential  buyers. 

Quinn:  The  biggest  problem  is  categorized 
under  awareness.  We  don’t  really  have  common 
process  standards  in  health  care.  Different 
providers  tend  to  follow  a  general  clinical 
process,  but  the  implementation  of  that  varies 
widely.  So  an  awareness  of  what  the  processes 
are,  how  to  be  flexible  with  them  and  how  to 
apply  them  to  an  e-commerce  solution  is  proba¬ 
bly  the  biggest  single  nontechnical  challenge. 

What  is  the  biggest  benefit  you’ve  seen 
from  your  e-commerce  efforts? 

Ragunas:  They  have  really  opened  up  a 
tremendous  new  sales  channel.  This  is  a  new 
way  for  our  customers  to  shop  at  Staples,  but 
it’s  also  a  great  way  for  us  to  reach  customers 
who  have  not  shopped  with  us  before.  We  can 
give  them  an  experience  that  no  other  channel 
can  offer  in  terms  of  the  personalization,  24-7 
availability,  and  that  sort  of  thing.  It’s  also  been 
a  great  way  for  us  to  extend  our  brand  and 
move  into  things  like  services,  through  our 
Business  Solution  Center,  that  really  lend  them¬ 
selves  extremely  well  to  online  presentation. 

As  part  of  our  site,  we’re  offering  services 
front  key  partners  to  small  businesses.  We  have 
Internet  services  like  e-commerce  hosting  and 
Internet  access.  We  have  long-distance,  payroll 
services  and  an  intranet  service  that  lets  cus¬ 
tomers  set  up  intranets  for  their  small  business. 

Quinn:  The  greatest  opportunity  has  probably 
been  the  ability  to  enable  physicians  and  organi¬ 
zational  providers  such  as  hospitals  and  patients 
to  communicate  —  to  be  able  to  share  informa¬ 
tion,  interact  efficiently  with  each  other  and  to 
do  that  without  a  burdensome  infrastructure.  A 
PC  with  an  Internet  browser  on  it  and  an  ISP 
hookup  is  manageable.  A  larger  infrastructure 

Continued  on  page  74 
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Lycos,  Inc.  knew  they  would  need 
top  tier  business  applications 
to  manage  their  rapid  growth. 
They  hired  Corio.  Corio  hosts  leading 
applications  such  as  Siebel,  PeopleSoft, 
Commerce  One,  E.piphany  BroadVision, 
Microsoft  and  Cognos-all  fully 
integrated.  Simply  access  any  of 
these  applications  over  a  secure 
network  for  a  monthly  fee.  No  big 
investments.  No  integration  costs. 
No  IT  worries.  Now  Lycos,  Inc.  can 
focus  on  their  business-and  let 
Corio  do  the  rest. 


Get  this  IDC  written 
white  paper  FREE! 

Call  CORIO  at  877.267.4627 
or  visit  www.corio.com 
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Continued  from  page  72 
-s  economically  and  technically  too  bur¬ 
densome  for  a  small-practice  office. 

Grim:  Externally  e-commerce  has 
allowed  us  to  transform  our  offerings 
and  re-engage  current  clients.  And  it 
has  led,  in  many  cases,  to  a  differentia¬ 
tion  that  has  allowed  us  to  retain  cus¬ 
tomers.  It  has  also,  for  the  first  time  in 
many  years,  allowed  us  to  go  into 


clients  who  were  not  interested  in  our 
older  value  proposition  and  open  their 
eyes  to  the  new  things  we’re  bringing 
to  market. 

Internal  to  American  Express,  it  has 
allowed  us  to  change  the  skill  set  of 
existing  employees  and  attract  a  new, 
really  invigorated  group  of  people  who 
arc  helping  us  to  look  at  where  we 
need  to  go  with  our  business. 


All  of  you  are  outsourcing  at  least 
some  e-commerce  functions.  What 
are  the  keys  to  working  effectively 
with  service  providers? 

Grim:  We  review  the  service  pro¬ 
viders  from  a  technology  perspective,  a 
process  perspective,  overall  resources 
and  a  security  perspective.  Then  we 
cut  service-level  agreements  with  them, 
which  outline  the  key  deliverables 


they’re  responsible  for  and  the  metrics 
we  need  them  to  meet.  The  back  end  is 
having  that  set  of  metrics  you  track 
against  so  you  can  constantly  evaluate 
quality  and  performance  and  ensure 
the  provider  is  meeting  the  bench¬ 
marks,  as  well  as  the  satisfaction  levels 
you’ve  outlined. 

Ragunas:  I  concur  that  service-level 
agreements  are  critical.  We  also  feel 
strongly  about  having  a  strong  core  of 
people  from  Staples  working  with  any 
third  parties  that  are  doing  any  devel¬ 
opment  or  performing  any  services  for 
us.  And  we  make  sure  those  people  are 
in  leadership  positions  within  the 
effort,  to  keep  things  focused  in  the 
way  we  want  them  to  be  working. 

“Our  biggest  challenge 
was  getting  things 
done  extremely  quick¬ 
ly,  but  at  the  same 
time  being  comprehen¬ 
sive  in  the  delivery.” 

MIKE  RAGUNAS,  VICE  PRESIDENT 
OF  IS,  STAPLES.COM 


Down  the  road,  how  do  you  envi¬ 
sion  e-commerce  will  change  your 
companies? 

Ragunas:  You’ll  see  a  tremendous 
amount  of  integration  of  e-commerce 
into  all  of  our  different  businesses. 
You’ll  see  kiosks  in  our  stores,  you’ll  see 
Web  and  e-commerce  technologies 
being  employed  in  all  the  different 
parts  of  our  businesses.  Customers  will 
just  become  more  used  to  shopping 
with  us  wherever  it’s  most  convenient 
to  them  and  having  it  be  a  really  seam¬ 
less  experience  as  they  go  from  one 
channel  to  another. 

Quinn:  Health  care  is  an  industry  in 
which  most  information  is  still  main¬ 
tained  on  paper  and  moved  around 
by  voice  and  fax.  So  e-commerce 
should  enable  us  to  start  treating 
health  information  pretty  much  the 
same  way  we  treat  the  rest  of  business 
information  —  quickly,  accurately  and 
ubiquitously  available. 

Grim:  We’re  looking  at  all  the  touch 
points  we  have  with  our  customers  and 
suppliers.  There  is  nothing  we’re  going 
to  be  doing  as  part  of  our  core  value 
proposition  that  doesn’t  involve  some 
part  being  delivered  or  transacted  over 
the  Web.  It’s  fast  and  furious,  and  it’s 
only  going  to  escalate. 

Desmond  is  vice  president  of  King 
Content,  a  strategic  publishing  com¬ 
pany  in  Soutbborough,  Mass.  He  can 
be  reached  at  paul_desmond@king- 
content.com. 
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N  Go  ahead.  Tell  us  your  problems. 

Your  hardest  problems. 

And  weft  provide  you  with  the  solutions. 

< 

Arcstar,  NTT  Communications' 
global  solution  brand,  has  the  answers  to  atl  your 
telecommunications  problems.  WAN,  LAN  construction 
IP  network  service. 

Network  security.  And  much  more. 

Arcstar  offers  one-stop  end-to-end 
services  using  the  latest  technology  to  provide  real 
solutions  to  your  real  needs. 

Why  wait  any  longer? 

The  solutions  are  right  here. 
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A  trusted  solution  service 
from  NTT  Communications 
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/fvrestar 

*  *  Gtobatfietwotk  Services - 

il  Managed  Bandwidth  Service/ nobat  Managed  Frame  Relay  Service 
Global  IP  Fax  Service  /  Global  EBN  Service  I  IP-VPN  Service  I 
Global  High-speed  Digital  Leased  Circuit  Service 
Global  ATM  Service  /  Global  IP  Backbone  Service 
-  Comprehensive  One-Stop  Services  - 

One-stop  Shopping  Service 

•  Applications  handled  at  a  single  contact  point 

( International  communications  lines,  local  access  lines  ) 

One-stop  Billing  Service 

•  Multiple  bills  into  a  single  statement  at  a  single  location 
s  in  local  currency  or  any  major  currency  •  Split  billing  upon  request 
One-stop  Maintenance  Service 

e  /  off  she  network  maintenance  •  24  hour  gtobal  netv/ork  management 
«  On-line  Help  Desk  I  English  /  Japanese  I 
•  A  tuft  service  offering  miy  not  be  .available  in  some  countries 


NTT  America,  Inc.  Tel:  12121 661-0810 


Your  Trusted  Partner  In  Network  Solutions 


'NT 


NTT  Communications 


NTT  Communications  Group:  NTT  America.  Inc.  101  Park  Avenue.  41st  Floor.  New  York.  NY10178.  U.S.A.  Tel:  (212)  661-0810  Fax:  (2121  661-1078  NTT  do  Brasil  Telecomunicacoes  Ltda.  Av.  Paulista.  854-11*  andar  conj.  Ill  Sao  Paulo-  SP.  Brasil. 
Tab  55(11)  253-0108  Fax:  55  1111  253-0608  /  NTT  Communications  Corporation  Tokyo.  JAPAN  •  TOKYO  •  OSAKA  •  BANGKOK  •  BEIJING  •  HANOI  •  HONG  KONG  •  JAKARTA  •  KUALA  LUMPUR  •  MANILA  •  SEOUL  •  SHANGHAI  •  SINGAPORE  I  ~  771 

•  SYDNEY  •  TAIPEI  •  AMSTERDAM  •  BRUSSELS  •  DUSSELDORF  •  FRANKFURT  •  GENEVA  •  LONDON  •  MA0RID  •  MILAN  •  PARIS  •  NEW  YORK  •  MOUNTAIN  VIEW  •  LOS  ANGELES  •  WASHINGTON  DC  •  RIO  DE  JANEIRO  •  SAO  PAULO  I  www  nttcom/world  | 
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Give  our  Magic  a  try. 
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IP  Magic  (Local  Machine] 
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IP  Magic  Technology™  is  a  complete  Windows®  NT-based  software  solution  that 
helps  you  control,  protect  and  optimize  your  IP  networks.  Network  traffic 
management  features  and  functions  are  divided  into  modular  GUI  components 
called  "IP  Objects" that  allow  simple,  intuitive  (point-and-click  configuration. V— ■ — * 
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TRAFFIC  CONTROL  for  e-business 
The  Policy-Based  Network  Traffic 
Management  Solution 

•  Load  Balancing 

•  Traffic  Prioritizations  (QoS) 

•  Rate  Control/Speed  Limiting 

•  Security  (Firewall,  NAT,  Port  Mapping) 

•  Real-Time  Traffic  Statistics 

•  and  much  more 


SERVER  CONTROL  for  e-business 
(available  Spring  2000) 


•  Application  Availability- Monitoring 
and  Recovery  .  -T 

•  Server  Level  Firewall 

•  Real-Time  Traffic  Statistics 
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Conjure  more  info  at 
www.liahtspeedsystems.com 
or  call  1.877.4IPMAGIC  (447-6244). 


£ - - — — ’ - - 

f  w  w  w  .  light  s  p  c  e  d  s  y  s.  t  e  m 

_ -  - - y  - - .  , y  —  - 1 ,  • -i— ]  . , - . 


mm 


■ 


Controlling  Windows-Based  e-Busin . 


Summoning  powerful  forces  to 
manage  your  network  traffic? 


Want  to  ensure  the  reliability  of  your 
e-commerce  applications  and  Internet  services? 


Make  it  Visual. 


Visual  IP 
Visual 


Insight,  Visual  UpTime, 
Internet  Benchmark. 


THE  SERVICE  MANAGEMENT  LEADER. 


^  Free  Renaissance  White  Paper  "Service  Management  for  IP  Networks" 


www.visualnetworks.com/nw 
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02000  Visual  Networks,  Inc.  Visual  Networks  is  a  registered  trademark  of  Visual  Networks. 
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The  Electronic  Commerce  Issue 


What  every  extranet 
contract  should  cover. 


BY  DENISE  DUBIE 

Legal  fi 


E-COMM 

NEWSLETTER 


Weekly  e-conimerce 
updates:  Join  our 
newsletter  and 
receive  Ongoing  tips 
on  how  to  do  e- 
commerce  right.  Go 
to  wvw.hwfusion.com 
for  more  Information 


our  company  just  finished  developing  a  hot  product,  and  the  directive 
to  sell  it  over  the  Web  has  come  from  the  top.  You’ve  done  your 
research  and  know  that  to  reap  the  benefits  of  e-commerce  fully,  you'll 
need  an  extranet.  Just  as  you’ll  sell  your  product  online,  you’ll  order 
materials  and  conduct  business  with  distributors  via  the  Web.  You’ve 
got  the  technology  —  but  hold  on.  A  great  extranet  means  more  than 
an  unstoppable  IP  network.  At  least  as  important  is  the  contract  with 
your  extranet  business  partners. 

When  hashing  out  an  extranet  contract,  you  and  corporate  coun¬ 
sel  should  start  with  the  usual  legal  points  —  terms  and  termination, 
indemnification,  liability  limits,  nondisclosure  and  exclusivity.  But  an 
extranet  contract  has  a  unique  take  on  “representation  and  war¬ 
ranties,”  a  common  contractual  term  that  means  the  parties  involved 
have  the  authority  to  enter  into  the  contract.  Likewise,  you  should 
understand  the  technical  ramifications  of  the  legal  issue  “source- 
code  escrow”  and  be  able  to  advise  the  lawyers  on  who  should  be 
responsible  for  site  maintenance,  availability,  security  and  backup. 

Before  agreeing  to  share  data  over  an  extranet,  you  should  first 
know  what  it  is  you’re  showing  and  to  whom  —  in  other  words, 
protect  your  intellectual  property.  This  is  the  concept  of  “zones” 
used  by  carriers,  says  David  Lafferty,  president  of  Scientific  Tech¬ 
nology  Services,  a  systems  integrator  in  Anchorage,  Ala.  Lafferty 
breaks  extranets  into  four  zones:  private  (data  you  never  intend  to 
share);  company  (your  company  owns  this  data,  but  shares  it  with 
business  partners);  shared  (your  company  doesn’t  own  the  data,  but 
needs  access  to  it);  and  public  (any  data  you  freely  display). 

Zone  provisions  may  be  laid  out  in  a  contract’s  representation 
and  warranties  section.  In  addition  to  declaring  that  those  who  sign 
the  contract  have  the  right  to  do  so,  this  section  dictates  exactly 
what  the  parties  guarantee. 

For  an  extranet,  warranties  are  the  hot  spots.  Partners  should 
commit  to  what  material  is  being  shared,  nondisclosure  on  that 
material  if  it  is  in  the  company  or  shared  zones,  and,  in  the  case  of 
software,  who  will  warrant  the  shared  material’s  performance.  For 
instance,  if  applets  or  servlets  are  being  shared  for  order  entry  or 
back-end  processing,  a  contract  needs  to  address  performance.  This 
section  of  the  contract  might  include  language  such  as:  “Company  A 
will  represent  and  warrant’  that  any  bugs  to  said  software  will  be 
repaired  within  24  hours.”  Of  course,  acceptable  response  times, 
ongoing  maintenance  and  the  distribution  of  upgrades  are  all  areas 
to  dicker  over  and  agree  upon  contractually. 

Nondisclosure  should  get  more  than  a  cursory  glance  from  you 
and  your  counselor.  Must  your  partner  stay  mum  over  sensitive  issues 
for  the  life  of  the  contract?  Forever?  Or  sometime  in  between?  Spell  it 
out,  Lafferty  says.  Sensitive  issues  could  include  research  and  develop¬ 
ment  news,  product  information  and  technological  details  —  infor¬ 
mation  that  would  be  considered  private,  company  or  shared. 

With  these  ducks  in  a  row,  it’s  time  to  establish  the  business  con¬ 
tract,  outlining  joint  goals,  advises  Marilynne  White,  vice  president  and 
general  counsel  at  Logical  Design  Solutions  (LDS),  an  e-business  con¬ 
sulting  firm  in  NewYork.“One  hurdle  of  an  extranet  contract  is  match¬ 
ing  business  styles,”  she  says.  The  contract  should  establish  what  each 
party  expects  to  receive  and  contribute  in  demonstrable  terms. 


Extranet  go-getter 

Site  maintenance  was  a  big  contractual  issue  for  iGo  Corp.,  the 
cellular  accessory  supplier  for  Dell  and  one  of  the  online  sellers  in 
Ariba’s  e-marketplace. “You  need  to  make  it  clear  who’s  responsible 
for  what. Accountability  simplifies  things,”  says  Ken  Hawk,  founder 
of  iGo,  in  Reno,  Nev. 

Because  the  Dell  andAriba  sites  act  as  front  ends  to  iGo’s  parts  cata¬ 
log  on  the  Web,  its  extranet  contracts  specify  that  iGo  must  maintain 
this  parts  catalog  site.  iGo  guarantees  that  the  Dell  andAriba  sites  can 
access  all  order  information  24-7.  Likewise,  Dell’s  field  personnel  can 
order  directly  from  iGo  within  Dell’s  site  via  the  extranet  connection. 

Source-code  escrow  was  one  of  the  contractual  issues  to  determine 
between  IBM  Global  Services  and  its  extranet  partners,  says  Jim 
Chester,  vice  president  for  strategic  initiatives  at  the  company.  Source- 
code  escrow  gives  one  company  the  right  to  maintain  software  devel¬ 
oped  by  another  following  a  contract’s  end. 

IBM  Global  Services  obtained  the  rights  to  maintain  software  at  the 
dissolution  of  a  contract  withAventail  and  Security  Dynamics.  The  two 
companies  provided  engineers  for  IBM  Global  Services’  extranet  archi¬ 
tecture  design  and  review  process.  They  are  also  involved  in  ongoing 
decisions  related  to  upgrades,  patches  and  odter  system  changes.  But 
when  the  companies’  involvement  ends,  under  the  terms  of  the  con¬ 
tract,  Chester’s  team  has  the  right  to  maintain  the  software.  Chester  says 
he  didn’t  want  to  risk  owning  obsolete  software  in  a  few  years  and 
putting  his  extranet  through  an  infrastructure  change. 

Owning  up 

Extranet  contracts  will  also  venture  into  familiar  ground  for  net¬ 
work  managers:  service-level  agreements  (SLA).  These  might  be  cov¬ 
ered  under  “responsibility,”  legal  jargon  that  means  liability  and 
indemnification  or  risk,  explains  Ieuan  Mahoney,  partner  and  co¬ 
chair  of  the  intellectual  property  group  at  Holland  and  Knight,  a  law- 
firm  in  Boston. 
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Like  an  SLA,  your  contract  should 
include  strict  responsibility  guidelines, 
preferably  in  measurable  statistics,  such 
as  Web  site  availability  and  response 
time,  advises  David  Liederbach,  vice 
president  of  e  -commerce  marketing  at 
IBM.  The  contract  should  state  “this  site 
will  have  99%  uptime”  or  the  responsi¬ 
ble  company  must  pay  a  specified 


amount  for  the  time  and  potential 
money  lost  during  that  period,  he  says, 
(for  more  guidance  on  acceptable  sta¬ 
tistics,  see  NW,  Sept.  27, 1999,  page  45). 
The  difference  between  a  regular  SLA 
and  an  extnuiet  contract  is  that  “respon¬ 
sibility 'can  be  a  matter  of  negotiation. 

When  developing  a  traditional 
buyer/seller  extranet,  responsibility  usu¬ 


ally  falls  to  the  seller  to  assure  high  avail¬ 
ability,  Mahoney  says.  iGo  had  to  commit 
to  availability,  service  and  performance 
levels  in  its  contract.  The  company 
promised  its  partners  24-hour  extranet 
access,  meaning  there  are  penalty  terms 
in  place  for  iGo  if  it  can't  meet  that  level. 
But  for  development  partnerships  —  say 
R&D  folks  in  two  different  companies 


An  extranet  contract  often  needs  to 
spell  out  what  becomes  of  source 
code  after  the  partnership  ends,  says 
Jim  Chester,  vice  president  for  strate¬ 
gic  initiatives  at  IBM  Global  Services. 


When  You  Really  Need 
To  See  What  Lies  Ahead. 


InfoVista  Lets  You  See  Performance 
Across  Your  Entire  IT  Environment. 


working  over  an  extranet  —  responsibil¬ 
ity  needs  to  be  agreed  upon. 

Another  point  to  hammer  on  while 
negotiating  a  contract  is  ownership  of 
intellectual  property.  Your  company 
should  retain  power  over  its  corporate 
name  and  brand  names,  Mahoney 
advises.  Should  an  extranet  site  create 
new  brand  names  or  modify  existing 
names,  contract  for  their  ownership  — 
unless  you  sell  them  to  your  partner. 
“You  want  to  have  control  over  what  a 
partner  can  do  with  the  value  you  are 
providing,”  he  says. 

Similarly,  think  about  how  this 
extranet  contract  might  affect  other 
partnerships  you’ll  want  to  create  dur¬ 
ing  its  term. “Exclusivity”  is  the  legal 
term  for  selling  an  offering  to  only  one 
party.  Does  this  contract  promise  one 
business  partner  private  reign  of  your 
product?  Does  it  promise  exclusivity 
on  the  systems  put  in  place  for  this 
partnership  —  or  can  you  use  them  for 
other  extranets? 

Specify  to  the  smallest  imaginable 
degree  how  your  business  partner  can 
use  your  product,  Mahoney  says.  By 
doing  this,  multiple  partners  can  use 
your  offering  in  different  ways. 

And  you  also  must  determine  the 
length  of  time  you  and  your  partner 
work  together,  says  David  Lintz,  partner 
at  Mintz  Levin,  a  Boston  law  firm.  He 
recommends  a  two-  to  three-year  con¬ 
tract  to  start.  One  year  is  not  long 
enough  to  prove  success,  but  more  than 
three  years  may  be  financial  suicide.  A 
contract  should  also  cover  “dissolution,” 
meaning  when  a  partnership  will  end 
or  what  would  cause  a  partnership  to 
end  prior  to  a  contract’s  expiration. 

“If  you  don’t  entirely  know  the  busi¬ 
ness  and  what  can  go  wrong,  at  the 
very  least,  understand  your  level  of 
comfort  with  risk,  what  you  are  willing 
to  give  up  in  order  to  get  a  deal  done,” 
Lintz  says.  By  combing  through  the 
technical  and  business  details  of  your 
extranet  partnership,  and  chiseling 
them  into  writing,  you’ll  find  that  you’re 
risking  less  and  reaping  more.  I 


InfoVista’s  Service  Level  Management  (SLM)  solution  measures,  analyzes,  and  reports 
on  the  quality  of  service  within  entire  information  systems  —  including  the  network, 
systems,  applications,  and  devices. 

It  gives  you  a  real-time  view  of  the  managed  environment,  reporting  failures  as  they 
happen  and  predicting  problems  before  they  happen. 

Central  management  of  information  speeds  troubleshooting  in  large  distributed 
environments.  And  historical  data  lets  you  identify  trends  and  patterns,  so  you  can  plan 
and  manage  proactively. 

The  bottom  line  is  a  flexible,  smooth  running  IT  environment  that  can  improve 
your  business. 

i 


In  the  US  and  around  the  globe. 
www.infovista.com 
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..  Scalable  -  Flexible  -  Just  Plain  Better 


MPG/CHRISTOPHER  WRIGHT 


Make  the  switch,  and  you'll  be  in  fast  company. 

Just  a  few  e-Businesses  who  have  switched  to  Alteon  WebSystems. 


Good  enough  isn't.  Especially  on  the  Web. 

Web  infrastructures  based  on  Layer  2/3  switches  focus 
on  speed.  That's  good,  but  not  enough.  Now  you  have  an 
army  of  users  trying  to  get  to  your  site,  and  your  servers  can't 
handle  it.  That's  a  problem  smart  companies  [like  those  below] 
have  solved  with  Alteon  WebSystems. 

A  Web-intelligent  network  now.  No  waiting. 

We  combine  the  best  of  ultra-fast  Ethernet  switching  with  Web 
intelligent  traffic  control  software.  Our  Web  switches  deliver  traditional 
Layer  2/3  switching  with  advanced  Layer  4 
through  7  session  services  -  all  in  silicon. 

Alteon's  unique  architecture  distributes 
dozens  of  RISC  processors  to  give  our  Web 
switches  the  power  to  process  millions 
[yes,  millions]  of  Web  sessions  each  second. 

Local  &  global  server  load  balancing, 
content  aware  switching,  bandwidth  Aiuon’^tackabu  web 

.  . .  . .  integrate  traffic  control  services 

management  and  more.  All  at  line  rates.  anddsi  ver  them  at  line  rates. 

All  in  one  box. 

Alteon  WebSystems.  We  obliterate  Web  wait. 

To  learn  more  about  Alteon's  Webworking  solutions  and  register  to  win  a  new 
Sega  Dreamcast  game  system,  visit  us  at 

www.alteon.com/webtruth4b 
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Check  Point.  With  1 10,000  customer  installations, 
and  more  than  20  million  remote  access  users. 


In  eBusiness  environments  the  tradi¬ 
tional  network  borders  disappear. 
Check  Point  offers  secure,  manage¬ 
able,  scalable  and  open  solutions  for 
this  new  world,  based  on  our  Secure 
Virtual  Network  (SVN)  Architecture. 
SVN  delivers  all  that  you  need  for  a 
secure  Internet  environment  including 
security,  performance,  fail-safe  reliabili¬ 
ty/  and  interoperability. 

Unlike  other  Virtual  Private  Network 
(VPNs)  solutions,  the  Check  Point 
approach  provides  secure  and  seam¬ 
less  connectivity  between  networks, 
systems,  applications  and  users  across 
the  Internet,  intranets  and  extranets. 


SVN  also  offers  distributed  deploy¬ 
ment  with  centralized  management. 
Which  means  thatyou  can  secure  a  far- 
reaching  enterprise  network  with  a  sin¬ 
gle,  centrally-managed  policy. 

With  millions  of  users  worldwide, 
Check  Point  is  the  undisputed  leader  in 
securing  the  Internet.  If  you  aren’tyet 
using  our  products  to  secure  your  vir¬ 
tual  organization,  you  should  be.  Visit 
our  website  to  learn  more  about 
Internet  Security  and  find  a  reseller 
near  you. 


Check  Point 

Software  Technologies  Ltd. 


We  Secure  the  Internet. 


www.  checkpoint,  com 
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IBM’s  WebSphere  Commerce 
Suite  tops  our  list  for  business- 
to-business  e-commerce  needs. 


BY  BARRY  NANCE,  Network  World  Test  Alliance 


Building  a  business-to-business  e-commerce  site  is  a  lot  like  revamp¬ 
ing  the  plumbing  in  a  building.  Done  right,  you  can  increase  effi¬ 
ciencies  while  lowering  costs.  But  if  you  fowl  up  the  piping,  you’ll 
find  that  your  business  has  sprung  a  leak  —  draining  your 
resources  in  costly  maintenance,  repair  and  lost  opportunity.  With 
that  in  mind,  we  set  out  to  find  e-commerce  platforms  best-suited 
for  business-to-business  e-commerce. 

We  specified  that  the  products  support  business-to-business 
transactions  via  the  Internet  or  extranet  -  not  simply  business-to- 
consumer  transactions.  We  screened  products  for  the  common 
features  that  would  support  business-to-business  well:  publish 
orders  automatically;  accept  orders  via  a  prearranged  schedule  or  a 
bidding  process;  issue  purchase  orders;  track  delivery  and  pay¬ 
ment;  be  customizable  via  scripts,  C/C++  or  Java;  and  use  a  back¬ 
end  database  such  as  Oracle,  SQL  Server,  Adaptive  Server  DB2  or 
generic  Open  Database  Connectivity  (ODBC)  data  source. 

Four  vendors  accepted  the  challenge.  IBM  shipped  us  a  late  beta 
version  of  its  WebSphere  Commerce  Suite  4. 1  and  Commerce 
Studio  Developer  Edition  4.1.  Miva  Corp.  submitted  its  Merchant 
2.0  and  Empresa  3-63  products.  Tomato  Springs  Software  Corp. 
sent  its  ActiveCommerce  Plus  1.0,  and  Macromedia  supplied  us 
with  Drumbeat  2000  eCommerce  Edition,  which  it  recently 
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BLUE  RIBBON  AWARD 

Product:  WebSphere  Commerce  Suite  and  Studio  Developer 

Vendor:  IBM 

WebSphere  Commerce  Suite  and  Studio  Developer  win  our  Blue  Ribbon 
Award  for  being  intuitive,  fairly  easy-to-use  tools  that  let  businesses  create 
virtually  any  kind  of  e-commerce  interface. 

acquired  when  it  purchased  Elemental  Software. 

Fifteen  vendors  declined  to  let  us  examine  and  report  on  the 
quality  of  their  products.  Microsoft  initially  agreed  to  participate, 
then  mysteriously  failed  to  send  anything.  We  concluded  from  the 
vendors’  skittishness  that  most  are  not  quite  sure  what  business-to- 
business  e-commerce  should  look  like,  or  are  reluctant  to  have 
their  products  undergo  an  impartial  lab-based  evaluation.  (Visit  our 
online  Buyer’s  Guide  for  comparative  information  about  those  15. 

Go  to  www.nwfusion.com/ecomm2000.) 

All  four  tools  we  tested  can  create  storefront  Web  sites. 
Business-to-business  e-commerce  interfaces  were  a  different 
story,  however. 

Building  e-business  interfaces 

With  its  sophisticated  and  highly  scalable  approach  to  e-com- 
rnerce,  IBM’s  WebSphere  Commerce  Suite  proved  the  best  tool  for 
establishing  business-to-business  e-commerce  interfaces.  It 
required  some  programming  expertise,  but  we  found  the  result 
well  worth  the  effort.  WebSphere  Commerce  Suite  and  Commerce 
Studio  let  us  create  virtually  any  kind  of  e-commerce  interface  we 
wished,  from  simple  catalog-based  e-business  supplier  links  to 
XML-based  application-specific  data  transfers. 

WebSphere  Commerce  Suite  and  Commerce  Studio  together  con¬ 
tain  everything  you  could  possibly  need  to  build  a  sophisticated 
e-commerce  Web  site.  Commerce  Suite  is  an  integrated  combination 
that  includes  a  customized  Apache  Web  Server;  WebSphere  Payment 
Manager;  a  DB2  relational  database;  Net.Data,  a  Web-oriented  macro 
language  and  database  access  tool;  WebSphere  application  server, 
middleware  that  helps  an  e-commerce  site  scale  across  multiple 
servers;  a  JDK  1.1.7B  Java  run-time  environment;  Netscape  Communi- 
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cator,  a  Web  browser;  and  XML  templates. 
Developer  Studio  adds  Store  Creator;  an  applet 
designer;  Visual  Age  for  Java,  a  programming  tool; 
a  Java  debugging  tool;  IBM  HotMedia,  a  Web 
page  visual  design  tool;  and  a  CD-ROM  of  pic¬ 
tures  and  photographs. 

We  found  WebSphere  Commerce  Suite  and 
Studio  to  be  serious  tools  for  developing 
Web-enabled  e-commerce  sites  and  inter¬ 
faces.  Fortunately,  they’re  intuitive  and  fairly 
easy  to  use.  The  tools  made  quick  work  of 
creating  e-commerce  Web  sites  that  we  con¬ 
nected  to  the  included  DB2  relational  data¬ 
base  management  system  via  Net. Data. 
(WebSphere  Commerce  Suite  also  works 
with  OracleS.) 

We  tested  the  products  by  simulating  a  gro¬ 
cery  store  extranet  (see  “How  we  did  it,”  right). 

In  one  test,  we  assembled  a  simple  site  that  our 
simulated  grocery  store  suppliers  could  use. 

With  a  mouse  click,  suppliers  could  bid  on  out¬ 
standing  orders  and  promise  fulfillment.  In  a 
more  complex  test  requiring  quite  a  bit  of  Java 
programming,  we  designed  a  grocery  store  site 
and  several  supplier  sites  that  exchanged  XML 
interface  files  to  communicate  order  fulfillment, 
delivery  information,  invoices  and  payment  data. 

IBM  could  have  made  this  job  easier  if  it 
included  its  Message-Oriented  Middleware 
(MOM)  product,  MQSeries,  as  part  of  Web¬ 
Sphere  Commerce  Suite.  With  an  Internet- 
aware  MOM  tool,  we  could  have  avoided  the 
design  and  programming  of  the  dialog  con¬ 
trol  necessary  to  ensure  the  delivery  of  the 
Internet  messages  our  grocery  store  applica¬ 
tion  sent.  Nonetheless,  WebSphere 
Commerce  Suite  and  Studio  win  our  Blue 
Ribbon  Award  for  the  relative  ease  with 
which  they  enabled  us  to  build  business-to- 
business  e-commerce  interfaces. 

In  contrast  to  WebSphere  Commerce  Suite, 
Macromedia’s  Drumbeat  2000  required 
almost  no  programming  expertise,  but  our 
tests  showed  it  couldn’t  produce  Web  sites 
or  interfaces  as  sophisticated  as  those  built 
with  WebSphere  Commerce  Suite.  Drumbeat 
2000  eCommerce  Edition  is  tied  inexorably 
to  Microsoft’s  Active  Server  Pages  (ASP)  tech¬ 
nology  for  dynamic  Web  page  creation, 
which  limits  its  scalability  to  a  single  plat¬ 
form,  Windows  NT.  On  the  other  hand,  you 
can  reasonably  expect  that  an  expert  Micro¬ 
soft  Web  platform  programmer  can  tightly 
integrate  a  Drumbeat  2000  application  with 
such  Microsoft  technologies  as  Transaction 
Server,  Active  Data  Objects,  Component 
Object  Model  (COM)  and  Distributed  COM. 
However,  Macromedia  does  not  include  a  set 
of  developer  tools  for  creating  sophisticated 
transactional  Web-based  applications  as  IBM 
does  with  WebSphere  Commerce  Suite  and 
Commerce  Studio. Then  again,  that  disparity 
is  reflected  in  price:  Drumbeat  is  priced  at 
$499,  w  hile  WebSphere  costs  about  10  times 
as  much. 

For  simple  tasks,  WebSphere  Commerce 
Suite’s  wizards  help  programmers  generate 
dynamic  Web  pages,  Java  Server  Pages  (ISP) 
scripts,  JavaBeans,  SQL  statements  and  Java 
servlets.  The  product’s  applet  designer  is 
based  on  NetObjects’  BeanBuilder  technolo¬ 
gy,  and  the  included  NetObjects’  ScriptBuilder 


tool  helps  designers  specify  the  layout  of 
XML  and  Wireless  Markup  Language  interface 
files.  WebSphere  Commerce  Suite’s  design 
tools  let  us  visually  create  e-commerce  sites, 
maintain  catalogs,  set  up  shipping  data,  segre¬ 
gate  grocery  suppliers  into  groups  (produce 
vs.  meat,  for  instance),  lay  out  our  Web  pages 
and  define  the  relationships  between  the 
database  and  the  Web  pages  and  interface 
files. 

Drumbeat  2000  uses  ODBC  to  work  with  a 
variety  of  relational  databases,  and  its  site- 
creation  and  data  access  wizards  are  slick  and 
well-designed.  We  especially  liked  the  Data- 
Form  wizard,  which  built  ASP-based  Web 
pages  containing  drop-down  menus,  list 
boxes,  checkboxes,  radio  buttons  and  text 
edit  boxes  when  we  connected  it  at  design 
time  to  an  already-populated  Oracle  database 
of  catalog  items. 

Impressively,  at  run  time,  the  generated  ASP 
script  navigated  multiple  rows  of  data  as  we 
scrolled  forward  and  backward  through  the 
database.  We  found  the  Site  Creation  and  Pub¬ 
lishing  wizard  a  painless  but  tedious  tool  for 
setting  up  storefront  Web  sites.  To  produce 
XML-formatted  interface  data  from  within 
Drumbeat,  we  programmed  VBScript  state¬ 
ments  by  hand. 

Miva’s  Merchant  basically  just 
gives  you  a  Web  storefront-creation 
tool,  while  the  Empresa  Web  server 
add-on  brings  an  ASP-like  server-side 
script  capability  to  your  Web  server. 

The  proprietary  Miva  Script  language 
looks  like  a  mixture  of  VBScript  and 
XML.  The  Miva  Engine  within 
Empresa  acts  as  a  preprocessor  for 
Web  pages  containing  script  state¬ 
ments  and  HTML.  The  scripting  lan¬ 
guage  offers  ODBC  access  to  relational  data¬ 
bases  and,  if  you  don’t  have  a  relational  DBMS, 
it  has  an  internal  xBase  data  access  and  data 
indexing  mechanism. 

The  Merchant  component  consists  of  cata¬ 
log  access,  product  maintenance,  category 
management,  shopping  basket,  merchandising, 
and  order  and  credit  card  processing.  Over  the 
Web,  a  central  administrator  can  maintain  mul¬ 
tiple  stores  and  delegate  specific  store  mainte¬ 
nance  functions  to  assistants.  Merchant  is  itself 
written  in  Miva  Script. 

Miva  Script  uses  what  Miva  calls  Open 
Web  Document  Connectivity  to  provide 
access  to  Simple  Mail  Transfer  Protocol  and 
Post  Office  Protocol  3  for  sending  and  receiv¬ 
ing  e-mail  from  within  a  Miva-based  applica¬ 
tion.  Miva  Script  programs  can  also  dynami¬ 
cally  create  or  modify  HTML  for  the  Web 
server  to  deliver  to  a  client  browser.  Within  a 
script,  HTML-like  tags  and  system  variables 
control  database  access  as  well  as  the  con¬ 
tent  of  Web  pages,  and  blocks  of  script  lan¬ 
guage  statements  can  iterate  through  multi¬ 
ple  database  rows  or  HTML  elements. 

Like  Miva’s  products, Tomato  Springs  Soft¬ 
ware’s  ActiveCommerce  is  essentially  a  sim¬ 
ple  Web  storefront  tool  with  few  business-to- 
business  features.  It  consists  of  three  com¬ 
ponents:  Catalog  Maker,  Order  Maker  and 
Order  Taker.  Catalog  data  resides  in  Microsoft 

Continued  on  page  84 


How  we  did  it 

We  created  a  Web-based  virtual  grocery 
store  and  multiple  Web-based  virtual  suppli¬ 
ers.  This  would  act  as  our  business-to-busi- 
ness  test  environment. 

We  used  the  catalog  products  to  build  a 
database  of  more  than  100  grocery  items, 
testing  their  features  by  reordering  those 
items  from  the  store’s  suppliers.  As  the 
inventory  of  each  item  fell  below  a  threshold, 
we  published  its  specifications,  quantity 
needed  and  delivery  terms  on  an  extranet. 

The  lab-based  supplier  software  applications 
we  programmed  responded  by  accepting  or 
bidding  for  orders,  arranging  for  delivery  and 
issuing  invoices.The  store  issued  purchase 
orders,  tracked  deliveries  and  paid  for  the 
items.The  store  and  the  supplier  applications 
we  built  produced  reports  showing  current 
and  completed  transactions,  fast-  and  slow- 
moving  items,  price  trends  and  order  status. 

We  looked  for  design-time  features  that 
helped  us  quickly  build  our  business-to- 
business  e-commerce  interfaces.  We  wanted 
products  to  send  and  receive  order,  delivery 
and  invoice  transactions,  preferably  using 
XML.  And  we  considered  how  well  each 
could  accommodate  unique  bidding,  ordering 
and  delivery  needs. 

We  gauged  how  easily  we 
could  use  scripts,  C/C++  or 
Java  programming  to  customize 
a  product’s  behavior,  and  judged 
each  product's  integrated  data¬ 
base  for  relational  access, 
responsiveness,  flexibility  and 
robustness. 

Preconfigured  components 
for  managing  catalogs,  bids, 
orders,  shipping  and  payments  were 
a  plus,  as  were  useful  features  such  as  the 
ability  to  specify  minimum  and  maximum 
acceptable  item  prices,  modify  an  inter¬ 
face’s  configuration  without  having  to  take  it 
offline,  accept  a  range  of  electronic  payment 
types  and  produce  useful  reports. 

At  run  time,  we  looked  for  correct  and 
consistent  processing  of  sales  transactions 
as  well  as  reliable  operation.  We  also  exam¬ 
ined  the  network  traffic  each  product  gener¬ 
ated,  using  Network  Associates’  Sniffer 
software  to  discover  packet  sizes,  traffic 
densities,  network  utilization  and  time  inter¬ 
vals  between  requests  and  responses. 

In  the  performance  tests,  30  clients  con¬ 
currently  supplied  items  to  our  e-commerce 
site  while  we  closely  monitored  response 
times,  server  workloads  and  network  utiliza¬ 
tion.  For  all  tests,  we  rebooted  the  Web  server 
and  the  clients  to  eliminate  the  effect  of 
caching  on  performance. 

We  ran  each  product  on  Windows  NT 
Server  4.0  with  Service  Pack  5,  using  a  Gate¬ 
way  2000  NS-8000  computer  with  333-MHz 
Pentium  II  dual  processors,  512M  bytes  of 
RAM  and  three  9G-byte  SCSI  RAID  drives. 

A  100-MHz  Fast  Ethernet  LAN  was  our 
extranet,  and  the  30  client  PCs  were  a  mix¬ 
ture  of  NT  Workstation  4.0,  Windows  98,  OS/2 
Warp  4.0  and  Macintosh  System  8  platforms. 

—  Barry  Nance 
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Network  Appliance. 

When  you're  sick  of  streaming  media 
that's  more  like  a  trickle  than  a  stream. 

Sad,  but  true.  What’s  called  streaming  media  today  is  largely  a  stop-and-go  trickle  of  muddled 
audio  and  video.  Which  leaves  your  customers  squinting,  ears  straining,  at  tiny,  erratically  moving 
video.  Or,  worse,  facing  blank  screens  and  silent  speakers. 

It  won’t  be  that  way  when  our  NetCache"  appliances  go  to  work  on  your  network.  Scaling  its 
infrastructure  to  enhance  the  Web  experience.  Reliably  delivering  high-quality  streaming  media  to 
thousands.  Standing  alone  in  their  ability  to  support  all  major  streaming 
media  formats -Apple’s  QuickTime',’"  Microsoft®  Windows  Media"  and 
RealNetworks’  RealSy  stem""  G2. 

So.  Ready  to  blow  away  those  server  and  network  bottlenecks?  Then 
visit  us  at  ivwmnetapp.com/streaming/ .  And  learn  how  NetCache 
appliances  can  make  streaming  media  really  stream. 

©2000  Network  Appliance,  Inc.  All  rights  reserved.  The  Network  Appliance  logo  is  a  registered  trademark  and  Network  Appliance  is  a  trademark  of  Network  Appliance  Inc.  in  the  United  States  and  othet 
countries.  Microsoft  and  Windows  Media  arc  registered  trademarks  of  Microsoft  Corporation  in  the  United  States  and  other  countries.  Apple  is  a  registered  trademark  and  QuickTime  is  a  trademark  of 
Apple  Computer,  Inc.  RealNetworks  and  RealSystem” G2  are  registered  trademarks  of  RealNetworks,  Inc.  AH  other  brands  or  products  are  trademarks  or  registered  trademarks  of  their  respective  holders 
and  should  be  treated  as  such.  Network  Appliance  Inc.  has  no  relationship  with,  nor  is  endorsed  by,  RealNetworks,  Inc. 


NetworkAppliance® 

1-800-536-3064  ext.1651 
www.netapp.com 


The  Electronic  Commerce  Issue 


Product  review 


Continued  from  page  82 
Access  MDB  files.  We  used  ActiveCommerce  to 
publish  a  catalog  from  which  clients  could  order 
items,  but  the  product  did  not  verify  in-stock 
quantities  or  handle  electronic  payments. 

Managing  the  e-business 

WebSphere  Commerce  Suite,  Drumbeat  2000 
eCommerce  Edition  and  Miva  Merchant  include 
built-in  tax  and  shipping  calculations,  several  mer¬ 
chandising  options,  such  as  discounting,  cross¬ 
selling  and  frequent  shopper  points,  and  auto¬ 
matic  order  confirmations.  Additionally,  WebSphere 
Commerce  Suite  supports  the  AVP  Taxware  system 
for  calculating  and  supplying  accurate  U.S.  and 
Canadian  tax  rates.  Interestingly,  Macromedia 
recently  announced  a  version  of  Drumbeat  2000 
that  uses  JSP  to  work  with  the  IBM  WebSphere 
application  server  environment  and  DB2  relational 
DBMS. 

For  security,  all  the  products  except  ActiveCom¬ 
merce  offer  the  use  of  Secure  Sockets  Layer.  Web¬ 
Sphere  Commerce  Suite  and  Drumbeat  2000  addi¬ 
tionally  can  use  the  Secure  Electronic  Transaction 
(SET)  protocol  to  protect  credit  card  transactions 
from  prying  eyes  and  malicious  damage.  In  the  lab, 
WebSphere  Commerce  Suite  and  Drumbeat  2000 
sent  correctly  formatted  SET  transactions  to  a  test 
payment  gateway  for  decryption,  translation,  verifi¬ 
cation  and  authorization. 

Miva  Merchant-based  applications  can  access 
United  Parcel  Service  computers  through  the  Web 


Up  to  150  GB  on 
a  single  tape. 


c 


to  calculate  shipping  fees  worldwide.  Of  the  four 
products,  only  WebSphere  Commerce  Suite  sup¬ 
ports  the  Joint  Electronic  Payment  Initiative  and 
electronic  data  interchange  standards. 


Within  WebSphere  Commerce  Suite  and  Drum¬ 
beat  2000,  you  can  specify  that  users  must  identify 
themselves,  either  by  preregistration  through  the 
site  administrator  or  via  a  registration  process.  In 
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WebSphere  Commerce  Suite  4.1  beta,  and  Commerce 
Studio  Developer  Edition  4.1  beta  (needed  for  Web 
site  development) 

IBM 

(800)  342-6672,  (914)  765-1900 
www.ibm.com/software/webservers/index.html 
Price  not  available.  Previous  release  ofWebSphere 
Commerce  Suite,  called  Net.Commerce,  was  $4,749. 
WebSphere  Studio  Developer  was  $425. 

Pros:  Extremely  capable  site  creation  and  business-to- 
business  interface  definition. 

Cons:  Requires  some  programming  expertise. 


Merchant  2.0 

Empresa  3.63  (scripting  engine  needed  to  run  Merchant 
2.0  e-commerce  scripts) 

MIVA 

(858)  490-2570 
www.miva.com/products 
$895  per  CPU/domain 

Pros:  Miva  Script  language,  via  Empresa,  adds 
ASP-like  server-side  features  to  non-Microsoft  Internet 
Information  Server  Web  servers. 

Cons:  Much  more  sophisticated  than  Active- 
Commerce,  but  still  just  a  storefront  creation  tool. 


Drumbeat  2000  eCommerce  Edition  ActiveCommerce  Plus  1.0 


MACROMEDIA 

(800)  457-1774,  (415)  252-2000 
www.macromedia.com/software/drumbeat 

$499 

Pros:  Easy-to-use  wizards  for  site  creation  and  data 
access. 

Cons:  Relies  on  Microsoft  Active  Server  Pages  (ASP) 
technology  for  emitting  dynamic  Web  pages. 


TOMATO  SPRINGS  SOFTWARE 

(888)  968-8772,  (949)  459-6981 
www.tomatosprings.com/products/products.htm 
$5,995  (Plus  edition),  $9,995  (Enterprise  edition) 

Pros:  Uses  purchase  order  metaphor  rather  than  a  shopping 
cart. 

Cons:  Really  just  a  storefront  catalog  display  and 
rudimentary  order  taker. 
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our  tests,  the  e-commerce  software  products  used 
the  personalization  data  to  sort  suppliers  demo- 
graphically,  track  histories,  and  group  suppliers  by 
criteria  such  as  on-time  delivery  and  bid  price. 

In  addition  to  Internet-based  access,  ActiveCom- 
nierce  supports  dial-up  connections  from  cus¬ 
tomers.  Instead  of  a  shopping  cart,  ActiveCommerce 
uses  a  purchase-order  metaphor  to  interact  with 
customers.  ActiveCommerce  has  the  ability  to  cre¬ 
ate  reusable  templates  of  typical  orders  to  increase 
customer  efficiency. 

The  product  also  has  differential  pricing  by  cus¬ 
tomer  or  class  of  customer.  You  can  build  different 
pricing  models  into  the  ActiveCommerce  catalog 
and  include  a  unique,  private  key  with  each  model. 
ActiveCommerce  prompts  each  user  to  enter  his  or 
her  catalog  key  to  know  which  pricing  model  to 
reveal. 

While  ActiveCommerce  was  the  least  capable 
business-to-business  e-commerce  product  we  eval¬ 
uated,  it  did  offer  a  simple-to-use  data  import  tool 
for  updating  its  catalog  from  comma-delimited 
external  files.  Moreover, Tomato  Springs  says  that 
ActiveCommerce  integrates  with  the  Platinum  for 
Windows  accounting  system  for  inventory  control 
and  order  tracking. 

According  to  Tomato  Springs,  it  replicates  cata¬ 
log  data  from  the  accounting  system’s  inventory 
master  into  its  own  data  store  and  routes  sales 
orders  to  the  accounting  system’s  order-entry 
module. 

Miva  Merchant’s  installation  process  is  difficult 
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Find  it  online:  www.nwfusion.com 

Find  your  catalog  server:  For  a  detailed 
comparison  of  dozens  of  catalogs,  surf 
our  Interactive  Buyer's  Guide. 

DocFinder 

7036 

to  follow  and,  for  license  verification  via  a  Miva 
Web  site,  requires  that  the  Merchant  server  be  con¬ 
nected  to  the  Internet.  Installing  WebSphere  Com¬ 
merce  Suite  from  its  eight  CD-ROM  disks  was 
tedious  but  straightforward.  Drumbeat  2000’s  and 
ActiveCommerce’s  installation  steps  were  quick 
and  simple. 

Miva  Merchant’s  documentation  consists  entirely 
of  online  manuals,  the  content  of  which  is  obscure 
and  incomplete.  ActiveCommerce  comes  with  an 
amateurish  quick-start  manual  of  folded  8  1/2-by-l  1 
laser-printer-produced  pages,  while  Drumbeat  2000 
and  WebSphere  Commerce  Suite  have  professional¬ 
looking,  comprehensive  and  well-written  printed 
manuals. 

Performance  is  important  for  high-volume  sites 
that  need  to  be  as  responsive  as  possible  to  busi¬ 
ness  partner  orders  and  delivery  data.  We  found 
WebSphere  Commerce  Suite  not  only  the  fastest 
business-to-business  e-commerce  product  but  also 
the  best  at  scaling  across  multiple  servers. 

Both  Drumbeat  2000  and  ActiveCommerce 
lagged  behind  WebSphere  Commerce  Suite  in  our 
tests,  typically  taking  about  50%  more  time  to 
respond.  In  one  test  that  used  the  Sniffer’s  network 


packet  time  stamps  to  reveal  when  requests  and 
responses  appeared  on  the  network  wire,  a 
WebSphere  Commerce  Suite  transaction  took  three 
seconds  to  complete,  while  similar  Drumbeat  2000 
and  ActiveCommerce  transactions  required  about 
five  seconds.  Miva  Merchant,  written  in  Miva 
Script,  proved  the  slowest  of  the  lot,  taking  nearly 
seven  seconds  to  complete  the  transaction. 

Relationships  between  businesses  are  typically 
complex,  and  you’ll  want  to  analyze  that  complex¬ 
ity  carefully  before  plunging  into  Internet-based 
e-commerce  with  your  business  partners.  When 
you  decide  to  build  those  interfaces,  we  strongly 
suggest  you  allocate  some  programming  effort  to 
the  project  and  take  a  close  look  at  IBM’s  Web¬ 
Sphere  Commerce  Suite  and  Commerce  Studio. 


Nance,  a  software  developer  and  consultant  for 
29  years,  is  the  author  of  Introduction  to  Net¬ 
working,  4th  Edition  (Que,  1997)  and  Client/ 
Server  LAN  Programming  (Que,  1994).  You  can 
contact  him  at  barryn@erols.com. 

Nance  also  is  a  member  of 
the  Network  World  Test  Alliance, 
a  cooperative  of  the  premier 
reviewers  in  the  network  indus¬ 
try,  each  bringing  to  bear  years 
of  practical  experience  on  every 
review.  For  more  Test  Alliance 
information,  including  what  it 
takes  to  become  a  member,  go  to  www.  nwfusion. 
com/alliance. 
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Guaranteed 

Test  Drive  An  M2  For 
30  Days  At  Absolutely 
No  Risk. 


_ 1 


These  clays,  Jew  things  are  growing  faster  than  your  data 
storage  needs.  As  a  result,  your  overtime  is  rapidly  swallowing 
up  your  free  time.  Exabyte  has  a  solution:  the  new  M2.  It’s  not 
only  the  biggest,  fastest  drive  in  its  class,  it’s  also  the  only  tape 
drive  smart  enough  to  clean  itself  automatically.  So  instead 
of  switching  tapes,  switch  your  tape  drive. 

Ask  your  reseller,  and  take  the  M2  for  a  month-long, 
no-obligation  Test  Drive.  It’ll  be  the  drive  of  your  life. 

We  guarantee  it. 


Exabyte 

people  work i ngjor  yoir 


1 .800.EXABYTE  m2wins.com 

Exabyte  is  a  registered  trademark  and  M2  is  a  trademark  of  exabyte  CorjJorathnu  . 
150  GB  capacity,  50  MBps  assumes  2.5:1  compression.  No  purchase  necessaiy.  . 

.Some  restrictions  apply.  Details  available  at  w\ wv.m2wins.com.  :  4 
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Want  to  manage  the  Windows  2000  environment? 
Walk  with  the  company  who  knows  these  waters. 


OnePoint 


J^PWndows 


2000 


Learn  how  you  can  Migrate, 
Monitor,  and  Manage  your 
entire  Microsoft  network 
infrastructure: 

•  Windows  NT 

•  Windows  2000 

•  Active  Directory 

•  BackOffice 


Whether  you’re  taking  those  first  tentative  steps  toward  migration,  or  think  you  can  manage 
with  both  feet,  go  with  the  one  company  that’s  done  a  lot  more  than  just  get  it’s  toes  wet: 
Mission  Critical  Software.  Unlike  other  systems  management  solutions  built  around  Unix-  and 
mainframe-based  environments,  our  OnePoint  product  suite  was  designed  specifically  to  work 
with  Windows  NT.  OnePoint  looks,  smells  and  feels  just  like  Windows  NT,  and  frankly,  that’s  one  rea¬ 
son  why  Mission  Critical  was  chosen  as  a  Windows  2000  development  partner.  (Splash!)  It’s  also  why 
over  50%  of  all  Fortune  100  companies  have  chosen  us  for  managing  their  Windows  NT  environments! 

What  makes  OnePoint  the  answer  for  Windows  2000?  For  starters,  it’s  a  full  suite  of  prod- 
ucts-each  one  providing  best  solutions  for  systems  administration,  security,  and  operations 
management-not  just  a  one  or  two  trick  show  that  can  easily  leave  you  dry.  Each  product  is 
integrated  through  a  common  knowledgebase  and  infrastructure,  making  OnePoint  incredibly 
easy  to  install,  implement  and  deploy.  Completely  scalable,  it  allows  you  the  flexibility  to 
manage  Active  Directory  and  Windows  2000  both  in  a  native  and  mixed  mode  environment. 
In  short,  if  you're  looking  for  the  best  way  to  migrate  to  and  manage  your  Windows  2000 
environment  without  it  dragging  you  under,  look  to  the  company  that  was  first  in  the  water- 

Mission  Critical  Software.  Nobody  does  Windows  2000 
better.  Nobody. 


To  find  out  more,  get  a  copy  of  our 
FREE  Migration  Guide  by  calling  us  at 
888-323-6768  or  visit  our  website  at 
www.missioncritical.com. 


mission  critical  software 

SYSTEMS  MANAGEMENT  FOR  WINDOWS  2  0  0  0 


OnePoint,  the  OnePoint  logo,  Mission  Critical  Software,  and  the  Mission  Critical  Software  logo  are  trademarks  of  Mission  Critical  Software,  Inc.  in  the  United  States  and  other  jurisdic¬ 
tions.  All  other  company  and  product  names  mentioned  are  used  only  for  identification  purposes  and  may  be  trademarks  or  registered  trademarks  of  their  respective  companies. 


Brian  Hall,  vice  presidei 
procurement  at  Visa,  is  < 
fortable  participating  in 
e-marketplage — but  st 


E-marketplaces  ease 
procurement  headaches 


BY  AMANDA  MITCHELL  HENRY 


our  company  can  buy  almost  anything  over  the  Internet,  but  is  the 
ordering  process  as  good  as  it  gets? 

Probably  not.  Until  recently,  Internet-based  procurement  was  neces¬ 
sarily  sloppy;  it  required  juggling  separate  catalogs  and  transaction 
processes  for  each  online  supplier.  Each  catalog  had  to  be  maintained, 
and  users  couldn’t  aggregate  purchases  to  get  the  best  volume  prices. 
Such  catalogs  also  made  shopping  difficult,  whether  looking  to  buy 
raw  materials  or  software  products. 

Enter  digital  marketplaces  —  the  latest  wave  in  business-to-busi- 
ness  commerce  —  where  buyers  and  sellers  trade  money  for  goods 
over  a  secure  procurement  network.  Digital  marketplaces,  also 
known  as  exchanges,  have  hit  full  speed  in  the  past  nine  months. 

You  can  build  a  private  marketplace  for  your  company  or  join 
semipublic  marketplaces.  The  latter  are  ad  hoc  purchasing  consor¬ 
tiums  hosted  by  a  third  party.  These  hosts  may  be  marketplace  soft¬ 
ware  vendors,  such  as  Ariba  or  CommerceOne,  that  offer  a  variety  of 
goods  for  sale.  Or  they  may  be  virtual  companies,  such  as  Chemdex, 
Global  Food  Exchange  and  VerticalNet,  aimed  at  a  vertical  market. 

In  any  case,  cost  savings  abound.  By  aggregating  buyers  into  a  sin¬ 
gle  site,  sellers  can  afford  to  offer  bigger  discounts. 

“Digital  marketplaces  are  where  the  action  is,”  says  Jack  Staff,  chief 
Internet  economist  at  Zona  Research,  a  market  research  firm  in 
Redwood  City,  Calif.  Published  pricing  and  increased  competition 
among  sellers  will  drive  prices  down,  and  that’s  good  for  buyers,  he 
says.  Ultimately,  it’s  good  for  sellers,  too,  because  lower  prices  will  be 
offset  by  higher  volumes,  provided  sellers  participate  in  multiple  mar¬ 
ketplaces,  Staff  says. 

If  you  build  a  private  system,  purchase  orders  can  be  generated 
with  a  click  of  the  mouse.  Orders  can  then  be  routed  through 
required  approvals,  eliminating  costly  human  administrators.  By 


putting  all  suppliers  in  a  central  Web-based  catalog,  your  purchasing 
department  can  easily  compare  prices. 

Savings  are  further  achieved  by  aggregating  corporatewide  orders 
to  the  same  suppliers.  This  makes  it  easier  to  negotiate  discounts. 
And  you  can  pump  all  exchange-related  procurement  data  into  cor¬ 
porate  accounting  or  enterprise  resource  planning  applications  for 
budgeting,  scheduling  and  other  analysis. 

In  fact,  users  such  as  Hewlett-Packard  have  found  a  company  can 
reduce  its  administrative  costs  a  hundredfold.  Since  June,  HP  has 
been  buying  goods  over  Sunnyvale,  Calif.-based  Ariba ’s  digital  mar¬ 
ketplace,  one  of  several  online  exchanges  that  have  sprouted  up 
over  the  past  year.  For  HP,  Internet-based  procurement  has  expanded 
from  just  office  supplies  and  computers  to:  software;  maintenance, 
repair  and  operating  products;  network  equipment;  marketing  print 
services;  consulting  services;  and  even  temporary  labor. 

“Before,  we  had  a  couple  of  sites  that  were  operated  manually 
with  a  custom  Web  site  for  every  commodity,”  says  Gregson  Siu, 
global  solutions  center  manager  for  HP’s  operation  procurement 
organization  in  Palo  Alto.  “Now  anything  I  can  buy,  I  can  put  in  a 
single  catalog,”  he  says. 

As  of  December,  HP  had  deployed  the  marketplace  to  about  500 
employees,  pausing  its  rollout  in  January  as  a  Year  2000  precaution. 
The  company  is  now  back  on  track  with  deployment  to  the  rest  of 
its  North  American  operations,  meaning  approximately  80,000 
employees.  HP  calculated  it  was  spending  about  $125  per  purchase 
order  in  labor  fees.  When  its  rollout  is  completed  in  the  next  few 
weeks,  Siu  estimates  it  will  cut  that  amount  to  $10  per  purchase 
order,  by  reducing  administration.  The  kicker  is  HP  will  save  an  addi¬ 
tional  5%  simply  by  restricting  purchases  to  prenegotiated  catalog 
items  and  by  buying  these  items  in  volume,  Siu  says. 
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Restrict  the  rogue 

With  digital  marketplaces,  buyers  may  pur¬ 
chase  directly  front  a  catalog  using  their  com¬ 
pany’s  prenegotiated  pricing.  This  frees  them 
from  a  lengthy  approval  process.  It  also  pre¬ 
vents  what  is  known  as  “rogue  buying,”  in 
which  users  stray  from  approved  products  to 
find  a  better  deal.  In  truth,  unsanctioned  pur¬ 
chases  actually  increase  costs  because  they 
aren’t  tracked  by  the  company.  So  they  would 
be  excluded  from  volume  discounts  and  typi¬ 
cally  require  manual  administration  —  a  per¬ 
son  must  see  to  approvals,  purchase  orders, 
system  input  and  other  issues. 

With  marketplaces,  users  can  be  restricted  to 
seeing  only  approved  items.  Aggregation  and 
procurement  policy'  enforcement  are  automatic. 

Ibis  isn’t  as  restrictive  as  it  sounds,  nor  does 
it  mean  having  to  recreate  every  supplier’s 
e-commerce  site.  Like  a  personalized  shopping 
portal,  a  marketplace  can  host  links  to  approved 
suppliers’  sites,  serving  up  contracted  prices. 

For  instance,  marketplace  buyers  can  link  to 
Dell’s  www.dellware.com  and  get  their  own 
prenegotiated  prices  rather  than  working 


Vertical  sites  typically  operate  under  an  auction 
model  in  which  a  request  for  proposal  is  issued 
and  several  suppliers  bid  on  it  (see  story,  page 
91).  The  attraction  to  sellers  is  increased  access, 
far  beyond  traditional  sales  methods  and  even  far- 
tlier  beyond  what  their  existing  network  infra¬ 
structures  can  handle,  says  Dave  Reinke,  vice  pres¬ 
ident  at  Braun  Consulting,  a  Chicago  marketplace 
consultant,  which  helped  create  BidBuyBuild. 
com,  a  marketplace  for  the  construction  industry. 

“Suppliers  don’t  have  enough  exposure  to  all 
contractors,  and  contractors  don’t  get  the  full 
breadth  of  suppliers  because  they  are  limited 
by  the  bandwidth  of  their  existing  sales  net¬ 
works,”  he  says. 

Marketplaces  also  vary  in  how  they  process 
transactions.  Some,  such  as  Ariba,  do  the  pro¬ 
cessing  on  their  networks,  inside  their  own  fire¬ 
walls,  and  others,  such  as  Clarus,  put  that  task  in 
the  users’  hands. 

“We  put  a  portal  out  there,  just  like  the  Ariba 
portal  or  the  CommerceOne  portal,  and  we  pro¬ 
vide  a  lot  of  profiling  information,  catalog  man¬ 
agement  services  and  the  ability  to  do  commerce 
between  buyers  and  suppliers,”  says  Steve  Jeffery, 


A  SAMPLING  OFTHE  DIGITAL  MARKETPLACES 

Some  marketplaces  are  horizontal  services,  selling  a  variety  of  products  relevant  to  any  business. 
Others  are  services  aimed  at  specific  vertical  markets.  Several  vendors  simply  sell  e-marketplace 
software,  so  users  can  build  their  own. 


Horizontal  marketplaces* 

Vertical  marketplaces 

Marketplace  software  vendors 

Ariba 

Instill  (Food) 

Oberon 

Clarus 

Chemdex  (Chemicals) 

Time 

CommerceOne 

BuildNet  (Construction) 

Trilogy  Software 

Intelisys 

SupplierMarket  (Parts) 

Scalar  Solutions 

Oracle  Exchange 

VerticalNet  (Variety) 

SAP  (mysap.com) 

Pharmabid  (Pharmaceuticals) 

DirectAG  (Agriculture) 

*  Also  sell  marketplace  software 

Neoforma  (Health  care) 

through  a  Dell-created  catalog  on  the  Ariba  net¬ 
work.  By  ordering  via  the  marketplace,  the  trans¬ 
action,  along  with  all  its  administration  and  inte¬ 
gration  with  back-end  systems,  is  done  by  the 
marketplace. 

As  for  the  transaction  itself,  most  marketplaces 
offer  a  choice  of  formats,  such  as  electronic  data 
interchange,  fax,  e-mail  or  XML.  The  latter  is  the 
most  popular  method,  particularly  for  those  with¬ 
out  legacy  online  procurement  systems. 

Easy  to  join,  hard  to  leave 

Marketplace  options  are  vast  and  growing 
bigger.  There  are  marketplace  specialists  includ¬ 
ing  Ariba,  Clarus,  CommerceOne,  Intelisys 
Electronic  Commerce,  Trilogy  Software  and 
Time0,  a  Perot  Systems  business.  Likewise,  ERP 
powerhouses  have  jumped  in,  including  SAP  AG 
with  its  mysap.com  network  and  Oracle  with 
Oracle  Exchange. 

Plus,  vertical  exchanges  have  cropped  up  for 
virtually  every  industry.  Some  sites,  such  as 
Verticalnet.com,  even  host  numerous  vertical 
exchanges.  Each  vendor  makes  money  by  marry¬ 
ing  buy  ers  widi  sellers,  but  how  they  assess  fees 
varies.  Ariba,  for  example,  charges  per  transac¬ 
tion,  but  the  company  and  its  buyers  keep  the  fee 
a  closely  guarded  secret.  In  contrast,  Clarus  uses  a 
subscription  model,  charging  $995  per  month. 


president  and  CEO  of  Clarus.  But,  he  says,  Clarus 
doesn’t  process  the  transaction  itself. 

While  your  company  today  would  need  to 
join  two  separate  digital  marketplaces  —  a  hori¬ 
zontal  one  to  procure  office  supplies  and  a  verti¬ 
cal  one  to  buy  raw  materials  —  expectations  are 
that  these  two  worlds  will  soon  merge.  Hori¬ 
zontal  digital  marketplaces  have  begun  to  set 
themselves  up  to  offer  vertical  exchanges  as  a 
subset  of  their  existing  sites.  “The  final  step  is  to 
link  these  exchanges  with  smaller  grass-roots 
exchanges  like  Chemdex  and  e-STEEL  ...  to 
make  a  single  integrated  buying  experience,” 
says  Lou  Unkeless,  senior  director  of  applica¬ 
tions  marketing  at  Oracle. 

To  narrow  down  the  choices,  start  by  assess¬ 
ing  the  number  of  transactions  your  company 
will  complete  each  month.  1’hat  will  allow  an 
apples-to-apples  comparison  between  fee-based 
and  subscription  services. 

Also,  while  the  list  of  participants  on  a  net¬ 
work  is  important,  don’t  be  overly  concerned 
with  it.  Each  vendor  is  feverishly  trying  to  pop¬ 
ulate  its  network  with  as  many  buyers  and  sup¬ 
pliers  as  possible  by  making  joining  as  easy  as 
launching  a  browser.  Within  weeks  after  it 
launched  last  fall,  Oracle  claimed  to  have  270 
companies  signed  on  to  be  sellers  and  more 
than  400  customers.  By  the  end  of  January,  it 


claimed  that  it  had  950  companies  registered  as 
participants.  Clarus  claims  to  have  30  compa¬ 
nies  implementing  its  framework  today,  totaling 
200,000  employees  with  access  to  its  network. 
Clarus  also  claims  to  have  collected  several 
hundred  manufacturers  and  resellers  participat¬ 
ing  with  sellers  on  its  network. 

Of  course,  don’t  let  the  easy-to-join  guise 
fool  you.  Choose  a  marketplace  carefully,  partic¬ 
ularly  if  you  must  invest  in  the  vendor’s  soft¬ 
ware  and  integrate  it  with  existing  network 
and  back-end  systems.  “This  is  the  classic  rela¬ 
tionship  between  buyer  and  seller:  They  want 
to  make  the  setup  cost  low  and  switching  costs 
high.  Every  change  is  going  to  cost  a  lot,  and  it’s 
going  to  be  extremely  painful,”  says  Rob  Kelley, 
vice  president  of  e-business  development  at 
Broadreach  Consulting  in  Wayne,  Pa. 

Security  gotcha 

While  users  say  integrating  marketplace  soft¬ 
ware  with  back-end  systems  is  fairly  simple, 
they  also  point  out  that  there  are  some  gotchas. 

One  is  security,  a  major  concern  for  Visa 
International  in  Foster  City,  Calif.  A  year  ago,  it 
opted  to  join  Ariba  s  marketplace  to  replace  a 
manual  procurement  system  for  office  supplies, 
and  ran  into  a  conflict  with  its  security  policies. 
The  concern  surfaced  over  Ariba  s  model  of  pro¬ 
cessing  transactions  on  its  own  network  behind 
the  Ariba  firewall.  That  meant  Visa  users  had  to 
send  sensitive  buying  data  over  the  Internet. 

“All  of  a  sudden,  we  were  going  to  have  pur¬ 
chase  orders  sent  via  the  Internet  and  have  peo¬ 
ple  going  outside  the  company’s  firewalls,”  says 
Brian  Hall,  Visa’s  vice  president  of  procurement. 
Ultimately,  Visa  adjusted  its  policy  to  use  Ariba ’s 
marketplace,  but  first  the  company  learned  all  it 
could  about  potential  vulnerabilities. 

Another  gotcha  is  that  these  marketplaces 
may  require  beefing  up  your  infrastructure.  Visa, 
for  instance,  purchased  two  Windows  NT 
servers  in  order  to  run  Ariba’s  software  in  devel¬ 
opment  and  production  modes.  Savings  on 
administration  costs  more  than  offset  the  price 
of  these  infrastructure  upgrades.  In  the  year 
since  its  deployment, Visa  has  reduced  its  labor 
costs  by  66%  and  increased  the  cycle  time  for 
processing  requests  by  21%. 

Visa’s  procurement  network  is  currently  ac¬ 
cessed  by  2,000  employees,  but  this  quarter  the 
company  anticipates  rolling  it  out  to  all  4,000 
domestic  employees.Visa  expects  to  achieve  its 
return  on  investment  within  two  years. 

However,  maintenance  of  a  marketplace  is 
more  than  just  routine  software  administration, 
Hall  warns.  It  requires  constant  monitoring  of 
procurement  policies  and  organizational  struc¬ 
ture  to  ensure  that  the  system’s  automatic  work- 
flow  features  remain  accurate.  “From  the  IS  per¬ 
spective,  a  project  like  this  really  needs  to  have 
dedicated  resources  for  ongoing  management 
of  the  software,”  Hall  says. 

Vertical  or  horizontal,  digital  marketplaces  are 
coming  on  fast,  and  they  appear  to  be  offering 
buyers  and  sellers  an  equal  array  of  benefits. 
Efficiencies  and  cost  savings  have  already  been 
seen.  The  only  factor  left  to  prove  is  whether 
businesses  will  turn  to  them  en  masse. 

Henry  is  a  freelance  writer  in  San  Carlos, 
Calif. 
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Trend  Micro  joins  forces  with  the  world's  leading 
Internet  service  providers  to  launch  eDoctor. 

It's  a  groundbreaking  way  of  staying  virus-free.  Leading  ISPs  worldwide 
are  partnering  with  Trend  Micro  to  provide  customers  with  value-added  Internet 
antivirus  security  services.  The  eDoctor  Global  Network  now  enables  Internet 
users  to  subscribe  to  virus  scanning  services  directly  through  their  ISP.  eDoctor  is 
innovative  and  easy  -  no  installation  or  updates  necessary.  eDoctor's  round-the- 
clock  virus  scanning  services  offer  real-time  protection.  Leading  ISPs  around  the 
world  put  their  antivirus  security  in  the  hands  of  Trend  Micro.  Shouldn't  you? 
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onsumer  goods  aren’t  the  only  hot  items  on  online  auction  blocks. 
In  fact,  on  any  given  day,  you’ll  find  thousands  of  networking  prod¬ 
ucts  up  for  bid  on  eBay.  And  business-to-business  auction  sites  are 
attracting  a  legion  of  followers,  moving  truckloads  of  products  and 
forging  previously  unattainable  partnerships  around  the  globe. 

Best  yet,  the  IT  experience  you’ll  need  to  engage  in  auctions  is 
easy  to  come  by. 

Industry  watchers  agree  that  business-oriented  auctions  are  one 
of  the  hottest  new  online  trends,  drawing  participation  from  small 
businesses  and  Fortune  500  companies  alike.  In  fact,  business-to- 
business  online  auctions  handled  $109  billion  worth  of  transac¬ 
tions  in  1999,  and  that  number  is  expected  to  jump  to  $1.3  trillion 
by  2003,  notes  Forrester  Research,  a  market  research  firm  in 
Cambridge,  Mass. 

The  rocketing  interest,  coupled  with  large  transaction  numbers, 
have  analysts  and  user  organizations  putting  their  muscle,  and 
their  dollars,  behind  this  burgeoning  technology.  Procurement  peo¬ 
ple  who  have  access  to  auction  systems  rave. 

“It’s  a  fantastic  tool,”  says  Michael  McGaugh,  senior  market 
supply  manager  for  The  Dow  Chemical  Co.,  an  $18  billion  chem¬ 
ical  giant  in  Midland,  Mich.,  with  35,000  employees  worldwide. 
“It  allows  us  to  diversify  our  supply  base  and  create  a  dynamic 
marketplace  for  buying  and  selling.  Now,  I  can  reach  a  competi¬ 
tive  market  price  very  quickly  and  with  much  less  effort  than 


phoning  around  and  taking  bids  manually.  I  can  do  it  in  a  matter 
of  hours  instead  of  a  matter  of  weeks.” 

Dow  is  a  good  example  of  why  business-to-business  auctions 
are  becoming  a  hot  avenue  for  buyers  and  sellers.  As  a  seller, 
Dow  uses  auctions  to  meet  new  customers.  As  a  buyer,  it  uses 
online  auctions  to  find  lower  prices  on  the  tons  of  raw  materi¬ 
als  and  packaging  the  company  needs  to  make  and  ship  its 
products. 

McGaugh  says  he  routinely  saves  2%  to  5%  on  purchases 
through  online  auctions  and  sometimes  as  much  as  20%. That’s 


GOING  ONCE,  GOING  TWICE  . . . 

Some  samples  of  what’s  available  on  Web  auction  sites. 

Item 

Price 

Auction  site 

■  Two  Cisco  2503  routers  plus 
cables,  memory  and  more 

$2,025 

eBay 

*■ - $ 

a  3Com  SuperStack  II 

Switch  3300 

$405 

eBay 

Kalpana  ESP  1500  Ether  Switch 

$197 

ITParade 

The  Electronic  Commerce  Issue  I  Network  World  I  February  28,  2000  I  www.nwfusion.com/ecomrr.2000 


91 


e  Electronic  Commerce  Issue 


WEB -BASED  SELLING 


i 


i 


because  bidding  pressure  can  drive  down  the 
costs  of  buying  from  new  suppliers,  particu¬ 
larly  for  commodities  such  as  packaging,  auc¬ 
tioneers  contend. 

“An  oat  company  might  have  all  these  pro¬ 
cedures  in  place  to  get  the  best  price  on  oats, 
but  it  doesn’t  think  about  what  it  pays  for 
industrial  supplies.  If  it  pays  $200  million  a 
year  and  can  save  just  10%,  that’s  $20  million,” 
says  Paul  Baier,  CEO  of  PurchasingCenter. 
com,  a  6-month-old  online  auction  company 
in  Burlington,  Mass. 

It’s  no  wonder  that  online  auctions  are 
quickly  proving  their  value.  As  a  sales  system, 
they  save  time  and  money,  bring  in  new  cus¬ 
tomers  and  suppliers,  and  extend  corporate 
reach  from  one  end  of  the  globe  to  the  other. 

The  business  case  can  be  so  strong,  in  fact, 
that  you'd  be  wise  to  begin  experimenting 
with  auction  technology  and  investigating 
third-party  hosted  sites.  If  internal  users 
haven’t  discovered  auctions  already,  you 
could  be  the  hero  by  bringing  them  into  the 
company. 

Still,  as  with  any  fledgling  venture,  you’re 
likely  to  find  the  technology  doesn’t  yet  pro¬ 
vide  a  perfectly  paved  road.  Some  vertical 
markets  may  not  be  ready.  And  you  may  have 
to  improve  infrastructure  to  do  it  in-house,  or 
hire  out. 

Around  the  globe 

The  Internet  auction  is  a  natural  way  to 


meet  new  partners  while  eliminating  the  pro¬ 
tracted  sales  process.  A  company  looking  to 
sell  a  product  can  put  it  up  for  bid  online, 
noting  a  minimum  price  and  a  cutoff  date. 

Or  a  company  looking  to  buy  can  tell  suppli¬ 
ers  what  it’s  looking  for  and  then  wait  for 
bids. 

Unlike  traditional  auctions,  with  the  bid¬ 
ders  gathered  in  a  physical  location,  online 
attendees  can  participate  from  around  the 
globe,  24-7. 


Find  it  online:  www.nwfusion.com 


DocFinder 


7034 


Where  to  get  in  on  network 
equipment  auctions. 


Reaching  new  customers  is  one  of  the  guid¬ 
ing  reasons  that  John  Deere  Co.  built  an  auc¬ 
tion  site,  says  Nancy  Headley,  operations  man¬ 
ager  for  the  farm  equipment  manufacturer  in 
Lenexa,  Kan.  John  Deere  has  been  helping  its 
1,600  North  American  dealers  auction  off 
used  equipment  since  last  October.  It’s  host¬ 
ing  a  site  (www.machinefinderauction.com) 
with  IT  help  from  OpenSite  Technologies,  an 
auction  software  vendor. 

For  some  industries,  auctions  already  have 
reached  the  must-do  stage.  If  you’re  a  net¬ 
work  executive  in  those  verticals,  you  should 
be  examining  auction  technology  and  out¬ 
sourcing  options  on  the  double  —  or  you’ll 


be  letting  competitors  reap  the  cost  and  cus¬ 
tomer  advantages.  Such  verticals  include 
computers  and  electronics,  chemicals  and 
motor  vehicles,  says  Keith  Pitcher,  president 
of  ComAuction,  a  business-to-business  auc¬ 
tioneer  in  Dowagiac,  Mich. 

You  can  begin  to  get  a  feel  for  the  process 
and  how  it  will  integrate  into  purchasing  and 
sales  systems  by  auctioning  off  used  equip¬ 
ment.  “Auctioning  really  comes  into  play  for 
a  unique  piece  of  equipment  or  any  type  that 
may  not  have  a  standard,  fixed  price,  such  as 
specialized  equipment  or  something  that  has 
been  modified.  If  it’s  hard  to  get  a  book  value 
for  it,  this  is  a  good  way  to  sell  it,”  Pitcher 
says. 

Along  with  chemicals,  steel  and  electronics, 
any  old  items  lying  around  the  stockroom  are 
fodder  for  online  auction  experimentation. You 
probably  have  some.  Approximately  $350  bil¬ 
lion  worth  of  unused  assets  are  owned  by 
American  companies,  according  to  the  U.S. 
Department  of  Commerce. 

By  selling  off  the  storeroom’s  assortment 
of  oldies,  you  not  only  turn  dust  collectors 
into  cash,  but  also  gain  a  means  to  engage 
business-to-business  auction  technology,  eval¬ 
uate  the  security  needed  to  allow  purchasing 
agents  to  bid  via  your  Internet  connection 
and  figure  out  how  to  integrate  payment  into 
your  general  ledger  systems.  And  you  do  this 
without  interrupting  existing  purchasing  and 
sales  systems. 


Making  an  auction  site  successful 

Don’t  just  build  it;  teach  people  how  to  use  it. 


Even  the  most  innate  benefits  won't  stop  your  pet  technology  project 
from  bombing  if  people  don’t  use  it.  Early  adopters  say  the  danger  with 
auction  sites  is  even  greater,  because  auctions  aren’t  quite  mainstream 
e-commerce  yet. 

So  if  you  build  the  site,  also  develop  a  marketing  program  that  kicks  in 
the  moment  the  site  is  debugged,  advises  Nancy  Headley,  operations 
manager  at  John  Deere  Co.,  a  farm  equipment  manufacturer  in  Lenexa, 
Kan.  She  speaks  from  experience. 

Immediate  results  of  John  Deere’s  auction  site 
were  less  than  enthralling.  Headley  wouldn’t  put  a 
number  on  John  Deere’s  auction  sales  from  Octo¬ 
ber’s  launch  through  January,  but  did  say  they  were 
far  below  50%  of  items  offered.  She  remains  confi¬ 
dent  that  transactions  will  grow  when  John  Deere 
initiates  its  marketing  plan  for  the  site  over  the  next 
few  months.  “We've  been  getting  the  logistical  and 
technical  things  right  before  we  do  a  lot  of  publicity,” 
she  says. 

If  your  company  isn't  in  a  hot  e-commerce  vertical, 
auctions  may  be  an  extremely  tough  sell.  Equipment 
Exchange  Company  of  America,  a  $3  million  used 
commercial  kitchen  equipment  merchant  in  Erie,  Pa., 
moves  250  to  300  pieces  a  year.  It  tried  online  auc¬ 
tions  but  pulled  out  after  dismal  sales  deflated  its 
plans. 

“We're  not  mainly  an  online  company,”  says  Bob  Breakstone,  presi¬ 
dent  of  the  21-year-old  company.  “It  was  another  avenue  of  marketing  our 
goods.  It  wasn’t  that  work-intensive.  It  just  wasn't  active.”  Breakstone 
says  the  company  only  sold  about  three  or  four  pieces  of  equipment  in 
the  four  or  five  months  it  held  the  auctions. 

There  simply  wasn't  a  big  enough  auction-savvy  market  for  his  used 
kitchen  niche,  which  includes  industrial  food  processors  and  similar 
items,  he  says. 


Now  Equipment  Exchange  is  putting  its  efforts  into  simply  featuring 
items  for  sale  on  its  home  page.  But  he  adds,  “It’s  not  inconceivable  that 
we  would  try  again." 

Finally,  for  those  who  choose  to  join  a  third-party  site  rather  than  go 
it  alone,  make  sure  the  users  of  the  system  are  trained  in  the  art  of  auc¬ 
tion  deal-making.  Unlike  their  consumer  counterparts,  the  goods  don’t 
always  go  to  the  highest  bidder  in  business-to-business  auctions. 

Increasingly,  they  are  awarded  to  those  that  offer 
the  best  all-around  business  deal. 

“We’re  talking  about  more  than  an  auction,”  says 
Michele  Hincks,  marketing  manager  at  Chem- 
Connect,  a  4-year-old  San  Francisco  Web  site  that 
moves  bulk  loads  of  chemicals,  doing  10  to  ^trans¬ 
actions  per  week,  with  an  average  of  $200,000  per 
transaction.  “A  seller  doesn’t  have  to  accept  a  bid 
just  because  it's  the  highest  price.  Look  at  the  financ¬ 
ing  terms  or  the  better  shipping  options.  It  gives  you 
room  to  negotiate.  It  gives  you  more  flexibility.” 

And  that  flexibility  means  better  decisions  — 
and  better  business,  saysTim  Minahan,  an  ana¬ 
lyst  with  Aberdeen  Group,  a  market  research 
firm  in  Boston. 

“People  have  been  doing  dynamic  pricing,  going 
for  the  highest  bid,”  Minahan  says.  "This  is  turning 
into  dynamic  commerce.  It  goes  beyond  price.  You  can  take  your  three  top 
bids  and  then  go  offline  and  check  out  the  other  conditions.  Lead  time, 
shipping,  warrantees,  financing  terms  . . .  there’s  more  to  business  than 
the  best  price.” 

So  ensure  that  the  user  interface  of  your  auction  system  serves  up 
more  than  just  prices  on  the  screen.  It  should  allow  bidders  to  see  all  the 
conditions  of  the  deal,  before  they  raise  their  electronic  hand  with  an  offer. 

—  Sharon  Gaudin 
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Afterwards,  you’ll  be  in  a  stronger 
position  to  decide  if  you  want  to 
build  an  auction  site,  join  one  or 
wait. 

Take  it  to  the  outsourcer 

Should  you  want  to  begin  now,  be 
warned  —  implementing  an  auction 
site  in-house  will  almost  certainly 
cause  some  bumps  on  your  elec¬ 
tronic  roadways.  ComAuction,  for 
example,  found  that  auction  success 
could  mean  infrastructure  strain. This 
year-old  company  auctions  any  type 
of  new  and  used  equipment  from 
agricultural  machines  to  computer 
equipment.  It  reached  total  sales  of 
$50,000  in  1999  but  expects  sales  to 
balloon  to  $50  million  by  the  end  of 
this  year. 

That  thousandfold  jump  in  sales  is 
now  forcing  infrastructure  upgrades, 
says  David  Olsen,  chief  technical  offi¬ 
cer  at  ComAuction.  Olsen  is  currently 
operating  ComAuction  on  two  Sun 
Solaris  servers  running  Oracle8.  Next 
year,  he  plans  to  increase  the  number 
of  servers  and  each  one’s  capacity. 
While  he  hasn’t  chosen  the  new 
servers  yet,  he  knows  he’ll  have  to 
move  from  his  100M  bit/sec  Hewlett- 
Packard  ProCurve  switch  to  a  gigabit 
switch  at  the  same  time. 

Upgrades  such  as  this  make  out¬ 
sourcing  look  like  the  best  route  for 
building  private  auction  sites. This 
might  go  against  your  grain.  E-com¬ 
merce  managers  overwhelmingly 
reported  that  they  prefer  to  rule  over 
their  own  e-commerce  systems, 
according  to  a  survey  of  100  Net¬ 
work  World  readers  conducted  for 
this  issue.  (See  E-comm  Intelligence 
Report,  page  56).  Nevertheless,  early 
adopters  say  that  hiring  consultants, 
working  with  a  hosting  firm  or  even 
joining  an  existing  site  and  leaving 
the  whole  caboodle  in  someone 
else’s  hands  is  best. 

“Going  with  a  third  party  brings  a 
level  of  integrity  to  it,”  Dow  Chem¬ 
ical’s  McGaugh  says.  “The  neutrality 
makes  the  sellers  more  comfortable. 
If  I’m  hosting  the  auction,  suppliers 
may  not  be  comfortable  that  I’m 
treating  everyone  fairly.  They  might 
think  that  I’m  withholding  inform¬ 
ation  from  some  and  giving  it  to 
others.” 

Dow  buys  500  to  600  different 
products  by  doing  its  online  auctions 
through  ChemConnect,  a  4-year-old 
San  Francisco  site  that  auctions 
chemicals  online.  And  while  the  com¬ 
pany’s  suppliers  have  the  security  of 
a  third-party  host,  Dow  has  fewer 
nuts-and-bolts  worries  since  Chem¬ 
Connect  handles  all  of  the  auctions’ 
technical  needs. 

“I  would  assume  with  time  we 
could  build  these  systems,  but  it’s  not 
one  of  our  core  strengths,”  McGaugh 
says.  “It  makes  sense  to  build  a  rela¬ 
tionship  with  a  third  party  that  does 


have  these  strengths.” 

Even  John  Deere,  which  handles 
more  online  auctioning  responsibili¬ 
ties  than  Dow,  leans  on  OpenSite 
Technologies  for  hosting  and  man¬ 
agement.  Although  John  Deere  may 
eventually  take  the  site  in-house, 
today  it  sends  the  auction  informa¬ 
tion  to  OpenSite,  and  the  vendor 


“Going  with  a  third  party  brings  a  level!  of 
integrity  to  it. The  neutrality  makes  the 
sellers  more  comfortable.”  michael mcgaugh, 
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Cache  Server  Director  (CSD)  gives 
you  premium  Internet  access  & 
cache  server  farm  performance. 


Only  choice  grapes  are  used  to  make  the  finest  wine. ..and  only  an 
intelligent  cache  server  management  and  load  balancing  system  can 
maximize  either  your  single  or  multiple  cache  servers,  turning  them  into 
robust  systems.  RADWARE’s  Cache  Server  Director  (CSD)  provides  full 
fault  tolerance  between  cache  servers,  ensuring  uninterrupted  Internet 
access.  It  intercepts  HTTP  requests,  redirecting  them  to  the  cache  server. 
In  addition,  CSD’s  advanced  load  balancing  algorithm  handles  URL 
inquiries,  directing  them  to  the  least  loaded  cache  server.  In  short, 
RADWARE’s  CSD  is  something  to  toast. 


U.S.A.  Offices:  RADWARE  Inc.  Toll  free:  1  -888-234-5763  e-mail:  info@radware.com 
International  Headquarters:  RADWARE  Ltd.  e-mail:  info@radware.co.il 


http://www.radware.com 


Always  On-Line 


i 

S 


The  Electronic  Commerce  Issue  I  Network  World  I  February  28,  2000  I  www.nwfusion.com/ecomm2000  93 


he  Electronic  Commerce  Issue 


Web-based  selling 


posts  it  online  and  handles  most  of 
the  technical  needs  and  problems. 

“■We  just  don't  have  the  technical 
staff  for  it,”  John  Deere’s  Headley  says. 

Third-party  online  auctioneers  may 
also  handle  some  of  the  logistical 
problems  for  your  company.  A  buyer 
could  ask  the  auction  host  to  contact 
sellers  and  have  them  attend  a  pri¬ 


vate  bidding  in  a  secure  part  of  the 
host’s  Web  site. The  seller  could  name 
the  suppliers,  or  ask  the  host  to  find 
them. The  host  may  even  arrange  for 
delivery,  says  Jay  Hall,  vice  president 
of  product  management  and  a  co¬ 
founder  of  ChemConnect. 

“We’re  able  to  find  buyers  and 
suppliers  in  places  in  the  world  a 


company  might  not  have  had  access 
to  before,”  he  says.  “You  start 
expanding  your  supply  base  and 
expanding  your  competition.” 

With  the  Internet’s  extended  market 
reach,  the  auction  is  one  road  that 
most  businesses  should  plan  on  travel¬ 
ing  soon. You  should  start  looking  for 
potholes  in  that  road  today.  I 
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Uh,  that  would  be  us,  Compatible  Systems. 


“Just  who 
the  heck  is 
this  upstart 
that  keeps 
winning 
major  VPN 
accounts?” 


Our  IntraPort™  family  of  VPN  Access  Servers 

wins  more  business  because  it  meets  industry 

standards  and  real  customer  needs: 

■  Integrated  SLA  monitor 

■  RADIUS,  SecurlD  and  X.509  user  authentication 

■  Broadest  Client  Software  Support - 
Windows  95, 98,  2000,  NT,  Macintosh,  Linux 
and  Solaris  -  at  no  additional  charge 

■  Fully  IPSec  compliant 

■  Y2K  compliant 

Only  Compatible  Systems  gives  you  this  much 

VPN  scalability: 

■  Remote  access  support  from  64  client  connections 
(IntraPort  2)  to  40,000  connections  at  more  than 
600  Mbps  (IntraPort  Enterprise-8) 

■  LAN-to-LAN  support  from  16  to  512  simultaneous 
connections 

■  The  most  complete  and  scalable  VPN  product 
line  available 


Since  January,  our  VPN  solutions  have  been 
chosen  by  demanding  organizations  such  as: 

Apple  Computer 

ENTEX  Information  Systems 

Motorola 

Jet  Propulsion  Laboratory 
U.S.  Dept,  of  Energy 
Westinghouse 
PSINet 

Pacific  Stock  Exchange 
Yankee  Group 

and  nearly  a  thousand  companies  like  them. 

To  find  out  why,  call  1-800-356-0283,  or  visit 
www.compatible.com/ 


Visit  our  website  to  get  your 
complimentary  copy  of  our 
Technical  Evaluator's  Guide, 
a  straight-shooting  guide  to  VPN. 

www.compatible.com/evaluate_now/ 


Compatible  Systems 


IntraPort,  IntraPort  Enterprise  and  IntraPort  Carrier  are  trademarks  of  Compatible  Systems  Corp. 
All  other  product  names  are  trademarks  of  their  respective  manufacturers. 


Switching 
to  dollars 

Used  network  gear  selling 
like  mad  on  online  auctions. 

Online  auctions  have  become  a 
great  way  to  buy  and  sell  used  net¬ 
working  equipment. 

“Of  all  the  computer-related 
equipment  we  deal  with,  the  hottest 
is  networking,"  says  Robert  Davie, 
founder  of  ITParade,  an  online  busi- 
ness-to-business  auctioneer  of 
refurbished  high-tech  equipment  in 
ResearchTriangle  Park,  N.C. 
"People  are  upgrading  networks 
regularly  and  quickly.  Networking 
equipment  turnover  is  higherthan 
mainframes  or  midrange  systems 
that  tend  to  sit  out  there  for  a  while." 

Auctioneers  explain  that  com¬ 
panies  such  as  Cisco  and  Sun 
Microsystems  are  using  third- 
party  auction  sites  to  sell  slow- 
moving  products.  But  they  also 
note  the  bigger  trend  is  for  user 
companies,  such  as  Winn-Dixie 
Stores  and  AT&T,  to  use  online 
auctions  to  sell  older  equipment 
once  it’s  been  replaced. 

On  EarthWeb,  an  IT  business 
portal,  about  1 ,500  of  the  9,000 
hosted  hardware  auctions  are  for 
networking  equipment,  and  most 
are  from  user  owners,  says  Scott 
Anderson,  vice  president  of 
worldwide  marketing  at  the  New 
York  firm.  Although  fewer  in  num¬ 
ber,  the  transactions  represent 
bigger  bucks  because  networking 
equipment  sells  for  higher  prices 
than  other  hardware  categories, 
such  as  peripherals. 

With  each  incarnation  of  net¬ 
working  technology,  older  but  use¬ 
ful  network  equipment  becomes 
impossible  to  sell  via  normal  chan¬ 
nels,  say  industry  players  such  as 
Raymond  Letulle,  chief  technical 
officer  of  MoaiTechnologies,  an  on¬ 
line  auctioneer  in  San  Francisco. 
When  that  happens,  don’t  throw 
the  products  in  the  trash;  put  them 
up  for  bid  at  an  online  auction.  Auc¬ 
tioneers  guarantee  you  wider  reach 
and  help  you  get  maximum  bucks. 

“We  assist  in  determining  what 
the  used  market  value  might  be  by 
polling  our  used  networking  deal¬ 
ers.  Then  we  help  set  up  a  mini¬ 
mum  acceptable  bid,"  Davie  says. 

—  Sharon  Gaudin 
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Digital  receipts  ensure  that  a 
transaction  completed 
is  a  transaction  confirmed. 


BY  WINN  SCHWARTAU 


ewYork,  Friday,  2:15  p.m.  Network  Financial  Global 
has  spent  four  intense  months  putting  together  a 
multibillion-dollar  deal.  The  merger  and  acquisition 
lawyers  say  that  the  contracts  absolutely  must  be 
signed  before  5  p.m.  In  addition,  the  banks  must  be 
given  full  legal  authorization  to  move  $450  million  in 
cash,  and  the  clearinghouse  must  be  duly  instructed 
to  hand  over  $4.2  billion  in  stock  to  the  partners  in 
the  deal.  If  the  companies  blow  this  deadline,  a  $125 
million  penalty  kicks  in. 

No  problem  . . .  except  that  one  of  the  required 
signatories  for  the  three  transactions  got  called  to 
an  emergency  meeting  in  London.  He  thought  he’d 
be  back  before  the  deadline,  but  missed  the  return 
flight.  Faxed  signatures  are  not  allowed,  and  con¬ 
ventional  digital  signatures  are  not  acceptable, 
either,  because  of  the  threat  of  spoofing  and  the 
fear  of  repudiation. The  signatures  have  to  carry 
the  full  weight  of  the  legal  system  —  just  as  a  hard  copy  signa¬ 
ture  does. 

Is  this  penalty  going  to  kick  in  for  lack  of  a  verifiable  signa¬ 
ture?  Not  if  the  fictitious  Network  Financial  Global  has  a  digital 
receipt  system,  which  will  soon  carry  the  legal  strength  of  physi¬ 
cal  signatures,  thanks  to  the  U.S.  Congress. The  executive  in 
London  would  merely  have  to  “sign”  the  appropriate  electronic 
documents,  e-mail  them  to  a  specified  secure  server  in  New  York 
where  the  electronic  signatures  are  verified,  and  the  deal  is  done 
—  all  in  a  matter  of  seconds. 

A  new  industry  is  brewing  around  the  electronic  equivalent  of 


MAKING  MESSAGES  UNDENIABLE 

Nonrepudiation  prevents  a  sender  from  denying  that  he  sent  a  message,  and  it  prevents  the 
recipient  from  denying  that  he  received  a  message. 


=  -- 


\ 


ip 

ifiS 


s&i 


a  a-.-:- 


msm 


,V; 

I  wm  1 Mfilg  l 


7  ;  7 


isswi 


Message  origin  Digital  receipt  provides 


Was  the  commu¬ 
nication  tampered 
with  during  transmission? 


Validation  of  contents 


Message  delivery  Digital  receipt  provides 


Who  sent  me  this 
communication? 

Confirmation  of 
sender’s  identity 

Did  the  intended 
recipient  get  the 
message? 

Confirmation  of 
recipient’s  identity 

When  was  the 
message  sent? 

Origination  time  stamp 

When  was  the 

communication 

received? 

Delivery  time  stamp 

Was  the  commu¬ 
nication  tampered 
with  during  transmission? 


Validation  of  contents 


Federal  Express.  Remember  when  “it  absolutely  has  to  be  there 
overnight”  was  good  enough?  That  was  years  ago. Today,  Internet- 
speed  has  engulfed  the  planet. Tomorrow  is  an  infinity  away  —  we 
must  have  it  today.  Wait,  today  isn’t  good  enough  . . .  we  have  to 
have  it  in  less  than  30  seconds,  or  watch  dollar  signs  turn  to  zeros. 
And  so  a  cadre  of  companies  have  begun  to  specialize  in  the 
“Internet  Express”  business. 

Internet  Express  companies  transmit  verifiable  and  legally 
empowered  electronic  documents.  Conventional  e-mail  gets  from 
Point  A  to  Point  B  in  a  fairly  reliable  manner.  However,  conventional 
e-mail  carries  no  guarantee  that  the  sender  is  who  he  claims  to  be  or 
that  the  recipient  received  the  message.  In  addition,  there  is  no 
tracking  mechanism  to  locate  or  identify  the  status  of  a  message  in 
transit  from  A  to  B.  Internet  Express  companies,  otherwise  called 
digital  receipt  product  vendors,  solve  various  pieces  of  this  problem. 

In  a  rare  moment  of  clarity  on  how  important  the  Internet  is  to 
business,  Congress  helped  the  legal  standing  of  Internet  Express 
documents.  On  Nov.  9, 1999,  the  House  of  Representatives  passed 
the  Electronic  Signatures  in  Global  and  National  Commerce  Act 
(HR-1714),  better  known  as  E-SIGN. The  Senate  passed  a  similar 
bill,  and  the  president  is  expected  to  sign  a  compromise  bill  into 
law  early  this  year. 

The  E-SIGN  bill  encourages  the  use  of  the  electronic  medium 
as  an  alternative  to  overnight  carriers  for  day-to-day  business 
needs.  In  a  nutshell,  the  bill  gives  contracts  or  other  documents 
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signed  with  digital  signatures  the  same  legal 
validity  as  paper  documents  signed  with  ink. 
“Millions  of  Americans  are  buying  everything 
from  cars  to  stocks  online.  Electronic  signa¬ 
tures  will  make  it  easier  to  conduct  business,” 
says  Rep. Tom  Bliley  (R-Va.),  chairman  of  the 
House  Commerce  Committee  and  one  of  the 
bill’s  sponsors. 

Driven  by  brokerages 

Legally  empowered  digital  signatures  are 
an  obvious  prelude  to  digital  receipts. 
Nonrepudiation  is  a  key  benefit.  Digital 
receipts  can  be  used  for  evidence  generation, 
transfer,  verification  and  retention  for  count¬ 
less  legal  processes.  Vendors  say  their  prod¬ 
ucts  are  particularly  appropriate  for: 

•  Legal  financial  statements:  401(k),  bank  or 
brokerage  accounts  and  mutual  funds. 

•  Employee  information:  payroll,  benefits, 
enrollment  and  discipline. 

•  Electronic  bills  and  bill  payment  processing. 

•  Shareholder  communications:  proxy, 
earnings  and  SEC  filings. 

Because  of  heavy  regulation,  the  brokerage 
industry  has  become  the  proving  ground  for 
digital  receipts.  In  particular,  brokerages  are 
using  digital  receipts  to  comply  with  SEC 
Regulation  1  OB- 10,  a  66-year-old  rule  requir¬ 
ing  confirmation  of  trades  within  72  hours. 
Until  now,  such  confirmations  were  sent  via 
costly  snail  mail.  But  digital  receipts  marry 
the  cost-effectiveness  of  e-mail  with  the 
superior  tracking  systems  of  paper  deliveries, 
says  Alexandra  Ortiz,  electronic  signature 
project  manager  for  Datek,  an  online  broker¬ 
age  based  in  New  York. 

Datek  conducts  70,000  trades  daily.  It  now 
processes  many  trade  confirmations  electroni¬ 
cally  using  Integrated  Messaging  Exchange  by 
Tumbleweed  Communications  of  Redwood 
City,  Calif.  The  system  saves  the  brokerage  as 


•  More  than  3.4  trillion  e-mail 
messages  crossed  the  U.S.  in 
1998  alone. 


•  In  1998,  more  than  100  billion  pieces  of  snail  mail 
were  sent  by  businesses  to  their  customers  at  a 
cost  of  $40  billion. 


•  More  than  90%  of  business  documents  originate 
in  electronic  form,  while  more  than  $300  billion  is 
spent  annually  on  physical  document  delivery. 


much  as  $70,000  per  day. 

“You  can’t  just  send  an  e-mail,  even  over  an 
SSL-protected  link,  to  a  customer  and  have  it 
meet  the  SEC  rules,”  says  Ortiz,  who  installed 
Tumbleweed  servers  at  Datek. “When  a  trade  is 
completed,  the  customer  is  notified  by  e-mail. 
He  comes  down  to  our  server,  securely  enters 
and  accesses  the  legally  compliant  trade  confir¬ 
mation.  It  saves  the  customer  time,  and  Datek 
saves  on  postage,  paper  and  the  handling  fees 
associated  with  conventional  paper  confirma¬ 
tions.  Everyone  wins.” 

Other  large  brokerage  houses  with  huge  trad¬ 
ing  volumes  are  starting  to  get  on  the  Internet 
Express  bandwagon.  TD  Waterhouse  Group  will 
begin  using  Tumbleweed’s  digital  receipts  sys¬ 
tem  for  its  trade  confirmations  in  April,  the  com¬ 
pany  announced  last  month.  Others  are  sure  to 
follow.  All  have  unique  needs  for  their  particular 
business  confirmations,  but  still  have  to  meet 
the  SEC’s  72-hour  regulation. 


Two  ways  to  go 

Organizations  can  choose  between  two 
basic  architectures  when  building  digital 
receipt  systems,  regardless  of  their  applica¬ 


tions:  Web  server  or  direct-to-user. 

Companies  such  as  CertifiedMaiI.com, 
Click2Send,ValiCert  and  Tumbleweed  follow 
the  Web  server  approach.  In  this  model,  the 
recipient  is  ultimately  responsible  for  checking 
for  waiting  transmissions. 

In  online  trading,  for  example,  the  process 
begins  when  a  brokerage  notifies  the  trading 
client,  usually  via  an  e-mail,  that  a  message 
is  waiting  on  a  secure  Web  server.  The  trader 
then  surfs  to  the  server,  which  can  reside  at  a 
brokerage  firm’s  site  or  at  a  server  farm  run  by 
an  Internet  Express  vendor  or  other  third  party. 

The  trader  identifies  himself  to  the  server 
with  a  personal  identification  number  or  simi¬ 
lar  password  mechanism,  and  retrieves  the 
digitally  signed  message  from  the  secure  serv¬ 
er.  The  brokerage  firm  is  then  notified  elec¬ 
tronically  that  the  trader  properly  identified 
himself  and  retrieved  the  message.  Trans¬ 
action  complete,  and  the  trader  cannot  deny 
he  got  the  message. 

These  systems  are  like  “an  electronic  notary 
or  an  archiving  system  that  can  be  used  in 
court  as  the  legal  equivalent  of  paper,”  says 
David  Jevans,  vice  president  of  corporate 
development  at  ValiCert,  a  digital  receipt  ven¬ 
dor  in  Mountain  View,  Calif. 

Click2Send  and  CertifiedMail.com  offer  vari¬ 
ations  of  this  model  through  which  customers 
create  electronic  online  identities  at  the  ven¬ 
dors’  servers.  With  these  two  hosted  services, 
the  sender  deposits  a  digitally  signed  message 
at  the  hosted  server  and  then  alerts  the  user  to 
the  waiting  message. 

Conversely,  an  enterprise  can  deploy  the 
direct-to-user  approach  offered  by  companies 
such  as  PostX  in  Cupertino,  Calif,  and  Private- 
Express  in  San  Mateo,  Calif.  This  method  is  like 
conventional  e-mail:  It  delivers  nonrepudiable 
messages  directly  to  a  software  client  on  the 
recipient’s  PC,  says  Daniel  Abbot,  marketing 


TRUSTED  PROCESS 

Organizations  have  two  choices  when  it  comes  to  building  digital  receipt  systems:  use  of  a  Web  server  or  the  direct-to-user  model. 


In  a  Web  server-based  architecture,  the  digitally  signed  message  resides  on  a  secure  Web  server. 


1.  The  sender  places  a  digitally  signed  message 
on  a  secure  Web  server  maintained  either  by  his 
company  or  a  third  party,  and  then  sends  an  e-mail 
notifying  the  recipient  that  the  message  awaits. 


Recipient 


2.  Using  a  password  or  other 
security  clearance,  the  recipient 
logs  on  to  the  secure  Web  server 
and  retrieves  the  message. 


Recipient 


3.  Once  the  recipient  opens  the  message,  the 
digital-receipt  system  notifies  the  sender.The 
notification  includes  date  and  time  stamps  of 
when  the  recipient  opened  the  message. 


Sender 


55  Secure 
I  Web 
■SUSi  server 


Recipient 
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Receipt 

notification 


The  direct-to-user  model,  as  employed  by  secure  e-mail  provider  PostX,  does  not  require  use  of  a  Web  server.  Instead,  a  company  such  as  a  brokerage 
firm  or  bank  and  its  customers  would  sign  up  with  PostX  for  secure  information  delivery.  The  company  would  deploy  a  PostX  envelope  server  and 
the  customer  would  need  a  PostX  plug-in. 


1.  The  company  attaches  a  confidential  document 
in  an  e-mail  and  sends  it  to  a  customer  who  has 
subscribed  to  the  secure  service. 


2.  When  the  customer  clicks  on  the  attachment, 
the  PostX  plug-in  launches  and  prompts  for  a  user 
password.  Upon  entering  the  correct  password,  the 
customer  gets  access  to  the  secure  document. 


3.  When  the  customer  closes  the  document,  the 
plug-in  notifies  the  sender  that  the  customer  has 
received  the  document  and  lets  the  customer  know 
that  notification  of  receipt  has  been  sent. 


PostX  mm  v  Company 
server  £2 


Customer 


Customer 

mmm 


Company 


Customer 
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Receipt 
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director  at  PostX. 

The  advantage  is  that  recipients  need 
not  take  the  extra  step  of  logging  on  to 
a  Web  server  for  their  messages.  The 
user  subscribes  to  the  service  of  the 
company  —  perhaps  a  bank  or  broker¬ 
age  firm.  Software  is  downloaded  to  a 
subscriber’s  client  machine  where  a 
secure  identity  and  link  is  created  to 
the  company’s  main  servers.  When  a 
trade  or  money  transfer  is  to  be  con¬ 
firmed,  for  example,  an  e-mail  is  sent  to 
the  customer. 

The  “registered  mail”  is  then 
opened,  and  the  sender  is  notified  of 
the  message’s  receipt. Voila!  Legally 
recognized  communications  over  the 
Internet,  and  neither  sender  nor  recipi¬ 
ent  can  deny  participating  in  the  elec¬ 
tronic  communication. 

Dedicated  systems 

As  business-to-business  e-commerce 
applications  grow  in  popularity,  more 
companies  will  implement  digital 
receipt  systems.  Electronic  orders  to 
manufacturers  will  carry  the  same 
legal  weight  and  obligations  as  printed 
purchase  orders.  Contracts  of  all  sorts 
can  now  be  generated,  agreed  upon 
and  enforced  in  the  electronic  equiva¬ 
lent  of  legal  stone. 

The  impact  on  network  perfor¬ 
mance  is  negligible  for  digital  receipt 
systems  because  the  traffic  is  largely 
incoming  from  the  Internet,  vendors 
say.  Of  course,  this  assumes  that  the 
company  uses  dedicated  servers  or 
hires  the  vendor  for  that  service. 

The  architecture  you  choose  (Web- 
based  or  direct-to-user;  hosted  or  in- 
house)  depends  on  the  size  of  your 
organization  and  the  resources  you 
maintain  in-house.  It  also  depends  on 
whether  you  want  to  tie  the  digital 
receipt  system  into  your  existing  PKL 
Of  course,  initial  costs  are  another  fac¬ 
tor  to  consider. 

High-end  systems  are  deployed  at  an 
enterprise’s  site. They  require  not  only 
dedicated  servers,  but  also  extensive 
software  deployment,  particularly  to 
integrate  an  existing  PKI.The  systems 
can  cost  between  $  1 50,000  and  $  1 
million, ValiCert’s  Jevans  says. 

Initial  costs  can  increase  if  you  want 
to  hire  the  vendor  to  help  you  with 
implementation,  but  vendors  say  their 
assistance  isn’t  mandatory. “Installing  a 
digital  receipt  system  isn’t  all  that  diffi¬ 
cult.  A  day  or  so  to  implement,  then  a 
couple  of  days  of  training,”  Jevans  says. 

Less  expensive  alternatives  may  be 
available,  but  then  again,  you’ll  be  sacri¬ 
ficing  enterprise  expertise.  For  exam¬ 
ple,  Click2Send  began  with  services  and 
prices  for  small  companies  and  individ¬ 
uals  but  is  now  marketing  to  larger  cor¬ 
porations  and  prices  its  corporate  ser¬ 
vices  wares  on  a  case-by-case  basis. 

A  final  word  of  warning:  While 
Congress  clears  the  legal  path  for  digital 
receipts,  it’s  difficult  to  say  that  every  ven¬ 
dor  is  ready  for  prime  time.  As  usual,  the 


technology  available  today  is  only  a 
weeks  away  from  the  next  generation. 
When  choosing  a  vendor,  test  thoroughly. 

Schwartau  is  president  of 
Interpact,  founder  of  Infowar.Com 
and  the  author  of  CyberShock,  a 
book  due  out  in  April.  You  can  reach 
him  at  winns@gte.net. 


“Installing  a  digital  receipt  system  isn't 
all  that  difficult.  A  day  or  so  to  implement, 
then  a  couple  of  days  of  training.” 

DAVID  JEVANS,  VICE  PRESIDENT  OF  CORPORATE  DEVELOPMENT,  VALICERT 


^Jou  stand  right  next  to  a  workstation 
in  the  network  operations  center. 

And  if  you  want  to  know  what’s  going  on 
over  your  frame  relay  WAN,  you’re  not 
going  anywhere. 

Quick  Eagle  Networks  has  corrected 
this  rather  heavy  problem  with  its  new 
i-Net  Management  Suite  -  a  powerful 
combination  of  intelligent  network  access 
systems  and  management  software.  The 
. . .^j  suite  includes 
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Network  Monitor, 
■©  ©  #  an  easy-to-use 
.  |  network 

. - . j  management  tool 

look  at 


that  lets  you 
real-time 
performance 
statistics  with  any  web  browser.  So  you 
no  longer  have  to  stand  faithfully  by  a 
dedicated  management  platform  to  check 
your  SLAs.  You  don’t  even  have  to  set 
foot  in  your  office. 

Visit  www.quickeagle.com  or  call 
888-280-5465  to  learn  how  your 
company  can  take  a  giant  step  forward 
in  WAN  management. 


ChoiceView  lets  you  monitor  and 
proactively  manage  the  entire 
protocol  stack  from  any 
Java-enabled  browser. 


Quick  Eagle 

Networks 

DIGITAL  LINK 


©2000  Quick  Eagle  Networks.  Inc.  All  rights  reserved 
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The  Electronic  Commerce  Issue 


Opi  n  ion 


V 


SIGN-OFF 


Picks  &  pans 


Our  annual  look  at  what’s  right,  and  wrong,  with  e-commerce. 


TO  THE 
RESCUE 


Our  crackerjack 
online  editors  have 
compiled  a  virtual 
e-comm  library  for 
you.  Linksto  all 
you  need  to  know 
and  more.  Go  to 
£  •wWw.nwfusion.com 
fbrVnqrB •information 


BY  JULIE  BORT 


echnology  most  responsible  for  changing  an  industry:  MP3 

What  started  as  a  way  to  listen  to  music  over  the  Internet  became 
an  industry  threat  —  and  then  a  whole  new  market.  While  plenty  of 
free  MP3  music  abounds  for  those  willing  to  use  their  computers  for 
listening  to  music,  some  folks  are  starting  to  cash  in  on  the  deal. 
Today,  a  cool  $200  gets  you  a  pocket-sized  MP3  player  for  listening 
to  that  free  music,  or  you  can  buy  recordings  formatted  as  MP3  files 
at  certain  e-tailers. 

Artists  are  among  the  big  wimiers  with  MP3.  No  longer  shackled 
by  the  record  companies  that  distribute  their  music,  new  artists  can 
debut  themselves.  Likewise,  seasoned  artists  can  release  songs  ver- 
boten  by  their  labels. 

The  pinnacle  of  commercial  MP3  sites  has  got  to  be  www. 
mp3.com.  For  more  cost-conscious  consumers,  try  www. 
freemp3files.com  or  www.mp3.org. 

Easiest  way  to  make  a  buck  off  the 
Internet:  Great  Domains 

Think  it’s  time  to  sell  that  great 
domain  name  you  had  the  fore¬ 
sight  to  register?  Then  auction 
site  www.greatdomains.com  is 
the  place  for  you. 

T  rue,  people  have  been 
selling  domain  names  at  a 
profit  for  years.  But  the 
trend  has  reached  epic  pro¬ 
portions  in  the  past  year.  In 
1999,  Drugs.com  sold  for 
$823,000  while  Business.com 
fetched  an  amazing  $7.5  mil¬ 
lion.  Greatdomains.com  reports 
that  the  average  domain  name  sale  on 
its  site  is  now  $14,500.  Not  a  bad  return  on 
investment,  considering  domain  names  cost  just  $70  to  register. 

Site  that  offers  the  best  incentive:  ValueAmerica.com 

This  business  and  consumer  products  site  gave  away  a  one- 
karat,  $  1 5,000  De  Beers  Millennium  diamond  on  Jan.  1 , 2000,  as 
part  of  a  sweepstakes  intended  to  fill  its  junk  mail  database.  If  you 
ask  me,  a  big  ole  rock  beats  free  shipping  any  day. 

To  qualify  for  the  drawing,  visitors  had  to  “join”  www. 
valueamerica.com  —  meaning  they  had  to  fork  over  their  names  and 
postal  and  e-mail  addresses,  plus  pick  a  password. These  days,  joining 
incentives  such  as  this  one  have  replaced  ones  for  buying.  Consumer 
sites  now  go  for  the  personal  information  of  those  who  visit  their 
sites,  so  they  can  send  out  endless  notices  of  special  offers. 

Site  that  sells  the  strangest  wares:  The  Contortion 
Home  Page 

Among  other  twisted  goodies,  www.contortionhomepage.com 
sells  Ron  Dwight’s  Contortion  CD-ROM  Volume  3-This  collection 
features  more  than  6,000  contortion  images. 

Site  that  sells  the  strangest  service:  ObitDetails.com 

For  a  mere  $145,  you  can  submit  your  obituary  to  be  posted  for 
perpetuity.  Of  course,  if  you’re  not  available  to  write  it, 


ObitDetails.com  offers  an  editorial  service  and  accepts  submis¬ 
sions  by  family  members  or  funeral  directors.  Several  dozen  obitu¬ 
aries  currently  reside  on  the  site. 

Best  place  for  an  enterprise  to  find  a  bargain:  UPS.com 

That’s  because  United  Parcel  Service  lets  you  put  its  Internet 
Tools  on  your  e-commerce  site  for  free. These  tools  let  your  cus¬ 
tomers  check  shipping  fares  and  track  packages,  and  find  out  other 
relevant  tidbits  pertaining  to  order  status. 

Best  place  for  consumers  to  find  a  bargain  on  the  Web: 
Flamingoworld.com 

If  a  company  is  offering  an  online  coupon,  free  shipping  or  any 
other  incentive,  chances  are  you’ll  find  it  at  flamingoworld.  com. 
Food,  computer  gear,  clothes,  whatever  —  it’s  all  on  this  easy-to- 
navigate  site.  Plus,  you’ll  find  a  list  of  freebies  and 
links  to  several  other  deal-offering  sites. 
But  if  you’re  looking  for  cool  items 
that  are  downright  free,  check  out 
www.cyberrebate.com.This  site 
not  only  posts  rebate  offers, 
but  also  actually  accepts  them 
and  mails  you  the  check. 

Many  rebates  are  so  big,  they 
end  up  covering  the  cost  of 
the  item  and  its  shipping. 

Worse  reaction  to 
e-commerce  success: 
Hershey  Foods 

By  Dec.  15, 1999,  www.hersheys. 
com  refused  to  vend  anymore  Christmas 
items,  claiming  it  was  “sold  out.”  The  manufac¬ 
turer  is  sold  out?  It  couldn’t  make  more?  Still,  I  sup¬ 
pose  this  tops  archrival  Nestle,  which  doesn’t  sell  chocolate  at  all  in 
the  United  States  via  its  site.A  chocolate  lover’s  best  bet  remains 
Godiva.com,  where  for  a  mere  $375, you  could  have  bought  a  12- 
pound,  421-piece  Millennium  box. 

Company  most  notably  absent  from  e-commerce: 
Safeway.com. 

In  fact,  the  grocery  store  industry  in  general  is  pretty  much 
snoozing  through  the  e-commerce  revolution.  While  you  can 
buy  most  groceries  over  the  Web,  even  perishables,  you  just 
can’t  buy  them  from  many  of  the  big  grocery  chains.  Instead, 
you  have  to  go  to  specialty  sites,  such  as  Fruit  Over  Night 
(www.fruitovernight.com)  and  Omaha  Steaks  (www. 
omahasteaks.com). 

To  its  credit,  the  Safeway.com  site  has  some  cool  features,  such 
as  a  weekly  menu  planner  and  the  ability  to  compile  and  print  out 
your  grocery  list.  But  why  not  simply  let  virtual  shoppers  submit 
that  list,  pay  for  the  order  online  and  then  pick  it  up  at  a  focal  store 
or  have  it  shipped?  Grocery  stores  have  got  to  be  one  of  the  few 
enormous  consumer  channels  around  that  haven’t  seized  the  Web. 
And  the  dot-com  companies  are  moving  in.  Priceline.com  sells  gro¬ 
ceries  over  the  Web  in  several  metro  areas,  as  does  Groceries 
Express  (www.vernors.com). 


7029 


98  The  Electronic  Commerce  Issue  I  Network  World  I  February  28,  2000  I  www.nwf usion.com/ecomm2000 


For  a  FREE  copy  of  the  KVM  Buyers  Guide,  visit  www.cybex.com  or  call  (800)  932-9239 


Smart 

server 

moves. 


from  any  office,  and  preserve  your  data  center's 
clean  room  environment. 

Let  us  custom  design  a  solution  for  your  business. 
It  may  be  your  smartest  move  yet! 


Place  your  users  and  servers  wherever  you 
need  them  most.  The  XP4000  Series  enables 
your  users  to  conveniently  control  system 
servers  from  their  offices  or  their  labs.  Stay 
one  step  ahead  of  the  game  with  this  suite  of 
multi-platform  KVM  matrix  switches.  Get 
simultaneous,  multi-user  access  to  any  server 


www.cybex.com 

(800)  932-9239 


Cybex,  the  Cybex  Logo,  and  XP  are  trademarks  or  registered  trademarks  of  Cybex  Computer  Products  Corporation 
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PC  based  Video  Surveillance  System 
Live  Video  over  your  Network! 

View  64  Cameras  from  any  PC 
Monitor  Alarms  from  any  PC 


m  NETWORKS! 


(tvyv), 


MicroSwitcher  PLUS 


for  Windows95  \, 
and  Windows  NT 


MicroSwitcher  Is  a  Registered  Trademark  of  Anderson  Communications  Inc. 

Windows  Is  a  Registered  Trademark  of  Microsoft  Corporation 


ACI  International  Inc. 

www.aciconnect.com  Toll  free  (800)  267-2288 
Phone  (905)  660-4460  Fax  (905)  660-7544 


The  Digital  Image  line  of  products  offer  the 
easiest,  most  cost  effective  solution  for  live 
video  streaming  over  a  TCP/IP  network. 


High  quality  video  ...  low  bandwidth  utilization 


•  1- Video  Input 

NTSC  (PAL) 

•  Video  Compression 
RVC  Method 
(Proprietary  form  of 
motion  JPEG) 


Remote  monitoring  with  camera  control ... 


•  Image  Resolution 

640x480,  320x240, 
160x120 

•  Cable  Connection 

1 0  Base-T  (Ethernet) 
RS232C  port 
Alarm  Sensor 

•  Control  functions 
from  client  side 
Pan,  Tilt,  Zoom 
Camera  Selection 

•  Installed  protocol 

TCP/IP,  PPP,  HTTP. 
FTP,  Telnet,  IEEE802.3 

•  Physical  dimensions 

5.4  "D  x  7.1"L  x  1.2“H 
1.04  lbs. 


l)  Digital  Image,  Inc. 

View  our  live  demos  at  www.dii-megachips.com 


10050  N.  Wolfe  Rd.  2  240  •  Cupertino  •  CA  95014  •  USA 
Id.  (408)  25  /  905/  •  I  ax.  (400)  25/  96/4 


APC  ensures  network  uptime, 
anywhere  and  everywhere 


APC  delivers  enterprise-wide  network  up-time. 
Your  full  spectrum  of  network  and  power  pro¬ 
tection  products  are  easily  integrated  in  the 
innovative  APC  NetShelter®. 

APC  NetShelter  simplifies  network  protec¬ 
tion  and  security  by  providing  a  premium, 
freestanding  network  enclosure.  It  arrives 
ready  to  install  and  costs  up  to  20%  less 
than  other  premium  enclosures. 

APC  NetShelter  saves  floor  space,  organiz¬ 
es  equipment,  eliminates  cabling  "rat's 
nests"  and  physically  protects  your  invest¬ 
ment.  NetShelter  provides  42U  (73.5")  or 


22U  (38.5")  of  vertical  space  for  industry- 
standard  19"  rackmount  equipment,  yet 
easily  fits  through  a  standard  7'  door. 

APC  NetShelter  accommodates  nearly  all 
rackmountable  equipment  lines,  including 
HP,  IBM,  Dell,  Cisco  and  3Com.  Custom 
mounting  kits  allow  easy  installation  of 
many  rack-mount  servers,  disk  storage 
or  accessories. 

Free  NetShelter  Configurator 
Software  on  CD  or  download¬ 
able  via  our  website  at 
www.apcc.com 


_ 


APCs  NetShelter  simplifies 
network  protection  and  security 
by  providing  a  premium, 
freestanding  network  enclosure. 


APC's  remote  power  control 
device  that  provides  individual 
outlet  reboot  capabilities  for 
locked-up  equipment. 


PowerStack  from  APC  provides 
power  protection  and  battery 
back-up  for  stackable  data  com¬ 
munications  hubs,  switches  and 
small  routers. 


i:-‘v3|ps 


APCs  Smart-UPS  series  is  perfect 
for  fileservers,  minicomputers, 
internetworking  equipment 


telecommunications  systems  and 
other  mission-critical  applications. 


Legendary  Reliability  ' 


FREE  Internetworking  Kit. 

Learn  how  APC  can  make  your  network  more  manageable. 


To  order  Visit  http://promo.apcc.com  Key  Code  si  13z  •  Call  888-289-APCC  x7713  •  Fax  401  -788-2797 

©2000 American  Power  Conversion.  All  Trademarks  are  the  property  of  their  owners.  NS4A9EP-US 

PowerFax:  (800)  347-FAXX  •  E-mail:  apcinfo@apcc.com  •  132  Fairgrounds  Rd.,  West  Kingston.  Rl  02892  USA 
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Building  your  access  network  on  a  solid 


foundation  allows  for  successful  deployment, 


quick-to-market  services,  and  rapid  return  on 


investment.  Net  to  Net  leverages  the  strength 


and  stability  of  the  IP  protocol  and  established 


network  standards  to  deliver  Switched  IP 


Services,  Voice,  and  VPNs.  Quickly  and  easily. 


There's  no  configuration;  no  hassle. 


Call  us  toll  free  at  877-638-2638,  or 


visit  us  at  our  website,  www.nettonettech.com 


to  learn  how  Net  to  Net  can  help  you  strengthen 


your  network's  foundation. 


Net  to  Net 

TECHNOLOGIES 

DSL  the  Easy  Way  ' 

Corporate  Headquarters 

112  Corporate  Drive,  Suite  1,  Pease  International  Tradeport,  Portsmouth,  NH  03801 
Toll  Free:  877-638-2638  Fox:  603-422-0610  Email:  contact@nettonettech.com 

www.nettonettech.com 


Strength  is  built 
on  foundation. 


— 
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High-Performance  Linux-Based  Routers 


24/7  Support  With  Mo  Service  Contract 
56/64  Kbps  -  Fractional  &  Full  T1/E1 


ImageStream  delivers  a  complete  line  of  scalable  routers  with  superior 
price-performance  and  world-class  support.  Contact  us  for  full  details. 


ImageStream. 

Internet  Solutions 


Phone:  (219)  935-8484  sales@imagestream-is.com 

Sales:  (800)  813-5123  www.imagestream-is.com 

Fax:  (219)  935-8488  ftp.imagestream-iS.com 


Ask  about  our  reseller  program. 


All  trademarks  and  company  names  are  property  ot  their  respective  companies 
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IN  THE  PERFECT  WORLP... 


Telco  Exchange,  Inc.  Copyright  2000  All  Rights  Reserved 


you  CO \j/d  ifyh 0  4  cryS+d  id!  tftd  fihd  4 

fe/eccmmvhicd‘iohS  profession!  +o  price  ^  order, 
did  provision  yo ur  broqdbdd  idephohe 
service  it)  red  +ime! 


Telco  Exchange  is  a  pathbreaking  business  for  the  telecommunications 
marketplace  of  the  future.  Positioned  as  an  electronic  commerce  gateway 
between  telecom  service  users  and  the  telecom  service  providers,  we 
provide  a  family  of  interactive  WWW-based  application  solutions  for  real-time 
pricing,  electronic  ordering  and  provisioning  of  the  most  popular  broadband 
telecommunications  services. 

www.telcoexchange.com 
1.877.988.6484 


!  T61CO 


IF  YOUR  DATA  CENTER  DOESN’T  LOOK  THIS  GOOD, 

IT  SHOULD! 

When  you're  setting  up  a  data  center,  lab  or  co-location  facility,  make  the  right 
impression  by  using  Cubix  Density  systems. 

Impress  your  customers  by  offering  them  a  first-class  presentation  of  highly 
available,  intelligently  organized,  and  incredibly  profitable  servers  to  host  their 
applications. 

When  you're  selling  web  services  by  the  "U"  (rack  space),  Density  systems  offer 
you  "1U  or  less  per  server"  (8  Servers  in  7U),  providing  the  best  return  on  your 
hosting  and  co-location  systems. 

Look  at  a  high  availability  Density  System  and  the  value  will  be  obvious. 
Everything  is  integrated  in  the  fault  tolerant  box  — processing  subsystems,  network 
controllers,  storage,  KVM  switch,  hot  swap  power  supplies  and  more.  All  for 
thousands  of  dollars  less  than  you  would  expect. 

Plus  Density  will  save  you  many  more  dollars  in  minimizing  hidden  costs—  saving 
you  power,  space,  connection  and  cooling  costs. 


If  your  data  center  doesn't  look  this  good,  it  should!  Call  Cubix. 

CUBIX 


800.829.0550 

or  visit 

www.cubix.com 
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WRONG 

WAY 


Are  you  heading  down  the  right  path 
to  reliable  KVM  switching? 


You  learn  about  the  features  and  the 
price.  Everything  about  your  no-name 
KVM  switch  selection  seems  okay. 

But  what  happens  when  you  actually 
get  the  switch  and  need  help  with  it? 

No-name  switch  companies  take 
your  money  and  run,  leaving  you  stuck. 

Not  so  with  ServSwitch™  brand 
KVM  switches  from 
Black  Box.  They  are 
built  the  way  your 


servers  are-with  attention  to  performance, 
quality,  and  reliability.  Those  are  features 
you  can  count  on. 

Add  this  to  the  industry's  best  Technical 
Support  services- including  FREE  24-hour 
hotline  support-and  the  combination  is 
unbeatable.  The  other  guys  can't  even 
come  close.  So  point  yourself  in  the 

right  direction- 


«>  BLACK  BOX 

NETWORK  SERVICES 


877-877-BBOX  (2289)  •  www.blackbox.com 


Remember  when  you  order  your  new  ServSwitch 
by  March  31,  you  may  win  a  new  2000  VW  Beetle 
in  our  Tech  Support  2000  Challenge. 


Network  Buy  •  The  Hub  of  the  Network  Buy  * 
Ht4b  of  the  Network  Buy  *  The  Hub  of  the  Network 


¥ bur  network  costs  a  fortune... 

...  protecting  it  doesn't  have  to. 

Global  LAN  Workstations 


72 


$ 


999 


Workstation 


Stk.  #  C95033 


Keyboard  drawers  and 
caster  base  optional. 
System  sold  separately 


protect  your  equipment 
for  a  lot  less  money. 

Our  heavy-duty  LAN  Stations  are  built  to 
last  with  steel-  reinforced,  triple-leg  support 
and  lateral  braces.  Extra-wide  30"  work 
surface,  built-in  cable  management  system, 
adjustable  shelves  and  sturdy  server  shelf 
allow  for  easy  integration  of  all  your  net¬ 
work  equipment.  Our  96",  72",  48"  and 
24"  units  combine  with  additional  shelves, 
keyboard  drawers  and  caster  bases  for 
unmatched  flexibility.  Introducing  new 
Deluxe  AN  workstations  which  include 
CPU  roll  out  shelf,  tilting  monitor  shelves, 
keyboard  drawers  and  much  more! 


mCLOBAL 


COMPUTER  SUPPLIES 
www.globalcomputer.com/lan/ 


SYX 

f  fnwij 


Datacom  Team 

Our  Specialized  Networking  team  is  ready 
to  customize  a  solution  for  you. 

Call  for  a  free  catalog! 

1-800-326-4916 


NW7 


Remote  Reboot  Over  Telnet! 


Reboot  your  Network  Equipment  via  Telnet,  Dial-Up  and  Local  Console 


Network  equipment  sometimes  "locks-up"  requiring  a 
service  call  just  to  flip  the  power  switch  to  perform  a 
simple  reboot.  The  NPS  Network  Power  Switch  gives 
network  administrators  the  ability  to  perform  this 
function  from  anywhere  on  the  LAN /WAN,  or  if  the 
network  is  down,  to  simply  dial-in  from  a  standard 
external  modem  for  out-of-band  power  control. 

✓  TCP/IP  Security 

✓  Individual  Plug  Passwords 

✓  Dual  15  Amp  Power  Inputs 

✓  Eight  (8)  Individual  Outlets 

✓  Modem  and  Console  Ports 

✓  Co-Location  Features 

✓  115-VAC  and  230- VAC  Models 

✓  Modem  and  Telnet  Auto  Reset 


Individually 
Programmable 
Outlet  Plugs  (8) 


lOBase-T  Ethernet 
Interface 


1 9”  Rack  Brackets 
Allow  Front,  Back,  or 
Center  Mounting 


□  western 
D  telematic  inc. 


Dual  15  Amp 
Power  Circuits 


Modem  Port  for 
Out-of-Band 
Management 


Local  RS232 
Console  Port 


(800)  854*7226  *  www.wti.com 


Sterling 


•  Irvine 


California  92618-2517 


(949)  586-9950 


Fax:  (949)  583-9514 
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The  problem  is, 
your  timing's  off. 


Bad  timing  can  throw  a  wrench  into  the  workings  of  any  company.  In  today's  global  e-business 

marketplace,  time  is  money.  Accurate,  synchronized  time  for  all  your  network  components  is  essential 
for  integrity  and  security.  The  answer?  TymServe™,  the  proven,  system-independent  solution  for  accurate 
global  time  synchronization.  Without  it,  you're  simply  out  of  time. 


Plug  and  play.  Rack-mountable  units  install  while  your  server  is  up  and  running  -  unlike  others. 
Redundant  sources.  Use  GPS  (Global  Positioning  System),  IRIG  (Inter-Range  Instrumentation 
Group)  time  code  or  dial-up  for  time  sources. 

Low  cost.  Improved  synchronization  and  unsurpassed  reliability 
leave  you  free  to  focus  on  other  issues. 

Secure  source.  NTP  (Network  Time  Protocol)  traffic  stays  inside 
the  firewall  -  unlike  other  time  solutions. 


©  Datum 

eBusiness  Solutions 


|  How  old  is  the  UPS  protecting  your 
I  new  PC  or  server?  Upgrade  now! 


APCs  Reliability  Upgrade 
Program  affordably  ensures 
the  best  protection  available 

An  old  UPS  (4  years  under 
normal  use)  increases  the 
risk  to  your  new  PC  or  server. 
Your  equipment  deserves 
the  best  power  protection. 

Now  is  your  chance  to  get  a 
great  discount  on  the  newer, 
more  advanced  APC  UPS 
products  with  APC's 
Reliability  Upgrade  Program. 

The  APC  Trade-UPS™  pro¬ 
gram  is  a  cost-effective  way 
to  upgrade  existing  units, 
thus  ensuring  their  reliability. 
Trade  in  any  UPS  (regardless 
of  manufacturer)  for  the  latest 
APC  UPS  technology.  Order 
new  units  today,  and  upon 
receipt,  APC  will  pay  to  have 
your  old  units  (up  to  150  lbs.) 
picked  up  and  returned  to  us 
for  proper  ecological  disposal. 

If  old  UPS  batteries  are  an 
issue,  APC’s  Replacement 


Battery  Program  can  help 
replace  your  old  batteries 
with  new.  Each  replacement 
battery  is  user-replaceable 
and  hot-swappable.  With 


each  purchase  of  a  replace¬ 
ment  battery,  you  get  free 
freight  back  to  APC  for  dis¬ 
posal  of  your  old  batteries.* 

'Available  in  the  US  only. 


Contact  us  today!  Visit  APC's  Web  site  at 

f.  http://promo.apcc.com 

\  and  enter  keycode  si  1 6z  or  call  888-289-APCC  x781 3 
ft  to  find  out  about  APC's  Reliability  Upgrade  Program,  to  protect 
your  hardware  with  a  new  APC  unit  or  battery.  Or  contact  APC 
» _  to  receive  your  FREE  68-page  Guide  to  Power  Protection. 


Legendary  Reliability1* 


©2000  APC  All  Trademarks  are  the  property  of  their  owners  APC4A9CP-USb  •  E-mail  apcinfo@apcc.com  •  132  Fairgrounds  Road,  West  Kingston.  Rl  02892  USA 


At  last,  the  data  network  enclosure 
solution  for  virtually  everyone. 


Servers 


Keyboards 


Hewlett-Packard 


Fujitsu8 


AMCO  Engineering’s  new  data  cabinets  provide  a  cost-effective 
enclosure  solution  for  today's  proliferating  networks.  Our  19" 
server  cabinets  meet  or  exceed  multi-vendor  third-party  rack  require¬ 
ments,  providing  flexible  storage  for  network  components.  Our 
48"  LAN  cabinets  allow  for  efficient  vertical  organization  in  a  spacious 
central  location,  minimizing  your  network  footprint  for  optimum  use 
of  space.  Both  enclosures  come  in  a  wide  array  of  heights,  depths, 
and  colors — and  are  designed  for  maximum  airflow,  easy  accessibil¬ 
ity,  and  simple  maintenance.  Available  with  a  full  line  of  accessories. 
For  further  information,  call  us  toll  free  at  1  -800-833-3 1 56  or  visit 
our  website  at  www.amcoengineering.com 


|vw\| 


nmca 


SNMPc  Enterprise 
Manager 

Distributed  management 
for  Windows  NT.  Supports 
remote  consoles  and 
polling  agents,  Web  Trend 


Network 

Management 

for  Microsoft  Windows 


Reporting  and  more. 


SNMPc  WorkGroup 
Manager 


Affordable  management 
for  small  networks. 

With  an  installed  base 

. 

of  over  60,000  copies, 
this  popular  tool  is  resold 


by  major  OEMs,  including 
and  ACC. 


\T.  V<v.' 


'  ’>>t  •v'V  ' 


Castle  Rack. 

Computing 

Phone:  408.366.6540 
Fax:  408.252.2379 


Remote 

Reboot 


ja; 


mi 


A/C  &  D/C  Power  Control 
via  Phone,  Serial  or 
Network  Access. 


41^ 

M 


0 


INC. 


1-800-436-3284  /  www.dataprobe.com 


•  Servers ! 


•  Routers  ! 


•  Kiosks ! 


•  Anything! 


Your  Reach 
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Management 

Connection 


Cisco 


he-air  service  is  ava 
eferral  to  a  qualifier 

'.?'  •  •':*  <  .  ?'  -,’•  :;  v„  -  ►  , 

iyRouter.com. 


CEO, 

Bozeman, 
via  satellite 


HR,  Albany, 
via  ISDN 


Sales  office,  London, 
via  cable  modem 


Key  account, 
Frankfurt, 
via  Internet 


Reporter,  Surgut, 
via  POTS 


Dr.  Smith, 
Jones  University, 
via  satellite 


Recruit,  Beijing, 
via  ISDN 


\/ip  PflTf} 


{ \ 

1 

, 

Board  member, 
Bermuda, 

wia  iA/irp|pcc 

i 

Board  member, 
Algiers, 

|  via  Internet 


Salesman,  Cairo,  Marketing,  Su_-,!J“ 
via  cell  phone  Bombay, 

1  ia 


Manufacturing, 
Hong  Kong, 

•  cable  modem 


Gateway  services  j  Videoconferencing  j  Audioconferencing  jt  Webconferencing  ^  Managed  events 


Anywhere.  Anyone.  Using  any  technologies,  no  matter  how  dissimilar. 
V-SPAN  js  conferencing  connectivity.  For  more  information, 
call  1-888-44V-SPAN  or  610-382-1000  or  visit  www.vspan.com. 


V-SPAN 

Virtual  Connectivity... Anyplace  @  Anytime 


Stay  on  top  of  IT  with  Rose  KVM  Switches! 

KVM  is  the  industry  acronym  for  Keyboard-Video-Mouse.  KVM  switches  save  money  and  space  in  your 


server  room  or  on  your  desktop.  Rose  is  a  pioneer  and  leading  manufacturer  of  KVM  products. 


UltraMatrix™ 

2-4-8-16  users  up  to  1,000  computers 


UltraView  Pro 

1  user  up  to  256  computers 


TM 


Multi-platform  for  PC,  Sun,  RS6000,HP,  DEC,  SGI 
Advanced  on-screen  display  technology 
Simple  bus  cabling  makes  expansion  a  breeze 
Switch  computers  from  your  keyboard  or  on-screen 
display 

Status  screen  shows  system  conditions  at  a  glance 
Security  features  prevent  unauthorized  access 
Flash  memory  for  free  lifetime  firmware  upgrade 
Programmable  view,  share,  control, 
and  private  modes 


J^RDSE 

^^ELECTRONICS 


►  Available  in  three  different  chassis  sizes; 

either  PC  or  multi-platform  (PC,  Unix,  Sun,  Apple) 

►  Advanced  on-screen  display  technology 

►  Simple  to  use,  keystrokes  switch  computers 

t  Flash  memory  for  free  lifetime  upgrade  of  firmware. 

►  Supports  up  to  1600  x  1280  resolution 

►  Full  emulation  of  keyboard  and  mouse  functions 

►  Security  features  prevent  unauthorized  access 

►  Simplified  cable  management 

USA 

10707  Stancliff  Road  Houston,  Texas  77099 
Phone  281-933-7673  Fax  281-933-0044 

EUROPE 

Bourne  Works,  High  Street  Collingbourne  Ducis 
Marlborough,  Wiltshire,  SN8  3EH  United  Kingdom 
Phone;  +44  1 26  485  0574  Fax:  +44  1 26  485  0529 


1  user  to  2,  4,  or  8  computers 


►  Low  cost  and  easy  to  use 

►  Switch  computers  from  front  panel  or  keyboard 

►  Supports  PC  or  PC/Apple 

►  Supports  up  to  1600  x  1280  resolution 

►  Plug  and  play 

►  Supports  Microsoft  intellimouse 

►  Tested  with  Windows  95/98,  NT,  Linux,  and 
others 


Get  Your  Rose 
Catalog  Today 


WWW.ROSEL.COM 

800.333.9343 
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Network  Managers:  Take  Control! 


Today,  power  management  means  high  availability.  For  network  operations,  remotely 
rebooting  locked  equipment  to  bring  each  device  back  on-line  quickly  boosts  productivity. 
APC  MasterSwitch  saves  corporations  many  unwanted  field  service  calls  and  costly 
downtime  expenses  due  to  remote  equipment  locking  up.  Make  APC  your  choice  for  high 
availability  solutions. 


MasterSwitch  benefits  include: 


•  New  intuitive  web  interface 

•  Multiple-user  accounts 

•  MD-5  Authentification 

•  Graceful  load  shedding 

•  Individual  outlet  control 


Web  interface  simplifies 
configuration  and  remote 
management  capabilities. 


4 


— 1 

i9B5 

. _  ™  -Sw-K  *  *  ►  * 


Support  for  all  your  redundant 
power  equipment 

Provides  graceful 
server  shutdown 
with  APC 
PowerChute®  plus 
software  and  APC  UPSs. 

I Smart-UPS ®,  Matrix-UPS ®  and  Symmetra "  models  only) 


INTERNET 

TIUPHONT 

vJSBET 


APC  MasterSwitch ”  plus  recently 
won  Internet  Telephony ’s  Product 
of  the  Year  award 


Visit  APC  s  Web  site  today  to  receive  your  FREE 
APC  Network  Enhancement  Solutions  Kit  and  test 


http://promo.apcc.com 


KEY  CODE 

s115z 


Legendary  Reliability” 


CALL:  (888)  289-APCC  x7823  •  FAX:  (401)  788-2797 

>  2000  American  Power  Conversion.  All  Trademarks  are  the  property  of  their  owners.  MS4A9CP-US  •  PowerFax:  (800)  347-FAXX  •  E-mail:  apcinfo@apcc.com  •  132  Fairgrounds  Road,  West  Kingston,  Rl  02892 


drive  MasterSwitch  on-line  before  buying! 


>Full  packet  capture  and  decode  for  over 
300  protocols,  including  TCP/IP  (v4  and 
v6),  NetBIOS/NetBUEl,  IPX/SPX, 
Appletalk,  SNA,  and  DECnet. 


Observer  identifies  network  trouble  spots,  and  costs  thousands  less  than 
expensive  hardware-based  analyzers.  If  you  have  network  slowdowns  would  you 
know  if  they  are  being  caused  by  packet  errors,  broadcast  storms  or  overloaded 
utilization?  Find  out  with  Observer  or  Distributed  Observer. 


Observer’s  Extensions  add  to  the  functionality  of  Observer  and  Distributed 
Observer  by  providing  SNMP  object  tracking,  WEB  browser  based  reporting, 
RMON1/2  Probe  monitoring  and  Expert  mode  post-capture  analysis  -  all  within 
the  Observer  interface.  Network  Instruments’  Probes  are  also  available  as 
R MON  1/2  Probes  for  $295/each. 


•Switched  mode  sees  all  ports  on  a 
switch  gathering  statistics  from  the  entire 
switch  or  packet  capture  from  any  port  or 
ports.  Finally  a  protocol  analyzer  that 
can  be  used  in  switched 
environments! 


LAN/WAIM 


■ Long-term  network  trending  collects 
statistical  baseline  data  for  days,  weeks, 
months  or  years  for  review  and 
reporting. 


•Distributed  version  available  for  $1290 
(includes  1  local  and  1  remote  Probe). 
Additional  Probes  are  $295  per  local  or 
remote  segment  or  switch. 

•Network  Instruments’  optimized 
ErrorTrack™  NDIS  drivers  display  true 
errors-by -station.  Includes  collision 
expert  to  identify  problem  stafions. 


•  Track  router  utilization/traffic  in  real  time 


Ethernet  (10/100/1000), 
Token  Ring,  FDD! 


■  1  '..1  Li  iJ :  1 1  See  what  you  have  been  missing!  Call  800-526-7919  for  a  FREE  DEMO  or  dov \ 

www.  networkinstrument 

©  1999  Network  Instruments,  LLC  -  Corporate  Headquarters  (612)  932*9899  FAX  (612)  932-9546.  UK  and  Europe  +44  (0)  1322  30 
info <tl networkmstrumonts.com  www.networkinstrumonts.com  Obsorver.  Network  Instruments  and  the  "N”  logo  are  registered  trademark^ Network  lns> 


•  1'322  303056 
tapoka.  MN  USA 


Instruments  and  tho  “N"  logo  are  registered  trademarklof  Nblvfctfk  lo&j 
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Firewall 


4>M. 

The  Simple,  Powerful  &  Affordable 


•  Proven  Firewall  Technology 

•  Network  Address  Translation 

•  Unlimited  User  License 

•  High  Performance 

•  Transparent  Network  Access 

•  Easy  to  Configure  &  Operate 

•  Remote  Web  Based  Management 

•  Cost  Effective 

•  Time  Based  Access  Control 

•  URL  &  Content  Filtering 

•  Email,  Pager  &  SNMP  Trap  Alerts 

•  Email  Proxy 

•  ISDN,  xDSL  &  Cable  Modem  Support 

•  Win95/NT  Management  Client 

$  995.00 


1 -800-775-4GTA 

Web:  http://www.gnatbox.com 
Email:  gb-sales@gta.com 
Tel:  +1  -407-380-0220  Fax:  +1  -407-380-6080 


Would  you  like  to 

get  to  know  her? 


We  can  help. 

Windows*2000 

training  from  LearnKey. 

We'll  not  only  introduce  you,  but  we'll 
give  you  insight  into  her  passions,  fantasies, 
core  components,  and  new  devices.  When  we’re 
through,  you  will  understand  her  like  no  one  else. 

Self-Paced  Training  for 

Windows  2000  Professional  &  Server 

www.learnkey.com 

*FREE  Windows  2000  Planning  Video  with 
the  purchase  of  a  Microsoft  Certification  Course! 


LearnKey. 


Learn  From 
The  Experts M 


1-800-865-0165 


Microsoft  •  Novell  •  Cisco  •  Lotus  •  A  +  /Network  + 

*  Expires  5/1 5/00  Source  Code  #109 


Control  up  to  4  PC: 
with  just  one  pair 
of  hands. 


Raritan  SwitchMan®:  Starts  at  $169 

Take  control  of  your  desktop  with  Raritan  SwitchMan.  Use  one 
keyboard,  monitor,  and  mouse  to  run  up  to  four  PCs.  No  more 
cluttered  desktops.  No  more  swapping  keyboards.  No  more 
unnecessary  peripherals.  Get  professional  technology  at  a 
desktop  price!  30-day  money-back  guarantee. 

■  $169  MSRP  (2-channel) 

Order  today: 
www.raritanonline.com 
1-800-724-8090,  XI 5 


Reliability  runs  in  the  family. 


How  Do  You  ReBoot 
Remote  Equipment? 


Cisco 


Cisco 


Si AVER 


With  Sentry! 

Now  with  Sentry,  you  can  reBoot  any  locked-up 
internetworking  device  through  a  standard  dial-up 
modem,  over  an  ethemet  network  via  TCP/IP  using 
Telnet,  through  a  JAVA  interface  or  with  SNMP 
support.  The  Sentry  family  of  products  provides 
an  easy  practical,  and  secure  solution  for  power 
management  of  remote  internetworking  equip¬ 
ment.  Select  the  Sentry  model  best  for  you. 


Sentry -48  VDC 

•2  n  rack 


100  Amp  power 
input  feeds 


•Supports  20  Amp 
and  35  Amp 
internetworking 


Reboot  control 

Group  name 
functions 

NEBs  compliant 


Commander 
110  VAC  and 
230  VAC 

•  1  u  rack 

•  Windows  NT 
Shutdown  support 

•  Console  port  access 

•  Multi  password 
levels 


Group  name 


functions 


Link  up  to  26  units 


Reboot  control 


Benefits 

•  Reduces  field 
service  visits  to 
POP  sites 

•  Faster  problem/ID  solution 
response  time 

•  Improved  network  availability 

•  Improved  network  service  levels 

•  Improved  facility  security 


See  our  complete  product  line  at: 

Web:  www.servertech.com  Another  great  product  from 

Phone:  1-800-835-1515  or  1-408-745-0300  Server  Technolocry  Inc. 

Fax:  1-408-745-0392  ©  1999  Server  Technology  Inc.  Sentry  is  a  trademark:  of  Server  Technology  Inc. 
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ERE  email  newsletters  from  the  most  trusted  name  in  networking. 

Sign  up  Today  for  Network  World’s  free,  email  newsletters  developed  exclusively  for  busy  network  IS  professionals. 

These  newsletters  are  emailed  twice-weekly  and  will  alert  you  to  key  developments  affecting  the  networking  community. 

Take  your  pick  of  technology  in  areas  such  as: 

Frame  Relay,  Internet  Services,  Web  Applications, 

Network/Systems  Management,  High-Speed  LANs,  Windows  NT, 

Messaging,  E-Commerce  for  the  Enterprise,  Directory  Services, 

VPNs,  Security,  Career  Advisor,  Voices  of  Networking,  Tech  Update 

Plus  -  NetFIash  Daily  -  a  daily  digest  of  late  breaking  networking  news! 

Exceptional  content  from  the  industry's  best  columnists,  combined  with 
comprehensive  and  useful  links  to  resources  across  the  web,  make 
Network  World  newsletters  an  invaluable  tool  in  the  workplace! 

Subscribe  online  at  www.nwfusion.com/subscribe 


www.nwfusion.com/subscribe 


Direct  Response  Advertising 


Sales  Territory  Map 


Karima  Zannotti,  Account  Manager 

Tel:  800.622.1108  ext.  6469  Email:  kzannotti@nww.com 


Richard  Black,  Director 

Tel:  800.622.1108  ext.  6596  Email:  rblack@nww.com 
Amie  Gaston,  Account  Executive 

Tel:  800.622.1108  ext. 6408  Email:  agaston@nww.com 


Enku  Gubaie,  Account  Manager 

Tel:  800.622.1108  ext.  6465  Email:  egubaie@nww.com 


"Good  As  New"  Networking  Equipment 
Good  As  New  Warranties 


NORTEL 

NETWORKS 

Bay  Networks^ 


Cisco  Systems 


caaeTRon 


SYsrems 


Visit  us  On  the  Web  @  www.nle.com 


Authorized  Nortel-Enterprise  Solutions  Provider 
Free  Technical  Support  on  Purchased  Equipment 
Free  Network  Design  Support 
Largest  Inventory  in  the  Industry 
Best  Priced  Memory  Upgrades 


888.891.4229 


C.O.D's  Terms 


Phone  801-377-0074 
Fax  801-377-0078 
1403  W.  820  N.  Provo,  UT  84601 


Cabletron  Equipment 

GUARANTEED 


100%  factory  refurbished 
Only  factory-authorized  VAR 
30  day  hot  swap,  1  year  free  repair 
We  also  carry:  Bay  Networks. 
3Com,  Compex,  Cisco  &  more! 


Vnetek  Communications,  LLC 
sales@vnetek.com  •  www.vnetek.com 

Brand  names  are  registered  trademarks. 


For  More  Information  on  Advertising 
in  Network  World’s  Marketplace 
1-800-622-1108 


VISA 


NETFAST 


Stive  big  on  new/used: 

►  Routers  >- Switches  >-  XDSL  >-ATM 

►  ISDN  ►Fost/GIGABU/ENET  ►T1/T3  DSU 

►  Frame  Relay  BUY/SELL/RCNT 


Cisco  Systems 


PARTNER 


PREMIER  CERTIFIED 


•  CISCO  ► Ascend 

▼▼-t  ^  ►  Lucent 

www.  digitalwarehouse.  com 

DIGITAL  WAREHOUSE 

Your  Information  Superhighway  Discount  Sources 


^  3COM 

►  ADC  Kentrox 

►  Adfran 

►  Nortel  Networks 

rsm 


>  Digital  Link 

>  Alteon 

>  Paradyne 

*•  Foundry  Networks 


Larscom 

Xyplex 


Netfast  Communications  Inc.,  56-29  56^ 
Phone:  1-888-892-4726  or  71 8-8? 
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PMG  NetAnalyst 

(800)  645-8486 
www.pmg.com 

Network  Analysis  &  Tool  Training 
Certified  NetAnalyst  Testing 


Cyber  Pass  Inc. 

(613)  237-4991 
www.certify.com 
A+,  CNE,  MCSE  exam 
simulation  software-FREE  to  try! 


Specialized  Solutions,  Inc 

(800)  942-1660 
www.specializedsolutions.com 
MCSE,  A+,  Network-!- ,  MS  Office,  CDIA, 
Unix,  Linux,  Cisco  FREE  Demo  Avail 


ForeFront  Direct 

I  (800)  475-5831 
If  www.ffg.com 

1  Computer  based  training  for 


1  the  l.T.  industry 


TCIC 

(800)  322-2202 
www.tcic.com 

Telecommunications  +  Data  Comm. 
On-Site  +  CD’s  also  available. 


LearnKey,  Inc. 

(800)  865-0165 
www.leamkey.com 
Self-Paced  Training  for  Computer 
Users  &  IT  Professionals 


Globix  Corporation 

(888)  GLO-BIXT 
www.globix.com 

A+,  MCSE,  MCSE + 1,  MCP,  MCP+I, 
MCSD,  Macromedia,  Internet  &  Web 


Wave  Technologies 

(800)  711-0286 

www.wavetech.com 

MCSE,  Cisco,  MCSD,  A+,  Network-!- , 

CNE.Bootcamps,  Online,  Selfstudy 


Contact  these  companies  today  to  help  you  with  your  training  needs! 


Cable  University 

jjf  cabling  installation  &  maintenance  | 

NCR  Customer  Education 

(800)  845-2273 
www.ncr.com/trainus 

Cisco,  MCSE,  NT  &  Networking, 
Training 

~  ■  '"-jJA 

4-L/\niW/klU.  COM 


Purveyors  of  Networking  Hardware 


NEW 

& 

USED 

Switches, 


Cisco  Smtit 


Bay  Networks 

caBLerRon 

^SYsrems 


Routers, 

Unite  ft.  Mam 

nuns  a  more 


drotgon 


intel 

SMC*  OQrflobotics  «3r  CHIPCOM 


-^SynOpUcs  nevx/  / 


BUY 

& 

SELL 

Quantity,  Reseller, 
Government  S 
Education,  Discounts 
available. 


LOWER  PRICES  THAN  THOSE  WAREHOUSE  GUYS! 


Lowest  Prices  on  Factory 
Fresh  Equipment 
Up  to  90%  OFF  Retail 
for  Refurbished  Items 
Huge  Inventory  of 
Legacy  Products 
Factory  Trained 
Consultants  on  Staff 

Fax  us  Your  Want  to  Sell  / 


+  Authorized 
Service  Center 
-f  We  Also  Do  Repair: 

&  Exchanges 
-F  Same  Day  Shipping 
on  Most  Items 
+  Same  Day  Delivery 
Via  Counter  Service 

Buy  Lists  @  516-293-5325 


l  fiU  cui-  ill lii  Cli-Lllig  iT/ie/i/ifac 

£  .Aucucn  CCVCVC^.LZUCVCZUC.CCLCL  -0 

A  Division  of  Ergonomic  Enterprises,  Inc. 

a'U_L  VO  LL  lAlUUt  \  LZ^LaL\_V /^Lvi 

International  C.slls:  001-1-516-293-5200  /  E-mail:  Sales@4LANWAN.COM 


WWW.4LANWAN.COM,  Inc 

A  Division  of  Ergonomic  Enterprises.  Inc. 
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logos  are  registered  trademarks  of  the  companies  they  represent 
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800-783-8979  M 

Fax  916-781-6962 

We  Carry  ALL  Manufacturers 


Specializing  In: 
3 -Com 
Nortel 

Bay  Networks 
Cabletron 


LAN/WAN 
BUY/SELL 
NEW/USED 
RENT/LEASE 
Fully  Warranted 


Switches 


Hubs 


IHMtfU  His 

Multiplexers 
T-1  Equipt 
DSU/CSU 
Modems 


Ascend 

Fibermux 

Livingston 

Micom 

Motorola 

Synoptics 


Data, /Voice 
Network 
Solutions 


Alternative 

Data 

Communication 
Sources,  Inc. 
916-781-6952 


www.adcs-inc.com 


USED  NETWORK  HARDWARE 


Routers  ♦  Switches  ♦  T1/T3  DSU/CSU  ♦  Access  Servers  ♦  Cables  •  Memory 


A  I  O  A 


,~i  3  T  l-)  1 


) 


Ascend  *  Livingston  ♦  fldtran  ♦  Kentrox 

Buy  /  Sell  /  Lease  ♦  Overnight  Delivery  ♦  Fully  Guaranteed 

<{  i)  i)  *  fii  i’l }  i )  / 


Fax  805-964-940 5 


www.networkhardware.com 


Made  in  U.S.A. 

Factory  Direct 

Ethernet  Converters, 
Transceivers,  Repeaters 
&  Switches 


Buy,  Sell  or  Announce 

Network  Products  and  Services  with 
Network  World's  Marketplace 
Call  800-622-1108  ext.  6507 


Fiberdyne  10BASET-10BASE-FL  $148 
AUI-10BASE-FL  119 

100TX-100FX  Converter  319 
10T-10FL  Single  409 

10FL-10FL  Repeater  374 
10FLMM-10FL  SM  895 

10FL-10FL  Repeater  SM  585 
1 0/1 00TX-1 00FX  2  port  switch  MM  294 
1 0/1 00TX-1 00FX  2  port  switch  SM  595 
20  Slot  Chassis  1 0T-1 0FL  $1 83  per  port 
20  Slot  Chassis  100TX-100FX  $354  per  port 


www.fiberdyne.com 


A  FIBERDYNE  LABS,  INC. 

127  Business  Park  Dr..  Frankfort,  NY  13340| 
Tel.  (315)  895-8470  Fax  (315)  895-8436 


For  details  on  how 
to  put  your  ad  here 


Enku  Gubaie 
1-800-622-1108 


Your  Preferred  Source  for 
Cisco  ’  Internetworking 
Equipment  &  Services 


cost-effective  comprehensive  intelligent 


interlink  communications  corp.  is  your 
CISCO  SPECIALIST  OFFERING  CISCO-CERTIFIED 
TECHNICAL  SUPPORT,  90-DAY  PRODUCT  WARRANTY, 
AND  AGGRESSIVE  PRICING. 


unit  COMMUNICATIONS  CORP, 

7667  Cahill  Road  •  Suite  400  •  Minneapolis,  MN  55439 
Phone:  612.944.3440  *  Fax:  612.944.3534 
www.-interlinkcom.com  •  Email:  sales'9'interjinkcom.com 


All  troclemoiks  are  properly  r  l  the 


NETWORKING 


New  &  Used  Buy  •  Sell  •  Trade 


www.  bizin  t.  com 


NY  Office/USA  Sales:  — -  TM  Main  Office/lnt’l  Sales 

Tel:  (315)  458-9606  /  DI7I  Tel:  (978)  667-4926 

Fax:(315)458-9493  \J?,LI  Fax:(978)663-0607 


M  I  L  L  E  N  N  I 


Solutions  b  r  □  u  p  inc. 


Specialist  in  all  Cisco  Products  Including 
Memory  LAN/WAN  Products 

- We  carry  all  manufacturers  — ■  ■■  ■ 

Livingston  ®  Ascend  *  US  Robotics  •  Micom  *  HP 
3Com  •  Adtran  •  Motorola  •  Codex  •  Wellfleet 

——We  Buy  and  Sell  ~  New,  Used,  Lease,  Rent - 

•  Routers,  Bridges  •  Frame  Relay 

•  DSU/CSU’s  •  Hubs,  Modems 

•  Switches,  ATM  •  Voice  Over  Data 

888.801.2001  fax  916.630.2000 

Visit  our  Website  at:  http://www.millenniumsolutions.net 
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Global  Software  Solutions,  Inc.  is 
seeking  a  Software  Engineer  who 
will:  (1)  design,  develop,  analyze 
and  debug  C,  C++,  JAVA  mod¬ 
ules  in  AIX,  Solaris  for  FVT  com¬ 
ponent  broker  in  ODE  build  envi¬ 
ronment;  (2)  develop  and  debug 
Unix  SHELL  scripts.  MAKE  files 
and  porting  C++  code  across  dif¬ 
ferent  platforms  for  cross  plat¬ 
form  functionality;  (3)  design  and 
development  of  GUI  and  develop 
service  objects  for  employee 
information  system  in  the  envi¬ 
ronment  of  Visual  C++,  Oracle, 
Windows  NT  and  ODBC.  Require 
M.S.  in  Comp.  Sci„  or  Comp. 
Application,  and  min.  1  yr.  exp.  or 
(B.S.  with  5  yrs.  exp.) 
$65,500/yr.;  40  hr/wk;  Mon.-Fri., 
8:00  am-5:00  pm.  Resume  to:  Mr. 
Kamalakar  Jasti,  President, 
Global  Software  Solutions,  Inc. 
1135  Rue  La  Chelle  Lane,  Creve 
Coeur,  MO  63141.  Employer  paid 
AD/EOE. 


Sofwr  Eng’r:  Dsgn,  devlp  inter¬ 
nal  telephony  applic’n 
w/Trunking  Utilizat'n  Analysis, 
(TUA)  Queuing  theory,  com- 
put'g  algorithm  &  stati'cs  model; 
Dsgn  voice/fax  broadcast,  fax 
blend'g/message  delivery 
w/C++  client/server  &  K-shell 
netwk  program’g  on  Unix;  Devlp 
Web  Oracle  DB  w/Oracle 
DBMS,  PL/SQL,  CGI,  Java 
Applet.  JDBC  &  JavaScript, 
Dynamic  HTML;  Research  new 
integrat'n  way  of  cross-platform 
fax/voice  service  devlpm't; 
Maintain  sys  &  provide  tech 
support  on  daily  voice/fax 
applic'n.  40  h/w,  $61 ,51 3/yr, 
8-5,  MS  in  Math/Comp.  Sci.  1  yr 
in  any  posit’n  w/Oracle  DBMS  & 
TUA.  Resume  to  J.  Gaston,  Div. 
Wrkfrc  Devlpm’t,  4040  Seven 
Hills  Dr.,  #166,  Florissant,  MO 
63033  Re:  Job#209093 


Programmer/Analyst: 

Design,  develop,  test  and 
implement  Client  Server 
Applications.  Install,  administer 
and  maintain  LANs  using 
Windows  NT,  Novell,  Unix  and 
OS/2  servers.  Install,  maintain, 
tune  and  support  Oracle  and 
Informix  databases.  Requires 
experience  in  PeopleSoft, 
Visual  Basic,  Power  Builder, 
Oracle,  Informix,  SQL,  PL/SQL, 
SQR.  Experience  in  Windows 
NT,  Novell,  OS/2  and  Unix, 
strong  knowledge  in  Java, 
HTML  and  Lotus  Notes. 
40hrs/wk,  M-F  9-5. 

Resume  to:  Human  Resources, 
Hyranks  Inc,  1931  N. 
Meacham  Rd,  Suite  360, 
Schaumburg,  IL  60173. 


Sales  Professionals  and 
Growth-Oriented  Firms 

Enterprising  sales  profession¬ 
als  and  business  services  firms 
wanted.  Sell  image  manage¬ 
ment  software/services  to 
graphic  arts  and  corporate 
communications  operations  in 
major  corporations.  Strong  new 
software  already  adopted  by 
several  prestigious  firms.  Top 
commissions  and  alliance 
arrangements  for  right  parties. 
Send  resume  and  letters  of 
interest  to:  Manzanita  Alliances, 
Inc.;  200  WestLake  Park  Blvd., 
Ste.  262;  Houston,  TX  77079; 
or  e-mail  to:  orchardm@bp.com. 


Senior  Systems  Analyst 

Wanted  by  Information 
Technology  Firm  in 
Independence,  OH.  Must 
have  BS  in  Computer 
Science  or  equivalent  &  3 
yrs  exp.  Computer  software 
exp  should  include  formula¬ 
tion/  design,  customizing 
Oracle  applications  and 
SAP,  and  performance  tun¬ 
ing  of  databases.  Respond 
to:  ClevelandHR,  Widepoint 
Corp.,  4401  Rockside, 
Independence,  OH  44131. 


Kanbay 


www.kanbay.com 


Open  your  mind  to  a  career 
with  unlimited  possibilities. 

At  Kanbay,  we're  growing  faster  than  ever  +  globaify. 
We're  an  IT  consulting  firm. accelerating  le^ii;y-to:Web 
technology  worldwide,  lift  our  environment/  we  ycjjjlie  v 
flexibility,  creativity  and  initiative.' And  that's  just  the 
beginning.  Are  you  up  to  the  challenge?  Then:  open 
wide.  The  following  positions  are  based  at£njrY 
corporate  headquarters  in  Chicago  and  lofcdtiorrs  •  ,  ' 
nationwide:  ' 

■  v  ' 

•  Web  Developer 

•  Web  Designer 

•  Senior  Project  Manager  -  E-Commerce 

•  Oracle  DBA/Developer 

•  Data  Architect 

•  Programmer  Analyst  -  C/C++,  Unix 

We  offer  an  excellent  benefits  package,  including 
company  paid  full  coverage  for  health,  dental, 
and  vision,  relocation  reimbursement,  company 
contributed  401 K  and  tuition  reimbursement.  For 
consideration,  forward  response  to  our  resume 
processing  center  at:  Kanbay,  Inc.,  P.O.  Box  3058, 
Scranton,  PA  18505-0058.  Fax:  1-888-325-2020. 
E-mail:  kanbay@alexus.com.  Please  reference 
code  CWDCH020  in  all  correspondence.  EOE. 


Database  Services 
Team  Leader 

McHugh  Software  International,  Inc.  provider  of  logistics  solutions 
located  in  Milwaukee,  Wl,  seeks  qualified  applicant  to  be  responsible 
for  management,  coordination,  direction,  &  completion  of  timely  and 
high-quality  delivery  of  database  services  for  internal  &  external  cus¬ 
tomers,  including  project/implementation  teams,  product  teams  &  cor¬ 
porate  staff,  and  management  of  day-to-day  accomplishments  of  all 
database  services  staff.  Requires  Bachelors-Comp  Sci/MIS/Eng  or 
technically  related  field  with  5  yrs.  exp  database  administration  using 
Oracle,  Informix,  SQL  Server,  Sybase,  Rdb,  or  DB2;  &  2  yrs.  exp  UNIX 
or  Windows  NT.  Interested  candidates  should  send  resume  &  cover 
letter  with  salary  requirements  to:  McHugh  Software  International, 
Inc.,  Attn:  Human  Resources  Dept.,  (W-56),  20700  Swenson  Drive, 
Suite  400,  Waukesha,  Wl  53186.  Fax:  262-317-2638.  Email: 
Recruiter@mchugh.com.  No  phone  calls  or  third  party  inquiries.  An 
equal  opportunity  employer. 


Programmer  Analyst  -  Sought 
by  Clinton,  IA  consulting  com¬ 
pany  to  work  in  various  unantic¬ 
ipated  locations  throughout  the 
U.S.  Analyze,  plan,  develop, 
test  and  document  computer 
programs.  Evaluate  user 
requests  and  business  require¬ 
ments  for  new  and  modified 
programs.  Liase  with  business 
and  data  processing  manage¬ 
ment  to  formulate  and  define 
system  scope  and  objectives 
through  research  and  fact-fining 
to  develop  and  modify  informa¬ 
tion  systems.  Installation  of 
computer  systems  and  net¬ 
works.  Use  of  UNIX,  ORACLE, 
COBOL,  SQL,  SQL,  PL/SQL, 
PRO*C,  Powerbuilder  and 
Peoplesoft.  Reqs.  Bacheloris  in 
Computer  Science,  Computer 
Engineering,  Mathematics, 
Electric  or  Electronic  Eng.,  or  its 
foreign  equivalent.  Plus  2  years 
in  the  job  offered  or  2  years  as 
a  Programmer,  Consultant 
and/or  Programmer  Analyst. 
$50, 000/year,  40/hrs/wk,  9  AM- 
5PM. 

Respond  by  resume  to 

Iowa  Workforce  Center, 
2740  S.  17th  Street,  Clinton,  IA 
52732-7040.  Refer  to  Job 

Order  No.  IA  1101010 


Senior  Software 
Engineer 


Analyze  production  require¬ 
ments.  Design,  implement, 
test  and  integrate  software 
modules.  Evaluate  and  rec¬ 
ommend  third  party  software 
products  to  integrate  with 
CNT  products.  Positions 
require  a  Bachelor’s  degree 
in  Electrical  Engineering, 
Computer  Science  or 
relevant  field,  4-6  years 
experience  in  software 
development,  and  prior 
experience  with  C  C++  or 
Java,  and  Unix  and 
Windows  development 
environments. 

Please  send  your  resume  and 
cover  letter  to:  Computer 
Network  Technology,  Attn: 
HR-TP,  6000  Nathan  Lane, 
Plymouth,  MN  55442.  Fax: 
(612)  550-8812.  E-mail: 
recruiters@cnt.com.  Equal 
Opportunity  Employer. 

www.cnt.com 


Computer  Network  Technology 
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You  Might  Have  Heard  Several 
Interesting  Rumors  About  Us. 


Werne  Proud  to  Say,  They're  All  True. 


#1  Place  to  Work 
for  IT 

in  Chicagoland 
-  ComputerWorld 


Among  the 
100  Beet  Companies 
for  Working  Mothers 
-  Working  Mother 


!  1 9  e  9 
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Among  the  Top  500 
Technology  Innovators 
In  the  Nation 
—  InfoWeek  500 


A  lot  of  people  have  been  talking  about  the  exciting  things  that  are  going  on  at  Household. 
But  we'd  like  to  tell  you  firsthand.  As  a  leader  in  the  financial  services  industry,  our  com¬ 
mitment  to  excellence  and  innovation  is  propelling  us  to  new  levels  of  achievement.  With  a 
state-of-the-art  workplace  and  dynamic  opportunities  for  personal  and  professional 
growth,  people  are  definitely  taking  notice  of  us.  It's  time  that  you  did,  too.  Join  us  in  one 
of  the  following  positions  and  give  your  family  and  friends  something  to  talk  about. 


SENIOR  BUSINESS  ANALYST 


We  are  seeking  an  individual  with  6+  years  RPG  programming  experience  to  perform  all 
functions  related  to  the  software  life  cycle  process  including  analysis,  design,  coding  and 
testing  on  an  AS/400.  Additionally,  this  position  will  assist  in  the  development,  design 
and  implementation  of  business  systems,  and  will  work  with  user  groups  to  determine  sys¬ 
tems  needs.  Ability  to  work  independently  in  a  fast-paced  environment  and  strong  com¬ 
munication  skills  are  required.  Bachelor's  degree  in  Computer  Science  is  preferred. 


INFORMATION  ANALYST 


The  selected  candidate  will  be  responsible  for  developing  logic,  coding  and  testing  of 
statistical  applications.  This  includes  assisting  team  with  design/development  of  mod¬ 
els  used  in  business  studies  to  answer  strategic  business  questions.  Also  involves 
working  with  DSS  methodologies,  OLAP  technologies.  Data  Warehousing  and  GUI/web 
development  tools  to  develop  DSS  applications.  Qualified  candidate  will  have  experi¬ 
ence  implementing  web-based  mission  critical  enterprise  reporting  applications  utiliz¬ 
ing  object  oriented  technology,  (knowledge  of  MS  OLAP/SQL  server  7.0  experience  is 
required,  along  with  a  Bachelor's  degree  and  ability  to  manage  multiple  projects. 

Excellent  Compensation  Package.  For  immediate 
consideration,  e-mail  your  resume  to: 
jabaker@household.com  or  send/fax,  indicating 
position  of  interest,  to:  HOUSEHOLD,  Attn:  HR 
Dept.,  6602  Convoy  Court,  San  Diego,  CA  92111. 

Fax:  (BBS)  609-2049.  We  are  an  equal  oppor¬ 
tunity  employer. 

www.household.com 
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ENGINEERING 


BREAKTHROUGH 

Make  yours  with  Cirrus. 

From  data  storage  to  networking  to  audio,  we’ve  been  making  the  breakthroughs 
that  have  made  us  one  of  the  most  successful,  dynamic  companies  in  the 
semiconductor  industry.  Today,  we’re  building  on  our  success  and  creating  new 
promising  career  growth  opportunities.  And  you  can  be  a  part  of  it.  Make  your 
breakthrough  with  Cirrus  Logic. 

Cirrus  Logic,  Inc.  currently  has  the  following  openings: 


>  Website  Developer 
Job  code:  #50004227 

•  Engineering  Technician 
Job  Code:  #50004195 

>  Sr.  Device  Phvsics  Engineer 
Job  code:  #50003749 

■  Design  Engineer 
Job  code:  #50003732 

•  Sr.  Design  Engineer/Digital 

•  Sr.  Test  Engineers 

(Both  Digital  &  Mixed  Signal) 

■  Staff  Test  Engineer/Mixed  Signal 
Job  code:  #50003733 


•  Sr.  CAD  Engineer 
Job  code:  #50003666 

•  Staff  CAD  Engineer 
Job  code:  #50003667 

•  Sr.  (Spice)  Modeling  Engineer 
Job  code:  #5003748 

•  Manager,  Design  Engineering 
Job  code:  #50003630 

>  Applications  Engineer 

•  Firmware  Engineers 


For  immediate  consideration,  please  forward  your  resume,  indicating  Job 
Title  and  Job  Code,  to:  Cirrus  Logic,  Inc.,  3100  West  Warren  Ave.,  Fremont, 
CA  94538;  Fax:  (510)  624-7140;  E-mail:  staffing@corp.cirrus.com.  EOE. 

Visit  www.cirrus.com 


r CIRRUS  LOGIC 


PROGRAMMER/ANALYST 
DATABASE  ANALYST 


Offshore  Digital  Services  seeking  candidates  with  commercial  experience 
in  the  areas  listed  below  - 

•  programmer/analysts  and  application  programmers  with  2-7  years  com 
mercial  experience.  Candidate  should  have  a  BS  (or  foreign  equivalent)  in 
Computer  Science  or  a  related  field 

•  database  analysts  and  developers  with  minimum  3  years  commercial  ex¬ 
perience.  Candidate  should  have  an  MS  (or  foreign  equivalent)  in  Comput¬ 
er  Science  or  a  related  field 

Full  time  permanent  positions  are  available  in  the  San  Francisco  Bay  area, 
and  nationwide. 


Operating  System  -  Unix,  MS  Windows,  NT/95,  OS/2  RDBMS  -  Sybase, 
Oracle,  MS  SQL'Server,  Informix  Front-end  tools  -  Visual  Basic,  Power¬ 
Builder,  Developer  2000,  Designer  2000  Applications  -  ERP,  Inventory, 
Purchasing,  Distribution  Internet  ProgrammingTools  -  Web  Servers,  ASP, 
Java  Languages  -  C,  C++, Perl 
Offshore  Digital  Services  provides  competitive  salaries,  benefits,  and  a 
bonus  program  designed  to  encourage  long-term  employment  and  in¬ 
creased  customer  revenue.  Interested?  Send  a  detailed  resume  with  post 
applied  for,  education  background,  project  experience,  and  geographic  pref¬ 
erences  to: 

The  Personal  Manager  Offshore  Digital  Services,  Inc. 

14798  Wicks  Boulevard  San  Leandro.  CA  94577  ~ 

Fax:  510-483-1819  Email:  personnel@odsi.com 


OFFSHORE 


ML 


Programmer  Analyst  -  Bibliographic  Database  -  Working  with  Sales 
&  marketing  on  managing  workflow  in  light  of  priorities.  Assigning  tasks 
to  team  members  &  communicating  progress  to  manager.  Consulting 
with  team  members  about  projects  assigned.  Taking  a  leadership  role  in 
developing  process  &  tools  that  will  improve  the  quality  &  increase  the 
efficiency  of  developing  bibliographic  databases.  Designing  &  develop¬ 
ing  new  bibliographic  databases.  Provide  programmers  with  specifica¬ 
tions  as  to  how  to  program  new  databases.  Maintain  a  set  of  current 
bibliographic  databases.  Act  as  a  technical  contact  person  for  providers 
of  the  databases.  Tracking  the  progress  of  each  database  project  with 
internal  tracking  system.  Preparing  performance  reviews  of  team  mem¬ 
bers.  Hiring  of  team  members.  To  perform  this  job  successfully,  an  indi¬ 
viduals  must  be  able  to  perform  each  essential  duty  satisfactorily.  The 
requirements  listed  below  are  representative  of  the  knowledge,  skill, 
and/or  ability  required.  Reasonable  accommodations  may  be  made  to 
enable  individuals  with  disabilities  to  perform  the  essential  functions. 
Minimum  requirements:  Masters  Degree  in  Library  and  Information 
Science.  1  yr  experience  in  Database  searching  or  1  yr  experience. 
Computer  experience  with  DOS,  Windows,  MAC  and/or  UNIX  operating 
systems.  Knowledge  of  local  &  wide  area  networking  technologies 
including  but  not  limited  to  the  internet.  Experience  with  bibliographic 
database  products.  Job  in  Utah.  40hr/wk  9:30am  -  5:30pm  $55,660/yr. 
Resumes  required.  Mail  resume  to:  DEPARTMENT  OF  WORKFORCE 
SERVICES,  Attn:  Pat  Redington,  Job  Order  #3060902,  140  East  300 
South  -  1st  Floor,  SLC,  UT  84111. 


Programmer/Analyst  sought  by  company  in  Farmington  Hills,  Ml  that 
develops  software  &  provides  professional  services  to  work  in  Colorado 
springs,  CO.  Design  &  develop  computer  software  applications  that  ac¬ 
cess  ORACLE  relational  database  management  systems  &  incorpo¬ 
rate  client/server  architecture,  using  PowerBuilder.  Analyze  user  re¬ 
quirements.  Code,  test,  debug,  &  performance  tune  the  applications  or 
interfaces.  Use  Java,  HTML  &  web  development  tools  in  the  design  & 
development  process.  Requires  Bachelor 's  or  foreign  equivalent  in 
comp,  sci.,  eng.,  or  related  field  (incl.  mech'l  eng.);  1  yr.  exp.  in  soft¬ 
ware  application  development,  where  the  applications  &  interfaces  ac¬ 
cess  ORACLE  relational  databases  using  PowerBuilder.  8am-5pm,  M- 
F;  $65,000/yr.  Respond  by  resume  to  James  Shimada,  Colorado 
Department  of  Labor  &  Employment,  Employment  &  Training  Division, 
Tower  II,  #400,  1515  Arapahoe,  Denver,  CO  80202,  &  refer  to 
Job  Order  Number  CO4648930. 


ShaktiSoft,  Inc.,  a  national  computer  consulting  company,  is  looking 
for  qualified  applicants  to  join  a  growing  company  in  such  fields  as 
web  related  programming,  QA  and  administration,  E-Commerce  and 
networking  technologies.  Positions  are  based  in  our  Fremont, 
California  office,  but  will  require  travel  throughout  the  country. 
Qualified  applicants  must  have  a  bachelor's  degree  plus  two  years 
relevant  experience  for  the  following  positions: 

Computer  Programmers 

For  UNIX  and  Windows  NT  systems,  a  combination  of  C++,  Visual 
Basic,  ASP,  Java,  CGI,  PERL,  SQL,  QA  tools  and  other  programs. 

Database  and  Systems  Administrators 

For  UNIX  and  Windows  NT  systems,  a  combination  of  Oracle, 
Informix,  DB2,  Sybase,  and  MS  SQL  Server  database  administration, 
Shell  Scripting,  System  Administration  and  programming. 

Positions  offer  competitive  salaries  and  benefits  packages. 

For  consideration,  submit  resumes  to:  Shaktisoft,  Inc.; 

ATTN:  RECRUITMENT;  43216  Christy  Street;  Fremont,  CA  94538. 
EOE. 


Sr.  Software  Engineer  sought  by  computer  software  consulting  compa¬ 
ny  in  Greenwood  Village,  CO,  to  work  in  Denver  &  other  unanticipated 
job  sites  in  the  U.S.,  to,  at  a  senior  level,  engage  in  full  life-cycle  design 
&  development  of  computer  software  applications  &  modules  that  incor¬ 
porate  client/server  architecture  &  run  on  a  UNIX  OR  Windows  NT  plat¬ 
form,  using  C  &  C  ++  programming  languages.  Analyze  the  needs  & 
goals  of  each  project,  create  appropriate  designs  for  software  applica¬ 
tions,  &  create  design  documentation.  Code,  test  &  debug  all  applica¬ 
tions  &  modules.  Provide  mentoring  &  guidance  to  other  software  engi¬ 
neers.  Requires  Master's  degree  or  equivalent  in  Computer  Science  or 
related  field  (including  Physics). Specifically,  the  position  requires  a 
Master's  or  foreign  degree  equivalent,  plus  3  yrs  progressive  UNIX  soft¬ 
ware  development  experience,  or  a  Bachelor's,  or  foreign  degree  equiv¬ 
alent,  plus  5  yrs  progressive  UNIX  software  development  experience. 
Working  knowledge  of  programming  languages  C  &  C++, UNIX  operat¬ 
ing  systems, &  client/server  architecture.  $70,000/yr;M-F;8am-5pm.(3 
openings)Respond  by  resume  to  James  Shimada,  CO  Department  of 
Labor  &  Employment,  Tower  ll,#400,1515  Arapahoe  St., Denver, CO 
80202, &  refer  to  Job  Order  No.CO  4649054. 


Senior  Programmer/Analyst  sought  by  company  in  Denver.  CO  spe¬ 
cializing  in  business  software  solutions  to  work  in  Denver  &  other  unan¬ 
ticipated  job  sites  in  the  US.  At  a  senior  level,  design  &  develop  distri¬ 
bution  &  inventory  software  applications  &/or  software  tools  that  run  on 
IBM  AS/400  platform  &/or  incorporate  client/server  architecture  &  in¬ 
terface  with  a  variety  of  relational  database  management  systems.  An¬ 
alyze  requirements.  Create  designs  &  design  documentation.  Code, 
test,  &  de-bug  the  software  applications.  Use  programming  language 
RPG  in  the  design  &  development  process.  Provide  technical  assis¬ 
tance  to  Programmer/Analysts.  Requires  Master's  in  computer  science, 
engineering  or  related  field  (incl.  chemical  engineenng);  working  knowl¬ 
edge  of  designing  &  developing  distribution  &  inventory  software  ap¬ 
plications  on  the  AS/400  platform  using  programming  language  RPG. 
8am-5pm,  M-F;  $60,000/yr.  (2  openings.)  Respond  by  resume  to  James 
Shimada,  Colorado  Department  of  Labor  &  Employment,  Employment 
&  Training  Division,  Tower  II.  #400, 1515  Arapahoe.  Denver,  CO  80202. 
&  refer  to  Job  Order  #CQ4648941 


Senior  Consultant  sought  by 
company  in  Denver,  CO  special¬ 
izing  in  business  software  solu¬ 
tions  to  work  in  Denver  &  other 
unanticipated  job  sites  in  the  US. 
In  a  senior  capacity,  provide 
consulting  services  in  the  area  of 
energy-related  enterprise 
resource  planning  software 
applications.  Engage  in  post¬ 
sales  implementation  of  energy- 
related  enterprise  resource  plan¬ 
ning  software  applications, 
including  installing,  implement¬ 
ing,  &  supporting  the  software 
applications.  Enhance  &  modify 
applications  to  meet  the  needs 
of  specific  clients.  Act  as  liaison 
to  large  corporate  clients  who 
are  using  energy-related  soft¬ 
ware  applications,  including 
managing  on-going  implementa¬ 
tion  projects  for  those  clients. 
Provide  expertise  to  develop¬ 
ment  teams  regarding  energy- 
related  enterprise  resource  plan¬ 
ning  software  applications. 
Requires  Bachelor's  or  foreign 
equivalent  in  computer  science 
or  related  field  (incl.  architectural 
engineering);  2  years  experi¬ 
ence  implementing,  enhancing, 
&  modifying  energy-related 
enterprise  resource  planning 
software  applications.  8am-5pm, 
M-F;  $84,000/yr.  (2  openings.) 
Respond  by  resume  to  James 
Shimada,  Colorado,  Department 
of  Labor  &  Employment, 
Employment  &  Training  Division, 
Tower  II,  #400,  1515  Arapahoe, 
Denver,  CO  80202,  &  refer  Job 
Order  #CO4648940 


Programmer  Analyst 

Sought  by  Englewood  Colorado 
consulting  company  to  work  in 
various  unanticipated  locations 
throughout  the  U.S.  Under 
direct  supervision,  analyze, 
plan,  develop,  test,  and  docu¬ 
ment  computer  programs 
including  network  communica¬ 
tion  programs.  .  Evaluate  user 
requests  and  software  program 
requirements  for  new  and  mod¬ 
ified  programs.  Write  specifica¬ 
tions,  code,  test,  and  debug 
computer  programs. 

Customize  hardware  and  soft¬ 
ware  to  client  needs.  Use  of 
Windows  NT  Server  4.0,  Novell, 
UNIX  SCO,  MS  IIS  3.0,  dBase 
and  Paradox,  Reqs.  Bachelor’s 
or  its  foreign  equivalent  in 
Computer  Science,  Computer 
Engineering,  Electrical  or 
Electronics  Eng.,  Mechanical 
Engineering,  Physics  or 
Mathematics.  Plus  1  years  in 
the  job  offered  or  1  years  in  a 
related  occupation  such  as 
Systems  Analyst.  Technology 
Manager  or  Software  Engineer. 
$45,000/  year,  40/hrs/wk,  8AM- 
5PM.  Respond  by  resume  to 
James  Shimada,  Colorado 
Department  of  Labor  & 
Employment,  Tower  II,  #400, 
1515  Arapahoe  St„  Denver,  CO 
80202  and  refer  to  Job  Order 
No.  CO  4648181. 


ELECTRICAL  ENGINEER 

for  computer  hardware 
products  company  to 
design  logic/analog 
circuits  using  CAD. 
Respond  to  MS.  Barbee 
Antares  Microsystems, 
1624  Dell  Ave., 
Campbell,  CA  95008. 


Programmer  Analyst.  Sought  by 
Englewood  Colorado  consulting 
company  to  work  in  various 
unanticipated  locations  through¬ 
out  the  U.S.  Analyze,  plan, 
develop,  test,  and  document 
computer  programs.  Evaluate 
user  requests  and  business 
requirements  for  new  and  modi¬ 
fied  programs.  Write  specifica¬ 
tions.  code  test,  debug  computer 
programs.  Installation  of  com¬ 
puter  systems,  networks  and 
customizing  hardware  and  soft¬ 
ware  to  client  needs.  Use  of 
ORACLE,  UNIX,  PRO'C, 
Developer  2000.  and  IBM 
R S/6000.  Reqs.  Bacheloris  or  its 
foreign  equivalent  in  Computer 
Sci,  Computer  Eng,  Electrical  or 
Elctronic  Eng.,  or  Mathematics. 
Plus  2  year  in  the  job  offered  or 
2  year  in  a  related  occupation 
such  as  Computer  Engineer, 
Systems  Officer  and/or  Systems 
Anylst.  Information  Systems, 
Electric  or  Electronic  Eng.,  or 
Mathematics.  Related  experi¬ 
ence  must  include  installation, 
testing  and  customizing  of  hard¬ 
ware  and  software  to  client 
needs.  $75, 000/year,  40/hrs/wk, 
8:3OAM-5:00PM.  Respond  by 
resume  to  James  Shimada. 
Colorado  Department  of  Labor  & 
Employment,  Tower  II,  #400, 
1515  Arapahoe  St.,  Denver,  CO 
80202  and  refer  to  Job  Order 
No.  CO  4648577. 


Programmer  Analyst 

Sought  by  Englewood  Colorado 
consulting  company  to  work  in 
various  unanticipated  locations 
throughout  the  U.S.  To  work  in 
various  unanticipated  locations 
throughout  the  U.S.  Under  direct 
supervision,  analyze,  plan, 
develop,  test,  and  document 
computer  programs.  Evaluate 
user  requests  and  software  pro¬ 
gram  requirements  for  new  and 
modified  programs.  Create  func¬ 
tional  and  technical  specifica¬ 
tions.  Develop  testing  proce¬ 
dures  for  new  product  develop¬ 
ment  and  maintenance. 
Customize  hardware  and  soft¬ 
ware  to  client  needs.  Use  of 
FOXPRO,  C,  Novell  Network. 
Reqs.  Bachelor’s  or  its  foreign 
equivalent  in  Computer  Science, 
Electrical  or  Electronics  Eng., 
Computer  Engineering  or 
Statistics.  Plus  1  years  in  the 
job  offered  or  1  years  in  a 
related  occupation  such  as 
Systems  Analyst.  $40, 000/year, 
40/hrs/wk,  8AM-5PM. .  Respond 
by  resume  to  James  Shimada, 
Colorado  Department  of  Labor  & 
Employment,  Tower  II,  #400, 
1515  Arapahoe  St.,  Denver,  CO 
80202  and  refer  to  Job  Order 
No.  CO  4648185. 


Programmer/Analyst  sought  by 
company  in  Denver,  Co  special¬ 
izing  in  business  software  solu¬ 
tions.  Design,  develop,  &  localize 
client/server  enterprise  resource 
planning  software  applications  or 
software  tools  that  are  platform 
independent.  Analyze  require¬ 
ments.  Create  designs  &  design 
documentation.  Code,  test,  &  de¬ 
bug  the  software  applications. 
Use  proprietary  case  tools  &  pro¬ 
gramming  language  C  in  the 
localization  &7or  development 
process.  Requires  Bachelor's  or 
foreign  equivalent  in  computer 
science  or  related  field;  2  years 
experience  localizing  enterprise 
resource  planning  software 
applications.  8am-5pm,  M-F; 
$59,600/yr.  (2  openings.) 

Respond  by  resume  to  James 
Shimada,  Colorado  Department 
of  Labor  &  Employment, 
Employment  &  Training  Division, 
Tower  II,  #400,  1515  Arapahoe, 
Denver,  CO  80202,  &  refer  to 
Job  Order  #CQ4648934. 
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Subscribe  to  Network  World  E-mail 
Newsletters  .  .  .  Free  Networking  Solutions 
from  the  Leader  in  Network  Knowledge 


/  Concise ,  Accurate ,  Timely f  Free! 

Network  World  E-mail  Newsletters  are  designed  to 
help  you  make  informed  decisions  about  evolving 
networking  technologies  which  affect  you  and  the 
entire  networking  enterprise! 

✓  You  Choose .  We  Deliver! 


Sign  up  at  www.nwfusion.com/ subscribe  or 

fax  your  subscription  form  to  508-490-6400. 

E-mail  Address  _ 

First  Name  _ 


Along  with  a  daily  digest  of  late  breaking  networking 
news!  Stay  in  tune  with  one,  or  all  of  Network 
World’s  1 5  technology  snapshots. 

%/  What  Sets  us  Apart  from  Others? 

Our  successful  combination  of  exceptional  content 
and  opinion  from  leading  industry  experts,  and 
relevant  links  to  the  most  comprehensive  resources 
across  the  web! 


Last  Name  _ 

Title _ 

Company  _ 

Company  Address  _ 

Tel  _ Fax 


Subscribe  Today! 

And  begin  receiving  Network  World  E-mail 
Newsletters  at  your  fingertips! 


We  would  like  to  send  you  periodic  information  via  e-mail  on  third 
party  networking  products  and  services.  Please  check  here  if  you 
do  NOT  wish  to  receive  this  information. 
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Network  World  E-mail  Newsletters  are  delivered  to  you  twice  a  week.  Check  the  FREE 
newsletters  you  would  like  to  receive  and  fax  to  508-490-6400.  For  a  full  description  and 
review  of  our  newsletter  archives  or  to  apply  on-line  visit  www.nwfusion.com/suhscribe 


□  E-commerce  for  the  Enterprise:  Network  World  Fusion  s 
Managing  Editor,  Sandra  Gittlen,  helps  keep  your  network  ready  by 
offering  you  tips,  topics  and  tales  from  the  e-commerce  front  lines. 

□  Directory  Services:  Network  World  columnist,  Dave  Kearns,  will 
explain  the  basics  of  the  directory  as  well  as  the  advanced  concepts 
on  the  leading  edge  of  the  directory  enabled  world  of  computing. 

□  NetFlash  Daily:  Network  World's  Executive  News  Editor,  Doug 
Barney,  keeps  you  up-to-date  with  critical  breaking  stories  you 
need  to  know  about  in  the  fast-paced  world  of  networking. 

(Delivered  daily.) 

□  Security:  Don't  let  hackers  turn  your  network  into  their  own 
personal  playground.  Stay  current  on  security  challenges  and 
solutions  with  strategic  insight  into  the  future  of  information  security. 

□  Windows  2000:  "Wired  Windows"  columnist,  Dave  Kearns,  gives 
hot  tips  for  managing  your  Windows  2000  networks. 

□  High-Speed  LANs:  Gigabit  Ethernet  vs.  ATM,  high-speed  token 
ring,  Layer  3  switching,  Layer  4  switching,  Routing  switches.  Whew! 
Network  World  Senior  Editor,  Jeff  Caruso,  will  help  you  make  sense 
of  all  these  changes  in  the  High-Speed  LAN  market. 

□  Network/Systems  Management:  Barb  Goldworm  and  Dennis 
Drogseth,  well  known  network  management  consultants,  will  keep 
you  posted  on  the  latest  in  network  and  systems  management 
products,  services  and  standards. 

□  Tech  Update:  Stay  abreast  of  new  networking  standards  and 
technologies  with  down-to-earth  explanations  of  what  they  are 
and  how  they  work.  (Delivered  weekly.) 


□  Internet  Services:  How  do  you  get  the  most  out  of  your  ISP? 

Get  twice  weekly  tips  from  Network  World  Senior  Editor,  Denise 
Pappalardo,  on  everything  from  Internet  SLAs  and  metrics,  to 
monitoring  your  service  and  finding  the  best  e-commerce  providers. 

□  VPNs:  From  how-to  tips  to  analysis  of  the  latest  vendor  and  carrier 
offerings,  Senior  Editor,  Tim  Greene,  will  make  VPNs  easier  to 
understand  and  build. 

□  Messaging:  Keep  in  touch  with  the  latest  news  from  the  fast 
changing  world  of  messaging,  groupware  and  directory  products 
in  this  newsletter  by  Michael  Osterman  of  Creative  Networks,  Inc. 

□  Web  Applications:  Network  World  columnist,  Mark  Gibbs,  will 
keep  you  current  on  new  products  and  features  and  provide  advice 
on  getting  the  most  out  of  your  applications. 

□  Voices  of  Networking:  Network  World  columnists  help  you  make 
sense  of  the  rapid  changes  in  networking  by  picking  through  the 
hype  to  find  what  really  matters  to  you  and  your  enterprise. 
(Delivered  weekly.) 

□  Frame  Relay:  Noted  telecommunications  experts, 

Steven  Taylor  and  Joanie  Wexler,  will  keep 
frame  relay  users  and  prospective  customers 
up-to-date  on  the  latest  developments  with 
frame  relay  services. 

□  Career  Advisor:  Expert  recruiter,  Tom  Whitley, 
will  help  you  make  the  most  of  your  skills 
whether  you  plan  to  stick  with  your  current 
employer,  or  test  the  waters  in  the  job  market. 
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WE  INVEST  IN  THE  PEOPLE 
WHO  MAKE  US  SUCCESSFUL. 


And  that  starts  with  you. 

SNET  Information  Technology  has  two  full-time 
openings  for  experienced  PL/1  Programmer 
Analysts  in  New  Haven,  CT. 

PL/1 

PROGRAMMER  ANALYSTS 

These  positions  are  responsible  for  ongoing 
support  for  a  mission  critical  system  including 
maintenance,  enhancements,  and  all  phases  of 
v  project  development. 

Qualified  candidates  must  have  at  least  5  years  of 
experience  in  PL/1,  IMS  DB/DC,  and  all  aspects  of 
system  design,  development,  and  implementation. 

We  offer  competitive  salaries  and  an  excellent 
benefits  package.  For  prompt  consideration,  please 
send  your  resume  to:  SNET,  Attn:  Mary  Porterfield, 
555  Long  Wharf  Drive,  5A,  New  Haven,  CT  06511 , 
or  e-mail:  mp2823@ctmail.snet.com. 

SNET  is  an  Equal  Opportunity  Employer.  All 
qualified  applicants  will  receive  full  and  fair 
consideration  for  employment. 

g'(™^k 


WEB  DEVELOPER 

Be  in  good  company  at  Blue  Cross  and  Blue 
Shield  of  South  Carolina.  Due  to  rapid 
growth,  we  are  currently  accepting  resumes 
for  positions  at  our  Columbia,  SC  offices: 

Three  years  developing  .netsite  or  .netsite 
functionality  is  required  as  well  as  programming 
experience  dependent  upon  educational 
background.  Strong  pc  or  mainframe  relational 
data  base  knowledge  is  also  required.  In 
addition  we  require  experience  in  C,  Java 
applet/servlets,  cgi  scripting,  xml,  experience  in 
e-commerce,  and  client  soft  web  pack  and  migration 
from  server/mainframe  to  web. 

Must  have  demonstrated  proficiency  in  site 
coding,  graphics,  multimedia  authoring, 
production  and  encoding,  operating 
systems  and  E-business. 

We  offer  competitive  salaries, 
flexible  benefits  program,  relocation 
benefits,  &  an  excellent  career 
development  opportunity. 

CALL,  SEND,  FAX  OR  E-MAIL  RESUME: 

I/S  Recruiting 

Blue  Cross  and  Blue  Shield  of  SC 
1-20  East  @  Alpine  Rd.,  Columbia,  SC  29219 
FAX:  803-419-8096 
john. Stoughton  @  bcbssc.com 
EOE/M/F/D/V 

BlueCross  BlueShield 
of  South  Carolina 


Director  of  Programming 

Database  system  designing 
company  requires  the  Director 
of  Programming  to  lead  a  team 
of  software  engineers,  network 
administrators,  database 
administrators  and  web  admin¬ 
istrators  to  create  survey  prod¬ 
ucts  and  services.  In  addition, 
this  individual  will  manage  and 
participate  in  the  development 
of  software  applications,  and 
manage  projects  which  includes 
determining  resource  require¬ 
ments  as  well  as  communicat¬ 
ing  product  plans  to  employees 
and  the  marketing  department. 
The  Director  of  Programming 
will  establish  schedules,  con¬ 
duct  performance  and  operation 
reviews,  and  prioritize  day  to 
day  business  functions.  This 
individual  will  also  be  responsi¬ 
ble  for  working  with  Account 
Management  to  address  client 
needs  and  share  responsibility 
for  working  with  other  members 
of  the  client  support  staff  to 
establish  a  consistent  strategic 
direction  across  the  product 
line.  Qualified  applicants  must 
possess  a  Master’s  degree  in 
Computer  Science  or  Electrical 
Engineering  with  three  (3)  years 
related  occupational  experience 
that  must  include  three  (3)  years 
experience  with  the  following 
computer  software:  Visual 
Studio  6.0  (including  Visual 
FoxPro);  SQL  Server  7.0;  Office 
98,  VBA,  DCOM,  Windows  3x, 
9x  and  NT  (Server  and 
Workstation),  IIS4.0,  Exchange 
Server  5.5,  Microsoft 
Networking,  and  Web 
Application  Development.  In 
addition,  one  (1)  year  of  the 
three  (3)  years  of  related  occu¬ 
pational  experience  must 
include  one  (1)  year  in  design¬ 
ing  algorithms  for  various  sur¬ 
vey  methodologies  and  sam¬ 
pling  criteria  and  one  (1)  year  of 
management  experience  with 
programmers.  Hours:  8-5. 
Salary  $68,350/yr.  Only  persons 
authorized  to  work  permanently 
in  the  U.S.  need  apply.  Please 
forward  resume  to  Jane  Hosely, 
Ref.  #1229,  Kentucky 
Department  for  Employment 
Services,  275  E.  Main  St.  2-W, 
Frankfort,  KY.  40621. 

An  equal  opportunity  employer. 


Software  Engineer 

to  provide  on-site  consultancy 
design  and  development  of 
customized  reporting,  inter¬ 
faces  and  conversions  for 
Oracle  applications  and  finan¬ 
cials  customization;  develop 
and  design  Oracle  client/server 
applications  using 

Developer/2000,  PL/SQL, 
PERL  and  AOL, 

Designer/Developer  2000, 
Oracle  Web  server,  JAVA  and 
HTML  programming;  design 
and  develop  software  systems 
using  CASE  System  Architect, 
ERWin,  object  oriented  pro¬ 
gramming,  multiple  databases 
such  as  Oracle,  Sybase,  Ingres 
and  Paradox.  Require:  B.S.  in 
Computer  Science/Engineering 
and  four  years  experience  in 
the  job  offered.  Paid  travel 
(40%)  to  client  sites  within  the 
United  States  required.  Salary: 
$64,000  per  year,  8  am  to  5  pm, 
M-F.  Mail  resume  to:  Georgia 
Department  of  Labor,  Job  Order 
#  GA  6470946,  2943  N.  Druid 
Hills  Road,  Atlanta  GA  30329  pr 
the  nearest  Department  of 
Labor  Field  Service  Office. 


It’s  Fast.  It’s  Huge. 
It  Crosses  Worlds 
8c  Dimensions. 
IT  CAREERS 


The  future  of  technology  is  happening  right  here, 
right  now,  with  PaineWebber's  e-Business. 

We're  a  preeminent,  full-service  securities  firm, 
dedicated  to  providing  superior  investment  advice 
and  financial  services  to  our  clients.  PaineWebber's 
e-Business  is  at  the  forefront  of  the  latest  advances. 
So,  there's  no  better  time  than  now  to  join  us. 

Ready  for  an  e-Volutionary  career  opportunity? 
Come  join  our  team.  For  more  information  visit: 

www.pwevolve.com 

PaineWebber 

PaineWebber  is  an  equal  opportunity  employer. 


SYCAMORE 

n  s  i  w  o  *.  *.  s 

Sycamore  Networks  is  the  leader  in  Intelligent  Optical  Networking. 
Our  products  are  laying  the  foundation  for  the  next  generation 
telecommunications  infrastructure  by  bringing  intelligence  to  the  mas¬ 
sive  installed  fiber  optic  network  -  the  backbone  of  the  new  public 
network.  We  turn  raw  fiber  optic  capacity  into  usable,  scalable,  cost- 
efficient  bandwidth. 

•  Software  Engineer 

•  Systems  Analyst 

•  Hardware  Engineer 

•  Network  Support  Engineer 

•  Quality  Test  Engineer 


•  Diagnostic  Engineer 

•  SQA  Engineer 

•  Network  Consultant 

•  Mechanical  Engineer 

•  Systems  Integration  Test  Engineer 


The  aforementioned  positions  are  available  at  all  levels  and  require  a 
minimum  of  a  BS  or  MS  and  0-5  years  industry  experience. 


•  Optical  Engineer/Scientist  with  experience  in  Optical,  IP,  ATM, 
SONET,  network  architecture  and  design.  Ph.D.  required. 

For  all  positions,  send  resumes  to:  Staffing,  Sycamore  Networks, 
10  Elizabeth  Drive,  Chelmsford,  MA  01824,  Fax:  (978)  256-6594,  or 
e-mail:  resume@sycamorenet.com 

We  are  an  equal  opportunity  employer. 


Randstad,  the  third  largest  staffing  company  in  the  world, 
currently  has  the  following  opportunity  available: 

ORACLE 

PROGRAMMER/ANALYST 

Peabody,  Massachusetts 

We  are  seeking  an  individual  with  two-plus  years'  Oracle 
experience  to  support  and  enhance  our  financial 
application  suite.  Duties  will  be  focused  on  our 
Oracle-based  Payroll/Billing  and  Accounts  Receivable 
systems.  Bachelor’s  degree  in  computer  science  or  a 
related  field  required.  Experience  with  VAX/VMS  or 
Alpha/VMS  and  programming  in  C  a  plus.  Candidates 
with  knowledge  of3GL  languages  will  be  considered.  A 
commitment  to  service,  along  with  strong  interpersonal 
skills,  essential. 

We  offer  an  outstanding  salary  and  benefits  package  to 
match  your  performance.  Please  send  your  resume  to: 

Randstad,  Human  Resources,  Attn:  JP, 

Centennial  Park,  One  Corporation  Way, 

Peabody,  MAO  1 960. 

Fax:  (978)  538-9560 

E-mail:  jpetersen@randstadna.com 

An  EtO/AA  Employer  W/M/D/V 
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about 


opportunities 


Global  Crossing  is  a  leading  provider  of  integrated  communication  services,  solutions  and  support  —  working  to 
make  Internet,  data  applications  and  long  distance/local  telephone  networks  even  faster  and  more  efficient  than  before, 
join  us  at  this  exciting  time.  These  positions  are  located  in  Rochester,  NY  and/or  Morristown,  NJ. 

VICE  PRESIDENT  -  METRO  NETWORK  DEVELOPMENT 

You  will  be  responsible  for  the  development  of  the  Metropolitan  Network  Infrastructure  of  the  GC  North  American 
Network,  with  accountability  for  the  strategy,  program  management,  technical  design/construction  and  readiness  of  the 
field  forces  to  provision  and  service  these  new  assets.  Leading  a  team  of  professionals,  suppliers  and  contractors 
dedicated  to  this  business  initiative,  you  will  ensure  that  operations  support  systems  are  meeting  deadlines,  and  fulfilling 

development  plans. 

I  he  idea!  candidate  will  have  executive  experience  in  a  CAP,  CLEC,  IXC  or  RBOC.  Construction  &  Engineering  Services 
firm  specializing  in  serving  telecommunications  carriers  will  be  considered.  Your  BS  and  or  MS  in  technical  field 
is  preferred. 

DIRECTOR  -  METRO  NETWORK  PLANNING 

You  will  be  responsible  for  the  development  of  the  Master  North  American  Metro  Network  Plan,  setting  the  strategy, 
city  development  plans,  partner  selections  and  multi  year  capital  requirements  to  support  the  program.  As  a  Director, 
you  will  lead  a  team  of  professionals  to  develop  individual  network  plans  for  each  city,  including  the  selection  of  routes 
and  capacities  that  will  be  built,  and  determine  the  economics  of  network  engineering  and  operations. 

The  ideal  candidate  will  have  network  planning  experience  in  a  CAP,  CLEC,  RBOC,  and/or  IXC.  A  BS  or  MS  in  a 
quantitative  field  is  preferred.  MBA  desirable. 


DIRECTOR  -  METRO  NETWORK  ENGINEERING  &  DESIGN 

You  will  be  responsible  for  the  development  of  the  network  strategy  and  architecture  for  the  above-mentioned  plan.  This 
architecture  will  set  the  fundamental  transmission  equipment  design,  including  fiber  specifications,  equipment 
configuration  and  specifications.  You  and  your  subordinates  will  be  responsible  for  developing  the  engineering  criteria 
and  selection  methodology  for  each  component  to  be  deployed  and  for  developing  multi  year  and  annual  capital 
budgets  for  network  equipment. 

The  ideal  candidate  will  have  network  planning  experience  in  a  CAP,  CLEC,  RBOC  and/or  IXC.  A  BS  or  MS  in  a 
quantitative  field  is  preferred.  MBA  desirable. 

We  offer  a  competitive  salary  and  outstanding  benefits.  Interested  candidates  should  indicate  position  of  interest 
and  send  resumes  to:  Global  Crossing,  Corporate  Staffing-SD,  180  South  Clinton  Avenue,  Rochester,  NY  14646  or  fax 
to:  (800)  676-3728  or  e-mail:  susan  doemling@globalcrossing.com  Other  senior  management  opportunities  are 
available  -  check  our  website. 


Global  Crossing" 

www.globalcrossing.com 


EOE 


Talent  is  the 
fuel  of  the  new 
economy. 


Fill  up  with 
ITcareers. 


IT  careers  and  IT  careers.com 
can  put  your  message  in  front 
of  2/3  of  all  US  IT  profession¬ 
als.  If  you  want  to  make  hires 
make  your  way  into  our  pages 
Call  Janis  Crowley  at 

1-800-762-2977 

1  v’*  ‘  • 

ITcareers 

where  the  best 
get  better 


Software  Engineer 

Qualifications:  BA/BS  in  CS  with 
in-depth  experience  in  program¬ 
ming  in  C/C++  and  solid  profi¬ 
ciency  in  Windows  NT  and  9x 
virtual  device  drivers  and  virtu¬ 
al/installable  file  systems. 
Experience  with  Microsoft's 
Network  File  System  for 
Windows  2000  is  required. 
Responsibilities:  work  with  other 
developers  and  product  man¬ 
agers  to  specify,  design,  imple¬ 
ment  and  test  software  compo¬ 
nents  of  a  system  used  to  auto¬ 
matically  deploy,  install  and 
manage  Windows  applications 
across  a  network.  Location: 
Greater  Boston  area.  Email  your 
resume  to  tomjb@epicon.com. 


It’s  Fast. 


It’s  Huge. 


It  Crosses 


Worlds  & 


Dimensions. 


IT  CAREERS 


Software  Consultant 

Design,  dev.,  implement  &  sup¬ 
port  multi  business  applicaitons 
for  clients,  supporting  EDI,  sales, 
purchasing,  order  tracking, 
inventory,  order  quotations,  & 
delivery  activities,  working 
with  Oracle,  Oracle*Reports, 
Developer  2000,  Unix,  Sequent, 
SQL'Loader,  SQL*Forms, 
SQL’Plus,  PL/SQL  &  Windows 
NT.  $36,000/yr.  40  hrs/wk.  B.S. 
or  equiv.  in  Computer  Sc.,  or 
Computer  Eng.,  or  Math,  or 
Computer  Management  req'd.  1 
yr.  exp.  req’d  in  job  offered  or  1 
yr.  related  exp.  as  Sr.  Systems 
Analyst  or  Software  Eng.  Exp.  in 
related  positions  must  include 
use  of  noted  skills  in  job  duties. 
Apply  to  the  nearest  Job  Service 
office  or  submit  resume  to  Job 
Service,  500  W.  Trade  St., 
Charfottle,  NC  28202.  Resume 
must  include  SS#  &  refer  to  Job 
Order  #  NC2624848  &  DOT 
Code  030.162-014. 


♦ 


Information  Systems  Consultant: 
Applications  support  and  sys¬ 
tems  development  for  finance 
and  accounting  systems.  Utilize 
IBM  Minframe,  MVS/TSO/ISPF, 
JCL,  and  Easytrieve  and  either 
IBM  APL2  (mainframe)  and/or 
Manguistics  APL  PLUS  II  or  III. 
Utilize  DOS  and  Windows  PC 
platforms.  Master's  degree  in 
Computer  Science  or  any 
Engineering  field  required.  In 
completing  education,  must 
have  gained  experience  in  APL 
programming  language.  40 
hrs/wk,  8:00  am  -  5:00  pm, 
$61,000/yr.  Upon  application, 
must  be  able  to  perform  job 
duties  and  be  eligible  for  per¬ 
manent  employment  in  the  U.S. 
Resumes  to:  FDLES  Bureau  of 
Workforce  Program  Support, 
P.O.  Box  10869,  Tallahassee, 
Florida  32302-0869. 

JOFL2028976. 


Women  In  Technology 
ITcareers 

Set  Your  Sights  On 
The  World’s  Best  Talent. 

Be  wiLh  ITcareers  this  year  as 

we  continue  to  partner  with 

Women  In  Technology  on  conference  coverage 

and  exhibit  space. 

WITI  Southwest  Technology  Conference 

Dallas,  TX  March  2-3 

WITI  Technology  Summit 

Santa  Clara,  CA  June  20-22 

WITI  East  Coast  Technology  Conference 

Boston,  MA  October  11-12 

Your  advertising  in  our 

WITI  FASTTRACK  Supplements 

will  reach  women  readers  of  Network  World, 

CIO, 

Computerworld  and  InfoWorld 
when  their  interest  in  career 
opportunities  is  highest. 

Find  out  more. 

Call  your 

ITcareers  Sales  Representative 
or  Janis  Crowley, 

1-800-762-2977 
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gm  General  Motors, 


True  ingenuity. 

It  accelerates  our 
technical  insight. 


Out-of-the-box  thinking  and  no-holds-barred  creativity  have  made  General  Motors  the  global  leader  in  automotive  technology  and  business  practices.  If  you  have  the  credentials  and  desire  to  help 
accelerate  GM's  leadership  into  the  new  millennium,  we  have  exciting  opportunities  available  for  you  in  the  following  Information  Systems-related  functions: 


Plant  Information 
Technology  Manager 

Provides  single  point  of  contact  in  support  of  manufacturing 
operations  plants,  including  engineering  and  support  for  the 
deployment  of  competitive  manufacturing  strategies.  Also 
provides  leadership  to  in-plant  information  systems  and 
services  and  assists  in  the  development  of  an  information 
technology  department. 

Requires  applicable  Bachelor's  degree,  Master's  preferred, 
along  with  at  least  10  years  of  manufacturing  experience 
implementing  information  technology  solutions,  including 
5  years  of  implementing  information  systems  in  support  of 
produce  vehicle  business  processes.  Project  management 
experience  and  extensive  experience  with  CIMPLICITY,  PMCS, 
Production  floor  systems,  VAX,  PLC,  SCADA,  control  systems 
and  plant  system  integration  are  crucial.  Experience  in  the 
automotive  industry  is  a  must. 

Systems  Engineer  - 
Production  Control  Systems 

Serves  as  technical  consultant  to  systems  projects  and 
communicates  technical  direction  to  staff  and  project  teams. 
Also  develops/follows  systems  interfacing  strategies  for 
custom  applications  and  COTS  packages,  and  guides  vendors 
in  designing  systems  for  reusability. 

Requires  Bachelor's  degree  in  Computer  Science,  Mathematics 
or  Engineering,  supported  by  a  strong  understanding  of  software 
development  tools,  including  integrated  development  environ¬ 
ments  (CASE,  3GL,  4GL,  Java)  and  software  development 
experience  in  both  mainframe  and  client/server  environments. 
Object-oriented  technology  and  development  methodologies 
are  preferred. 

Information  Technology  Manager  - 
Design  Release  and  Web  Strategy 

Manages  design/release  Engineers  and  engineering  Web 
applications  portfolio,  participates  in  corporate  engineering 
Web  strategy  creation,  and  investigates/evaluates  potential 
business  process  improvement  solutions.  Also  manages  IT 
development/deployment  projects,  facilitates  request  processing, 
and  manages  IT  support  suppliers  to  ensure  contractual 
obligations  are  met. 

Requires  Bachelor's  degree  in  Engineering,  Computer  Science 
or  other  related  technical  field;  Master's  degree  in  Business  or 
Finance  preferred.  At  least  8  years'  IT  technical  experience  is 
also  required,  along  with  5  years'  Web  technology  experience, 
2  years'  Java  experience,  5  years'  design/release  engineering 
experience  and  2  years'  finance  experience. 

Systems  Analyst  - 

Production  Control  and  Logistics 

Manages  business  systems  in  a  matrix  environment  with 
resources  from  multiple  organizations  and  suppliers.  Also 
manages  projects  and  scope  changes  to  meet  "deliverable" 
commitments  to  customers,  evaluates/uses  innovative 
technology  when  selecting/developing  new  systems,  and 


creates/coordinates/executes  comprehensive  business 
system  testing  activities. 

Requires  a  Bachelor's  degree  in  Computer  Science  or  Supply 
Chain  Management,  mainframe  and  client/server  expertise, 
Microsoft  Access  and  Project  proficiency,  project  manage¬ 
ment  experience,  and  knowledge  of  Production  Control, 
Logistics  and  Worldwide  Purchasing  Business  practices. 

Lead  Systems  Engineer 

Leads  the  design  and  implementation  of  advanced  software 
architecture,  develops  a  rapid  prototype  application  in  Java, 
and  performs  some  supervisory  functions. 

Requires  BS  in  Computer  Science,  at  least  5  -  7  years'  experi¬ 
ence  in  software  development  for  embedded  applications, 
plus  experience  in  object-oriented  software  architecture 
design.  In-depth  understanding  of  large,  complex  hardware 
and  software  environments  is  necessary.  Communications 
Protocol  Design  and  Implementation  experience  preferred. 

IT  Operations  Analyst  and  Technical 
Support  Lead 

Oversees  daily  operations  and  management  of  call  center 
locations  and  implements  infrastructure  changes  as  required. 

Requires  BA  or  MIS  degree;  MCSE  certification  preferred. 

At  least  3  years'  experience  in  call  center  operations,  a  basic 
understanding  of  LAN/WAN  functionalities,  and  CTI,  Telephony 
and  IVRs  experience  are  also  needed. 

Systems  Engineer 

Responsible  for  developing  detailed  OnStar  specifications 
covering  the  entire  call  center  system,  including  infrastructure 
hardware,  network  diagrams,  communications  flow,  CSR 
workstations,  application  software,  and  vehicle  communications. 
Leads  the  evaluation  and  selection  of  alternative  call  center 
IT  solutions  for  implementing  new  OnStar  product  offerings. 
Develops  and  analyzes  call  workflow  and  advisor  call-han¬ 
dling  processes. 

Requires  BS  in  Electrical  Engineering,  Computer  Science  or 
equivalent,  plus  at  least  3  years'  experience  in  engineering 
and  application  development.  Experience  in  business 
requirement  analysis  and  specification  development,  as  well 
as  call  center  applications  and  infrastructure  development 
are  also  needed.  CTI,  Telephony,  IVRs  and  asynchronous 
serial  communications  experience  is  preferred. 

Project  Manager 

Performs  IT  project  planning  of  cost,  schedule  and  deliverables 
to  meet  business  needs;  along  with  information  systems 
design,  project  execution,  testing,  documentation  and  training; 
cost  reduction  analysis;  and  budget  management. 

Requires  at  least  6  years'  experience  in  IT  and  project 
management  across  diverse  applications.  Experience  in 
performance  metrics  and  business  process  engineering  a 
plus.  Also  requires  Bachelor's  degree  in  Business,  Math, 
Computer  Science,  Engineering  or  related  discipline  with 
an  Information  Technology  focus. 


Project  Manager  - 
Computer-Aided  Design 

Leads  computer-aided  design  simulation  program  management, 
development  and  maintenance  of  budgets,  development  of 
infrastructure  strategy,  and  customer  interface. 

Requires  BS  in  Computer  Science  or  Engineering,  and  at  least 
10  years'  IT  experience,  including  high-performance  computing, 
computer  applications,  noise  and  vibration  and  crashworthiness. 
Excellent  negotiating  and  verbal/written  communication  skills 
are  also  required,  along  with  database  management  experience 
and  networking  skills.  Must  also  possess  language  knowledge 
of  UNIX,  NT,  NASTRAN,  DYNA3D,  PAM-CRASH,  PAM-STAMP, 
MADYMO,  CAD,  CAT  and  CAE. 

Database  Manager 

Performs  system  and  application  development  and  implemen¬ 
tation,  manages  system  and  software  databases,  and 
interfaces  with  industry  and  vendors. 

Requires  at  least  5  -  6  years'  IT  field  experience,  plus  expertise 
with  project  planning  and  applications  architecture  development. 
Excellent  negotiation  and  verbal/written  communication  skills 
are  also  needed,  along  with  language  knowledge  of  COBOL, 
PL/1,  C,  C++,  SEI/CMM  (Level  2+). 

Project  Manager  -  Web  Development 

Supports  designers  and  other  members  of  project  teams  to 
develop  and  maintain  a  variety  of  dynamic  object  database 
driven  Web  applications  using  a  combination  of  software 
languages  and  tools. 

Requires  a  Bachelor's  degree  or  equivalent  experience; 
Master's  degree  preferred.  Experience  in  the  development 
of  new  and  maintenance  of  existing  Web-based  applications. 
Experience  in  application  design  with  specific  experience  in 
Web  technologies  such  as  Java,  JavaScript,  HTML,  PERL, 

CGI,  Visual  Basic,  C++,  Object  C,  or  other  languages.  Skill  set 
should  also  include  electronic  commerce  security  concepts 
and  database  development. 

Web  Infrastructure  Manager 

Provides  electronic  commerce  lab  to  evaluate  commercial 
electronic  commerce  applications;  defines  electronic  commerce 
lab  procedures;  conducts  assessments  of  electronic  commerce 
market  trends;  consults  with  General  Motors  users  on  evaluating 
and  implementing  electronic  commerce  solutions,  products 
and  services;  supports  General  Motors  electronic  commerce 
strategy  development;  performs  electronic  commerce  bench¬ 
marking. 

Requires  a  BS  degree  in  Computer  Science,  Mathematics 
or  Engineering.  Strong  knowledge  of  electronic  commerce 
strategies,  standards,  technologies  and  best  practices; 
well-developed  verbal/written  communication  skills;  and 
a  high  level  of  creativity  and  innovation  in  problem-solving 
required.  Must  possess  demonstrated  leadership  skills,  strong 
teamwork  and  interpersonal  skills,  the  understanding  of 
benchmarking  processes  and  techniques,  and  the  ability 
to  travel  overseas. 


To  be  part  of  our  exciting  and  diverse  workforce,  post  your  resume  on  our  Web  site  at:  www.generalmotors.com/careers  under  the  Job  Opportunities  section;  or  E-mail  your  resume  to: 
GM-Jobs@saztec1.com  If  you  prefer,  you  may  mail  your  resume  to:  GM  North  America,  Source  Code:  ISS03-ITC,  P.O.  Box  69,  Nutting  Lake,  MA  01865-0069.  Please  be  sure  to  indicate  position 
desired  and  include  the  source  code  (ISS03-ITC)  on  the  upper  right  hand  corner  of  your  resume,  cover  letter  and/or  E-mail  subject  line.  Candidates  must  accept  drug  screening  and  have  U.S 
citizenship  or  visa  status  that  permits  them  to  legally  accept  employment  under  U.S.  immigration  laws.  No  phone  calls,  please.  Principals  only,  no  agents.  The  policy  of  General  Motors  is  to  extend 
opportunities  to  qualified  applicants  and  employees  on  an  equal  basis  regardless  of  an  individual's  age,  race,  color,  sex,  religion,  national  origin,  sexual  orientation,  disability  or  veteran  status. 
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ca 


IT 


Work  FOR  Yourself, 
Not  BY  Yourself! 


SkillsVillage.com 

Being  an  independent  IT  contractor  doesn't  mean  that  you  have  to  work  without  resources  and  support. 
SkillsVillage.com  offers  independent  IT  contractors  an  online  eMarketplace  to  match  your  skills  with  the  best 
available  IT  projects.  We  also  offer  a  full  suite  of  tools  and  other  resources  to  help  you  run  your  business. 
SkillsVillage.com  is  your  personal  online  advocate,  so  you  never  have  to  work  by  yourself. 

Come  join  the  village,  www.skillsvillage.com 


The  Future  of  Development  - 

It's  in  the  Palm 

of  Your  Hand 

The  software  industry  changes  with  the  snap  of 
a  finger.  E-business  and  the  Internet  are 
driving  the  need  to  make  "Rapid  Development"  a 
reality.  Can  you  get  a  handle  on  aLl  the  changes? 
Is  there  a  solution  at  hand? 

It's  all  within  reach  at  SD  2000-the  software 
industry's  defining  event.  SD  2000  draws  the 
elite.  It's  where  you'll  shake  hands  with  the 
visionaries,  innovators,  and  tool  developers  who 
built  the  industry  and  are  guiding  it  into  the 
Internet  Age. 

Make  your  plans  today  to  explore  the  platforms, 
languages,  and  technologies  that  are  shaping  the 
future  of  development  for  the  e-generation. 

Software  Development 

Conference  |  March  19-24 
Expo  |  March  22-24 

San  Jose  Convention  Center,  San  Jose,  CA 

Contact  Us  for  Information  &  Registration 

800.441.8826 

415.905.2702  (Outside  the  U.S.) 
sd2000@mfi.com 

www.sdexpo.com 


As  a  top  10  global  IT  consulting  company  with  nearly  18,000  consultants  worldwide, 
Origin  Technology  in  Business  is  an  innovative  leader  in  delivering  creative  IT  services 
on  a  global  scale.  Our  vision?  Bigger,  better,  faster!  Utilizing  today's  and  tomorrow's 
best  technology  to  create  the  most  innovative  solutions  for  our  clients. 

Do  You  Share  Our  Vision? _ 


We're  working  smarter  than  everto  fulfill  our  clients'  needstoday  and  tomorrow  and 
are  seeking  visionary  professionals  to  join  us  in  the  following  areas: 


E-Business 

Java 

C++ 

Application  Architecture 

EAI 

Supply  Chain  CRM 

Change  Management 

SAP 

If  you're  a  driven  professional  and  want  a  chance  to  get  on  the  fast  track,  fax/ 
email  your  resume  indicating  Dept.  Code:  RSINF0022800  to  888-551-8223, 
careers@us.origin-it.com 

oriGin 

TecHnoLOGY  in  Business 
www.origin-it.com 

EOE  M/F/DA/ 
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careers  com 


(rrEZES  IT  CAREERS  @12123 


Join  PeopleSoft,  the  market  leader  in  ebusiness.  We're 
committed  to  the  individuals  who  make  PeopleSoft 
work  and  offer  a  friendly,  progressive  work  environment. 
With  our  phenomenal  growth,  there’s  never  been  a 
better  time  to  get  to  know  PeopleSoft.  We've  focused 
our  technological  strengths  on  the  future  and  are  now 
offering  the  following  job  opportunities  in  California 
(Pleasanton,  San  Mateo  and  other  locations)  and 
across  the  U.S.: 

Software  Engineers 

(Development,  Applications, 

Technical  Support,  QA,  Test  and  others) 

Systems  Analysts 
Programmer  Analysts 

Technical  Writers  and  Curriculum  Specialists 

Sales  Engineers 

Consultants 

(Professional  Services, 

Product  Implementation,  Systems  and  others) 
Marketing  Managers 

(Enterprise  Resource  Planning/ 

Supply  Chain  Management) 

The  best  way  to  get  your  resume  to  PeopleSoft  is  to 
apply  online  at  www.peoplesoft.com/en/career_ 
opportunities/apply_en.html.  Or,  you  can  e-mail  us 
at  jobs@peoplesoft.com.  You  can  also  write  to  us  at 
PeopleSoft,  Human  Resources  Department  AD, 

4305  Hacienda  Drive,  Pleasanton,  California  94588. 
Please  indicate  job  code  MH-022800-CW. 

To  learn  more  about  us,  visit  our  home  on  the 
World  Wide  Web:  http://www.peoplesoft.com 


Applications  for  eBusiness'" 


PeopleSoft  is  an  Equal  Opportunity  Employer  and  is 
committed  to  workforce  diversity. 


PEOPLE 


Sr.  Programmer  Analyst  -  E-Commerce 

Topeka,  KS  -  Salary:  $60,000-$65,000 

Find  the  perfect  fit  for  your  future  at  Payless  ShoeSource,  North 
America's  leading  family  footwear  retailer.  Payless 
ShoeSource  operates  over  4,500  stores  worldwide  with 
annual  sales  of  $2.6  billion.  If  you  are  interested  in  a  career  at 
our  Corporate  Headquarters  in  Topeka,  KS  check  out  the 
following  job  opportunities: 

Work  with  some  of  the  best  Information  Systems  professionals  in 
the  retail  industry.  Responsibilities  of  the  Sr.  Programmer  Analyst 
include  analysis,  design,  development,  testing  and  support  of 
business  applications  for  business  to  consumer  retail  sales 
utilizing  many  types  of  Internet  web-based,  client-server  and 
stand-alone  computer  technologies.  In  this  E-Commerce  support 
role  the  preferred  experience  includes  DB2  database,  Unix, 
HTML/XML,  Perl,  Java  and  C  languages.  Bachelor's  degree  in  a 
related  field  and  5+  years  programming  experience  in  a  mainframe 
or  client-server  environment  required,  including  1-2  years  in 
E-Commerce,  preferably  IBM  Net.Commerce. 

Payless  ShoeSource  offers  a  fast-paced,  professional  environment 
with  a  strong  tradition  of  internal  promotion.  Payless  offers  extremely 
competitive  salaries,  benefits  and  relocation  assistance.  If  you 
would  like  more  information  on  Payless  ShoeSource  please  visit  our 

website  www.payless.com. 

For  immediate  consideration,  please  send  your  resume  to: 

Payless  ShoeSource,  Attn:  Executive  Recruiting  (IT), 

P.O.  Box  1189,  Topeka,  KS  66601 ,  Fax:  785-295-2028, 

Email:  shoefits@paylessshoesource.com 


You  live  in  a  big  city  and 
work  on  a  small  network. 
How  about  switching 
that  around? 


Not  a  bad  trade-off  when  you  consider  you’ll 
be  working  on  one  of  the  country’s  largest 
privately  owned  computer  networks.  It  also 
happens  to  be  one  of  Compnterworld’s 
“100  Best  Places  to  Work”  and  ranked  #14 
on  the  Fortune  500  company  list.  Add  to 
that  an  easy-going  lifestyle,  a  family-friendly 
benefits  package,  a  diverse  workplace  and 
you’ll  kick  yourself  for  not  having  made 
the  switch  years  ago. 

Contact  State  Farm  Human  Resources 
at  jobopps.corpsouth@statefarm.com 
for  information  about  current  positions. 
Or  visit  our  website  at 
statefarm.com. 


Get  there  with  State  Farm. 

State  Farm  Insurance  Companies  •  Home  Offices:  Bloomington,  Illinois 
An  Equal  Opportunity  Employer 


STATE  FARM 


INSURANCE 

®. 


ca 


s.com 


where  the  best  get  better 

1-800-762-2977 


CONSULTING  PARTNERS 

Retained  Search  For  A 
Management  Consulting  Co. 
Direct  Entry  Partners.  Live 
Anywhere  in  USA.  Systems 
Integration  Consulting 

Experience  With  A  Large 
Consulting  Firm  Is  Required. 
Confidentiality  Is  Assured.  Send 
Confidential  Resume:  Email: 
alliedsrch@aol.com  Fax:  415- 
921-5309  Mail:  Allied  Search, 
Inc.  Box  472410,  San  Francisco, 
CA  94147,  Attn:  Don  May, 
Managing  Director.  Questions 
(If  Any):  Tel:  1-415-921-1971 


Advanced  Programmer  Analyst 
needed  to  analyze,  test,  debug, 
install,  and  document  computer 
software  for  interface  applications. 
Requires  a  Masters  Degree  in 
Information  Services  or  related 
field.  Requires  demonstrable  ability 
in  the  use  of:  IBM  mainframe  or 
middle  ranged  AS400  or 
equivalent;  database  design  and 
database  structure  analysis, 
procedural  languages;  and  RPG  IV 
or  C  or  C++;  network  protocols/ 
systems  TCP/IP,  UNIX,  Novell  or 
Windows  NT;  good  English 
communication  skills;  ability  to 
work  irregular  hours  if  needed  The 
position  is  full-time,  40  hr/wk, 
salary  $51,653/yr.  Applicants 
must  send  resumes  to;  Department 
of  Workforce  Services,  Attn.  Pat 
Readington,  Job  Order  No 
306094 1 ,  1 40  East  300  South, 
First  Floor,  Salt  Lake  City,  Utah 
84111  EOE. 


Hardware/Firmware  Engineers:  Conduct  research  and  develop¬ 
ment  of  new  technologies  for  computer  and  communications  system. 
Exp.  and/or  background  in  the  following  areas  (not  all  req):  servo  con¬ 
trol  theory  and  algorithm  design,  analog/digital  circuit  design  and 
stimulation,  logic  design  and  simulation  using  ALTERA  programmable 
devices,  Hardware  Synthesis,  magnetic  recording  head  processing, 
electroplating,  etching,  photolithography,  vacuum  deposition,  and 
magnetic  material  characterization  FPGA/ASIC/Custom  design  and 
timing  analysis,  microprocessor  based  systems  hardware  and 
firmware  design,  MPEG-2  transport  systems,  digital  signal  process¬ 
ing,  PC  bus  interface,  board  layout,  instrumentation  and  C/C++  pro¬ 
gramming.  Req:  MS  in  EE/Comp  Eng  +  1 ,  2  or  3  yrs  exp  (or  equiva¬ 
lent)  depend  on  position  or  BS  +3-8  yrs  depend  on  position  in  Austin, 
TX,  San  Jose,  CA,  Hawthorne  or  Yorktown  He'ghts,  NY,  Endicott,  NY. 
Competitive  salary.  Please  send  resume  w/clipping  of  ad  to:  IBM 
Corporation,  Technical  Recruiting.  Job  Code  CW02B00,  P.O.  Box 
218,  Yorktown  Heights,  NY  10598. 

An  equal  opportunity  employer. 
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IT  CAREERS 


ill 

your  dream  city  with  a 
boss  who  wants  you  to  have 


Or  go  to 
dice.com  and 
actually  find  one. 


up  dice.com 

High  tech  jobs  online 


170,000  high  tech  jobs,  including  your  next  one. 

NASDAQ:  EWBX  iC3)  AN  EARTHWEB  SERVICE 


Help  BUILD 

a  start-up. 

with  Big  Five 

clout. 


Ernst  &  Young.  The  name  says  it  all.  And  the  opportunity  speaks  loud  and 
clear.  We're  E&Y  Applications  Services,  LLC,  a  wholly-owned  subsidiary  of 
Ernst  &  Young,  LLP,  and  a  start-up  company  bursting  with  potential.  As  a 
group  that  provides  application  support  services  to  major  corporations,  our 
growth  is  creating  tremendous  opportunity  for  IT  professionals. 

EXPERIENCED  IT  PROFESSIONALS 

We're  seeking  full-time  Architects  and  Developers  in  our  Chicago  office  for 

engagements  today  and  in  the  future  with  the  following  skill  sets: 

JAVA  WEB  ADDITIONAL 

•  Enterprise  Java  Beans  •  Netscape  Enterprise  Server  •  EJB's 

•  Servlet  Development  •  WebLogic  •  RMI 

•  Visual  Age  Java  •  SpatialX  •  Firewalls  &  routers 

•  00  methodologies 

Candidates  should  possess  5+  years  of  experience  in  applications 
design/development  and  systems  architecture  as  well  as  3+  years  of 
experience  in  Java/Web  development. 

SOFTWARE  TESTERS  AND  LEADERS 

We  are  seeking  full-time  professionals  for  our  Kansas  City  office  with  2+ 
years  experience  testing  in  a  Java/UNIX  environment.  Experience  in  Web 
application  testing  with  Oracle,  WebLogics,  EJB,  and  WinRunner  highly 
desired.  Telecommunications  experience  a  plus. 

We  are  also  seeking  professionals  with  following  skill  sets: 

•COBOL  *CICS  'C/C++  -SmallTalk  'UNIX 

Qualified  professionals  should  send  their  resumes  to:  resumes@eyadc.com. 
EYAS-Recruitment  Dept.,  224  S.  Michigan  Ave.,  Suite  1700,  Chicago,  IL 
60604.  We  are  an  equal  opportunity  employer. 

Visit  our  website  at: 

www.eyappservices.com 


EY  AS 


ERNST  &  YOUNG 

APPLICATIONS 

SERVICES 


e-commerce  opportunities 

www.ae.com 


COOL,  CASUAL,  CUTTING-EDGE... 


AMERICAN  EAGLE  OUTFITTERS  is  growing  by  90+  stores  this  year,  and  also  growing 
its  existing  eCommerce  team.  Our  proven  success  at  the  store  level  will  now  filter  to  the  web. 
We  have  made  sure  that  you  get  the  same  shopping  experience  at  home  that  you  would  in  one  of 
our  stores.  You  can  count  on  AE  to  continue  to  be  Cool,  Casual  and  Cutting-Edge. 


AE-DIRECT  'This  is  our  team  name  on  the  Internet.  Our  company  culture  is  unique  and  we 
are  seeking  individuals  who  can  thrive  in  a  supportive  environment.  If  you  are  creative  and  need 
an  environment  that  allows  you  to  express  yourself,  then  consider  these  opportunities: 


Site  Analyst  Sr.  Web  Developer 

Programmers  Merchandise  Planners 

Buyers  Web  Developer 


Just  like  our  culture,  we  are  not  closed-minded.  These  are  not  the  only  opportunities  we  have  avail¬ 
able,  so  feel  free  to  submit  your  credentials  for  your  area  of  interest.  This  is  your  chance  to  be  a 
part  of  a  company  that  believes  in  its  people  and  providing  the  best  working  environment  possible. 


Excellent  Benefits  Package 
Casual  Work  Environment 


For  immediate  consideration,  please  FAX  or  E-mail  resumes,  with  salary  history,  to: 
AMERICAN  EAGLE  OUTFITTERS,  INC.,  FAX:  (724)  779-SS68. 

E-mail:  Fabus@AE.com.  Positions  based  in  Pittsburgh,  PA.  EOE.  M/F/V/D. 


AMERICAN  EAGLE 

t  >  OUTFITTERS 


For  IT  Careers  go  to  www.dice.com 


.com 


SHOULDN’T  TECHNOLOGY  beat 
THE  CORE  OF  YOUR  MBA? 


We've  got 
concentrations  in 
e-business  and 
information  systems. 

For  more  information  contact: 
Zam  Haque 

The  Lally  School  of  Management 
and  Technology  at  Rensselaer 
Phone:  (518)  276-6586 
Email:  management@rpi.edu 

We  invite  you  to  attend  an  open  house 
on  March  31st  at  the  Troy,  NY,  campus. 
Please  call  for  details. 

#  Rensselaer 


get  your 


Computer 

NOVASOFT  INFORMATION 
TECHNOLOGY 

Rapidly  growing  software 
consulting  firm  based  in 
Lawrenceville,  NJ  seeking 
qualified  professionals  (min. 
bach  degree)  for  the  following 
nationwide  positions: 

•  Technical  Recruiters/Data 
Processing  Professionals 
(Sourcing) 

•  Client/Server  Developers 
(C,  C++,  UNIX,  VB,  Oracle 
or  Lotus  Notes) 

•  System  Admin  (Unix  or 
Lotus  Notes) 

•  DBA's  (Oracle,  Sybase, 

SQL  Server) 

•  ERP/CRM  Prof’ls  (Baan, 
Seibel,  PeopleSoft,  MFG/Pro 
or  SAP) 

•  Sales  and  Marketing 
Executive 

•  HR  Professionals 

Excellent  salary  and  benefits 
package  available.  Fax  or 
email  resume  to:  Novasoft  HR 
Dept.  Fax:  609-588-5577 
Email:  resumes@novasoftinfo.oom 


It’s  Fast.  It’s  Huge. 

It  Crosses  Worlds  &  Dimensions. 

IT  careers 
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NET  RECRUITING.  A 
HANDS-ON  SEMINAR  BY  THE 
AUTHORS  OF  CAREERXROADS. 
BROUGHT  TO  YOU  BY  ITCAREERS 


If  you  need  to  recruit  in  2000,  the  Internet 
will  be  your  greatest  tool  and  your  competitive 
advantage. 

Learn  the  latest  in  recruiting  techniques, 
key  products,  and  more  from  Mark  Mehler  and 
Gerry  Crispin.  This  one-day  interactive  workshop 
will  provide  you  with: 

•  Internet  staffing  models  and  strategies  for 
both  large  and  small  organizations 

•  The  best  sites  for  realizing  specific  staffing 
objectives 

•  A  view  of  staffing  on  the  Web  today  with  a 
vision  for  tomorrow 

•  How  to  incorporate  the  use  of  Internet  and 
Intranet  applications  into  your  recruiting 
strategy  and  process 

PRESENTED  BY  INTERNET  AUTHORITIES  GERRY 
CRISPIN  &  MARK  MEHLER 

Gerry  and  Mark  have  conducted  100s  of  pre¬ 
sentations  about  the  direction  of  staffing  for 
employment  professionals,  associations  and  job¬ 
seekers.  In  the  last  12  months  they  have  been 
invited  to  present  to  nearly  every  national  and 
regional  human  resource  association  (IACPR, 
SHRM,  EMA,  IHRIM,  NHRA,  NACE) 

MARK  YOUR  CALENDAR 

February 

14-15  Atlanta 
17-18  Philadelphia 
23-24  Chicago 
28-29  San  Francisco 
Single  Registration:  $895 

March 

1-2  LA  16-17  Pittsburgh 

7-8  Dallas  27-28  Boston 

9-10  Houston  29-30  Cleveland 

14-15  NY 

Register  by  phone:  Call  1-800-854-7166 
Register  online:  careerxreg@itcareers.net 

Note:  Participants  who  attend  the  1  day  work¬ 
shop  can  also  opt  for  an  additional  1/2  day  of 
hands-on  consulting  with  the  instructors.  This  is 
conducted  in  a  small  group  (limited  to  10)  and 
is  designed  to  refine  individual  strategies  and 
plans  that  were  begun  during  the  first  day. 
Individuals  interested  in  this  popular  1/2  day 
consulting  feature  will  be  contacted  directly  by 
the  instructors.  Cost  is  $595. 


IT  CAREERS 


|  careers 


ST 


careers.com 


Software  Engineers 


Iris  Associates,  the  creator  of  Lotus  Notes,  Lotus 
Domino  and  Lotus  Domino  Designer,  seeks  to  fill  a  num¬ 
ber  of  Software  Engineering  positions  at  various  levels 
of  responsibility  at  our  location  in  Westford,  MA. 

All  positions  require  a  BS  degree  (or  equivalent)  in 
Computer  Science  or  other  relevant  field,  together  with 
at  least  4  to  7+  years’  relevant  experience: 

Senior  Software  Engineer  (QuickPlace  Internals) 

•  (XML/SSL  processors  in  Java  and  C++) 

Principal  Software  Engineer  (Notes  Client  Editor) 

•  (HTML  and  Int’l  char,  processing/bi-directional) 
Project  Manager  (Domino  Web  Engine) 

•  (Multiplatform,  HTML,  DHTML,  Javascript) 
Competitive  benefits  and  starting  salaries  from  $48,700- 
$102,600,  commensurate  with  the  position’s  specific 
responsibilities,  accompany  this  exciting  high-tech 
environment  growth  opportunity. 


Please  mail  or  fax  your  resume,  indicating  Reference 
Code  “IMSP,”  to:  Iris  Associates,  Attn:  Christine  Chupka, 
Human  Resources,  Five  Technology  Park 
Drive,  Westford,  MA  01886;  Fax:  978/392- 
6060.  Email:  christine_chupka@iris.com 
Visit:  www.iris.com.  Iris  Associates,  a 
subsidiary  of  Lotus/IBM,  is  an  Equal 
Opportunity  Employer 


iris 


NEED 

TO 

HIRE. 

START 

WITH 

US. 


IT careers  and 
ITcareers.com 
reach  more 
than  2/3  of  all 
US  IT  workers 
every  week.  If 
you  need  to  hire 
top  talent,  start 
by  hiring  us. 

Call  your 
IT careers  Sales 
Representative 
or  Janis 
Crowley  at 
1-800-762-2977. 


ITcareers 

where  the  best 
get  better 


ITcareers.com 


Software  Engineers 

Conduct  research  &  develop. 
Test  &  maintain  programs, 
which  comprise  a  portion  of  a 
system  product  or  future  prod¬ 
ucts.  Exp  &/or  background  in 
the  following  areas  (not  all  req): 
relational  database  systems, 
database  management  sys¬ 
tems,  distributed  management 
and  recover  techniques, 
TCP/IP,  Socet  IPC,  C,  C++, 
SQL,  AIX,  UNIX,  JAVA,  object- 
oriented  programming  lan¬ 
guages,  Lotus  Notes,  Windows 
(95,  98,  NT)  operating  systems, 
80x86  assembly  language, 
Soft-Ice  debugger  and  device 
drivers  for  Windows,  data  secu¬ 
rity,  Internet/Intranet  WEB 
applications.  HTTP,  CGL, 
graphical  user  interfaces, 
object-oriented  analysis  and 
design  techniques,  domain 
modeling  techniques,  version  m 
management,  configuration 
management,  multimedia  stan¬ 
dards  (MPEG-4,  H.2xx,  G.7xx, 
RTP/RTSP).  Req:  MS  in 
CS/Math/ME/EE/Comp  Eng  + 
1,  2  or  3  yrs  exp  (or  equivalent) 
depend  on  position  or  BS  +3-5 
yrs  exp  depend  on  position  in 
Austin,  TX,  San  Jose,  CA, 
Hawthorne  or  Yorktown 
Heights,  NY,  Endicott,  NY. 
Competitive  salary.  Please 
send  resume  w/clipping  of  ad 
to:  IBM  Corporation,  Technical 
Recruiting,  Job  Code 
CW02A00,  P.O.  Box  218, 
Yorktown  Heights,  NY  10598. 
An  equal  opportunity  employer. 


Mainframe  &  Client  Server 
Opportunities 

With  IT  project  teams  working 
across  eight  time  zones,  from 
seven  countries  on  four  conti¬ 
nents,  IMRglobal  is  always 
looking  for  more  opportunity. 

We  are  now  accepting  applica¬ 
tions  from  software  program¬ 
ming  professionals  with  main¬ 
frame  and  client  server  experience. 

Programmer/Analysts 
System  Analysts 
Technical  Consultants 
Project  Leaders 
Project  Managers 

For  consideration,  please  for¬ 
ward  a  resume  to:  IMRglobal, 
Attn:  Recruiting,  100  S. 
Missouri  Avenue,  Clearwater, 
FL  33756;  fax  (727)  467-8941; 
e-mail  jobs@imrglobal.com 
See  us  on  the  web  at: 
www.IMRglobal.com.  EOE 

IMRglobal 

the  power  of  vision, 
the  value  of  results. 

•  North  America,  •  Europe, 
•Asia-Pacific 


Future-minded  organizations  around  the 
world  recognize  the  imperatives  of  the 
new  Economy  .  To  become  leaders  in  the 
industry,  organizations  know  they  must 
embrace  networking  technologies. 

AT&T  Solutions  is  increasingly  recog¬ 
nized  as  the  preeminent  provider  of  cus¬ 
tom  network  solutions.  From  strategic 
business  planning,  through  the  design 
and  the  deployment  of  new  systems  and 
business  processes,  we  enable  our 
clients  to  move  from  outdated  business 
models  to  cutting  edge  practices. 

AT&T  brings  to  the  e-Business  market¬ 
place  the  same  reliability,  scale  and 
innovation  that  we  bring  to  network 
solutions.  We  are  uniquely  positioned  to 
meet  our  clients’  challenges  as  they 
quickly  turn  up  mission  critical 
e-applications. 

Our  incredible  growth  has  created  sever¬ 
al  outstanding  opportunities  for  individu¬ 
als  who  wish  to  grow  with  AT&T  by 
identifying  and  delivering 
e-Business  solutions  to  our  Global  2000 
clients.  Immediate  opportunities  are 
available  for  e-Business  Professionals  in 
the  following  areas: 


Business  Developers: 

job  codes  557,  558 

Sales: 

job  codes  470,  469,  517,  558 

Project  Managers: 

job  codes  462,  470,  469,  517 

Architects: 

job  code  39 
Developers: 

job  codes  557,  558 

Business  Continuity/Disaster  Recovery 
it's  All  About  Networking. 

Visit  our  website  at: 

http://www.attsolutions.com 

and  reference  job  code  and/or  job  title. ^ 

AT&T  Solutions  is  an 

Equal  Opportunity  Employer.^j^ 


AT&T  Solutions 


Networking  the  New 


conomy 


www.attsolutions.com 


It’s  the  way  we 
encourage  our  people  to 
contribute  and  achieve! 

ment,  and  realizing  dreams  It's  a  spirit  that  carries  through  to  our  team  members  and 
our  work  environment  We  are  open  to  new  ideas  and  diverse  perspectives  We  are  curi¬ 
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icrosoft  starting  to  build  around  Windows  2000 


First  group  of  complementary  servers  head  into  beta  tests,  including  Exchange  2000  and  Host  Integration  Sewer. 


BY  JOHN  FONTANA 

A  week  after  Bill  Gates  said 
Microsoft  would  introduce  a 
host  of  servers  this  year  to 
support  the  just-released 
Windows  2000,  the  company 
has  started  to  fulfill  that 
pledge. 

Last  week,  Microsoft 
unveiled  the  first  release  can¬ 
didate  of  Exchange  2000,  a 
messaging  and  collaboration 
server  and  the  first  Active 
Directory-enabled  application. 
A  release  candidate  is  software 
that  is  deemed  worthy  of 
release  but  sent  to  select  cus¬ 
tomers  for  final  testing. 

Microsoft  also  announced 
the  first  beta  version  of 
Exchange  Conference  Server, 
which  is  designed  for  video- 
conferencing  and  data  confer¬ 
encing.  In  addition,  the  first 
beta  version  of  Microsoft’s 
Host  Integration  Server,  the 
successor  to  SNA  Server,  also 
was  released. 

The  three  betas  are  but  a 
sampling  of  the  servers 
Microsoft  plans  to  add  to  the 


Forests, 

continued  from  page  16 

Additionally,  all  the  compo¬ 
nents  in  each  forest  must  be 
managed  separately,  users 
must  be  trained  to  run  queries 
on  multiple  forests,  and 
processes  must  be  devised  to 
update  data  imported  from 
one  forest  to  another. 

Multiple  forests  have  the 
potential  to  invade  enterprises 
the  same  way  NT  domains  spun 
out  of  control  when  depart¬ 
ment  and  regional  administra¬ 
tors  began  carving  out  their 
own  domain  fiefdoms. 

Political  issue 

“Active  Directory  does  not 
solve  the  domain  issue,  which 
is  a  political  issue,”  says  Neil 
MacDonald,  an  analyst  with 
Gartner  Group  in  Stamford, 
Conn.  “The  way  that  issue 
reappears  with  Active  Direc¬ 
tory  is  multiple  forests.” 

Users  can  set  up  a  new  for¬ 
est  simply  by  clicking  a  button 


Win  2000  stable.  Others  that 
Gates  said  the  company 
would  release  this  year 
include  the  DataCenter  ver¬ 
sion  of  Win  2000,  a  64-bit 
version  of  the  operating 
system;  SQL  2000;  BizTalk 
Server  2000;  AppCenter 
Server  2000  and  Commerce 
Server  2000. 

Exchange  2000,  which  is 
expected  to  ship  in  the  first 
half  of  this  year,  will  be  a 
showcase  for  Active  Direc¬ 
tory,  which  is  required  to 
run  the  messaging  server. 
Exchange  offers  a  host  of 
new  administrative  features, 
including  a  new  file  system 
called  the  Web  Store,  and 
instant  messaging  features, 
but  it  lacks  real-time  confer¬ 
encing  features  to  combat 
what  groupware  rival  Lotus 
has  built  into  its  Domino 
platform  and  Sametime 
Server. 

“Synchronous  communica¬ 
tion  features  are  the  next 
frontier  for  groupware,”  says 
Jim  Kobielus,  an  analyst  with 
The  Burton  Group  in  Midvale, 


in  a  dialog  box  when  setting 
up  a  Windows  2000  server. 

“If  you  populate  that  new 
forest  with  users,  it’s  a  major 

■  "Active 
Directory 
does  not 
solve  the 
domain  issue, 
which  is  a 
political 
issue." 

Neil  MacDonald,  analyst, 
Gartner  Group 

problem  to  back  out,”  says  Ed 
Bradford,  architect  for  NT  solu¬ 
tions  at  IBM.  Microsoft  needs 
some  grafting  tools  to  essen¬ 
tially  join  two  forests,  he  says. 

Third-party  vendors  such  as 
FastLane  Technologies  are 
offering  tools  to  help  migrate 


Utah.  “Microsoft  needed  to 
add  stuff  like  chat,  white 
boarding,  and  screen  sharing 
to  neutralize  what  Lotus  is 
developing  in  the  data  confer¬ 
encing  area.” 


Microsoft  did  that  in  Ex¬ 
change  Conference  Server,  in 
addition  to  adding  support 
for  videoconferencing 

through  IP  Multicast  and  the 
H.323  multimedia  conferenc¬ 
ing  standard.  Lotus  offers  sim¬ 
ilar  video  features  in  its 
LearningSpace  Server. 


users  between  forests.  Micro¬ 
soft  says  its  metadirectory 
tools  will  help  manage  multi¬ 
ple  forests  and  that  grafting 
tools  are  forthcoming. 

There  are  certain  scenarios 
that  do  call  for  multiple  forests, 
and  IT  executives  should  con¬ 
sider  their  options  carefully, 
according  to  Microsoft. 

One  systems  engineer  for  a 
large  multinational  oil  and  gas 
company  who  requested 
anonymity  says  he  will  have 
multiple  forests  because  of 
slow  WAN  links  in  some  coun¬ 
tries  that  can’t  handle  replica¬ 
tion  traffic  and  because  of 
joint  ventures  that  require  sep¬ 
arate  forests. 

“We  need  to  put  up  some 
restrictive  boundaries,  so  the 
cost  of  multiple  forests  for  us 
will  outweigh  the  risks,”  the 
systems  engineer  says. 

Some  organizations,  in¬ 
cluding  Microsoft  and  Com¬ 
paq,  also  have  separate 
forests  for  production  and 
test  environments.  3 


Conference  Server  will  like¬ 
ly  ship  midyear. 

Microsoft  last  week  also 
shipped  the  first  beta  version 
of  Host  Integration  Server 
2000,  which  was  code-named 


Babylon.  The  server  supports 
application  and  data  integra¬ 
tion  with  IBM  mainframes  and 
AS/400  systems. 

“We  are  trying  to  move  to 
host  integration  for  Windows- 
based  applications  and  away 
from  just  terminal  emulation 
services,”  says  Tad  Parker,  lead 


Attack  code, 

continued  from  page  12 

tions,  SANS  posted  a  “roadmap” 
on  its  Web  site  last  week  for 
defeating  the  denial-of-service 
attacks,  including  information 
about  how  to  protect  against 
the  attacks  and  how  to  avoid 
being  made  a  “host”  for  assaults 
on  other  companies.  Compiled 
by  SANS,  CERT  and  The  Center 
for  Education  &  Research  in 
Information  Assurance  & 
Security  at  Purdue  University, 
the  roadmap  can  be  viewed  at 
www.  sans.  org/ddos_roadmap . 
htm. 

Northcutt  at  CERT’s  Global 
Incident  Analysis  Center  says 
he  is  optimistic  that  the  use 
of  Windows  computers  in 
the  denial-of-service  attacks 
can  be  nipped  in  the  bud  — 
if  users  are  conscientious 
about  updating  their  anti¬ 
virus  software. 

Most  antivirus  and  security 
vendors  have  rapidly  moved 
to  include  ways  to  detect  and 


product  manager  for  Host 
Integration  Server. 

While  Host  Integration 
Server  pulls  mainframe  data 
into  the  Windows  platform, 
analysts  say  the  real  value  will 
come  when  data  can  be 
exchanged  bidirectionally. 

“When  a  mainframe-based 
order-management  system  can 
be  supported  with  data  from 
the  Windows  platform,  that’s 
when  you’ll  start  to  see  real 
integration,”  say  Dan  Sholler, 
an  analyst  with  Meta  Group  in 
Stamford,  Conn. 

Microsoft  plans  to  include 
bidirectional  capabilities  in 
the  next  release. 

Host  Integration  Server 
supports  the  SNA  and  TCP 
protocols;  provides  data 
access  via  Open  Database 
Connectivity  and  OLE  DB  to 
IBM’s  DB2  database;  provides 
replication  integration  of 
Microsoft’s  SQL  database, 
Oracle  and  DB2;  and  supports 
COM+  for  CICS/IMS  main¬ 
frame  transactions. 

The  server  is  expected  to 
ship  this  summer.  B 


eradicate  the  Trojan-horse 
denial-of-service  attack  code 
through  scanning  software. 
CERT  and  others  are  urging 
organizations  to  beef  up  their 
detection  and  eradication 
measures  to  prevent  their 
machines  being  taken  over  for 
denial-of-service  attacks. 

“If  we  can  get  people  on 
two-week  cycles  of  upgrading 
their  antivirus  software,  that’s 
the  way  we  can  kick  this,” 
Northcutt  says. 

The  SANS  Institute:  www. 
sans.org 


Server  parade  from  Microsoft 

Microsoft  plans  to  release  nine  servers  into  the  Windows 
2000  product  family  this  year.  Last  week,  the  company  put 
three  of  those  servers  into  beta. 


Server 

Description 

Status 

Exchange  2000 

First  Active  Directory- 

Release 

enabled  application 

Candidate  1 

Exchange  Conference  Server 

Data,  videoconferencing 

Beta  1 

Host  Integration  Server 

Windows,  mainframe 
integration 

Beta  1 
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Foundry  Networks,  Inc. 

Netlron400  and  Netlron800 

(408)  586-1700 

www.foundrynetworks.com 

Foundry  Networks'  (NASDAQ:FDRY) 
Netlron  400/800  Internet  core  routers  are 
the  industry's  highest  performing  Internet 
core  routers  in  the  market  today.  The 
Netlron  400/800  is  specifically  designed  to 
satisfy  the  exploding  bandwidth  require¬ 
ments  of  growth-oriented  Web  hosting 
firms  and  ISPs  today,  and  in  the  future. 
Delivering  up  to  256  Gbps  of  superior 
switching  capacity,  the  Netlron800  8-slot 
(NI800)  and  Netlron400  4-slot  (NI400)  mod¬ 
ular  chassis  alleviates  performance  bottle¬ 
necks  with  wire-speed  IP  routing.  Built 
upon  Foundry's  unique  IronCore™  architec¬ 
ture  and  IronWave™  software  platform, 
Netlron  400/800  reliably  delivers  up  to  90 
million  packets  per  second  (Mpps)  even 
under  the  heaviest  of  Internet  traffic  loads. 
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Lightspeed  Systems,  Inc. 

Traffic  Control  for  e-Business,  QoS  Control 
for  e-Business,  Server  Control  for  e-Business 

(877)  4IPMAGIC 

www.lightspeedsystems.com 

Lightspeed  Systems  network  traffic  manage¬ 
ment  tools  are  well  equipped  to  optimize 
high-volume  e-commerce  network  traffic. 
Going  beyond  load  balancing  to  guarantee 
high  availability  for  critical  e-Business  applica¬ 
tions,  Lightspeed  offers  bandwidth  manage¬ 
ment,  traffic  prioritization,  security  and 
failover  capabilities  along  with  an  intuitive 
interface  and  the  scalability  of  software  with 
hardware's  throughput. 


Extreme  Networks 

BlackDiamond  6808  chasis  switch 

(888)  257-3000  or  (408)  579-2800 

www.extremenetworks.com 

Extreme  Networks1  BlackDiamond  6808 
chassis  switch  integrates  server  load  bal¬ 
ancing,  web  cache  redirection,  BGP4, 
access  control  lists,  IP  routing,  Layer  2 
switching,  DiffServ  and  QoS  —  and  delivers 
it  at  wire  speed,  on  any  port,  at  any  time. 
Plus  it  has  carrier-class  fault-tolerance  with 
no  single  point  of  failure  —  dual  load-shared 
switch  fabrics  and  power,  OSPF  redundant 
PHY  link  aggregation  and  ESRP  for  smart, 
ultra-fast  failover  to  a  default  router  or  switch. 


NetScreen  Technologies 

(877)  NETSCREEN 

www.netscreen.com 

NetScreen  Technologies  is  the  leading 
provider  of  ASIC-based  Internet  security 
appliances  and  systems  that  deliver  high 
performance  firewall,  VPN,  and  traffic 
shaping  functionality  to  e-business  sites, 
broadband  service  providers,  and  applica¬ 
tion  service  providers.  NetScreen  prod¬ 
ucts  offer  customers'  record-breaking 
wire-speed  performance,  scalability,  and 
manageability  in  one  comprehensive 
security  solution. 


We  Secure  the  Internet. 

Check  Point  Software 
Technologies,  Ltd. 

(650)  628-2000 

www.checkpoint.com 

Check  Point  Software  Technologies  Ltd. 
is  the  worldwide  leader  in  securing  the 
Internet.  The  company's  Secure  Virtual 
Network  (SVN)  architecture  provides  the 
infrastructure  that  enables  secure  and 
reliable  Internet  communications.  SVN 
secures  business-to-business  (B2B)  com¬ 
munications  between  networks,  systems, 
applications  and  users  across  the 
Internet,  intranets  and  extranets. 


Mission  Critical  Software 

OnePoint  Suite 

(888)  323-6768 

www.missioncritical.com 

OnePoint  from  Mission  Critical  Software  is 
a  full  suite  of  products  —  each  providing 
best  solutions  for  systems  administration, 
security  and  operations  management.  The 
OnePoint  product  suite  provides  solutions 
that  dramatically  enhance  the  security, 
availability,  and  performance  of  Windows 
NT-  and  Windows  2000-based  environ¬ 
ments  while  reducing  the  cost  of  opera¬ 
tions  and  administration. 


A  Network  World  Special  Advertising  Section 


Electronic  Commerce 


P  R  0  D  U  C' 


'  -u.  r>  ■  ,T.  - 

■  ■  -WWA 

.  .-  \-  •>  -r.'lY  '  • 

^'4 


CE  Dl RECTO 


mission  critical  software 


Check  Point 

Software  Technologies  Ltd. 
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Tivoli, 

continued  from  page  9 

example,  a  company  can  use 
the  correlation  engine  to  set  up 
and  enforce  a  scheme  to  block 
a  SYN  Flood,  a  type  of  distrib¬ 
uted  denial-of-servicc  attack. 
Web  servers  can  be  instructed 
to  identify  and  delete  incoming 
IP  packets  that  include  erro¬ 
neous  header  data  that  can  bog 
down  a  system.  Risk  Manager 
also  includes  a  Vulnerability 
Scanner  that  sends  software 
agents  across  a  network  to 
check  Web  servers  for  potential 
security  problems.  For  instance, 
the  agents  can  be  programmed 
to  recognize  Unix-based  TrinOO 
denial-of-service  attack  code 
and  alert  the  correlation  engine 
so  that  appropriate  follow-up 
action  can  be  taken. 

Risk  Manager  can  also  make 


sure  security  applications  are 
distributed  consistently 

through-out  the  network.  Say  a 
network  executive  wants  to  dis¬ 
tribute  a  software  patch  that 
prevents  routers  from  being 
used  to  flood  another  compa¬ 
ny’s  Web  server  with  pings.  Risk 
Manager  can  create  a  list  of  the 
routers  that  need  the  patch,  dis¬ 
tribute  it  and  then  confirm  that 
every  router  got  the  patch. 

Tivoli’s  new  software  works 
with  existing  security  and  man¬ 
agement  products  from  Tivoli 
and  parent  company  IBM.  It 
also  works  with  software  from 
partner  vendors  such  as 
Internet  Security  Systems. 

Integrated  security  prod¬ 
ucts  such  as  Risk  Manager  are 
becoming  more  common,  says 
Chris  King,  an  analyst  at  Meta 
Group,  a  consultancy  in 
Stamford,  Conn.  Tivoli  could 


have  an  edge  in  this  market 
because  of  its  experience 
with  enterprisewide  network 
and  systems  management,  but 
the  company  will  need  to 
make  sure  customers  can 
make  Risk  Manager  work  with 
tools  from  leading  manage¬ 
ment  software  vendors  such 
as  Computer  Associates  and 
BMC  Software. 

Risk  Manager  is  currently  in 
beta  testing.  The  product  will 
be  released  in  the  next  few 
weeks,  followed  by  a  more 
automated  edition  later  this 
year.  IBM  also  plans  to  roll  out 
versions  of  the  software  for 
AIX,  Solaris  and  Windows  2000 
down  the  road.  Pricing  infor¬ 
mation  was  not  available.  Q 
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IS  goes  into  risk  management 


Tivoli's  SecureWay  Risk  Manager  software  lets  administrators 
see  what  systems  are  vulnerable  to  misuse  and  view  histories 
of  misuse  on  their  networks. 


Users  can  see  data  on  their 


. . .  and  the  severity  of  security  incidents  that 
have  struck  their  network  hosts. 


Ford, 

continued  from  page  1 0 

for  the  Internet,”  Kelley  hint¬ 
ed  last  week. That  could  mean 
new  cars  might  be  sold  more 
inexpensively  on  the  Web 
than  off. 

Analysts  say  Ford’s  effort 
may  improve  its  brand  consis¬ 
tency  on  the  Web.  Some  local 
Ford  dealers' Web  sites  are  so 
amateurish  “they  look  like 
their  high  school  sons  and 
daughters  must  have  done 

■  "I/Ve  want  to 
make  sure 
our  dealers 
have  the  tools 
to  get  leads 
and  make 
sales  on  the 
Internet." 

Brian  Kelley,  president, 
Ford’s  ConsumerConnect 
e-commerce  division 


them,”  says  Gartner  Group 
Research  Director  Rob 
DeSisto. 

But  the  danger  is,  local  indi¬ 
viduality  could  give  way  to  a 
monolithic  look. 

DeSisto  also  warns  that 
Trilogy’s  strength  is  in  a  tool 
that  lets  online  shoppers  put 
together  a  desired  car  model. 
But  he  says  the  company  is 
hardly  in  a  position  to  pro¬ 


vide  the  wide  range  of  Web 
services  to  dealers  envisioned 
by  Ford. 

“Trilogy’s  technology  foot¬ 
print  will  fall  far  short  of 
what’s  needed  here,”  DeSisto 
asserts,  pointing  out  that 
dealers  will  need  e-mail,  cus¬ 
tomer  response  management 
software,  mail-campaign  soft¬ 
ware  and  much  more. 

Lessons  from  Nissan 

Global  car  manufacturer 
Nissan  last  year  struggled 
with  the  daunting  task  of  a 
Web  makeover  for  purposes 
of  giving  potential  car  buyers 
a  more  unified  view  of  car 
dealerships.  Nissan  dealers 
traditionally  did  their  own 
thing  on  the  Web,  but  Nissan 
management  decided  this 
was  too  fragmented  an 
approach  in  terms  of  quality 
and  branding. 

Nissan  is  divided  into  three 
regional  centers  —  Europe, 
Japan  and  North  America.  For 
Nissan,  the  biggest  headache 
in  the  search  for  a  global 
Nissan  Web  brand  has  been 
that  the  nissan.com  and 
nissan.net  domain  names  are 
held  by  Nissan  Computer, 
which  is  now  entwined  in  a 
trademark  dispute  with  the 
car  maker  in  a  California 
court. 

“This  has  been  a  huge 
drag,”  says  Gary  Larsen,  man¬ 
ager  of  brand  communica¬ 
tions  in  Europe  for  the  car 
maker,  which  had  to  use 
nissaneurope.com  for  his 
region. 

With  so  many  country,  lan¬ 


guage,  tax  and  price  differ¬ 
ences  in  Europe,  another 
problem  has  been  maintain¬ 
ing  a  distinct  local  flavor  on 
Nissan  Web  sites  while  mak¬ 
ing  it  easier  to  find  car  infor¬ 
mation.  Systems  integrator 
Razorfish  has  created  a  Web- 
based  map  of  Europe  for 
Nissan  that  lets  viewers  click 
on  France,  for  instance,  to  be 
linked  to  nissanfrance.com. 


Novell, 

continued  from  page  9 

of  the  consultancy  Bright 
Ideas  in  Edison,  N.J.  “If  I  don’t 
want  to  add  [Secure  Sockets 
Layer]  encryption  on  my 
server,  I  can  just  turn  on  the 
appliance.  Basically,  I  can 
plop  this  device  in  any  envi¬ 
ronment  and  have  it  start 
issuing  certificates  and 

decrypting  secure  pages.” 

SecureMe  contains  a  CPU, 
memory  and  software.  It  is 
expected  to  be  sold  through 
hardware  vendors  such  as 
Compaq  and  Dell,  Novell 
says. Today,  Novell  markets  its 
Internet  Caching  System,  a 
Web-server  caching  tech¬ 

nology,  through  system  ven¬ 
dors.  These  companies  may 
combine  SecureMe  and 

Internet  Caching  System  into 
a  single  device  that  caches  as 
well  as  encrypts  and 

decrypts  secure  messages,  or 
offer  SecureMe  as  a  stand¬ 
alone  single-function  device. 

“Being  able  to  offload 
crypto  services  will  greatly 
enhance  our  ability  to 


Nissan’s  new  European 
Web  look  has  meant  that  local 
dealers  had  to  agree  to  turn 
over  control  of  their  Web  site 
content  and  management  to 
Nissan  Europe. 

“They  felt  this  was  prag¬ 
matic,  and  they  agreed  to 
do  it,”  Larsen  says.  “We  now 
have  these  microsites  in 
numerous  languages  so 
every  national  Nissan  site 


o 

o 

BrainSh  are 


PREVIEW 

increase  the  end-user  perfor¬ 
mance  of  our  virtual  private 
network  and  extranet,”  says 
Peter  Strifas,  a  network  spe¬ 
cialist  with  the  Connectivity 
Group  in  Chicago. 

The  messaging  software 
firm  is  developing  a  Web  hub’ 
—  a  digital  community  where 
partners,  developers,  end  users 
and  sales  personnel  will  log  on 
and  access  information,  news 
and  services.  “SecureMe,  with 
its  SSL  encryption/decryption, 
PKI  and  directory  enablement 
becomes  a  perfect  fit,”  Strifas 
says. 

SecureMe  is  operating  sys¬ 
tem  independent  and 
requires  no  changes  to  the 
Web  server  or  client  browser 
software.  It  turns  HTTP  con¬ 
tent  into  Secure  HTTP 
content  for  communications 
over  the  Internet  and  redi¬ 
rects  end-user  HTTP  requests 
for  secure  content  to  its 


can  link  into  these.” 

Dealers  now  exchange 
Web  files  with  Nissan’s  cen¬ 
tral  command  for  Europe  in 
Amsterdam.  While  buyers  can 
now  configure  the  Nissan  car 
they  want  online  and  get  a 
quote  for  it,  they  cannot  buy 
cars  via  the  Web.  But  Nissan 
hints  that  online  car  sales  are 
on  a  road  it  may  take  in  the 
future.  E 


SSL  port.  The  device 
responds  with  a  Java  applet 
or  HTML  page  requesting  SSL 
authentication. 

Novell  declined  to  com¬ 
ment  on  SecureMe  pricing. 
The  appliance  will  ship  by 
year-end. 

Separately,  the  “hosted  file 
system”  set  for  BrainShare 
unveiling  is  a  project  Novell 
has  been  developing  as  a 
result  of  its  recent  acquisi¬ 
tions  of  JustOn  and  PGSoft, 
Novell  says. 

JustOn’s  service  lets  users 
store  files  on  the  Internet  and 
share  them  with  other  users. 
PGSoft  is  developing  client- 
side  software  that  lets  users 
access  these  files  from 
Microsoft’s  Windows  Ex¬ 
plorer  or  a  browser.  It  is  part 
of  Novell’s  In-the-Net  Services 
division,  which  is  expected  to 
make  other  hosted  services 
announcements  at  Brain- 
Share.  E 
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NetworkAppliance® 

Network  Appliance,  Inc. 

NetApp  F760 

(408)  822-6000/(800)  44-FILER 

www.netapp.com 

The  NetApp  F760  is  the  fastest  and  most 
scalable  storage  appliance  available  today 
making  it  the  ideal  solution  for  e-commerce. 
E-commerce  and  online  business-to-business 
efforts  require  mission-critical  data  access  all 
the  time.  The  F760,  with  its  suite  of  data 
recovery  software,  online  expansion  capabili¬ 
ties,  redundant  components  and  clustered 
failover,  ensures  non-stop  data  availability  for 
E-business. 


hastpro 

L  a  micron  company 

HostPro 

(888)  323-1505 

www.hostpro.net 

Our  goal  at  HostPro  is  to  turn  e-commerce 
into  easy  commerce.  To  achieve  this,  devel¬ 
opers,  administrators,  and  technicians  con¬ 
tinuously  update  and  innovate  programs  on 
our  systems,  24  hours  a  day,  365  days  a 
year.  We  are  real  people  devoted  to  real 
solutions  for  businesses  and  individuals 
across  the  globe. 
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VServers 


VServers 
(877)  358-6778 

www.vservers.com/host 

VServers  is  dedicated  to  providing  customers 
of  all  levels  looking  for  Web  hosting,  Internet 
connectivity  and  e-commerce  solutions, 
with  leading-edge  virtual  server  (VServer) 


technology  and  high-speed  Internet  con¬ 
nectivity  products.  Using  its  proprietary 
operating  system,  VServers  provides  cus¬ 
tomers  with  more  control  and  administra¬ 
tive  privileges  24  hours  a  day,  365  days  a 
year. 


Network  Instruments,  LLC 

Link  Analyst 

(800)  526-7919 

www.networkinstruments.com 

Link  Analyst  provides  graphical  mapping 
of  network  devices,  routes,  uptime  moni¬ 
toring  for  device  response  times,  and  a 
trigger  based  notification  system  to  warn 
of  network  problems  as  they  happen.  If 
network  conditions  degrade,  Link  Analyst 
can  monitor  the  severity  of  degradation 
and  warn  of  trends  that  indicate  an 
impending  failure. 


AITT  Communications 


NTT  Communications 
Corporation 

Arcstar  Collocation  Service 

(212)  808-6712 

www.ntt.com/world 

With  cutting-edge  data  center  facilities  in 
20  major  cities  in  Japan  and  planned  expan¬ 
sion  in  other  regions,  NTT  Communications 
effectively  serves  the  data  hosting  needs 
of  corporations  expanding  their  business  in 
Asia-Pacific.  In  collaboration  with  NTT 
America,  its  wholly-owned  U.S.  subsidiary, 
NTT  Communications  is  helping  your  busi¬ 
ness  grow  without  boundaries. 


RADWARE,  Inc. 

Internet  Traffic  Management  Solutions/IP 
Load  Balancing 

(888)  234-5763 

www.radware.com 

RADWARE  (Nasdaq:  RDWR)  is  a  leading 
provider  of  Internet  Traffic  Management 
(ITM)  solutions  enabling  continuous 
access  to  Web  sites,  IP  applications,  and 
content.  RADWARE  offers  a  broad  range 
of  products  that  add  scalability,  fault  toler¬ 
ance,  redundancy  and  optimization  of 
resources  to  any  IP  site  that  requires  high 
availability.  RADWARE  —  keeping  you 
and  your  customers  Always  On  Line. 


TREND„ 

MICRO 

your  Internet  VirusWall 

Trend  Micro,  Inc. 

eDoctor  Global  Network 

(800)  228-5651 

www.antivirus.com/products/edoctor 

Trend  e-Doctor  Global  Network  is  com¬ 
prised  of  managed  service  providers  who 
have  partnered  with  Trend  Micro  to  pro¬ 
vide  their  customers  with  value-added 
Internet  antivirus  security  services.  Trend 
eDoctor  enables  service  providers  to 
remotely  manage  and  maintain  a  cus¬ 
tomer's  entire  network  antivirus  defense 
from  the  desktop  to  the  Internet  gateway. 


News 


iPianet, 

continued  from  page  9 

Netscape  Application  Server. 
They’re  waiting  for  what’s 
now  called  iPianet  Application 
Server  6.0,  due  in  March.  This 
version  will  include  the  latest 
Java  APIs  —  packaged  in  Java 
2  Enterprise  Edition  (J2EE)  — 
which  are  a  critical  require¬ 
ment  for  most  big  e-com- 
merce  sites.  J2EE  is  already 
being  deployed  in  application 
servers  from  the  likes  of  BEA 
Systems  and  IBM. 

“Version  6.0  is  a  strong 
product,”  says  Anne  Thomas,  an 
analyst  with  Patricia  Seybold 
Group,  a  Boston  research  com¬ 
pany.  “Customers  are  asking  for 
J2EE.  [Version  6.0]  is  a  high-end 
application  server  offering 
with  better  than  average  per¬ 
formance  and  scalability.” 

IPianet  President  and  Gen¬ 
eral  Manager  Mark  Tolliver 
admits  his  company  stumbled 
out  of  the  gate,  failing  to 
describe  a  clear  path  for  a  bun¬ 
dle  of  competing  products. 
Sun  and  Netscape,  for  exam¬ 
ple,  each  had  their  own  appli¬ 
cation  server  and  at  first  talked 
vaguely  of  blending  the  two. 

“We  did  struggle  with  that 
for  three  or  four  months,” 
Tolliver  says.  “That’s  what  con¬ 
vinced  us  we  had  to  be  crystal 
clear,  or  people  just  wouldn’t 
take  us  seriously.” 

The  final  choice:  the 
Netscape  Application  Server, 
renamed  iPianet  Application 
Server,  instead  of  Sun’s 
Netdynamics. 

But  the  product  decisions 
left  some  customers,  such  as 
Johnson  &  Johnson  senior 
consultant  Bob  Rudis,  smart¬ 
ing.  Products  he  relied  on 
were  cancelled  or  sold  off, 
while  new  releases  of  others 
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Room  for  improvement 

IPianet  has  some  catching 
up  to  do  in  both  the  Web 
server  market . . . 

Web  server  installed  base  by 
developer  (based  on  a  Feb.  '00 
survey  of  11.1  million  Web 
servers) 

Other  12.3% 

iPianet 
7.7% 


Microsoft 
22% 

. . .  and  application  server 
market. 

Application  server  market 
rankings  (1998): 

1.  Oracle 

2.  Forte  (acquired  by  Sun) 

3.  Apple 

4.  Allaire 

5.  Information  Builders 

6.  Netscape  (now  iPianet) 

SOURCES:  NETCRAFT.COM.  IDC. 
FRAMINGHAM.  MASS 


were  buggy,  he  claims. 

“I  am  a  victim  of  the 
alliance,”  Rudis  says.  He  ran 
into  problems  with  the  4.0 
release  last  fall  of  the  iPianet 
Web  server,  based  on  Net¬ 
scape  code.  “It  did  not  install 
properly,”  he  says.  “It  did  not 
interoperate  with  its  own 
directory  server.  And  we  do 
not  see  major  industry  sup¬ 
port  for  it  going  forward. 

“Due  to  how  poorly  the 
Netscape  integration  has 
been,  and  also  due  to  how 
sparse  communication  has 
been  from  Sun  and  iPianet, 
we  are  considering  all  alter¬ 
natives,”  he  says. 
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Brian  Clark,  vice  president 
of  information  technology  for 
BrannWorldwide,  a  direct  mar¬ 
keting  company  in  Deerfield, 
Ill.,  says  he  was  unable  even  to 
get  price  quotes  from  a 
Netscape  reseller.  “They  had 
problems  getting  in  contact 
with  anyone  at  iPianet  who 
could  give  them  good  infor¬ 
mation,”  he  says. 

Tolliver  insists  the  confusion 
is  a  thing  of  the  past.“The  No.  1 
accomplishment  has  been 
answering  the  question:  ‘Can 
you  stand  up  and  present  a 
crystal  clear  product  roadmap 
to  your  customers?’  Everything 
else  flows  from  that.” 

The  stakes  are  huge,  with 
billions  of  dollars  being 
spent  on  the  type  of 
e-commerce  software  that 
iPianet  sells.  The  company 
offers  server  products,  such 
as  directory  and  application 
servers,  that  form  the  skele¬ 
ton  of  e-commerce  sites.  And 
those  skeletons  are  fleshed 
out  with  applications  for 
billing,  procurement  and 
trading  partner  exchanges  — 
applications  that  are  avail¬ 
able  from  iPianet. 

IPianet  has  formidable 
resources,  including  2,400 
employees,  drawn  equally  from 
Sun  and  Netscape.  The  compa¬ 
ny  claims  to  have  300  of  the 
Fortune  300  companies  as  cus¬ 
tomers,  and  has  gained  momen¬ 
tum  of  late  with  some  big  wins. 

Washington  Mutual  in 
Seattle,  for  instance,  is 
shelling  out  $8  million  for 
iPianet  software  and  services, 
to  be  used  for  both  a  corpo¬ 
rate  intranet  and  as  the  basis 
of  future  e-commerce  plans. 
Firmbuy,  a  venture-funded 
start-up  in  Chicago,  just 
launched  an  online  business 
procurement  service  based 
on  iPianet  software. 

Observers  say  iPianet, 
given  its  wide  range  of  prod¬ 
ucts,  has  a  chance  to  become 
one  of  a  handful  of  really  big 
e-commerce  systems  suppli¬ 
ers,  particularly  if  its  new 
application  server  catches 
on.  But  they  add  that  the 
company  will  need  to 
strengthen  both  its  marketing 
and  technologies. 

When  it  comes  to  e-com- 
merce,  customers  are  likely  to 
be  very  unforgiving  if  the  tech¬ 
nologies  don’t  work  as 
promised.  E 
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TELECOM  PUTS  E-COMM 
PLATFORMS  TO  TEST 


E  -commerce  ventures  such  as  Netscape  and  Sun's  iPianet 
E-Commerce  Solutions  aren't  just  targeting  big  telecom  car¬ 
riers  because  they  think  the  service  providers  might  be 
interested  in  heavy-duty  transaction  platforms  such  as 
iPlanet's  ECXpert.  The  e-commerce  companies  know  that  for  the 
regional  Bell  operating  companies  it's  practically  a  regulatory 
requirement  that  they  use  such  products  —  or  create  their  own. 

Last  December,  Bell  Atlantic  became  the  first  RB0C  to  gain 
long-distance  approval  from  the  Federal  Communications 
Commission.  To  do  so,  the  carrier  had  to  show  the  FCC  that  it 
could  handle  heavy  volumes  of  orders  from  local  competitors  to 
switch  customers  they  had  won  in  New  York  —  and  do  so  in  an 
all-electronic  environment. 

AT&T  and  MCI  WorldCom  insisted  on  this  requirement,  point¬ 
ing  out  that  once  they  starting  running  ads  on  TV  luring  residen¬ 
tial  customers  away  from  Bell  Atlantic,  the  volumes  of  orders 
would  be  too  heavy  to  handle  manually. 

Now  that  those  TV  ads  are  running  in  New  York  and  tens  of  thou¬ 
sands  of  competitors'  orders  are  flowing  into  Bell  Atlantic  every 
week,  the  system  seems  to  be  breaking  down.  And  that  raises  into 
question  whether  a  telecom  regulation  can  really  anticipate  the 
problems  of  scalability  in  hardware  and  software  systems. 

But  Bell  Atlantic  last  week  said  it's  having  to  handle  a  lot  of  com¬ 
petitive  local  exchange  carrier  (CLEC)  orders  in  New  York  manually, 
and  last  Thursday  it  was  due  to  meet  with  the  CLECs  and  review 
with  them  the  possibility  of  replacing  ECXpert  with  its  own  home¬ 
grown  e-commerce  transaction  platform.  Bell  Atlantic  Regulatory 
Vice  President  William  Allan  admits  that  the  potential  replacement 
platform  is  still  being  tested  internally.  And  that  has  left  the  CLECs 
feeling  like  they're  starting  from  square  one.  After  all,  the  FCC  only 
gave  Bell  Atlantic  the  long-distance  authority  after  an  independent 
test  of  ECXpert  and  other  back-office  systems  by  consulting  firm 
KPMG  last  year. 

Even  during  that  test,  AT&T  and  others  complained  that  a  few 
of  their  orders  were  getting  lost.  Now  that  orders  have  risen  dra¬ 
matically,  the  problem  is  magnified.  "Either  on  the  way  to 
ECXpert  or  on  the  way  out  —  we  don't  know  which  —  the  orders 
get  lost,"  says  Harry  Davidow,  AT&T's  chief  regulatory  official  for 
New  York.  "They're  losing  30%  to  40%  of  them,  and  when  the 
orders  are  lost,  they're  completely  gone,  and  they  don't  know 
that  they've  lost  anything." 

Fortunately  for  enterprise  network  managers,  the  current  prob¬ 
lems  in  New  York  mostly  affect  residential  and  small-business  cus¬ 
tomers  —  orders  for  enterprise-class  CLEC  data  circuits  go  through 
a  different  procedure.  But  the  bigger  concern  is  how  long  it  will  be 
before  RBOCs  can  offer  long-distance  in  other  states.  Allan  last 
week  told  Network  World  that  Bell  Atlantic  has  shut  down  testing  of 
its  local-competition  systems  in  the  three  states  where  it  hoped  to 
next  file  long-distance  applications  —  Massachusetts,  New  Jersey 
and  Pennsylvania  —  in  order  to  divert  people  working  there  to  New 
York.  And  AT&T  is  certain  to  claim  to  the  FCC  that  it  is  no  coinci¬ 
dence  that  the  first  RB0C  to  win  long-distance  authority  is  already 
"backsliding"  on  its  local-competition  performance. 

That's  no  help  to  SBC  Communications,  which  is  awaiting  an 
FCC  ruling  on  its  pending  application  for  long-distance  authority  in 
Texas.  Until  vendors  and  carriers  can  prove  that  they  can  trade 
CLEC  residential  orders  without  a  hitch,  the  competitive  telecom 
landscape  may  not  change  as  fast  as  users  would  like. 

—  David  Rohde 
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Scanning  an  Internet-style  deal 


MARK 

GIBBS 


hat  a  deal!  I  was  recently  in 
Staples  with  my  dear  wife  buy¬ 
ing  boxes  (we’re  moving  again) 
when  I  saw  an  unbelievable  deal 
—  a  Canon  scanner  for  $30! 
That’s  right,  three  zero.  It  works 
like  this: You  buy  the  scanner  for 
$130,  and  you'll  get  a  $40  rebate 
from  Canon  and  a  $60  rebate 
from  Staples.  Amazing. 

The  scanner  is  a  CanoScan  FB 
620U  personal  model  with  a 
Universal  Serial  Bus  (USB)  inter¬ 
face.  It  does  600  by  600  dots  per 
inch,  36-bit  color  scanning,  comes 
with  Adobe  PhotoDeluxe  Home 
Edition  and  TextBridge  Plus,  and 
takes  perhaps  10  minutes  to 
install. The  results  are  excellent, 
and  for  $30,  it’s  an  amazing  value. 

A  friend  pointed  out  that  for 
$30  you  could  buy  them  and 

resell  them  at  garage 
sales  for  double  the 
price,  which  got  me 
thinking. ...  So, 
here’s  a  strategy 
based  on  Internet 
marketing  tactics: 
We’ll  give  the  damn 
things  away. 

How  will  this 
work?  We’ll  buy,  say, 
250,000  scanners, 
which  will  cost  us 
$32.5  million. We  ll 
apply  for  the  rebates, 
which  they  claim  take  six  to 
eight  weeks  to  process,  and  get 
back  $25  million. 

Assuming  we  don’t  have  $32.5 
million  lying  around,  that  means 
we’ll  be  borrowing  the  funds. 

Let’s  say  the  loan  is  at  10%  per 
month  starting  on  March  1 .  If  we 
arrange  with  the  lender  for  the 
first  payment  to  be  due  May  1 ,  the 
interest  due  at  this  point  amounts 
to  $136,545. 14.  We  can  pay  off 
part  of  the  loan  with  the  $25  mil¬ 
lion  rebate  and  we  will  still  have 
$7,907,378.47  to  pay  off. 

But  over  those  two  months, 
will  we  be  idle?  Oh  no,  not  us. 

We  ll  do  some  deals! 

Well  sell  the  cover  of  the  scan¬ 
ners  for  advertising.  We  can  divide 
the  space  into  four  parts  and  sell 
each  quadrant  at,  say,  $5,000,000 
each.  Assuming  we  can  get  the 
$20  million  revenue  in  by  the  end 
of  the  second  month,  we  can  pay 
off  the  loan  in  full,  leaving  us  with 
$12,092,621.53. 


Now  we  have  to  print  the  ads 
on  the  machines  —  say  $10  per 
unit  to  unpack,  print  and  repack 

—  so  we  re  left  with  $9,592,621 
and  some  change.  Well  need  to 
advertise  (say,  $  1 ,000,000)  and 
well  have  some  operational  costs 
(warehousing,  staff,  etc.,  say, 
$500,000)  so  we  re  left  with  just 
over  $8,000,000.  We  have  to  ship 
out  the  hardware,  but  let’s 
assume  that  we  ll  charge  a  ship¬ 
ping  and  handling  fee  that  covers 
the  costs  (probably  around  $10). 

Cool.  Now  well  build  advertis¬ 
ing  and  sponsorship  directly  into 
the  software  (well  cache  ads,  so 
even  if  there’s  no  Internet  con¬ 
nectivity'  we  can  show  ads  any¬ 
way).  We  should  be  able  to  get  a 
cost  per  thousand  (CPM)  of 
around  $40  (CPM  is  an  advertis¬ 
ing  term  for  the  cost  of  present¬ 
ing  an  ad  to  a  thousand  people 

—  the  M  in  CPM  stands  for 
“mille”  which  is  “thousand”  in 
French). 

If  each  user  scans  on  average, 
say,  one  image  per  week  and  we 
show  just  one  ad  per  scan,  then 
well  be  in  line  for  payments  of 
around  $50,000  per  month.  Well 
prove  our  advertising  figures  by 
having  the  software  automatically 
tell  us  when  it  is  run,  if  the  user 
has  an  Internet  connection  (we  ll 
have  to  do  some  fancy  footwork 
in  the  case  of  dial-up  users,  but 
that’s  not  heavy  lifting)  and  then 
well  extrapolate  for  the  entire 
user  population  to  estimate  the 
use  by  non-Internet  users. 

By  the  end  of  the  first  year, 
well  have  made  a  further 
$600,000  on  advertising  and,  if 
we  sell  software  upgrades  and 
new  applications,  we  can  proba¬ 
bly  turn  that  into  something  like 
$1,000, 000. That  will  give  us  a 
profit  of  just  over  $9,000,000  in 
the  first  year  even  if  the  scanners 
are  the  only  product  we  can  find 
at  a  knockdown  price,  which 
seems  unlikely. 

Have  we  got  a  business  or 
what?  So,  you  write  the  business 
plan,  I’ll  line  up  the  venture  capi¬ 
talists  (we  need  their  money  to 
borrow  the  money)  and  we  ll 
plan  for  an  IPO  in  six  months. 
What  a  deal! 

Do  a  deal  with  nwcolumn@ 
gibbs.com. 


"Cell  phones  will  rule  your  life  . . .  sooner 
than  you  think"  an  e-mail  newsletter  promised 
(threatened?)  me  last  week.  The  pundit  who 
authored  the  piece  went  on  to  explain  why 
handheld  phones  "will  become  the  gateway 
to  the  rest  of  the  digital  world,”  a  major  if  not 
primary  access  point  for  all  manner  of  inter¬ 
action  with  the  Internet.  An  analogy  was  even 
drawn  between  Internet-enabled  cell  phones 
and  nothing  less  than  the  most  important 
technological  advance  since  Gutenberg's 
printing  press:  the  TV  remote  control. 

This  was  no  isolated  hosanna,  either,  as 
trade  and  business  journals  have  been  brim¬ 
ming  with  these  stop-the-presses  predictions  for  many  months  now. 
Sooner  than  you  think,  the  PC  is  going  the  way  of  the  record  player, 
and  laptops  will  become  doorstops.  Sooner  than  you  think,  we'll  all  be 
e-mailing,  stock  trading  and  impulse  buying  over  the  Internet  via  our  cell 
phones.  "M-commerce"  it's  being  called  —  as  in  "M"  for  mobile. 

Hold  the  phone,  Jack:  Isn't  this  hype  just  a  wee  bit  ahead  of  reality? 

The  technological  obstacles  to  "M-commerce"  remain  daunting,  to 
be  kind:  Lilliputian  screen  sizes,  painful  phone-pad  keyboarding,  imma¬ 
ture  standards  efforts,  paltry  bandwidth,  lax  security,  and  let's  not  for¬ 
get,  significant  cost  issues. 

And,  amid  all  the  hype  about  "anytime,  anywhere"  access  to  the 
Internet,  this  question  remains  wholly  unanswered:  Do  the  increasingly 
wired  masses  need  anytime,  anywhere  Internet  access,  especially 
when  that  experience  promises  to  be  painful  for  the  foreseeable  future? 

None  of  which  is  to  say  that  cell  phone  providers  aren't  going  to 
wage  a  holy  war  over  who  can  provide  the  snazziest  Internet  features, 
or  that  there  won't  be  gadget  junkies  pining  for  those  wares.  The 
question  boils  down  to  this,  though:  Will  "M-commerce"  be  revolution¬ 
ary  or  evolutionary?  ...  My  money's  on  Darwin. 


PAUL 

MCNAMARA 


Stephen  Douty,  CEO  of  a  start-up  called  Octopus,  com,  recently  told 
Buzz  that  he  has  the  e-mail  address  steve@hotmail.com  because  he 
was  fortunate  enough  to  have  been  one  of  Hotmail's  first  employees. 
Don't  ask  why  this  came  up,  but  it  did  remind  me  that  a  sure-fire  way 
to  recognize  a  rich  person  in  the  Internet  world  is  if  they  send  e-mail 
from  a  firstname@successful  company.com  address. 

I  once  ran  that  theory  by  the  marketing  director  at  a  high-flying  net¬ 
work  company  that  had  recently  gone  public.  One  of  his  colleagues  is 
a  firstname@successfulcompany.com  type. 

"Man,  this  guy  is  soooo  rich,  it's  silly,"  was  the  marketing  director's 
take.  "You  couldn't  be  MORE  right." 

Buzz  is  too  polite  to  have  asked  Douty  if  he  hit  the  lottery  when 
Microsoft  bought  Hotmail.  But,  he  did  say  that  his  seemingly  exclusive 
e-mail  address  has  become  "all  but  useless,"  considering  steve@hot- 
mail.com  is  nothing  but  a  spam  magnet  these  days. 

As  for  Douty's  start-up:  Those  who  like  tinkering  with  personal  cus¬ 
tomizable  Web  views  (Octopus  is  targeting  "power  users"  to  help 
evangelize  its  new  service)  should  get  a  kick  out  of  the  tricks  they  can 
perform  with  the  simple  drag-and-drop  elements  that  Octopus  offers. 
The  payoff  is  single-click  access  to  a  wealth  of  news,  personal-finance 
information  and  business  reports  that  is  all  hyperlinked  to  the  hilt. 

Backed  by  Redpoint  Ventures,  Octopus  hopes  to  make  money  by 
charging  content  providers  for  the  traffic  produced  by  its  service. 

From  an  e-mail  received  here  last  week:  "Dear  Paul  McNamara: 
Any  editorial  comment  or  mention  that  you  may  give  this  press  release 
would  be  greatly  appreciated." 

Always  eager  to  please,  here  is  my  editorial  comment  regarding 
MyWebDentistcom,  the  subject  of  the  release: 

You're  pulling  my  mouse,  right?  MyWebDentist.com  —  purveyors  of 
"second  opinions"  on  dental  woes  —  may  be  the  dumbest  idea  since 
Moe  tied  Curley's  aching  tooth  to  that  doorknob _ They  asked. 

Send  your  third  opinions ,  Internet  news  tips  and  gossip 
items  to  Buzz  @nww.com. 
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Yours  is  no  ordinary  business,  and  the  Summit7i™  is  no  ordinary  switch. 

It  combines  the  benefits  of  a  stackable  with  the  performance  and  density 
of  a  chassis  -  32  Gigabit  ports,  64  Gbps  capacity  and  48  million  pps 

throughput.  Which  ensures  wire-speed 
performance  and  resiliency  for  co-located 
servers.  Plus  prioritization  and  bandwidth 
control  for  ERP  and  e-commerce  traffic.  And 
it  runs  on  existing  Category  5  twisted-pair 
cabling,  but  the  most  astonishing  thing 
about  Summit7i  is  the  incredibly  low  price  per  port.  It’ll  do  more  than  just 
turn  a  few  heads.  Por  more  information,  call  us  or  visit  our  web  site. 


www.extremenetworks.com/ad/seven.htm 
888-257-3000,  ext.  3131  (U.S.) 

♦1  408-579-3131  (Outside  U.S.) 


©1999  Extreme  Networks.  All  rights  reserved.  Extreme  Networks  is  a  registered  trademark,  and  the  Extreme  Networks  logo 
and  dummit7i  are  trademarks  of  Extreme  Networks.  All  other  company  names  or  products  are  trademarks  or  registered 
trademarks  of  their  respective  companies. 
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wide  offering  over  7,500  products  —  reliability, 
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to  over  eight 
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1-800-FLOWERS.C0M,  Unicenter  TNG  proactively 
i  detects  and  corrects  problems  before  they  impact 
performance.  From  the  front-end  website  to  the  underlying  network  infrastructure,  Unicenter  TNG 
provides  the  most  complete,  end-to-end  eBusiness  management  solution  available. 

Join  1-800-FL0WERS.C0M,  and  wake  up  and  smell  the  roses.  It’s  time  to  reap  the 
rewards  of  eBusiness  with  Unicenter  TNG.  For  more  information,  visit  us  at 
internetsolutions.cai.com. 
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Pass- Along  Application 


To  qualify:  You  must  supply  your  name,  title  and  company  name/address/phone  on  the  business  reply  panel  below.  Please  print  clearly. 

Q  My  home  is  also  my  business  address. 


CYES!  I  want  to  receive  a  FREE  subscription  to  Network  World,  the  leading  °pdn°™'  addre8s  En,er  your  home  address  bel°*  » »our “"W  wl"  ”*  acceP'  deliverv  at  your 
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What  is  the  principal  business  activity  at  your  location? 

(check  ONE  only) 


Street  Address  (Home) 


Zip 


What  is  the  estimated  number  of  employees  at  your 
location/in  entire  organization?  (check  one  only) 


Manufacturing  (other) 
02.  U  Finance/Banking 


03. _ Insurance/Real  Estate/Legal 

04.  _  Health  Care  Services 

05.  _  Hospitality/Entertainment/Recreation 

06.  _  Media/TV/Cable/Radio/Print 

07.  _  Retail/Wholesale  Trade/Business  Services 

08.  _  Transportation 

09.  LJ  Utilities/Process  Industries  (Mining/ 

ConstructoryPelroieum  Refining/  Agnculture/Forestry) 

10.  -  Education 

11.  _  Government 

12.  LJ  Military 


13.  _  Aerospace 

14.  _  Consulting  (Independent)* 

15.  _  Carriers/Service  Providers 

16.  _ Internet  Service  Provider  (ISP) 

17.  —  Manufacturing  (Computer/Communications/OEM) 

18.  _ Resellers  of  Computer/Network  Products 

(VARs,  VADs)* 


19.  _ Systems/Network  Integrators* 

20.  _ Distributors  (Computer/Commumcations)* 

21.  _ Other  (please  specify) _ 


P.  What  is  your  primary  job  function?  (check  ONE  only) 

S.  What  is  your  secondary  job  function?  (check  ALL  that  appW 


Network  Management 
LAN  Management 
Datacom/Telecom  Management 
IS/ri/MIS/CIO/CTO/Systems  Management 
Intemet/intranet/E-Commerce  Mgmt, 
Webmaster 


r  o 

B6. Engineering  Management 

7. 1 _ I  Corporate  Management  (CEO.COO,  CFO. 

Pres..  VP.  Dir..  Mgr.) 

B8.  Consultant  (Independent) 

9.  U  I 


Other  (please  specify) _ 


SERVERS 


CLIENTS 


LANs 


ocatkm 

Entire  Org. 

At  Location  Entire  Org. 

At  Location 

Entire 

A 

B 

c 

D 

E 

F 

1. 

50,000+ 

1.  50,000+ 

1. 

50,000+ 

2. 

10,000  to  49,999 

2.  10,000  to  49,999 

2. 

10,000  to  49,999 

3. 

1,000  to  9,999 

3.  1,000  to  9,999 

3. 

1,000  to  9,999 

4. 

100  to  999 

4.  100  to  999 

4. 

100  to  999 

_ 

5. 

50  to  99 

5.  50  to  99 

5. 

50  to  99 

6. 

10  to  49 

6.  10  to  49 

6. 

10  to  49 

_ 

7. 

1  to  9 

7.  1  to  9 

7. 

1  to  9 

8. 

None 

8.  None 

8. 

None 

What  is  your  scope  and  involvement  in  purchasing  decisions 
for  network  products  and  services  for  your  enterprise? 


A.  SCOPE  (check  ONE  only) 

Corporate 

1.  _  Entire  EnterpnsetMulbpte  Enterprises 

2.  Division/Multiple  Divisions 


3. _ Department 

None 


B.  INVOLVEMENT  (check  ALL  that  apply) 
1 . _ Create  Network/IT  Strategy  4. 


Recommend/Specify  Brand  5. 


3. _ Approve  Purchase 


6. 


Evaluate  Products/Services 
Determine  the  Need 
None 


Over  20,000  g 

500  -  999 

1. 

Over  20,000 

_ 

10,000-19,999  7 

250  -  499 

2. 

10,000  -19,999  *■ 

5,000  -  9,999  8 

100  -  249 

3. 

5,000  -  9,999  7 

2,500-4,999  9 

1,000-2,499 

99  or  less 

4. 

2,500  -  4,999  '' 

B.  ENTIRE  ORGANIZATION 


Please  indicate  the  Intemet/Intranet/LAN/WAN  products/services  that  you 
are  currently  involved  in  purchasing  or  plan  to  purchase:  (check  ALL  that  apply) 


•ATTN:  CONSULTANTS,  INTEGRATORS,  DISTRIBUTORS,  RESELLERS. 
PLEASE  COMPLETE  ENTIRE  FORM  BASED  ON  ALL  CLIENTS 
AND  YOUR  OWN  BUSINESS  NEEDS. 


A.  CURRENTLY  INVOLVED  IN  PURCHASING 


What  is  the  estimated  value  of  Network  equipment  and  services  |_| 
that  you  specify,  recommend,  or  approve  tne  purchase  of? 

(Please  print  the  appropriate  number  code  on  the  line  next  to  each  product  category. 

Please  complete  ALL  categories  A-N.) 

1.  $100  million  or  more  a  _ Large  Systems  [MalnframesJMkm]  H  _ Internet 

2.  $50  million  to  $99.9  million  B  _ Desktops  (Mcros/L^itps/w^^  I  _ Intranet 

3.  $25  million  to  $49.9  million  c  j  ExfranettCommerce 

4.  $10  million  to  $24.9  million 

5.  $1  million  to  $9.9  million  D  - WNs  K  - Remote  Access 

6.  $100,00  to  $999,999  E  _ WAN  Equipment  L  _ Peripherals 

7.  $50,000  to  $99,999  p  _ Carrier  Sen/ices  M _ Software 

8.  Under  $50,000  „  „ 

9.  None  of  the  above  G - Internetworking  N  - Services/Support 

What  is  the  total  number  of  sites  for  which  you  have 
purchase  influence?  (check  one  only) _ 

.□l00+  2.  □  50  -  99  3.  □  20  -  49  4.DlO-19  5.CJ2-9  6.Dl  7,DNone 

What  is  the  total  number  of  Servers/Clients/LANs  installed/ 
planned  at  your  location/in  your  entire  organization?  (check  ONE  box  headicctrnn)  I 


INTERNET/INTRANET 

A  A 

VPN  Equipment 
VPN  Services 

Firewalls/Security/Encryption 
Electronic  Commerce 
Web  Servers/Software 
Web  Enabled  Call  Center  Tools 
Voice/Video  over  IP  (IP  Multicast  Routing) 
Internet  Services 
Web  Hosting 
Host  Access 
Web  Development  Tools 
Management/Monitoring  Software 
Web  Based  Management  Tools 
Web  Based  Collaboration/Groupware 
Caching/Load  Balancing  Products 
Other  Internet/Intranet 

LANs/INTERNETWORKING 


29. 

30. 

_ 

31 

_ 

_ 

32. 

_ 

33. 

_ 

34. 

_ 

35. 

_ 

36. 

_ 

37. 

__ 

38, 

_ 

39. 

Local-Area  Networks 

Network  Operating  System  Software 

(NOS) 

Intel  Based  Servers 
Intel  Based  Multiprocessor  Servers 
RISC-Based  Servers 
Clustered  Servers 


Layer  2  Switches 
Layer  3  Switches 
Layer  4  Switches 
ATM  Switches 


40. 

41. 

_ 

42. 

_ 

43. 

_ 

44. 

_ 

45. 

_ _ 

46. 

_ 

47. 

_ 

48, 

_ 

49. 

_ 

50. 

_ 

51. 

__ 

52. 

_ 

53. 

_ 

54. 

_ 

55. 

_ 

56. 

_ 

57. 

Please  indicate  the  network  hardware/software/services 
that  you  are  currently  involved  in  purchasing  or  plan  to 
;na 


purchase:  (check  ALL  that  appty) 


A.  CURRENTLY  INSTALLED 
COMPUTERS/PERIPHERALS 
A  B 


B.  PLANNED  FOR  PURCHASE 
A  B 


01. 

Laptops/Notebooks/PDAs 

02. 

PCs 

_ 

03. 

Windows  Terminals/Thin  Clients 

04. 

Workstations 

_ 

05. 

Storage/Backup  (Optical,  Disk,  Tape.  RAID) 

_ 

06. 

Printers 

_ 

07. 

Printer/Fax/Copier  Hybrids  (Multifunctional  Printer) 

08. 

Minis 

_ 

09. 

Mainframes 

_ 

10. 

Fax/Modem  Boards 

_ 

11. 

Memory/Chips/Boards/Cards 

- 

12. 

Other  Computers/Peripherals 

SOFTWARE/APPLICATIONS 


Network  Management 
Systems  Management 


13. 

14. 

_ 

15. 

...  ^ 

_ 

16. 

_ 

17. 

18. 

_ 

19. 

_ 

20. 

Directory  Services 
Operating  Systems 
Applications  Development  Tools 
Database  Management/RDBMS 
Groupware 


21. 

_ 

22. 

_ 

23. 

24. 

25. 

26. 

27. 

28. 

29. 

30. 

31. 

_ 

32. 

33. 

_ 

34. 

SERVICE 

□ 

35. 

3 

36. 

37. 

38. 

39. 

_ 

40. 

Enterprise  Resource  Planning  (ERP) 
EDI 

Desktop  Videoconferencing 
Imaging 

Middleware/Serverware 
Document  Management 
Site  Metering  Tools 
Data  Warehousing 
Anti  Virus  Software 
Multimedia 

Y2K  Conversion  Software 
Helpdesk 

Other  Software/Applications 


BPO  (Business  Process  Outsourcing  incl. 
Financial  Services,  HR,  Logistics  etc.) 
Applications  Outsourcing 
Call  Center  Outsourcing 


_ Other  Services  A  B 

None  of  the  above  (1  -  40)  D  41 . 0 


If  there  is  a  parent  company,  please  provide  name 


If  military,  please  specify  branch  and  base 


If  government,  please  specify  division 


Please  indicate  the  platforms  that  are  currently 
installed/planned:  (check  ALL  that  apply) 


A.  CURRENTLY  INSTALLED 
NETWORK  PROTOCOLS 

A  R 


B.  PLAN  TO  PURCHASE 

Token-Ring  Switches 
Network  Storage  (nas,  sans) 
Storage/Backup  (Optical,  Disk,  Tape,  RAID) 
Network  Test/Diagnostic  Tools 
UPS 

Network  Interface  Cards  (Nics,  pcmcia) 
Hubs/Intelligent  Hubs/Stackable  Hubs 
Cables,  Connectors,  Baiuns 
SNMP  Platform 
Management  Frameworks 
Other  LAN/Internetworking 

WAN  EQUIPMENT  &  SERVICES 

A  4 

_  Modems 
_  Cable  Modems 
_j  42.  _  Asynchronous  Transfer  Mode  (atm) 

43.  _  Frame  Relay  Equipment  including  FRADS 

44.  _  Frame  Relay  Services 
Remote  Access  Products 
Remote  Access  Services 
Wireless  Data  Equipment/Services 
ISDN  Equipment/Services 
FT-1/T-1/T-3  Services 
xDSL  Services/Products 
Diagnostic/Test  Equipment 
DSU/CSU 
PBXs 

Videoconferencing 
Managed  LAN/Router  Sen/ices 
Fax  Servers/Services 

_  .  _  Other  WAN  Equipment/Services 
None  of  the  above  (1-57)  D  A  58.  D  B 


01. 

TCP/IP 

02. 

IPv6 

03. 

_ 

SNA 

04. 

Novell  IPX/SPX 

05. 

APPC/APPN/LU  6.2 

06. 

NETBIOS/NET  BUEI 

07. 

NFS 

08. 

SNMP 

09. 

Other  Network  Protocols 

B.  PLANNED  FOR  PURCHASE 

NETWORK  OPERATING  SYSTEM 

A  B 

J  28,  U  Windows  NT/Windows  2000 
Novell  (Netware  5JQ 
Novell  (NetWare  4.X) 

Novell  (NetWare  2.X,  3.X) 


28. 

29. 

30. 

31. 

32. 

33. 

34. 

35. 

36. 

LAN/WAN  ENVIRONMENT 


Fast  Ethernet 
Ethernet 


Microsoft  (LAN  Manager) 

Banyan  (Vines) 

IBM  (LAN  Server) 

J  36.  J  Other  Network  Operating  System 

COMPUTER  OPERATING  SYSTEM 


10. 

11. 

_ 

12. 

_ 

13. 

_ 

14. 

_ 

15. 

_ 

16. 

_ 

17. 

_ 

18. 

_ 

19. 

_ 

20. 

_ 

21. 

22. 

23. 

24. 

25. 

26. 

27. 

100Base-T 

lOBase-T 

Fibre  Channel 

Wireless 

DSL 

ISDN 

Frame  Relay 

Private  Line  T1,  T3,  FT-1,  SONET 
Other  LAN/WAN  Environment 


- 

37. 

NT  Workstation 

_ 

38. 

Windows  2000 

39. 

Windows  98/95/3.1 

40. 

Intel  Based  UNIX 

41. 

RISC  based  UNIX  find.  Solaris) 

42. 

LINUX 

43 

DOS 

_ 

44. 

OS/2,  OS/2  WARP 

_ 

45. 

OS/400 

46. 

IBM  MVS/VM/VSE/ESA 

47. 

Digital  VMS 

48. 

Macintosh 

49. 

Other  Computer  Operating  System 

None  of  the  above  (1  -  49)  U  50, 


Which  of  the  following  hardware  platforms  are  installed/ 
planned  in  your  company?  (check  ALL  that  apply) 


A  -  MAINFRAMES  (Large  Scale) 

B- 

Ml 

1.  □  IBM 

1. 

2.  U  Other 

2. 

3. 

4. 

5. 

6. 

IBM  RS/6000 
IBM  AS/400 

Digital/Tandem/Compaq 


Other 


c- 

WORKSTATIONS 

1. 

Sun  Microsystems 

2. 

H-P 

3. 

Digital/Compaq 

4. 

IBM 

5. 

Silicon  Graphics 

6. 

Other 

What  is  the  estimated  gross  revenues  of  your  entire 
company/institution?  (check  one  only) 


01. 

$20  billion  or  more 

05. 

02. 

_ 

$10  billion  to  $19.9  billion 

06. 

03. 

_ 

$1  billion  to  $9.9  billion 

07. 

04. 

$500  million  to  $999.9  million  08. 

$4.9  million  or  less 
None  of  the  above 


For  which  areas  outside  of  the  U.S.A.  do  you  have 
purchase  influence?  (check  ALL  that  apply) 


Europe 

4. 

Australia 

7-F 

J  Canada 

Asia 

5. 

Middle  East 

8.  [ 

J  None 

South  America 

6. 

Africa 

Form: 9902 


To  Qualify,  You  Must  Provide  Your  Name,  Title  and  Business  Address/Phone  Here. 

Name 
Title 

Company  Name 

Company  Address 

City/State/Zip 

3usiness  Phone_ Business  Fax 

ntemet  E-mail  Address _ 

PR600D 

POSTAGE  WILL  BE  PAID  BY  ADDRESSEE 


BUSINESS  REPLY  MAIL 

FIRST-CLASS  MAIL  PERMIT  NO  1752  NORTHBROOK  IL 


NO  POSTAGE 
NECESSARY 
IF  MAILED 
IN  THE 

UNITED  STATES 


P.O.  BOX  3091 

NORTHBROOK  IL  60065-9928 


Unicenter  Helps 

1-800-FL0WERS.C0M 

Dlossom. 


welcome 


Search  Netscape  Print  Security  Stop 


greetings  .  flowers 


j  '■  Homepage  Netscape 


Shb] 


Fie  £dk  ¥iew  £o  £omnnmcatoi  jjelp 

*  i  & 

Back  Forward  Reload  Home 


.^'Bookmarks  ^  Goto: 


Go  to:  |http:M*ww.1  BOOflowers  com 


1-800-flowerskom. 

nowEAS  am  yusr  the  beginning.. 


$  Your  Account  ^  Return  Home 
O  Customer  Service  ^  Shopping  Basket 


gourmet 

treats 


unique  garden 
pifts  i  works 


ustomer  Service  | 


Magazine  |  Contests  &  Promotions  |  What’s  New  J  Q 


Search  by: 
all  channels 

and  keyword: 


Christmas 

Millennium 


Everyday  Celebrations 

Anniversary 

Birthday 

Congratulations 

GetWeH 


Happy  Holidays! 


Y2K  Bouquet 

Ring  in  the  new  year 
millennium  with  our 
commemorative  Y2K 
bouquet!  $49.99- 
$69.99 

buy  now  Q 


Let's  Get  Started! 

First  Time  Visitor 

Guide 

Customer  Testimonials 

Customer  Perks 

Register  Here 

Your  Account 


Privacy 

Customer  Service 


1-800-FL0WERS.COM  is  one  of  the  world’s  lead¬ 
ing  and  fastest  growing  online  retailers.  With  a 
complex  network  of  thousands  of  florists  world¬ 
wide  offering  over  7,500  products  —  reliability, 
speed,  and  efficiency  are  crucial. 

Unicenter  TNG®  monitors  and  manages 
1 -800-FLOWERS. COM’s  worldwide  infrastructure 
and  support  systems,  enabling  them  to  fulfill 
online  orders 
with  subsecond 
response  times 
to  over  eight 

million  customers.  To  help  ensure  the  reliability  of 
1-800-FLOWERS.COM,  Unicenter  TNG  proactively 
detects  and  corrects  problems  before  they  impact 
performance.  From  the  front-end  website  to  the  underlying  network  infrastructure,  Unicenter  TNG 
provides  the  most  complete,  end-to-end  eBusiness  management  solution  available. 

Join  1-800-FL0WERS.C0M,  and  wake  up  and  smell  the  roses.  It’s  time  to  reap  the 
rewards  of  eBusiness  with  Unicenter  TNG.  For  more  information,  visit  us  at 
internetsolutions.cai.com. 


(After  Christmas 


Love  &  Romance 

i'fSPf  l 


Millennium  Ornament 

Add  some  sparkle  to 
your  New  Year’s 
celebration  with  our 
keepsake,  beaded 
Millennium  Ornament. 
$24.99 

buy  now  Q 


50%  OFF 

Shopping  Features 

Delivery  Outside  US 

Shoo 

1  -800-LASFLQRES>C0M 


1-800-flowers^com 


Document  Done 


dOMPUTER 

Associates 

Software  superior  by  design. 


Unlcenier  TNG 


jet.  o!  service  names  referenced  Herein  maj  he  trademarks  or  servee  marks  oi  their  respective  owners. 


